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TQ PRODUCE 
QUALITY 
SOCKET SCREWS 
THE H-K WAY— 


X-RAY UNITS PERFORM A 
COMPLETE AND ACCURATE 
METAL ANALYSIS 


We know it’s safe to guarantee unfailing 
° » If you’re not an 
performance for all H-K products! H-K distributor. 


our products, 

sales policy and 
service are well-wort 
investigating. 

Find out now if your 


territory is open 


For the finest in socket screw products ...for unmatched 
SAME-DAY SERVICE—the name to remember is Holo-Krome. 
Write for free catalog and technical information. 


ai HOLO-KROME 


X SOCKET SCREWS 


Sold Only Through Authorized Holo-Krome Distributors THE HOLO-KROME SCREW CORPORATION e HARTFORD 10 CONN 
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...-WITH LENOX HOLE SAWS 


Built to rake tough cutting jobs, the LENOX 
Nwalercemcericmi) (er hm@ratlc tials tl: Mmaelttire| 

holes in any machineable material from 

9 16” to 6” in diameter. - 


ae —, Guaranteed shatterproof, here is a saw that will 
ys: ae hold up, even under awkward sawing conditions. 
Le NO xX The rugged high speed steel cutting edge 
actually outlasts several standard grade saws. 
Cuts much faster. For performance 
and production, you can be sure of the best 
with LENOX Hole Saws. , 


Fo. more information on this unusual 
tool, write today. 
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Matching Idler to Job is Easy with 
Industry's Most Comprehensive Line 


Economy idler for intermit Cottonseed plants, rice mills, 
tent or light service tor etc. For non corrosive, non- 


fine or small lump materials abrasive, light materials ° 

Link-Belt Sprockets 
General conveyor service for Provides correct c apacity for 
maximum loads of 100 Ibs conveying of medium ad fer Pe ect atc 
per cu. ft moderate lump —for intermittent d 

For Any Chain Type 





duty 
sizes. 





sand, gr 


“Work horse” for round-the- Coal. coke 
al, c 

y a y f =) 
- ck ow Res ; or all -s ores, sinter, taconite, potash From the more than 2 
eaviest, coarses materia 

: 2 . of Link-Belt cast tooth 

et wheels nere s i 
Ww -adroom , ry ¢ . 
a head : match for every type 

sign coincide t ar : 

pete of malleable combi 


proved grain ele : 
F steel and steel sideb 





Ideal for handling grain and 
similar light materials re 
quiring light belts 
tice 
These sproc kets are 
i chir mica rom s } | vd 
For continuous service. Ca — chips c from _ Rn iu 
righ : ty ap tion areas tributors can 
ries the greatest volume per > ‘ - sai = ecu 
¢ Vv readro > ht ) 
lineal foot of belt . nea : ly select the mght one 





chains for elevating 
ing and power t 


needs 





Same field 
Carries more than 100, less where less ‘ 
than the 400—often proves to died and headroom not a Arm center and pl 
be most economica! choice factor sprockets, in either 
or Flint-Rim, are 
For continuous service car- Heavy ores suc aS IFor meet various ope 
rying heaviest, coarsest ma copper, etc m nveyor ditions 
terials on heaviest permissi- employing 
ble belts. belts 

















Every need for belt conveyor . ° fe 
idlers—whether handling cot- Attractive New Sign Identifies 
tonseed or coal—can be met m ‘ 
by Link-Belt’s Sources for Link-Belt Bearings 
% Sales complete line 
, of more than ' Throughout the count: 
Meeting 500 types and Link-Belt ball and roller be 
in Print sizes. This ex- ing dist it 
tensive selec- the three-dimension 
tion includes all popular roll shown at left. To th 
diameters and belt widths. : buver. it’s an eve-c 
Link-Belt offers standard ia minder of where t 
and heavy-duty 20° and 45° . ie Bee. dustry’s most depe 
troughing, rubber cushion, , ; alienine bearing 
belt training and flat belt 
idlers. Steel, cast iron or rub- Tilividminitntiil 
ber tread rolls are available. , ‘ 
Folder 2516 contains full 5 ky ’ supports impair 
data on the new Series 50 . ~s oe of Link-Belt’s 1 Bee 
idler and Book 2416 on : Sn aligning bearings. TI 
all other series. Sel; Mignig to align in any dire 


assure ft 


BALL AND ROLLER Z pei 
LINK-BELT COMPANY ; BEARINGS ' Standard in Complete Line 


Plants in Self-alignment ts le 
Indianapolis- Philadelphia all Link-Be 

Chicago + Atlanta - Col- bearings—p 
mar, Pa. » Houston « Min- 

neapolis « San Francisco « 
Los Angeles « Seattle 


Offices in Principal Cities 
14 649 


ribi © oF spla 
IDULOr ire display 


How Self-Alignment Works 


Not even misaligt 
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three men who'll answer to that title 
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(ASMMA). And for “must” reading, turn 








to page 105 for the 32-page report on 





Distribution Cost Accounting. 
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Each of These 

Multi-use “Brightboys” 

shows your customers the way to 
New Abrasive Applications— 


ONE-STEP BURRING, 
FINISHING, CLEANING, POLISHING 


Introduce your customers to Brightboy revela- 
tions in finishing—to new concepts of abrasives 
uses. Get them to try Brightboy, to witness its 
working action—the unique combination of rub- 
ber and abrasive that’s definitely “different.” 
Brightboy is made in 
They will discover applications never before as- oe a eS 
. ; ° ‘ . products rods, sticks and 
sociated with abrasives: so wide, so varied: a blocks—fer machine and 
ee . : manual operations 
finish that frequently serves as the final polish. 
Dealers and their salesmen are cashing in through the new uses for 
abrasives which Brightboy is pioneering. Readily available Bright- 


boy stock numbers are JOB-MATCHED to your customers’ needs, not 


only for usual finishing but also for use in place of many “special” 


compounds, Wide selection in Silicon Carbide and Aluminum 


Oxide grains. Each in grades from extra fine 





to extra coarse, in soft, firm and tough rubber 
binders. 


a 
oe Pee MTA 


Write us now for attractive dealer propo- 
sition on nationally known, nationally de- 


manded, nationally advertised Brightboy 





Rubber-Cushioned Abrasives. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO 
95 North 13th Street Newark 7, N 








America’s Pioneer Manufacturer of 
Rubber-Bonded Abrasives 
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Engineered and Built by Dodge 


for High Quality at a Moderate Price — 


sc 


FOR NORMAL DUTY 
30,000 HOUR LINE 


The Seal 
Wont Blow! 


THE TRANSMISSIONEER is 
featured in Dodge advertise- 
ments, which appear in lead- 
ing industrial publications 
Prospects are directed to ‘call 
your local Dodge Distributor” 
for information and assistance 
on new developments in power 
transmission machinery 


SCM 


FOR MEDIUM DUTY 
30,000 HOUR LINE 


Fully self-aligning. 

Rugged one-piece housing. 

Fully assembled and pre-lubricated at the factory. 
Sealed both on and off the shaft. 


Metallic backed synthetic rubber seals keep lub- 
ricant in, dust and dirt out. Engineered to stay 
put—the seal won't blow! 


Pillow block and flange cartridge types. 


Available for your stocks in following shaft sizes 
—SC from 3/4” to 2-7/16”; SCM from 1-7/16” to 
3-7/16”. 


DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, Indiana 


of Mishawaka, Ind. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1957 





_ Industrial Distribution 


- Want to ask a 
HT | | T question? 
Send it to: 
You Said It Editor 


Of all the qualities needed to be a good inside sales- 330 West 42 St. 
New York 36, N. } 

















man, which do you think is the most important? Why? 


and always. He has to convey the 
impression over the phone of want 
ing to aria being able to help the 
sustomer.”—George Snydor, Smith 
Courtney Co., Richmond, Va. 


/ _ 
“The ability to make friends of peo 


; 


ple you never sec By { rreous 


Ys 


“The inside salesman’s telephone 


voice is perhaps the most important Diieitisilt daiedl Cedille eisai 


of all qualities. There must be a 1 1 hail 
you encourage future calls and build 
“Become more than a voice. Get a _ personal following. ’—Reginald 


tomers phoning in know theyre 
: ; buyer on a personal basis; establish Allen, C. L. Gransden & Co., Di 


‘smile in the voice’ to make cus 


welcome and will get willing assist 
ance with their problems.”—Harry 
W. Christine, Bush-Miller, Inc., 
York, Pa. 


a relationship leading to more busi 
ness. If you take orders and hang 
up, you aren't doing a good job.’ 
Kenneth Reilly, Wm. F. McGraw 
& Co., Detroit 


“Personality is first. A customer 
doesn’t call back unless the voice on 
the phone is pleasant. Adequate 
knowledge to answer inquiries accu 
rately and promptly is next in im 
portance. ’"—David Barry III, Capito! 
City Supply Co., Charleston, W 
Va. 


“Top qualification of a telephone 


salesman is that he possess an aftal 

phone personality. A customer 

get madder over a phone quick 
“We rank our telephone salesmen 4 than anv other wav you can think o 


; 


with outside salesmen because we : A man can be smarter than a wl 
think the telephone is our most im- but. if he doesn’t have the 
portant contact (excluding that of , sy of dealing with peopl 


outside salesmen) we have with cus yf -ia phone, he could be a 


tomers. A _ pleasant phone per i the company. Ar 
sonality is the best attribute a tele ~~, ore nalities are alike; ' ha 


phone man has and that’s first, last > es CONTINUED ON PAGE 10 
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KEY-LINE SELLING 
| LUNKENHEIMER | distributes through 
distributors 





We cooperate with our distributors; instead of competing with 
them. All too often, valve distributors are forced to take com- 
mission business on inexcusably narrow margins. This isn't 
a profit—it’s a gesture—and distributors cannot meet their 
rising operational costs with gestures. Lunkenheimer Valves 
sell out of stock at good profit-margins, and their recognized 
quality keeps them constantly in demand. 


) LUNKENHEIMER gives you outstanding 
new products 


specifically designed to sell off your shelves as stock distributor 
steady-volume items. The LQ600-150 and new LQ600-200 are 
notable examples, and their success is proof of the soundness 


of this policy. 
LUNKENHEIMER 
KEY PRODUCT LINES LIKE LUNKENHEIMER | 


Gry 
VALVES HELP GIVE YOU A GOOD PROFIT 
BRONZE - IRON - STEEL - PVC 


QUAUTY 











INDUSTRIAL DISTRIBUTION © JULY, 1957 








LUNKENHEIMER VALVES ARE HIGH ON THE 
LIST OF GOOD-PROFIT, OFF-THE-SHELF LINES 


Today's top industrial distributors are concentrating sales effort on the key 
lines of high-demand items that sell off the shelves at full distributor profit. 
Key-line selling is the answer to the number-one distributor problem — 
shrinking net profits. And Lunkenheimer Valves are always listed near the 
top of any carefully selected key-line group. Below are four good reasons why... 


boosts your net profits... 
| LUNKENHEIMER | supports its key line with advertising 





in all the leading trade publications read by valve buyers, 
and with Coordinated Promotion Materials prepared espe- 
cially for distributors’ use. Every Lunkenheimer promo- 
tion is geared to the selling efforts of Lunkenheimer 
Distributors and tied in closely with individual promo- 
tions in local markets. 


| LUNKENHEIMER | helps train distributor salesmen 


in practical, down-to-earth valve selling techniques, 
backed by thorough product knowledge. The factory- 
sponsored Distributor School in Cincinnati, coupled with 
frequent sales meetings in the field, provide the strongest 
program of sales training in the entire valve industry. 


ag «to 


“The Lunkenheimer Company ; Box 360, Cincinnati 14, Ohio 


Cte - — ew % aa + 
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You Said It 


How To Lic ; START ON PAGE 7 


careful in selection as you do con 


siderable business over the phone. 
} We hear it from the customers if we 
; make a wrong choice.”—J. P. Mur- 
phy, Empire Machinery & Supply 
: : Corp., Norfolk, Va. 
14 ag Lacy 


Lesson | 





\ 
\ 


1] 
voice the Caller Cal 


liscourteous tone or an 


aetect 
ittempt to rush him. You must 
show you're willing to answer ques 
tions fully as well as promptly.” 

J. E. Beckett, Wm. S. Bolden Co 
Charleston, W. Va 


SOCKET CAP SCREWS 


Here’s the best advice you can give your custom- 

ers, the right answer to the old problem of vibra- 

tion. Blue Devil Sar-Lox Cap Screws are avail- 

able in a complete range of sizes from #6 to 1”. 

ALSO SAF-LOK SHOULDER Sar-Lok is the only Socket Cap Screw on the 

SCREWS AND FLAT HEAD market today that is absolutely vibration-proof 

SOCKET SCREWS It’s another exclusive development of Safety 
Socket Screw Company. 

All three 

types give 

YOu an a I'm a Blue Devil Distributor 


solute seal 
against ...and these products give 


Bo. - me the finest line of socket screws 
as well as available. The remarkable and 
vibration exclusive Sar-Lox vibration-proof 

screw gives me access to any 

plant in my vicinity. What more 

does a distributor need? 


} (oo 
pee 
—_ ‘Just by the way he says hello, an 
| r inside salesman can make or break a 
: . 2 ne sale. He should have a good, ‘antici 


Socket “Led-Lok” Socket Socket patory’ voice and recognize his cus 


Socket Socket Shoulder Socket Pipe Plugs | Screw Keys 
Set Screws Cap Screws Screws Screws Cap Screws and Kits tomer’s voice right off. —Edgar F. 


MemberASMMA Sold Only Through Authorized Industrial Distributors Mowrer. Reilly Bros. & Raub, Lan 
SAFETY SOCKET SCREW COMPANY caster, Pa 


6500 North Avondale Avenue + Chicago 371, Illinois 
Warehouses at: Los Angeles, San Francisco, Detroit, New Haven, Conn. CONTINUED ON PAGE 14 




















| : 
| "Scher | 
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THIS is No Ordinary Power Hack Saw Blade 


This is the unbreakable MARVEL High- 
Speed-Edge Hack Saw Blade—the first 
bi-metal blade—invented, developed and 
introduced by MARVEL. This blade is a 
combination of two materials best suited to 
the requirements of an efficient hack saw 
blade . . . a narrow high speed steel cutting 
edge permanently welded to a tough, non- 
brittle alloy steel body. Each blade is triple 
tempered to assure long life and maximum 
toughness to the cutting edge. Develop- 
ment of this high-speed-edge blade made it 
possible to cut any kind of material from 
the free machining steels to the toughest of 
alloys, fast, accurately and economically. 
Just one type blade to handle any job — no 
switching blades to cut different materials. 
Like all good things, attempted copies of 
this blade have been numerous, but its per- 


formance has been unequalled by any of 
the imitators. 

The MARVEL high-speed-edge hack 
saw blade can be tensioned from 200‘) to 
300°. tauter than any ordinary hack saw 
blade, a definite advantage which permits 
heavier feed pressures to be used without 
deflection or fear of breakage. 

An extremely rugged cutting tool, this 
one type blade, the MARVEL High-Speed- 
Edge Hack Saw Blade, will cut any ma- 
chineable metal with outstanding economy, 
accuracy, long life and complete safety —it 
is unbreakable. 


You can sell MARVEL Blades with 
complete confidence that your custom- 
ers are getting the finest hack saw 
blades built. 


PBA (nirmeg 


~- Woe a yes 4 


ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 
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a we Seek Performance-Rated 
MOTORS 


you’re free to sell 








entire / | 
market S 
sh) / 


i 


When you're on the trail to new and bigger sales, you 
never have to lose an order because you're calling on 
the wrong companies. In your Century contract, 
there are no exclusions as to type of motors or 


type of motor users you may sell. 


You are your own man, free to cash in on all the 
sales opportunities you create—and with Century 
acceptance and Century quality, that’s a lot 

of opportunities! 

If you’re not a Century Distributor at this time, 
find out the facts now. Contact your nearby 
Century District Sales Office or write direct. 


P erformance-R ated 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Lovis 3, Missouri « Offices and Stock Points In Principal Cities 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1957 








DURKEE-ATWOOD'S hi-tensile 
NOT JUST GOOD Here synthetic cords ore specially 
is the finest quolity cushion pre-treated for low stretch 
rubber specially compounded ond extra strength, durability 
by Durkee-Atwood's expert ond flexibility 
rubber chemists. Here is the 
quality your customers want 


. Durkee-Atwood to 
withstand counriess hours of THIS is the toughest, longest MULTIPLE BELTS by Durkee- 


flexing flexing flexing wearing jocket on the mar Atwood cre vertically matched 


DURKEE without failure! ket mpregnated with there's no “sag no 
4 rubber under fremend : error eoch belt is tested 

wa cilipi a pressure Gouble iam ndividually for top efficiency 
noted keeps weor cot a nN power transmission that's 


y BELTS | li minimum gives greatest why Durkee-Atwood gvoraon- 
= a complete line coefficient of friction tees motchability. Power Bol 
gives agrectest abrasion enced construction means soles 


serving industry Jellies ond repect soles for you! 


Set ne mn SUPER SERVICE YOUR ACCOUNTS 


Premium Line with 40% fgrig 3 cs : 
extra capacity for high Here are seven features of Durkee-Atwood’s Super Service 


—. that help distributors se// . . . 1 Factory trained distributor 

men ...2 A complete line of Power Balanced V-belts . 

3 Preventive maintenance service . . . 4 Fast emergency ser- 

STEEL CABLE vice . .. 5 Readily available field engineers . . . 6 Complete 
V-BELTS design and research facilities at the factory .. . and 7 Com- 

plete stocks in warehouses across the country. 





Now available... a com- 
plete line of steel cable 
reinforced V-belts. 


FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 


Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan. 





GENERAL DUTY 
V-BELTS 


Power-balanced con- 
struction for maximum 
flexibility, durability and 
strength 


for weather proofing ... 
sound proofing .. . draft 


aa ay COMPANY 


SPONGE RUBBER 


for cushions ... gaskets... 


mounting pads, etc. FEderal 2.0441 Minneapolis 13, Minn. 
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One of a Series: Germs You May Know 


Genus: Poorserwus 


Are You Pained by the 
Awful Poorserwus? 


Poorservus is a germ which causes certain distributor diseases 
known as Customer’s Complaint, Loss of Orders, Loss of Sleep, 
Loss of Profit and Businessman’s Frustration. This bug is trans- 
mitted to distributors by some manufacturers. 


Some distributors seek immunity from Poorservus by maintain- 
ing an unusually large inventory of goods. But this leads to 
other ailments, like Swollen Investment, Reduced Turnover and 
Shrinking Profit Margin. 


To help distributors stay healthy, FORT WORTH'’s comprehen- 
sive Distribution Policy emphasizes: Superior product avail- 
ability and service through well-stocked branch warehouses 
conveniently located in industrial centers across the nation. 
For speedy service these strategically located warehouses are 
serviced by our own fleet of trucks. 


Superior service permits FORT WORTH distributors to enjoy 
greater sales volume with minimum inventory and without 
stocking slower-moving items. Result: Greater Profit. 


We'd be glad to send you a copy of the FORT WORTH Distri- 
bution Policy (and a picture of the awful Poorservus suitable 
for display ). Just write us, P. O. Box 1038, Fort Worth, Texas. 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PROOUCTS TODAY 


V-BELT SHEAVES — ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS —— INDUSTRIAL FANS 


Warehouse Stocks in « Fort Worth « Jersey City ¢« Memphis « Atlanta « Chicago « St. Louis 
Kansas City ¢ Odessa « Houston « Oklahoma City « Denver « Los Angeles 
San Francisco ¢ Portlan 
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You Said It 


STARTS ON PAGE 7 





Sour Grapes 


Derrorr, Micu 


The men who answered your re 
cent question about women as in 
dustrial supply salesmen (You Said 
It, June, p. 7) sound, for the most 
part, like old men complaining about 
sour grapes; they just can’t stand to 
have their toes trampled on. 

If the men would sit down and 
think this out, I think you might 
have had different answers. For ex 
ample: why let a good salesman sit 
in the lobby for hours, or even a half 
day, when it takes so little time for 
a young woman to get into the pur 
chasing agent’s office? Let the 
women make the fast contacts; if 
problems arise that they can’t han 
dle, there’s always the manufac 
turer's representative to help out. 

As for the comments on wining 
and dining: hooray for us. If there 
were more people like us who don’t 
wine and dine, maybe prices 
wouldn’t be as high as they are 

We know our capacity: we stick 
with catalogs that aren't too heavy 
for us, and the lines we handle don’t 
pose any problem either. As for 
technical ability and mechanical 
aptitude, if the supplier has the time 
and patience to sit down and ex 
plain his line in simple terms, we've 
always managed to pick up the 
salient points and do as good a sell 
ing job as the average male who 
preens himself on superior technical 
knowledge. Let’s remember the aver 
age P. A. is not a technician either; 
if the need gets into higher engi 
neering, even the salesman calls for 
supplier help. 

Any salesman, male or female, 
should try to present a pleasing ap 
pearance and an engaging person 
ality; if we have the edge over men 
in this respect, perhaps that’s par 
tially their fault. 

We don’t pretend to know it all 


CONTINUED ON PAGE 18 








Profit from protection 
you're not getting now’! 


Are you receiving credit for all fastener sales in your territory? 
If not, you have much to gain by becoming a full-line CHICAGO 
distributor. 

CHICAGO manufactures more than 4,000-standard fastener 
products. And authorized distributors receive industry’s broad- 
est protection on all of them . . . including socket, set, and cap 
screw items. Can you think of a better way to assure greater 
fastener profits? 

In addition to this protection policy, there are many other 
important advantages in selling the complete CHICAGO line. 
Now’s the right time to learn the complete story. Write the 
Standard Products Division for all the facts. 








@ A complete fastener line... over 
4,000 catalogued standard items. 

@ Continuing sales help. Fastener ex- 
perts selling with you and for you. 

@ Industry's broadest protection on 
all sales in your territory. 

@ Fast service and delivery. 

@ Superior fastener quality. Special- 
emer o. averenmes 

make it possible. 

@ A perfarmance “‘plus’’....+.+++ 
CHICAGO’s Carbon Restoration 
process for ail heat-treated items. 

® Preferred by leaditig manufacturers 
throughout industry. 





THE CHICAGO SCREW COMPANY 


Division of Standard Screw Company « Established 1872 
2701 Washington Boulevard + Beliwood, Illinois 
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FOR A QUICK “PICK-ME-UP”’ 
NEW DROP-FORGED ALUMINUM 
TOLEDOS 


THE WRENCH WITH 
“HEFT APPEAL” 


Eye appeal and heft appeal—this 
new TOLEDO’S got ‘em both! 
Here’s a wrench with virtually the 
strength of steel at half the weight 

yet it’s safe and unconditionally 


guaranteed! 


HALF THE WEIGHT FOR 
TWICE THE 
SATISFACTION... 


Forged aluminum housing, hook 
and handle, replaceable forged 
steel jaws and heavy-duty forged 
steel adjusting nut all add up to 
durable satisfaction and safe‘y. A 
real “pick-me-up” for busy cus- 


tomers! 


THERE'S ONE FOR 
EVERY NEED! 


Available in all popular sizes: 10”, 14”, 
18”, 24” and 36”. Your customer knows 
when he picks up one of these lightweight 
wrenches that it’s going to mean less 
work for him. And get this—three dif- 
ferent types for a variety of needs 
@ Drop forged aluminum throughout 
with tough forged steel insert jaws and 
nut @ Aluminum handle with forged steel 
hook for those extra rugged jobs @ Alu- 
minum throughout with non-sparking 
jaws, nut and spring for safety work. 
You can stand back of these durable, 
lightweight TOLEDO’S because they are 
unconditionally guaranteed, Sell the line 
that sells itself! The quality Checked 
TOLEDO line! 


The Toledo Pipe Threading Machine Company 
1445 Summit Street @ Toledo 4, Ohio 


Please send ‘complete information and where I 
can buy TOLEDO heavy-duty aluminum pipe BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


Sees TOLEDO 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


ee htetete | 


City 
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FHP V-DRIVES 


HEAVY DUTY V-DRIVES 


MAUREYMATIC 
VARIABLE SPEED 
TRANSMISSIONS 


maurey MANUFACTURING CORPORATION 


2907-23 S. WABASH AVENUE, CHICAGO 16, ILLINOIS 


you've got it good 
with the line 


EVERYTHING in V-Drives from FHP to 600 horsepower. 


QUALITY brands like Hi-Q V-Pulleys, Mor-Grip V-Belts and 
Ful-Grip Q-D Sheaves. 


ENGINEERING help from the Maurey factory when a customer 
wants it. 


DELIVERY from Maurey warehouse stocks on time, anywhere 
SPECIAL DESIGN V-Pulleys in OEM quantities. 


SALES HELPS, catalogs and manuals that stand out from 
the pack, inform and sell. 


PRESTIGE built solidly on Maurey's 40-year record of 
guaranteed customer satisfaction 


PROTECTION and full cooperation in your territory 


CONFIDENCE that goes with selling your customers the top 
quality v-drive line. 


REPEAT BUSINESS over the transom that results from 
true-running, efficient Maurey performance. 


HI-Q V-PULLEYS 


MOR-GRIP 
V-BELTS 


To Qualified Distributors we shall be glad to present details on 
guaranteed protection in several territories. Write for information. 


Maurey Catalog Lineup 

F-10 for FHP V-Drives—MVD-56 for Multiple V-Drives—V-55 for FHP 
and Multiple V-Belts—MM-56 for Maureymatic Variable Speed Trans 
mission—Maurey V-Drive Engineering Manual for all V-Drive Users 
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precision motor driven spindles or work heads 


0." 2 


all units dynamically balanced 


precision belt driven spindles or work heads 


i <# 


all units dynamically balanced 
. +. and precision machine tool attachments 


these STH N DHHD units 


are naturals for special 
Machine Tool Builders 


A Cee BY 771 ae 


Shown here is only a small part of STANDARD’S complete line of 
precision spindles and attachments including Traverse, Slides, Feeds, 
Tables; manual, air, or hydraulic. Contact your customers who design 
or build special machine tools and show them how STANDARD'S 
versatile line will save time and cut costs on special equipment, 
Write for complete literature. 


Stet “te STANDARD secticl to co 


MACHINE TOOLS 


2520 RIVER ROAD @ CINCINNATI 4 © OHIO 
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You Said It 


STARTS ON PAGE 7 








NTRIBUTIONS to “You Said It 
me from all readers Writ 
an ” gy 
y topic you like; we ll publis 
ou do not want to 
u can rest assured t 
to keep a secret 
get that grip 











ist try to be good human beings 
competent salesmen, and do a job 
buver in the market for the 

ind tools we carry 
Eprru SCHOBER 
President 
Schober Tool Co 


Warehouse Blueprints 


W ATERLOO, ONTARIO 


We are contemplating the con 
struction of a new warehouse and 
ire wondering whether vou could 

suggestions or recom 

s as to an architect, build 
publishing company, et 
in buildings for indus 
butors 
we had in mind was an 
ittempt to obtain ready-made or 
standard plans for such a structure 
which we might use or adapt to ou 
study purposes. 
e€ you can give us in 
r will be very much appre 

R. E. JeErrerson 

Purchasing Agent 
Mever Industrial Distributors Ltd 


* Do you have any recommendations 
or suggestions for Mr. Jefferson? If 
so, drop him a line at Meyer In 
dustrial Distributors Ltd., 174 
Moore Ave., Waterloo, Ontario, 
Canada. 





Which CAP SCREW 
is STRONGER? 


The RIGHT Answer Can Save You 
Money These FOUR Ways: 








... ON INITIAL COST PER CAP SCREW 
... ON ASSEMBLY COSTS 
... ON SHIPPING AND INVENTORY COSTS 


... ON MATING NUTS 


... And, In Addition, You Get A 
STRONGER, LIGHTER ASSEMBLY! 





Appearances can be deceiving. For instance, of the two 
Cap Screws pictured at right, the one at top with the 
smaller diameter shank is the stronger. That's because 
it's a Lamson 1038 Double Heat Treated, high- 
tensile screw whereas the other is a more expensive 
Full Finished Cap Screw manufactured of a steel with 


lower tensile strength. 





Ask for the Cap Screw er 
with the “1038°—L «im The 
on the Head. . < 1971 West 85t 


e send me my free chart g! 


i Company , 
amson & serrect, Cleveland 2, Ohio 


ive Co 
ving the facts on relati 
Title 


p Screw Strengths. 


Pleas 


Send for chart showing the relative St. & No 
strengths of these types of Cap Screws. 

It could mean important savings on your Zone 
production line. 


State 


VOT WEST B5 ih STREET - CLEVELAND 72, O11 + PLANTS AT CUEVELAND BMD WERT, GUS « Sven romGuenm + 
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From Horseshoes... 


Blacksmith’s tavorite—Nicholson and Black Diamond brand Horseshoe Rasps. 


From the days when horsepower moved on 
four well-trimmed hoofs to the horsepower 
housed under today’s sleek and shining hoods, 
Nicholson and Black Diamond files have 


matched the needs of the times. 


As progress brings changes in products and 
production methods, Nicholson research creates 
new files for new purposes. To help you meet 
the varied requirements of your customers, 
Nicholson File Company today makes more 
than 6000 types of files. 


To satisfy your customers’ needs for kinds 
of files is one part of the story. Another equally 
important is Nicholson’s quality standard. The 
same craftsmanship that made Nicholson and 
Black Diamond files and rasps favorites in the 
village smithy makes favorites of craftsmen who 
design and build the products of today. 


To build the confidence your customers have 
in you, sell the files that have earned their 
confidence for completeness and reliability — 
Nicholson and Black Diamond. 
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to Horsepower... 

















Preferred by men in automobile, truck, tractor, ship, aircraft and engine building and maintenance— 
Nicholson and Black Diamond Flexible Curved Tooth files. 


Remind Your Customers to Specify Nicholson or Black Diamond Files 


= 
* Ss. a. (1m Canada Nechoison File Company of Canada Ltd Port Hope Ontare 


NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 


gvOke NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
—ae9, 
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behind 
the 


Mo and more industrial buyers are specifying 
recognized brands brands of companies that 
have built up confidence through having consistently 


built top-quality products over a period of years. 

Your customers specify ““Osborn’’ because they 
know what is behind the name—more than 65 years 
of producing the finest in brushing tools. This 
acceptance can result in repeat orders year after year 

. Can mean to 

On your next call—on every call—ask for an 
Osborn maintenance, paint and power brush order. 
The Osborn Manufacturing Company, Cleveland 14, Ohio. 








BRUSHING METHODS POWER, PAINT AND MAINTENANCE BRUSHES * BRUSHING MACHINES » FOUNDRY MOLDING MACHINES 
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Peni aie 
Sinshus 
~ Cd 9 


Complete Drives ‘4, J p a 


Pett far es. 


Flexible Couplings 
and Casings 





Sprockets of all 
sizes and types 
Diamond Taper- 


Lock Sprockets i Wg 


Single and multiple % 
strand Diamond Roller AE 
Chain packaged in “Q —-"" 
10’ lengths or reels * 
of 50’ and more Double Pitch Chains 
and Sprockets 


YOUR DIAMOND INDUSTRIAL DISTRIBUTOR 
BRINGS OUR PLANT, PRODUCTS AND SERVICES 


your doorl 


—.. in factory methods, your Diamond Distributor brings you 
ready knowledge on roller chain installations. He has, at his elbow, 
the engineering data required for almost every application. 

His stocks eliminate your excessive inventory—free cash for other 
uses. Being a local business man his fast service and personal interest 
in your problems save time, save you money, make purchases easy. 


Your Diamond Distributor is part of your supply team. He brings 


A LOCAL PHONE CALL highest quality Diamond Roller Chains and Diamond Service to your 
brings your Diamond Distributor door. Telephone today. His number is in the yellow pages of your 
immediately—a man who knows his telephone directory under the heading, Chains or Chains-Roller. 
products—a man whose business is DIAMOND CHAIN COMPANY, Inc. 

to procure for you as little or as Where High Quolity is Traditional 

much product as you need when you Dept. 480, 402 Kentucky Avenue, Indianapolis 7, Indiana 

need it. Offices and Distributors in All Principal Cities 


DIAMO HAINS 


’ 
_ __ -_ 


i 2 ma a 2 A 


- 





We've been helping 
Norton Distributors boost sales... 


IN MANY WAYS FOR MANY YEARS 


Ihe Norton Distributor Advisory Council is com- 
posed of top management members from Norton dis- 
tributor organizations. Membership is rotating and 
is selected to give good geographical representation 
and to cover both large and small distributors. 

At the meetings which have been held regularly 
in Worcester for many years, promotion and sales 
policies are thoroughly discussed with Norton sales 
management, providing mutual cooperation for 
policy decisions. 

Phis cooperation gives both Norton distributors 
and Norton Company the advantage of well rounded 


Members of the Norton Distributor Council at a meeting with com- 
pany executives on May 9-10, 1957. Distributor members of the 
council are located as follows: 


1 Paul J. Stine, Harry P. Leu, Inc., Orlando, Florida « 2 Robert 
W. Crawford, Erie Mfg. & Supply Corp., Erie, Pa. « 3 Stanley 
M. Woleben, Grinding Supplies & Service Co., Detroit, Mich. 
4 Samvel H. Clark, Samuel Harris & Co., Chicago, Illinois 
5 Wallace H. Campbell, Campbell Industrial Supply Co., 
Seattle, Wash. « 6 G. Cheston Carey, Carey Machinery & 
Supply Co., Baltimore, Maryland « 7 Preston D. Baxter, 
Mahoning Valley Supply Co., Youngstown, Ohio « 8 Stuart A. 
Russell, J. Russell & Co., Inc., Holyoke, Mass. « 9 Edward F. 
Pritzlaff, John Pritzlaff Hardware Co., Milwaukee, Wisconsin. 


distributor opinion and experience in composing 
operating policies and programs. Distributor mem- 
bers Say that they also gain from these discussions, 
not only because they better understand the manu- 
facturer’s viewpoint but because they also get the 
opinions and experiences of fellow distributors. 
From these meetings have come many of the steady 
advancements in sales methods which have helped 
make the world’s largest line of abrasives the easiest 
and most profitable to sell. Norton Company, 
General Offices, Worcester 6, Mass. Plants and 
Distributors all around the world. 
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A grinding school at Norton headquarters, offering dis- 
tributor salesmen business-building solutions to many grind- 
ing problems. it has been proving “The More You Know, The 
Better You'll Sell" for forty-four years. 


as. 
~ ss 


The Distributors’ Manual (supplied to each distributor 
salesman) is a complete, easy-to-use handbook giving specific 
grinding wheel recommendations on all standard grinding 
jobs. It includes a complete factory stock catalog. 


TARE DEEP COST CUTS 


A wealth of knowledge, describing and illustrating 
every Norton product, is supplied to industry through dis- 
tributors. From left to right are: Technical booklets packed 
with facts for buyers and operators... Product ads published 
every month in the most widely read trade magazines .. . 
Mailing pieces, containing similar information and designed 
for distributor use and with his imprint . . . Four-color, two- 
page prestige advertising to the entire nation that appears 
regulorly in TIME Magazine ... The Norton technical mag- 
azine GRITS and GRINDS — now in its 48th year — devoted 
to the interests of better grinding and sent free of charge 
each month to over 100,000 men who are using, supervising 


or purchasing grinding wheels and grinding machines. w-teee 





Another way to help salesmen is to show them motion 
pictures and slide films — for example, on the manufacturing, 
use and selection of grinding wheels. And many of these films 
ore also available for showing to distributor customers 


© See. 
aude 
ho 


fH J 
re ee 7. ? eer 
The Norton Sales Agreement covers every point affect- 
ing distributor relationships. It also contains a Statement of 
Policy that provides a written document explaining exactly 
what distributors and Norton can expect from each other 





WNORTONP 


ABRASIVES 





Qlaking better products... to make your products better 


NORTON PRODUCTS 
Abrasives + Grinding Wheels + Grinding Machines + Ref 


BEHR-MANNING DIVISION 
Coated Abrasives + Shorpening Stones + Behr 
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KIDDE PROMOTION MEANS 
PROFITS FOR YOU! 


Month after month, hard-hitting national advertising 
and comprehensive publicity in top magazines hammer home the Kidde 


sales message, pre-sell your customers. 


Sell the complete, quality line that gives your customers a fire 
extinguisher for every hazard. 


Kidde’s seven conveniently-located warehouses mean fast delivery, 

minimum inventory, complete service facilities for you too. Cash in on Kidde 
performance and Kidde promotion right now — 
Write Kidde’s Market Development Department today! 


























CARBON DIOXIDE — Fast-acting 
trigger or squeeze-valve release car- 
bon dioxide extinguishers in capa- 
cities of 242, 5,10, 15 and 20 pounds. 


DRY CHEMICAL — Pressurized in 
5 and 10-lb. capacities and in 
cartridge-operated models of 20 
and 30-lb. capacity. 


VAPORIZING LIQUID — Available 
in pump capacities of 1 and 1%- 
quarts, pressurized in 1 and 1'- 
quarts and 1-gallon. 


























SODA-ACID, FOAM, WATER, in 
2'-gallon bronze or stainless steel. 
Water or water anti-freeze port- 
able extinguishers are either car- 
tridge-operated or pressurized. 


26 


PUMP TANKS — These portables 
come in galvanized steel or copper 
shells. Available in 2% and 5-gal- 
lon sizes. Double-action pump 
gives 40 foot water stream. 
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Kidde 


Walter Kidde & Company, Inc. 
722 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd. 
Montreal —Toronto 














ANNOUNCING 


New Thor Electric 
Screwdrivers and Nutsetters 


— 100% MORE POWERFUL 


O/> LIGHTER 


e*eeeeeeeer eseeeeweeeeeeeeeveeeeeeeeeeeeee 


When you sell Thor—vyou sell the pace setter. The new 
“EB” series of universal electric screwdrivers and nut- 
setters is another in the long series of “firsts” from Thor. 

The new Thor “EB” series was given thorough testing 
before release on assembly and sub-assembly lines of 
appliance and electronic manufacturers. Easy handling 
and stepped-up power were praised by the manu- 
facturers who put Thor “EB” tools thru the paces. 

In the No. 10 capacity class, the “EB” series is avail- 
able with toggle or lever switches in speeds of 500, 1000, 
1500 and 2500 r.p.m. Attachments include double-slip 
clutch and new Thor Uni-Tork clutch for setting 
fasteners to a pre-determined torque. 

Ball and needle-bearing construction, heavy duty gear- 
ing and quality Thor-built armatures are just a few of 
the 19 engineering improvements which insure long 
productive life from the new Thor “EB” series of tools 
Stock and sell Thor—the line that’s always new 

NATIONALLY ADVERTISED Thor Power Tool Co., Prudential Plaza, Chicago |. II! 
in Saturday THOR POWER TOOL COMPANY 


Evening Post, Life, CHICAGO 


Popular Mechanics 
Branches in all principal cities 
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HERE'S BIG NEWS 


hat Cah mean 


“LIGHT-HEAVY WEIGHT’’ MACHINE TOOLS 
to bring you bigger volume! 


t 

Now —with a new line of grinders and 

f new radial drills, the big Walker- 

2 Turner line is even more complete 

0 q offers even more profit opportunities. 

These and other famous “Light- 

Heavyweights” in your display will 

' mean business for you. 


DYNAMIC NATIONAL ADVERTISING PROGRAM 
to pre-sell your prospects! 


Walker-Turner is running the largest 
national advertising campaign in its 
history to sell your customers on the 
benefits of Walker-Turner tools. 
Dominant “case history” and “prod- 
uct” color advertisements are 
appearing in twenty-five leading 
publications, with a total number of 


3,555,954 impressions, 


SALES TRAINING PRESENTATION 
to make your selling efforts more productive! 


This complete four-color slide pres- 
entation gives the important sales 
advantages of each W-T “Light- 
Heavyweight”—tells where to sell 
Walker-Turner tools, and how to sell 
them against all competition. It’s 


bound to mean more sales for you. 
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G BUSINESS 2-20/ 
HEALTHY PROFITS > c/ow/ 


CATALOG AND SALES LITERATURE 


to make your local promotion more effective! 


The new all-inclusive 48-page 
Walker-Turner catalog is invaluable 
as a sales tool. And to make your 
local promotion more resultful, use 
the new series of hard-hitting, in- 
quiry-producing Walker-Turner di- 
rect-by-mail pieces. 


CUSTOMER ACCEPTANCE 


that makes your selling job easier! 


Customer preference for W-T “Light-Heavy- world, Walker-Turner tools are cutting costs 
weights” is growing by leaps and bounds. In while increasing production, as shown by the 
thousands of manufacturing plants all over the __ three typical installations below. 


Walker-Turner multiple-spindle drill presses At North American Aviation, Columbus, This installation of Walker-Turner drill presses 
ere reducing machining costs at The Elec O., Walker-Turner radial drills have oat Hycon Manufacturing Co., Plant #2, Paso 
trical Products Division of Joy Manvfac- been in constont use for 6 years—and dena, Cal., eliminates costly handling and 
turing Co., St. Lovis, Mo. they‘re still going strong. changing of tools. 


Act Now-Get in the WALKER-TURNER PROFIT PARADE! 


These “sales-builders” are typical of the big Turner “Light-Heavyweight” machine tools, we 
things that are happening at Walker-Turner. And urge you to get the complete story on what 
more are on the way. Walker-Turner has to offer you. Write today to 

If you are not now a distributor of Walker- learn if a distributorship is available in your area 


Division of Rockwell Manufacturing Co. 
Dept. WG-91, 400 N. Lexington Ave., Pittsburgh 8, Pa. 
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Unretouched photo of Warren-Teed mattock 














e - ¢ > 
Forging the Finest 
in heavy hand tools 
? is our business 
Our only business 
e : j ¢ 
. | Ei it, me fele) Miele) ite) 7 vale), | 
Unbelievable that a mattock Manufacturers of Warren-Teed and Devil Railway Track Tools 
could look this good? Why General Offices... Warren, Ohio 
: 7 Export Division . 30 Church St., New York 7, N. Y. 


not let us show you? Write, 


wire or phone. 





You Sell more because 


BARRY PULLEYS 
perform better 








W\\\ 


+ 


\ 


LTA 
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DICK ROPE V-BELT DRIVES 

Purchasing agents and production chiefs are sold by 
proven performance records. That’s why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads Engineered for maximum service with minimum 
P — stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 
Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


DICK BALATA BELTING 


: Closely interwoven hard surface duck. Totally im 
Barry pulleys support heavier work loads, in addi pregnated with Balata Gum. Will not stretch or 

tion to reducing wear and tear on crowns, bearings and shrink. High in efficiency. All “Dickbelts” guar 

lies Pie ‘eame anteed! 

other components. They mount up closer and form a 

truly inflexible assembly with regular or “QD” hubs BARRY STEEL SPLIT PULLEYS 

because they are designed for ideal lateral alignment— 

they fit on shafts properly and firmly, without work- 

ing loose. After such meticulous attention to design and 

manufacture, is it any wonder why Barry conveyo1 

pulleys perform better! 


For complete details or information pertain- Scientifically designed. Electrically welded construc 
ing to distributorships, call or write today! tion. Keeps exact shape under all loads. Lightweight 
. and easy to install. 





fe iier-tcie) 


R.& J. COMPANY, INC.  noancues. | tOS ANGELES 


SAN FRANCISCO 
1 SADE STREET PASSAIC, N.J. PRESCOTT 7-5030 SEATTLE 
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} nail 
nere you see an exampie 
} 


lace. The floor man might be 


skilled 
0." And the tough, sturdy 


ISCiC work 


ope slings are of Bethlehem manufacture, 


speciaily chosen for the kind of lift shown. The bridles consist 
of regular grommets equipped with thimbles and hooks. The 
slings around the load itself are a simpler type having spliced 
loop encacs 


For touchy bs like this, it's well to specify Bethlehem 


BETHLEHEM STEEL 


touch of the crane 





ney re strong: theyre 

can be furnished in 

any style your plant requires—grommet, braided, single-part, 

etc. Every type of bridle r1 1g, standard or special, is 
quickly available 

Call us if we can help determine the proper slings for your 

particular set-up. Our engineers are old hands at this business, 


and they're always glad to | 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem pr s are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distr f ethlehem Steel Export Corporation 
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VENDLETON 
roo! INDUSTRIE « 
ne 


INow United der 


to provide even better 


products and services '\ 


Fifty years of progress! A half century devoted 

to the manufacture of quality hand tools is 

climaxed by the unification of eight essential 

product lines. No comparable organization offers 

the facilities of Pendleton Tool Industries, Inc. , GG chattenger 
. seven strategically located manufacturing plants 

plus PTII's own coast-to-coast organization of 96 Quaury 

sales specialists plus 104 agents throughout the world. bent cats 

When you need standard or custom-types of hand tools 

for all industries — or parts, jigs, fixtures and 

equipment for the electronic and aviation industries; 

PTII is geared to serve you. For further information, write: 


Pendleton Tool Industries, Inc., 


Box 3519, Los Angeles 54, California. ! AASOLID TED 1001 (0. 


PENDLETON 
TOOL INDUSTRIES 


INC. 


Leadership through Quality, Service and Understanding 





PROTO means 


PRO fessional 
TDols! 


Under this hawaner 
mpany 


the Proto Tool 
will continue to 


serve the needs 
of all industries 





Founded in 1907, PROTO is today the 


World’s largest producer of high-quality 
hand service tools. Leadership is attributable 


mainly to the professional quality of 
PROTO tools—resulting from intensive 
research, field-tested designs, special alloy 


steels, and superior manufacturing . 


SZ 
== 


583 ALLEN STREET 
JAMESTOWN, NEW YORK 


2209 SANTA FE AVE 
LOS ANGELES, CALIF 


/ 
/ 
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to help you sell, 


JEFFREY advertises 


id al—t—1—a eo) ele le loin—mal-nn le) aroAl hy 


EE, 
CONVEYING + PROCESSING - MINING ny 
EQUIPMENT - TRANSMISSION MACHINERY —_ re e e Ee i=7 Ee os 


CONTRACT MANUFACTURING 


The Jeffrey Manufacturing Co., Columbus 16, Ohio 


ee Gs 


‘ PULLEYs 
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Thread with carbon restored, showing uniform hardness throughout. In- 


Common heat-treated screw thread, with soft decarburized outer skin 
sures accurate fit, freedom from scale. Permits tighter wrenching. 


which couses excessive wear and breckage. Will loosen under vibration. 


1.WESTERN offers product quality advantages 
Product quality at WESTERN starts with careful selection of 
approved steels, and is guarded through production by many 
separate inspection operations. WESTERN'’s carbon restoration 
process assures uniform strength and hardness throughout the 
entire thread structure. 


- a WESTERN offers proved performance 
WESTERN hexagon socket 


PRECISION SCREW PRODUCTS, 


34 


WESTERN is the chosen source of many leading 
manufacturers in critical industries. For instance, 
leading makers of road building equipment whose 
products must really take a beating, rely on WESTERN fasteners 
for rugged strength that stands up to the roughest treatment. 


WESTERN offers a complete line 


i eis 
. cy ‘\. We manufacture and maintain large stocks of all 
; commonly used standard industrial fasteners—in- 

i cluding cap screws, socket screws, set screws, pipe 


plugs, dowel pins, nuts and studs. Whatever the 
size of your order we can ship fast from stock. 


WESTERN offers unusual facilities for 


4. 
Jl design and development 
¢ ; Our experience with special precision-machined 
products has given WESTERN unexcelled ex- 


perience in design and development work. This experience, 
applied to our standard products, assures you the efficiency 
and economy of the latest production methods. 


Common hexagon socket 
key stock, showing the de- 
corburized surface. Results 
in an undesirable soft outer 
skin. Greater wear on 
corners 


key— after carbon restor- 
ation. Uniform hardness all 
the way through. Gives a 
stronger, longer-wearing 
key. 


Write today for free catalog and prices 


WESTERN 
AUTOMATIC 


Machine Screw Company 


division of Standard Screw Company 
371 Woodland Ave., Elyria, Ohio 


PARTS AND ASSEMBLIES SINCE 1873 
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Share of 
Blade Sales 


A Quality Product 

Clearly Marked & Finished 
Sturdily Packaged 

Prompt Shipment 

A Fair Sales Policy 

Adequate Consumer Advertising | 
Efficient Missionary Help 





If you can’t check yes to all 7, 
it will pay you to investigate the 


Nos. 10815 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. No. 15 — lock blade features extra easy blade change. 
Red molded handle, chrome-plate finish. Same 


features as No. 10. 
Inquiries are invited from interested Distributors. 


For selective distribution, some territories open 
OS SD ED GS EP ED ee 
SY send to: 
CLEMSON BROS., INC. 


Middletown, N. Y. 


STAR HACK SAW BLADES | 3 verre re sense ct 


Manufactured by Name ; es 


CLEMSON BROTHERS, Inc. Address 
Middletown, N. Y., U.S. A. 

Makers of Hand and Power Hacksaw Blades, Frames, Metal and 

Wood Cutting Band Saw Blades and Clemson Lawn Machines 
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That’s all this man thinks about . . . mil- 
lions of swiftly, cleanly drilled holes in 
metal . . . and how to deliver them to his 
customers at lowest possible cost. 

And he’s the man who can do it ... . be- 
cause he’s backed by the best engineering 
brains in the cutting tool industry . . . by 
the most complete line . . . by the most 


modern plant . . . and by an international 


teletype and telegraph network to ex- 
pedite deliveries. 

HE’S THE MORSE-FRANCHISED 
DISTRIBUTOR. AND HE’S THE 
BUSIEST MAN IN TOWN! 

MORSE TWIST DRILL & MACHINE COMPANY 

NEW BEDFORD, MASS. 


A Division of VAN NORMAN INDUSTRIES, INC 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


another reason why IV © FR Ss i=} 
means "TELE; MOST” 
in Cutting Tools 
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Lucky for you... 


that he has “Holes 
im his Head’’! 
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We sell one-stop-service with 


DAYTON’S COMPLETE LINE 


“Dayton fits perfectly into our prime market for fast, complete, high volume 


sales,” says W. F. Hauber, Marketing VP for Thermal Supply, Houston, Texas 


“Our sales plan is based on the idea that one-stop- 
service ... for all his needs . . . saves time and money 
for the air conditioning, refrigeration, and heating 
contractor. 

“Step into our building and you'll see 25,000 sq. ft.— 
1/5 of the total space — devoted to counters and dis- 
plays. There you'll find everything the contractor needs 
right at hand and a complete stock of Dayton V-Belts. 
V-Belts are preferred by refrigeration and 


Dayton 
—so naturally, they’re our first choice. 


heating men 

“But Dayton gives us more than a top quality line 
that’s complete in every way. There’s generous cooper- 
ation from the Dayton representative who’s always 


willing to help our men with calls or advise us on an 
inventory plan. What’s more, he’s backed up by prompt 
shipments of any and all material we need 

“Another thing that has impressed me is the high 
quality of Dayton’s printed material. We make Dayton 
literature a part of our direct mail program and find 
their catalogs are the best in the industry. It’s 
easy to fill orders from a good catalog — you can find 
what the customer wants in a minute. 

“In just about every way imaginable 
complete line of top quality V-Belts is tailor made for 
one-stop-service that builds volume on fast, complete 


Dayton’s 


sales. We’re with Dayton 100% 








OF V-BELTS 


fr 


ss 


“Our order counter sits in the center of 25,000 sq. ft. of 
display space. In the background is a complete selection 
of Dayton V-Belts, one of the important items our cus- 
tomers ask for every day.” 


~ 
i 


eran “a 


* > 


“Dayton has a genuine interest in our success. Re- > 
cently, Len Strobeck, Vice President, and John Hen- 
dricks, Regional Manager, of Dayton, stopped in to 
congratulate our President, Mr. E. K. Peterson, on our 
sales program and the volume we've achieved with the 
complete Dayton line.” 


“We save time and money for our customers with large, 
complete stocks of everything he needs and then jog 
his memory with attractive displays. Bill Zapp, Dayton 
representative, and H. D. Pegg, our Purchasing Agent, 
are checking the Dayton stock.” 


“Our full time librarian maintains a cross-indexed 
library of manufacturers’ literature. I’d say the Day- 
ton Catalog and the Dayton Handbook of V-Belt Drive 
Design and Selection are two of the best we’ve seen.” 


WwW 
© D. &. 1957 


Dayton Awhbber 


World’s Largest Manufacturer of V-Belts 


The Dayton Rubber Co., Industrial Replacement Division, 
Dayton 1, Ohio 


| want to know if the Dayton Franchise for my 
area is still available. Please send full details. 











for longer valve life in a variety of corrosive 


NEW BULLETIN 205 HELPS YOU SELL the Jenkins Ni-Resist line. 


Gives all data customers want. Leave copies as you call. 
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and erosive services recommend 


JENKINS 
NI-RESIST 


GATE VALVES 


Where your customers encounter acids, salt and alka- 
line solutions, sea water, brine or other corrosive fluids, 
vapors or gases, you'll want to recommend Jenkins 
Ni-Resist Gate Valves with type 316 stainless steel trim. 
These valves have a remarkable ability to withstand 
destructive corrosion and erosion. 

In paper mill service, food processing, petroleum 
refining, chemical plants and other process industries, 
Jenkins combination of Ni-Resist and type 316 stainless 
steel, plus Jenkins extra va/ue construction throughout 
greatly extends valve life. 

Designed especially for corrosive services, the Jenkins 
Ni-Resist line of gate valves also has superior metal 
to-metal wearing qualities. Copper-free, they will not 
discolor or contaminate products being carried in the 
line. In every way, Jenkins Ni-Resist gate valves are 


tops in their class 


JENKINS 
VALVES © 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERI 
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THESE BETTER PRODUCTS 


. ; r ' - 
a _— 


COLD FINISHED BARS—supplied in rounds, squares, hexes, flats and special FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
sections in standard and special steel analyses, @lied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
@ complete line of fittings and clamps, 


REPUBLIC 


Wolds Widest Range of, Standard Steels 
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Better Products build Better Profits... soll 


EPUBLIC CAP SCREWS 


The increasing need for highly engineered equip- 
ment stands behind a great and growing market 
for top quality hex head cap screws. To take full 
advantage of this profit potential, however, re- 
quires a complete range of cap screw materials and 
sizes suited to all types of precision assemblies. 

This is exactly what you can offer when you 
stock and sell Republic Hex Head Cap Screws. 
And beyond filling every order, you can be sure 
of quality that will result in profitable repeat 
business. 

Republic Hex Head Cap Screws are available 
in a wide variety of steel analyses including 
ENDURO?* stainless, alloy, high carbon (heat 
treated) and low carbon. Diameters range from 
% inch to 1% inches inclusive, with lengths to 


12 inches. Fine or coarse threads are provided 
in each size and materia!—and other head styles 
can be furnished on request or order. 

The many applications of Republic Cap Screws 
represent a pattern throughout Republic’s com- 
plete line of bolts and nuts. Whatever your cus- 
tomer’s fastening problem, you will find the 
answer among the 20,000 standard and 8,000 
special types and sizes of headed and threaded 
products regularly produced. Each is backed by a 
century of experience, and quality controlled 
from raw ore to finished product. 

It will pay you to get all the facts on the ad- 
vantages you enjoy as a Republic Fastener Dis- 
tributor. Simply contact your local Republic 
office, or send coupon. 


PROFIT BUILDER S, TOO 


~ ~ ~ ~ ~ ~" ~ ~~ > = 
SS Ss = se 2 es 


CHAIN PRODUCTS—include all types of welded sTeg, PIPE—for plumbing, heating, airconditioning STEEL SHEETS—for a wide voriety of fabricating or 
and weldiess chain, chain slings and accessories for and all other building and industrial uses, is repair applications. Available in ENDURO® Stain- 
home, farm, product or production use. Intelligent aqyailable in a full line, in sizes you need. less Steel, Electro Paintiok®, Continuous Galvanized 


packaging and labeling speeds handling and 
identification, 


STEEL 


ant Steck Produc 


— steel or copper-stee! base, Galvanneaied — 
steel or copper-stee! bose. 


REPUBLIC STEEL CORPORATION 
DEPT. C-4088 
3156 EAST 45TH STREET + CLEVELAND 27, OHIO 


Please send more information on: 

C) Cap Screws - Flexible Plastic Pipe 
0) General Fastener Products 02 Chain Products 

0D Cold Finished Bars C2 Steel Pipe 


© Steel Sheets 


Name 





I EEE 


a oe a 
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000 TOOL SALES 


START WITH GOOD TOOLS «> 


You can make money with these BLACK- 
HAWK Tools that save time and trouble for 
your customers. They are designed by me- 
chanics for mechanics to handle industrial 
maintenance jobs quicker, easier and better 

to sell fast and make more profits for you. 
BLACKHAWK gives you a complete, fully 
guaranteed Line, including all the basic Tools 
your customers use every day, plus scores of 
special-purpose Tools for industrial repairs 


and service. 


One of the many Service 
Sets of BLACKHAWK Tools 
thet are so popular in 
many factories and Tool 
cribs today. Ask us to show 
you how these Sets can 


meke Tool sales for you 
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THE STANDARD of INDUSTRY FOR 
MAINTENANCE and PRODUCTION 


These great Tools have the precise fit, 
perfect balance and rugged turning 
power required in industrial mainte- 
nance. Famous BLACKHAWK alloy 
steel Sockets, Drive Parts and Engi- 
neer’s Wrenches handle the toughest 
nut-turning jobs with ease—and their 
triple-plate Chrome finish guarantees 
a lifetime of rust-free service. More- 
over, all BLACKHAWK Hand Tools 
measure up to the same high quality 


standard. They are job-engineered, 
made of the finest alloy steel, all fin- 
ished to the peak of perfection. You'll 
find BLACKHAWK Tools easy to sell 
—and hard to beat in any type of in- 
dustrial maintenance or factory pro- 
duction. Ask about the sales-active 
BLACKHAWK Hand Tool Line to- 
day. Write for complete catalog and 
prices. The New Britain Machine * @ 
New Britain, Conn. 


Plus SPECIALIZED TOOLS FOR MAINTENANCE AND SERVICE 


yy —+) 


SM 














Blackhaurk too1s 
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Working with foreman 1 Todd (right) of Whitin Machine 
Works, Whitinsville, M. and with Bay State's sales 
engineering Vic Ervsson (left) of 


ter, Mass., cut Whitin’s 


” 
usands of dollars a year 


for Vic Ericson 


Foreman Bill Todd's problem was a toug! enteriess grinders 


in the central grinding department at Whitin Machine Works had to 


handle parts from 6" to 5“ diameter in brass, bronze, aluminum, cast 


iron, Meehanite and various soft and hard steels, all in short runs 
Wheel changes were costly, tying up labor and machines Todd 
realized that, if he could get one all-purpose wheel to replace the dozen 
different wheels normally carried for this 
considerable. 
A lot of people felt it would be impossil 
but Bay State distributor Vic Ericson took up the challenge 
it Westboro, and came 


tc extent, 
He went 


to work with the sales engineering department 
that handles all the 


up with a solution ...a single wheel, just one wheet 


sizes and all the metals and produces finishes that average #16RMS, go 


as fine as #2. 

The same combination of close plant-distributor cooperation and 
top quality products is paying off every day for Bay Strate distributors 
across the country. Selling “Wheels of Progress’’ can pay off for you, 


too. Write for full details. 


4 BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Mass 

Branch Offices and Warehouses: Bristol, Conn., Chicag 

Distributors: All principal cities. Bay State Abrasive 
Brantford, Ontario 


Cleveland, Detroit, Pittsburgh. 
Products Co. (Canada) Lrd., 
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These Two 
PERFECTLY PAIRED 


‘‘NATURALS”’ 
A Steady Source of Profits 


Titeflex Flexible Metal Hose and Quick-Seal Coup 
lings are “‘sales naturals’’ for any forward looking 
distributor. Needed for scores of applications in 
every industrial plant and already known and 
preferred by many engineers and plant managers 


Titeflex 
Flexible Metal Hose 


¢ Made to convey “problem” liquids and gases 

¢ Withstands high extremes in temperature and pressure 
« Absorbs vibration, shock, flexing with ease 

¢ Sizes '«” to 6”. Also made with a core of TEFLON’ 


sizes ‘4° to 14" 


Titeflex 
Quick-Seal Couplings 


¢ Leakproof at all operating pressures 

¢ Couple or uncouple in ONE second 
without tools 

* 360° swivel stops hose kinking 

« Complete range of sizes from '4"’ to 12 


Write for details on liberal distributorship 
arrangement for your area. Easy-to-sell 
easy-to-stock Titeflex Hose and Couplings 


: should make good money for you 


\ *Du Pont trademark for its tet 


apa 


CALL YOUR LOCAL 
DISTRIBUTOR Your one source 
for both 
yellow pages Hose and Couplings 


of your telephone directory 


Consult the 


TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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* BACKED BY 89 YEARS OF TIME-PROVEN ACCEPTANCE BY INDUSTRY 


* LATEST MODERN MACHINERY INSURES PRECISION FIT AND 
INTERCHANGEABLE PARTS 


¢ YOU CANNOT BUY BETTER VISES 


Machinists * Top Swivel Jaw ® Woodworkers © 


Hinge Pipe * Combination Pipe ® Utility ¢ 


PRENTISS IMPROVED 
SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCKE. 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezes against the hub on the 
vise body, locking the vise to 
the base. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


PRENTISS VISE DIVISION, or tHe cuartes PARKER co. 


PRENTISS 
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MERIDEN, CONN. 


* 
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POWELL VALVES 


Fig. 3003—Steel Gate Valve 
for 300 Pounds. Outside Screw 
Rising Stem and Yoke 

Fig. 233 tee! Gate Valve 


Fig. 150—Bronze Globe Valve S 
for 200 Pounds W.P. Screwed 


for 150 Pounds W.S.P. Union 
Bonnet. Composition Disc 


» Cham 


Inside Screw Non-rising S 


for quelity-crafted flow control 


Ask your Powell Valve Distributor for the facts about quality-proved bronze, iron, steel and 


corrosion-resistant valves. Whatever your flow control problem, there’s a Powell Valve to solve it. 
THE WM. POWELL COMPANY, CINCINNAT! 22, OHIO... T1Ith VEAR 


PS. This is just: one of many ade appearing. in teading magazines that: fab you aell POWELL VALVES! 








YOU GET more* WHEN 
YOU BUY BEARINGS FROM YOUR 


Bunting, 


DISTRIBUTOR 


YOU CAN DEPEND ON BUNTING, the Bunting 
distributor and on Bunting Stock Bronze 
Bearings and Bars. The very highest 
standards of metallurgical and 
manufacturing processes assure uniform high 
quality in Bunting Cast Bronze and 
Bunting Sintered Powdered Oil-filled Bronze 
Bearings and Bars. Bunting distributors are 
the leading responsible distributors in their 
respective areas. They carry ample stocks 


at all times. 


Your Bunting distributor is listed in the classified section of 
your telephone directory usually under Bars— Bronze, 
and Becrings—Bronze. Two modern Bunting factories 
and eieven Bunting Branch Warehouses expedite 


distribution in all areas. Write, or ask for catalogs givin 
Simplified standardized size listing tile itt 
including all ASTM sizes—an exclusive 
Bunting feature. 


complete dimensional listings and technical data. 


' BUSHINGS, BEARINGS, 


Bu ntin | BARS AND SPECIAL PARTS 
This advertisement appears in: a t OF CAST BRONZE AND 


Purchasing News 
lron Age @ Mill & Factory POWDERED METAL. 
Machinery ¢ Modern Machine Sho 
Southern Oowel & Industry « Stee! The Bunting Brass and Bronze Company @ Toledo |, Ohio @ Branches in Principal Cities 
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The ace you need 
in distributing 
taps and gages 


To help you sell more by solving 
industry’s tough tapping and 
gaging problems. 


S. W. CARD DIVISION, MANSFIELD, MASS. 
Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco 


DIVISION OF UNION TWIST DRILL COMPANY 
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$700 MORE YIELD PER DAY, without one penny spent for new equipment or extra raw material. This was the production gain 
achieved by switching from commercial castor oil and cylinder oils to Keystone 5P7 Light Lubricant in valves of vacuum filters. 
Supplementing close valve adjustment, the character of the lubricant film sustains high vacuum and consequent increased capacity. 


Facts to help you sell Keystone No. 5P7 Light Lubricant 





Keystone 5P7 Light gives chemical company 
$182,000 more yield per year on vacuum filtra- 
tion of phosphoric acid from gypsum cake. 


Here’s another tip on Keystone Specialized Lubri- 
cants that help increase production for your 
customers and pyramid sales for you. Use this 
information in your selling. It will gain you new 
customers and help sell more to current ones. 


Poor lubrication was causing a major chemical 
company to lose 8% of its production in the vacuum 
filtration of phosphoric acid from gypsum cake. 
Commercial castor oil and cylinder oils, used to 
lubricate and seal vacuum filter valves, clogged 
lubrication ports and failed to reach valve surfaces. 
As a result, vacuum constantly dropped below the 
18 inches required to extract the maximum amount 
of phosphoric acid. 

Specially formulated Keystone 5P7 Light Lubri- 


cant ended the trouble at once. When 5P7 was 
applied, vacuum immediately jumped from 18 inches 


maximum to 24 inches— more than enough to 
draw the full amount of acid from the gypsum 
cake. With each filter processing 18 tons of gypsum 
cake per hour, the 8° savings on the several units 
using 5P7 amount to approximately $700 per day, 
$3500 per week or $182,000 per year! 


That isn’t all. Formerly, valves had to be adjusted 
at least twice a month in order to maintain neces- 
sary close clearances. Because Keystone 5P7 Light 
resists the destructive effect of phosphoric acid and 
maintains a film on the wearing surfaces, valve 
adjustments have been cut to twice in three 
months. Maintenance man-hours have declined 
67%. In addition, the filter units now operate 
better on 87% less lubricant. 


Bulletin No. BK-20 contains complete information 
and specifications on Keystone 5P7 
Light. It will pay you to review 
your copy now and be ready to 
answer inquiries developed by 


Keystone trade journal advertising. SPECIALIZED 


LUBRICANTS 


KEYSTONE LUBRICATING COMPANY © 2ist and Lippincott Streets * Philadelphia 32, Pa. © Estat 


52 


INDUSTRIAL DISTRIBUTION © JULY, 1957 





THE GREATER PROFIT OPPORTUNITIES 
OFFERED BY NYBsP vs. OTHER 
INDUSTRIAL RUBBER SUPPLIERS 


DISTRIBUTORS often tell us they never knew what real Manufac- 
turer-Distributor cooperation could mean until they became NYB& 

Distributors. You, too, may not realize all the profit opportunities you 
are missing...until you make this point-by-point comparison. 


1 Has it an established 

t 
company policy not 
dependent on the whims 
of individuals? 


shed 
a — OLICY was establi 
; c 4 'TOR-CENTERED I Co 
NYB&E'S Tt firmly adher« d to ever sinc It is Com 


at the whim of a —e 
pany policy anc act apr 


tay rite § ana 
it er or il ‘sma V ho can l lay af ar 
age Sales \ ) .) 


Ss -) ( i { t t nrm 
oug oO »* oO I t § u le ts l IS Sv 1] 

y com yeun 
ile thi ugh 1c { ma : } one ail 


sfc t 4 isti butors | Le) 
li } 1 h at NYB&l D ] ki W the y can ¢ Crs 
4 « 
I } I tec dl it...and | I fit fi m it. 
hs ro te »V ro 0 t 


many years ago and has been | 
1 1 is not subject to change 


2 Does it sell industrial 
users only through 

franchised distributors with 
protected trading areas? 


‘ ‘ lis - 
t s s 01 oft his¢ one M le ct d« istriv itor in itt ic 
| 1 NY Bal I icy t rar | t 


area permit ‘ t cet the t bye é t tt tt t se not t i 
i True \ ove 
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\} 
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all NYB&P industrial ac Incidentally, compa™ ere 
calendars, ¢t from competitiol 1) NYB& 
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salesmen. 
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How does your present supplier com| 








V-BELTS AND ‘“‘TIMING*’’ BELTS 


NYB&P INDUSTRIAL RUBBER PRODUCTS 





Kae 





Proving for 111 years that QUALITY COSTS LESS! 
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ALLEN-pointers that will help 
you sell more socket screws! 


Allen’s LEADER POINT 
is a point that 
makes sales for you... mmpare! Allen's Leapen 


chamfer—the 
yint (shown 


1 35° chamfer 





You can show your customer very quickly how the many A Allen Grip Head Cap Screws — 
advantages of the unthreaded Leader Point on Allen Cap (2@QQS Leader Pointed for faster assembly. 
Screws add up to savings in time and materials. That's what i ' 
, Pressur-formd” for maximum strength 
preserves profit margins! 
Be sure your customer knows these points — 
1. Allen Leader Point Cap Screws start faster, by seconds 
— save time. Allen Flat Head Cap Screws — for 
If an Allen Leader Point Cap Screw is dropped or 
struck, there’s much less chance of damage to the lead 
thread — saves wasted materials. 
Leader Points start true as well as fast — prevent cross- 
threading and damage to tapped holes. iy: Allen Button Head Cap Screws — 
These all mean worthwhile savings in busy production BA for snag-free, unbroken surfaces where 
plants. Your customer will want to know that. Plan to ~ 
enclose the folder on Allen Leader Point Cap Screws with 
your next customer mailing. 


and holding power. 


absolutely smooth external surfaces. 


Leader Pointed and “Pressur-formd.” 


countersinking is impractical. Cold 
forged without broaching for maxi- 


Write for more information and samples. mum wrenching leverage. 


Al é =f MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
NESE eRe FE Rall neg eue en 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1957 





Heller 


solid carbide 


Tools 


give mgre because they “give” less! 


GREATER RIGIDITY PAYS OFF: There’s no spring or wobble as with 
carbide-tipped steel tools. So, longer life, higher speeds and smoother 
finishes are built into Heller Solid Carbide Tools. 


CHECK THESE SPECIFIC ADVANTAGES! Heller Solid Carbide End 
Mills produce much finer finishes than tipped types. Heller 
Solid Carbide Drills increase production 40 to 50 times over high 
speed steel drills because of higher speeds. Heller Solid 
Carbide Reamers last as much as 50 times longer than steel 
reamers cutting hardened steels at Rockwell! C-63. 


RESHARPENING SERVICE ADDS FURTHER LIFE! Heller 
regrinds dull tools to restore them to original precision 
... at a fraction of their origina! cost. 


COMPARE THE VALUE! Tested against high speed steel 
tools with or without carbide tips, Heller Solid Carbide 
Tools clearly prove that they cost much less in the 
long run. 


Asa HELLER SELLER 


you have more to tell! 


Heller gives you more than g 

to sell. You get selling ideas that 
make Heller Tools seem d fferent 

better. You get fact-packed 

advertising support that make 

your selling easier. Just what you’d 
expect from the tool manufacturer 

that’s oldest in filing experience... 
newest in cutting developments. 


SOLD EXCLUSIVELY THROUGH 
NEWCOMERSTOWN, OHIO ‘ Heller 
America's Oldest File Manufacturer Subsidiary of Simonds Saw and Stee! Co < eeutos 


a EA . \ “YOUR OUTSIDE TOOL ROOM” 
ca Heller ca-Zmev~ Tools 








HACK SAW BLADES METAL CUTTING BAND SAWS FLAT GROUND DIE STEEL FAMOUS WELLER FILES ‘\ 
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It takes products that are used and in demand everywhere—in manu- 
facturing, construction, food processing, pulp and paper-making .. . 


in quarries and mines... in the petroleum industry. 


It takes real advertising support to both create and sustain the reputation 


industrial > and demand for the line. 


Distributioa a 
It takes experienced engineering help needed for specialized applications. 


Full-page Thermoid advertisements Thermoid offers all of this to their distributors—a complete line of 
work for you regularly in all these HOSE ... CONVEYOR BELTING...POWER TRANSMISSION 
leading business publications. : — . , 
BELTS both flat and multi-V . . . plus a full line of INDUSTRIAL 
FRICTION MATERIALS. All quality products—priced to sell . . . 
readily available . . . advertised consistently . . . and backed by helpful, 
experienced Thermoid engineering service and technical sales assistance. 


hermol 


Thermoid Company * Trenton, N. J. 


Experienced Thermoid engineering 
sales helpis always available to help 
you with specialized applications. 











Shave with a chisel? 


Shave with a chisel? Certainly not. You'd undoubtedly cut 
your throat. And that’s exactly what you are doing—cutting 
your own throat—when you chisel prices. You may think you 
win, but it won't be for long. 

CHAIN Belt’s established prices are fair and competitive 
And CHAIN Belt Distributors are protected — by a long- 
established name with a reputation for honor and quality of 
product. 

All CHAIN Belt products are bargains in that they are well 
worth their price tags. Experience, good engineering and 
manufacturing skills give you a lot for the money at CHAIN 
Belt, and everybody makes a fair profit on the deal. CHAIN 
Belt Company, 4622 W. Greenfield Ave., Milwaukee 1, Wis 





CHAINS! BELT COMPANY 


Milwaukee 1, Wisconsin 
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This working catalog helps you sell more 
by answering questions 


for the men who use and buy taps... 
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What tap do fit called for 


the gage limits” 


e Can 


e Are the dimensions suitable for my 
equipme nt? 


stock tap for the work? 


overail 


Through careful study of the needs of the men who pay 


tap volume and profit, it 
our bills—your customers and prospects—Besly has pre- would pay you to put this new Besly tap catalog to work 
pared a new tap catalog which answers all basic questions for you NOW! 
simply and quickly. 


If you want to increase your 


This same detailed, working 
It is a working catalog for your countermen and salesmen, available in the new Besly 
and for the men who use and buy taps. Opened to pages Catalogs. 
4 and 5, it answers such questions as detailed above. With 
these pages and a price sheet before him, the buyer can 
order taps with time-saving efficiency! 


sales information is also 
Gage, Drill and Carbide 


Write for details on these sales aids. 


On page 19, it tells about popular specials in stock. And, BESLY-WELLES 
remember, Besly makes specials faster, whether from bar 


CORPORATION 
stock or blanks. Pages 22 and 23 show where to start 


Est. as C. H. Besly & Co., 1875 
on “trick” metals when specifying taps. In other words, 106 Dearborn Avenue 
this Besly working tap catalog helps you sell more taps soem Coren, 
by helping buyers get their requirements in the easiest way 
yet published! 


IHlinois 


Tops o : Drills @ Reamers @ End Mills @ Tool Bits @ Gages 
Carbide Tipped Tools @ Blanks @ Lapped Toss-Away Inserts and Holders 
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There’s less chance for leaks 
Reducing Nipples 











ya r 


They’re easy to sell...Your customers 
know they cut cost, speed assembly 


When your customers reduce line size, they make fewer connections 

for faster assembly with U-Brand reducing nipples. This means less 

chance for leaks. They cut installation cost, too. Single reducing nipples 

For complete cost less than a reducer or bushing and regular nipple 

information Swaged from new, mill-tested steel pipe, U-Brand reducing nipples ar: 

a single leak-proof unit. True threads and clean outside chamfer speed 

installation. Available in black or galvanized finish, there are five « 

venient sizes 4" x 46", 1" x 4%", 14" x 1", 14" x 1%" and 2” x 1 

If you’re interested in building repeat sales it pays you to stock 

sell U-Brand reducing nipples. Order your supply today 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings—U: 
Plugs and Bushings—Cast Iron Drainage and Screwed Fittings—S 


‘ 


Nipples and Couplings—Insert Fittings for Plastic Pipe 


The 


p Union Malieable 
Manufacturing Company 
Ashland, Ohio 
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UNION DISTRIBUTORS 
CAN DELIVER PROMPTLY 


10s 
—— 


Each of Union's seven strategically located warehouses carries a heavy stock of the entire 
Union line. Warehouses are connected to each other and the home plant by TWX. That 
means you get what you want, in the quantity you want it, when you want it. You get more 
business .. . more profits as a Union Distributor, because you sell a complete line that can 
be delivered promplil y 


UNION 


TWIST DRILL COMPANY, Athol, Massachusetts 


Manufacturers of a full line of Drills * Reamers * Cutters * End Mills « Hobs and Carbide Tools. Warehouses: Atlanta * Chicago + Detroit + Fort Worth 
Los Angeles * New York and San Francisco. S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vermont. 
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TRANSMISSION BELTING 


Here’s Your 


OPERATION POWER 


Here is a plen written and compiled for you by 
engineers who know what power transmission 
experts want. Contact any of the 28 “U.S.” Dis- 
trict Sales Offices or write us at Rockefeller Cen- 
ter, New York 20, N. Y. In Canada: Domimién 
Rubber Co., Ltd. c 


THE U.S. POWER TRANSMISSION LINE 
BRINGS YOU THESE ADVANTAGES: 


. The most complete, most versatile line of power 
transmission products obtainable includes: 
¢ “Timing”® Belts & Pulleys . 
* “Timing” Belt Flexible Couplings 
¢ \-Belts & Sheaves ¢ Flat Belts” 
2. A profit-level opportunity without equal: 


_A staff of power transmission engineers with 
on-the-spot service. 

. Complete Regional stocks to provide fast de- 
livery. 

, Acorrespondence course in power transmission 
for distributors’ salesmen. 


, Seminars held throughout the country for per- 
sonnel of industrial customers. 


. Handbooks and aids that make it easy to de- 
sign a drive on the spot. 


. Month-after-month advertising and sales pro- 
motion to hundreds of thousands of production 
engineers, designers and management. 


_ A line that permits you to really write up orders 
with profits and not just make quotations! 


Mechanical Goods Division 
United States Rubber 
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LIFE 4 TIMES” 


—says FASTERFAT, Division of 
National Sea Products Limited 








S, 





“Two years ago we switched 

from the lubricant we were then 
using to your LUBRIPLATE, and we are 
pleased to inform you that we have had 
very excellent satisfaction from its use. 
High speed silent chains on the drives of 
our fish meal cookers, which were for- 
merly worn out in about six months, are 
still in service after two years.”’ 


THERE 1S A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 




















r 


"WE HEARTILY 
RECOMMEND 
LUBRIPIATE 
LIBRICANTS" 


—soys PORTER-CABLE MACHINE CO., 
Leading mfrs. of portable electric tools 








- 





‘‘LUBRIPLATE reduces drag, per- 

mits easy starting, quiet opera- 
tion and protects our machine parts 
against progressive wear. LUBRIPLATE 
is initially applied to our tools at the 
factory. For future lubrication by users, 
we secure LUBRIPLATE packed in tubes 
for distribution through our dealers.” 
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(ADVERTISEMENT ) 


LUBRIPLATE 
BROADENS YOUR 
SALES BASE 


Most of the products the Industrial 
Supply Salesman has to offer, apply 
only to a single industry. LUBRI 
PLATE Lubricants are different .. . 
everyone who turns a wheel in any 
industry, including truckers, contrac 
tors and farmers, are prospects [01 
LUBRIPLATE — Lubricants With 
them, vou can make a sale on ever 


call. 


LUBRIPLATE Lubricants are unique, 
they have properties that conventional 
lubricants can’t offer. LUBRIPLAT! 
Lubricants prevent rust and corrosion 
they arrest progressive wear and ar 
far more economical to use. No won 
der that once a user, always a user 

and that is money in the pocket of th« 


Industrial Supply Salesman. 


It will pay you well to introduce 
LUBRIPLATE Lubricants to ever 
plant in your territory that is not al 
ready using it. It will pay you even 
better to ask for an order on LUBRI 
PLATE on every call on plants that 
are using it. The business is there 


It’s yours for the asking. 


Experienced LUBRIPLATE Service 
Engineers are in every territory t 
help the salesman solve the lubrica 
tion problems. The literature we pr 
vide is hand-book information that 
cannot be found elsewhere. Our ex 
tensive advertising in the principal 
trade papers such as the one on this 
page, is of inestimable value in easing 
the way for the Industrial Supph 
Salesman. Our TAG-PLAN provide 
him with red-hot leads. 


Yes, indeed, LUBRIPLATE Lubri 
cants can broaden your sales base and 
build a permanent repeat business for 


you. 
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These LUBRIPLATE Lubricants pro- 
vide the all-necessary lubrication 
for those modern, high speed ma- 
chines operating up to 30,000 revo- 
lutions per minute. 


LUBRIPLATE 

No. 205—A superior and protec- 
tive lubricant for anti-friction and 
plain sleeve grease type bearings, 
operating at speeds in excess of 
5000 R.P.M. Widely used for lu- 
brication of high speed bearings on 
woodworking machines, textile 
spindles, grinder arbors, etc. 


LUBRIPLATE 

Nos. O, 1 and 2 are highly spe- 
cialized light fluid type lubricants 
with high film strength. Their char- 
acteristics are excellent at both low 
and elevated temperatures. May 
be applied by conventional means. 


For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free ““LUBRIPLATE DATA 
Book”’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


ae — 
THE MODERN LUBRICANT 


SKE gro TiEns weriwme. 





The buyer poises his pencil 


Superintendent Clarey needs depth gages. Special kind. And in a lng hurry. 


Like the ones used on the Allison job a fe w years ago. “No,” says Clarey, “Tcan't tell you thi 


make. But I can sure spot what we want from a good pucture.” 


Lufkin 


The buyer reaches for a catalog. Depth gages—Brown & Sharpe- Starrett 


; 


All on one page, with a whole section on other gages and related instruments in the section 
right next to it. “Here they are!” And Clarey proceeds to call off calipers 
and other things he will need from this same section. 


No. 605 Brown & Sharpe 


No. 440 Starrett Micrometer Depth Gages 
Micrometer Depth Gages I ins at i asia eats 


Good catalog selling? You said it. 
Grouping related items together ha ty cheats hn 
sells more to the Man from the 
Shop. It makes the Buyer’s job 


easier, too. (Reaching for this par- 


axe Noes 
Case 


2 4 
$16.50 $17.90 
2.00 3.50 


ticular catalog is likely to become a 


: ; Brown & Sharpe Micrometer Depth Gages 
hahit with him!) 


No. 449 Starrett Micrometer Depth Gages 
With Three Measuring Rods 
Orderly Grouping, with an eye etaasiane te CO a Hee 
: is 
to more sales, does make a big- 
ger job for the catalog compiler. 


oS hase % ‘ ™ 4 4 4 


Range 


But it helps in Buying Offices— 
and so, helps our Distributor 


Customers. It also helps us, be- 


No. 608 ea. $19.50 $23.40 $27.40 $31.50 $35.00 $29.00 
No. GOSRS. with 
Ratchet Stog ea $20.50 24.460 2840 3250 36.00 30.00 
No. 212 Lufkin Chrome Clad Micrometer 
Depth Gages 


1-Inch Movement—2-inch Base 


cause satisfied customers come 


back for more such catalogs. 


No. 445 Starrett Micrometer 
n° . Depth Gages 
. _— ! > Packed 4 gage » « . 2 — 
Which reminds us! Are you _ Packed 4 gage clan pasueaians 
No. 212, without 21.00 
stchet cap $! © Suff 8 


Lufkin Chrome Ciad Micrometer Depth 
Gages 


1- Inch Movement 


ready to begin planning a new 
catalog? If so, just drop us a line 


or give us a call today. 


Range, 6 te 3 te Range, @ te 6 
$13 Si4 515 513 5i4 5! 
27.55 29.40 33.35 37.35 38.95 42.50 
24.50 26.00 29.00 31.85 33.35 36.35 


The Lakeside Press 


R. R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16 - CAlumet 5-212! 
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for Better 
Values 
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DESIGNED FOR DEPENDABILITY 


Sell the complete R-P2C Valve line 
— it’s a fine money-maker for you! 


There’s a good volume of profitable 
valve business in your territory —and 
you can get a substantial share of it 
when you sell the R-P&C line. For 
the R-P&C line is a complete valve 
line with an 87-year reputation for de- 
pendability and quality among valve 
users. Your selling job is easier and 
faster when you offer your customers 
the valves they know and respect— 
R-P&C Valves. 

Illustrated above is a carbon steel 
bar stock valve, a versatile performer 
in many general and special-purpose 
applications. A complete bar stock 
line is just one of the many members 
of the big R-P&C “family” which 
embraces gate, globe, angle and check 
valves in all standard valve materials 
—bronze, iron, forged steel and cast 
steel—in a broad range of sizes, styles 
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and pressure classes. R-PaC offers 
also a full line of cast steel fittings, 
plus specialties such as Lubrotite 
gate valves, asbestos-packed cocks 
and automatic stop and check valves. 


How We Help You Get Sales 


We are in a position, through the 
R-P&C sales engineering staff, to fur- 
nish our distributors technical assist- 
ance that helps you sell the big orders. 


Your selling effort is helped mate- 
rially by a strong program of R-PaC 
advertising in leading industrial pub- 
lications and annuals. And we pro- 
vide you with up-to-date catalogs, 
free wall charts and valve selector 
slide rules—plus sales promotion 
literature that hits the mark. 

For full details of the many advan- 
tages of selling the complete R-PaC 
Valve line, write to our Reading, Pa., 


office today. 


R-PaC Valve Division 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 
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Uniform quality 
and high performance of 
CLE-FORGE High Speed Drills 
can help you reach 


production quotas 


COSTLY “DOWN TIME” REDUCED! 


e You can keep your drilling operations on schedule with 
CLE-FORGE High Speed Drills. These fine quality tools give 
superior performance on every set-up ...and you can rely on their 
uniformity day after day, month after month, year after year. 

<— Why not ask a Cleveland Service Representative for sugges- 
tions on reducing “dowa time” and increasing production in ) 


shop? Contact our nearest stockroom, or... 
TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


This advertisement is currently appearing 


in the leading metalworking magazines 


mHECLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 


TE a as Seles hapten 5 
E. P. Barrus, Ltd., London W. 3, England 





The roof is off sales opportunities for “Shaw-Box” Distrib- 
utors and they profit from them. The “Shaw-Box” line 
of overhead load-handling equipment is so complete, so 
broad that the installation of one product leads to the sale 
of another. Performance does it! The quality built into 
every hoist and crane provides the materials handling effi- 
ciency and economy every plant must have to widen the 
gap between costs and selling prices 


‘Shaw-Box” Distributors are backed by a policy that as- 
sures an adequate profit margin on every one of our brands 
they sell. That isn’t all. A whopping advertising program 
in leading business magazines paves the way to sales. They 
have the advantage of sales training and selling tools second 


to none. Our field organization supplements in-plant train- 





he spot” assistance. Direct mail cooperation 
Shaw-Box” Distributors locally 


way you look at it, “Shaw-Box” Distributors are 
geared to sell the profit line. And, we are constantly de- 
veloping new products to assure successful selling in the 
days and years ahead 


. 
Budgit’ Crane A 
blie Packaged 

nents for erection 
ite 








@ All products identified by a black dot are installed in the at 
MAXWELL and accessories is more complete than that of any other ar 


IM —-MANNING, MAXWELL & MOORE, INnc.—— 


_ ss SHAW-BOX CRANE & HOIST DIVISION 
\_ TRADE MARK 370 West Broadway @ Muskegon, Michigan 


Builders of “SHAW-BOX" and "LOAD LIFTER’ Cranes, ‘BUDGIT’ and ‘LOAD LIFTER’ Hoists and other lifting specialties. Other Divisions produce ASHCROFT’ Gauges 
HANCOCK’ Valves, ‘CONSOLIDATED’ Safety and Relief Valves, AMERICAN’ and ‘AMERICAN-MICROSEN’ Industrial Instruments, and Aircraft Products 


In Canada: Manning, Maxwell & Moore of Canada, Lid., Avenve Road, Galt, Ontario. 
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PORTABLE 
GRINDERS 


A Dependable, Heavy Duty Tool for 
Grinding, Buffing, Wire Brushing. 5” and 
6” Wheel Diameters. Carefully Balanced 
for Easy Handling. 


Sioux Qualhty Throughout. 


High Speed HOLE SAWS 


SIOUX Hole Saws 
with high speed teeth 
will cut holes from 
5g” to 414” diameter 


in any machinable 
material. 
—e = = 
’ —" “ =. | 


—_ 


aa 


Round or plate steel, brass, aluminum, bronze, 
wood, even stainless steel may be cut. High 
speed stee! teeth welded to chrome vanadium 
body give maximum life and cutting ability 
Used in electric drills, drill press, or lathe 


WIRE WHEEL 
Ne. 1560 BRUSHES 


No. 1575 
2A", we", %" Durably built of special ? 


brushing wire with wide 
face, even trim, perfect 
balance. Designed for 
heavy duty cleaning, re- 
ELECTRIC DRILLS moving, deburring, de- 
scaling, roughing, buffing, 
° Advanced Design and polishing. 


° Bal dP Torque orsaucer shaped 
atance ower brushes are fast workers 


e Rugged Construction for body repair, removing 
. paint, scale or corrosion, 
* A Size for Every Need cleaning welded joints, 
® SIOUX Dependability etc. Used with Sroux flex- 
san : ible shafts or portable 
* No Drill is Built to Last Longer tools the broad brushing 
area cleans large areas in 

less time. 


ALBERTSON & CO., INC. “tis 
SIOUX CITY, IOWA, U.S.A. xe 


ELECTRIC DRILLS * SCREW DRIVERS *© SANDERS * GRINDERS © IMPACT WRENCHES “© VALVE FACE 
GRINDING MACHINES * POLISHERS © PORTABLE SAWS ° FLEXIBLE SHAFTS © ABRASIVE DISCS 
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BOSTON 


goes all out for distributors 


On-the-spot service that really counts! Here, 
left to right: R. W. Bogan of General American 
Tank Storage Terminals, a division of Gen- 
eral American Transportation Corporatior; 
Norman J. Cyphers, BOSTON’S Director of 
Research & Development; Robert E. Good- 
ing of the Gooding Rubber Company poo] their 
knowledge and experience to solve a tricky hose 
problem. Norm Cyphers, like all of Boston’s 
top people, reserves a sizable portion of his 


_—— time for field work. 
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STON helps you 
land the Big Ones 


With BOSTON, you get the personal cooperation of our top management and 
department heads when you need it. Their availability places you in a 

strong position to close the big contracts! You get technical and sales help 
with a remarkable difference . . . the experience and skill of seasoned executives 
working at your elbow. And on any order, big or small, BOSTON never 
competes with a distributor! 


BOSTON WOVEN HOSE & RUBBER COMPANY 


8B © Ss T o BOSTON 3, MASSACHUSETTS 


Specialists in Industrial Rubber Products 


The BOSTON MAN 
is ready 


to serve you 


V-BELTS e MATTING e PACKING e TAPE 


+ 
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QUALITY Keees 


USERS SOLD ON 


MILWAUKEE 
INDUSTRIAL 
BRUSHES 


® Making satisfied customers now is the best kind 
of insurance for future business. The answer to that 
is quality. Therefore the logical thing to do is to sell 
quality and you do that when you sell Milwaukee 
Industrial Brushes. 


To establish yourself as a depend- 
able source of supply we are organ- 
ized to give you a service that is 
complete in every detail. Our job is 
to see that you are supplied promptly 
and that you sell the quality that 
promotes sales. 


Your sales job is simplified through a service 
complete in every respect. 


More than 40 years serving industrial distributors 
with top quality. 


Here is the brush line for every industrial require- 
ment. 


From receipt of order we work to smooth the dis- 
tributors sales job. 


Repeat orders of any quantity are exactly the 
same as initial orders. 


Lay your problem in our lap and we will have 
the right answer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


WRITE FOR 
DESCRIPTIVE 
LITERATURE 
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These are the 


OINTS 


to remember 


(rrnnnnttiiuses® + 4.4 Comptete Pamty of stay ext 


_ nn 






2. Lower Tool Costs and Higher 
Production when you use “Standard” 
quality tools. 


3. Engineering Service is available 
to you at all times to help you get the 
most from your “Standard’”’ tools. 


YOUR STANDARD TOOL DISTRIBUTOR 
STOCKS THE COMPLETE LINE 


_— Quality Tools Since 188) 








DARD 


3950 CHESTER AVENUE 





CLEVELAND 14, OHIO 


~Sranparp [OoL ((0. 


FACTORY BRANCHES IN: NEW YORK ¢ DETROIT «© CHICAGO + DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools Gages 
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Motor Driven Self-Primer 
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Marlow 


are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, N. J. 
Morton Grove, Illinois Longview, Texas 
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Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


® > 
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| 3 a- NATIONS 
REFINERIES INDUST 


There are good reasons behind 
America’s key industries have 


valves, fittings, and flanges fc 
They know that drop forged 
form in structure, fine graj 
porosity. They know, t 


meticulous care givg 


PEE ar eee Tea, 


CHEMICAL PLANTS 
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CARBOLOY. 


cemenree Caneree 


How this emblem 


is being made more valuable to 


SE Authorized Distributors of CARBOLOY. 


- 


CEMENTED CARBIDES 


TRAINING PROGRAM 


Unique school teaches Distributor Salesmen 
practical and profitable ways to increase 
sales of Carboloy cemented carbides 


The new franchise for Authorized Distributors of 
Carboloy cemented carbides includes many unusual 
features designed to help increase their profits. 

And, to help Distributors get that increased profit 
on an increased volume of business, there is an 
organized training program for their salesmen that 
is unique in the carbide industry. 


COVERS ALL PERSONNEL 


The program has many facets: training at Detroit 
headquarters of the Metallurgical Products Depart- 
ment, training at the Distributorships . . . special 
courses for new men, for established salesmen, for 
inside men, for carbide specialists. 

The program has a single goal: to provide the 
Distributor’s salesmen with the knowledge and 
skills they need to build sales through better service 
for their customers. 

It is thorough . . . and highly effective. Take the 
week-long training school in Detroit, for example. 


COVERS ALL PHASES OF SELLING 


Here, the salesman is taught everything from the 
basics of carbide-tool application to practical tips 
on market strategy. The courses are given by 
experts — including trained teachers, and men with 
years of carbide selling experience in the field. 
When he leaves, the Distributor Salesman is 
equipped with the information he needs to develop 





PARTIAL LIST OF SUBJECTS COVERED 
AT DISTRIBUTOR SCHOOL IN DETROIT 


CARBIDE MANUFACTURING PROCESS 
CARBIDE TOOL APPLICATION 

HOW TO PRICE SEMI-STANDARDS 
CARBOLOY MACHINABILITY COMPUTER 
ADVERTISING AND SALES PROMOTION 
WOODWORKING APPLICATIONS 
SELLING TECHNIQUES 

SELLING TOOLS FOR DISTRIBUTORS 
VALUE OF BUYING FROM DISTRIBUTORS 











new business, and increase sales volume ‘rom 
existing accounts. 

Like all phases of the training program, the school 
in Detroit is free. (In fact, transportation to and 
from Detroit is paid by the Department when men 
have long distances to travel.) 


PAYS OFF IN EXTRA PROFITS 


The training program is just another example of 
how teamwork between the Metallurgical Products 
Department and Carboloy Distributors leads to 
bigger sales and profits through better service for 
the customer. 

Add in such profit-building features as the stock 
protection plan, higher gross margins, and perform- 
ance measurement reports, and it’s apparent that 
Authorized Carboloy Distributors have one of the 
most valuable franchises in industrial distribution. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


MANUFACTURER OF CARBOLOY CEMENTED CARBIDES 
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LOW PRICES! 


SIMONDS : : : f : 

COMPLETE LINE OF —_ . ‘ You can’t beat this new saw for general hand-feed cutting 
CARBIDE-TIPPED SAWS , It will rip, cut-off and mitre hardwood, softwood and plywood 

includes... as well as hardboard, plastics, composition materials, et« 

And the cut edge is so smooth it doesn’t have to be sanded! 

That’s because Simonds engineers have designed a new style of tooth with extra hook 
for faster, easier feeding and — fitting to run with 50% less friction so that it cuts 
freer, requires less power and eliminates burning when properly used 

This new No. 55 General Purpose Saw is now in stock in sizes from 8” to 1 
Here, indisputably, is the smoothest-cutting, longest-lived, most useful carbid 
on the market at NEW LOW PRICES that make it today’s best buy! 
customers about the No. 55! 





‘ MK 7 
24-hour sharpening service ond prompt re- , ARS OF & WITH 
. | ~ 


tipping and repciring ovailable from all 


SIMONDS FACTORY BRANCHES 
Nt ap ae SAW AND STEEL CO. | 





For Fast Service 
trom 





° 
industria! Supp! 
Complete Stocks pPely 
"Gn your DISTRIBUTOR 


FITCHBURG, MASS. 


Foctory Branches in Boston, Chicego, Meridion, Miss., Son Francisco and Portlond, Oregon + Canodion Factory in Montree 
Simonds Steel Mill, <kport, N.Y. « Simonds Abrasive Co., Philo., Po., and Arvide, Que. Conede «+ Heller Too 
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PAUL FAXON, President, FAXON ENGINEERING CO., INC., Hartford, Connecticut 


“Lincoln covers the field for 


us with a complete line” 


“‘As specialists, we wanted to handle lubricating equipment 
we could unhesitatingly recommend. We decided on Lincoln. 
Over the years, the quality of this complete line has amply 
repaid our confidence. 


“Lincoln equipment performs with an absolute minimum 
of service. For example, we have guns working under 
severe conditions in the field, that have required no serv- 
ice since installation. 


“We have also installed Lincoln Centralized Lubrication 
Systems in many different industries. In every instance, 
they have saved time and cut costs by making lubrication 
positive and automatic. And Lincoln’s staff of engineers 
is always ready to assist us in solving the many special 
field problems we encounter. 


“Lincoln is one of our major lines, and a profitable one.”’ 


Lead wvwith HLirmricoOlree-: 
MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT 


if you are not already a Lincoln Distributor, it will 
pay you fo get the complete profit-story now. 





LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co. + 5739 Natural Bridge Avenue, St. Louis 20, Missouri 

















it’s no gamble when you sell 
Acco Registered Sling Chains 


Chain & Cable Company, Inc., and is fur- 
nished with each acco Registered Sling Chain WHAT 


e You give more than chain when you 
sell acco Registered Sling Chains. For you 
give “‘4 aces of extra value’”’ which help 
make acco Registered Sling Chains the 
standard by which all other slings are 
judged. Here are the 4 winning aces: 


First Ace: Accoloy X-weld 125 Chain, used 
where extra strength is desired. This patented 
chain (Pat. No. 2763768) has a king-sized 
welded area for exceptional strength—and it 
does not kink, but hangs straight as a die. 


Second Ace: ACCO’s new Shaped Master Link, 
which, thanks to its unique shape, withstands 
deformation under loads up to 18% greater 
than a conventional round-section link can. 


Third Ace: The ACCO Registration Ring, bear- 
ing its own serial number as evidence that 
every component has been tested before as- 
sembly, and the assembled sling proof-tested 
to twice its working load limit before ship- 
ment. The acco Registration Ring is the 
symbol of acco quality —the finest. 

Fourth Ace: The ACCO Registration Certifi- 
cate, attesting to the field-tested design and 
proof test of complete sling to twice the work- 
ing load limit. It is signed by American 





"“ACCO REGISTERED” 
MEANS 
1 The best material 


2 Unit safety factor (on bodies, 
rings, links, hooks) 


Only acco Registered Sling Chains offer 
these “‘4 aces of extra value.”’ Still another 
bonus: all hooks are Magnafiux-tested. 
Remember, these features are over and 
above the characteristics of strength, 
safety, long service life and long-pull © Press test ef compiete cing 

e to twice the working 
economy that have made acco Registered ood limit 
Chain Slings industry’s choice for an end- @ Actual eld service test 
less variety of lifting jobs. of each design 

Fill all the sling chain needs of all your 5 Metal identification ring 
customers with acco Registered Sling on cash eng 
Chains. For full information, write us at © Signed Registry Certificate 
York. Pa with each sling 

, Pa. 











American Chain Division co 
AMERICAN CHAIN & CABLE nf 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
* Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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Talk of the Trade 


HANGOVER: They tell me it’s an oldie but I just 
heard it the other day, and because such things should 
never be kept secret, I'll pass along to you immedi 
ately a guaranteed cure for a hangover: “You take 
the juice of a quart of bourbon and. . .” 
know how it works. 


Let me 


MORE HELP: Now that I'm in a helpful mood, I'll 
ive golfers the lowdown on “How to get a better 
go'f score.”. . That’s the title of a booklet which Eric 
Daniels (Abrasive & Supply Co. of Detroit) has been 
handing out lhe title is in gold letters and quite 
mpressive Naturally, evervone who’s ever tangled 
with old man par grabs for the leaflet and opens it 
ip to find the whole answer to how to get a better 


CHEAT. 


core in one word 


WORLD TRAVELER: Oscar Iber (QO. Iber Co., 
Chicago) is scheduled to return late this month after 
ttending Rotary’s international convention in Lu 

1e, Switzerland. . . He’s a delegate from Chicago's 
P.otary Club #1. . . Oscar planned to make a real 
Austria, Hungary, Denmark, England, 


e and, of course, his birthplace, Bremen, Ger 


ur visiting 
man\ 


iNK TT OVER: In a letter to all sales personnel 
Indiana Mfg. Supply, Indianapolis, Frank Cruger, 
quotes a nineteenth-century economist, John Ruskin. 


vu 


[u- RUSKIN] 


' 
rS 
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. Frank points out that Ruskin was way ahe 
his time when he wrote 

“It’s unwise to pay too much, but it’s wors 
pay too little. 


little money. 


When you pay too much, you 
When you pay too little, you 
times lose everything, because the thing you bough 
was incapable of doing the thing it was bought to do 
I'he common law of business balance prohibits paying 


ittle and getting a lot—it can’t be done 


If you de i] 


with the lowest bidder, it is well to add something for 


the risk vou run. And if you do that you will have 


enough to pay for something better.” 


NEW AUTHOR: A new feature has been added to 


Wally Campbell’s Industrial Supply News, an exter 
nally-circulated house or 
Supply, Seattle. . . After searching the highways and 
byways for an attention-getting feature, Wally found 
literally the of Mrs 
. Esther is now writing a monthly feature 
that is getting darn good reader reaction She’s had 
such intriguing titles as “That Better Mousetrap,” a 


van of Campbell Industria 


— 


one right at home in 


Campbell 


person 


story with a moral about a famous Brussels restaurant 
“From Forge To 
bell 


ope ration 


Automation,” a history of the Camp 


company from the time it was a blacksmith 








100 





a 


HOT CORNER: William S. Bolden and 
Wm. S. Bolden Co., Charleston, W. Va.) pic! 
active spot the 

across the street from the Charleston Senators’ h 


for firm's new headquarters 


stadium. . . On game nights the neighborhood g 
crowded but the management figures the free adv 
tising to several thousand people a week is worth the 
None 


has vet 


R.W.B. 


risk of foul balls breaking windows 
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LOOK! 


At this super-charged sales message HMS is aiming 
at the people you... 





SELL 


It’s building sales for 
HMS distributors in. . . 





FASTENERS! 


OTHER LINES, TOO! 


[IN THE EAST uns IS THE LINE 


WITH SALES POWER 














Are you using our 

“OPENING DOORS WITH FASTENERS” program? 
Our sales package provides a quick, easy pitch 
the toughest P.A. will want to hear. 
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SEE HOW TO CUT COSTS 2 To 19% 
AND GET STRONGER SCREWS 


Instead of Use Heat 
a Bright Treated in 


Cap Screw... Smaller Diam. .. 


yF~ woe 


“x1 Max 
1% 1% 
2 2 
22 22 


For Cost Plus Strength 
Saving of... Increase of | 


od 


8% 





%xIl x1 
1% 1% 
2 2 
22 2'2 
3 3 








Kx 
1% 











There it is in black and white—a cost reduction program 
that you can move on immediately. And note that the smaller 
diameter heat-treated cap screw is not only lower in cost 
than the bright steel equivalent—but higher in strength, too. 
Many more sizes are compared on our special computer. 

But the figures tell only a part of the story. You need to 
be sure that the heat-treated cap screws you use are at full 
strength—not weakened by surface decarb (loss of carbon 
You are sure when you specify HMS. Our unique carbon 
restoration process assures uniformity and full strength— 
from surface to core. 


This computer is yours for the ask- 
ing. See your distributor's repre- 


sentative or write us. 


Always buy HMS... 
in the box you never dhop 
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Whitish area of common cap 
screw lacks carbon—thread 
is weak, soft 


HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Compony 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS « SOCKET PRODUCTS + TAPER PINS + DOWEL + HEX NUT 





NEW 


The movement of industry to smaller towns 
and to newly created industrial areas ... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose, belting and 
packing . . . makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 
franchise is available in your territory. 


Write or phone, in confidence, to James M. Hughes, Manager, 
Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


Some Points for Your This is The Policy in Service for 33 Years 


Consideration 
A LINE of rubber items sufficiently complete to permit 


effectively supplying the requirements of the trade 
solicited. 

A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 

A PRICE basis inducing and making possible aggressive 
competition with reasonable profit return. 


1 The Five-Point Sales Policy at the right. 


2 Industrial rubber products represent a grow- 
ing and diversified market. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts so that his sales 
force may be given the advantage of specialized training 
and a knowledge of the product sold. 


3 Republic Rubber products are well known and 
accepted in industry. 


4 Your sales and territory are protected. 








_ REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Facts Not Phrases 


OMEBODY CERTAINLY DESERVES CREDIT for making 
S the San Francisco Convention one of the best I've 
ever attended. And I’m far from being alone in my 
praise of this triple supply meeting. To my way of 
thinking, the Norton Co. report of its line profit- 
ability studies with three of its distributors and the 
report on the survey conducted by the George D. Wil 
kinson Co. of 32 industrial distributors were conven- 
tion highlights and made industry history. 

As I cast about trying to find someone to congratu 


late personally, I can, of course, name the industry 


leaders. But I have a feeling that something more 
fundamental than program scheduling took place 
I'd like to suggest that this was the response of a 


whole industry to the problems it faces. 


By Our Own Bootstraps 


Here is what I mean. Fora long time, we have been 
hearing of the net profit squeeze on distributors. And 
all the facts that I have seen would indicate that such 
a squeeze has been taking place. Mounting operat 
ing costs have taken a larger and larger bite out of 
relatively fixed gross margins leaving a smaller and 
smaller net 

lhe first reaction to this situation was a very natural 
one. Distributors began looking around to see if they 
couldn't find someone to bail them out. Primarily, 
they petitioned manufacturers for wider margins. But 
the results of these appeals produced results that were 
somewhat less than terrific. Further search for help 
from outside sources produced similar results. 

Last May at the Atlantic City convention, distrib 
utors took a step in a much more fruitful direction. 
hey asked themselves, what can we do to help out 
selves? The results of that final facing up to their 
problems produced the Norton and the Wilkinson 
reports. ‘This was the result of a redirection of indus 
try thinking 
leaders, but it couldn’t have been put across without 
the change in the climate of industry thinking. In 
fact, both cost analvsis a la Norton and management 


Sure, the move was led by industry 


audits by specialized consultants have been available 
for a long time. During the past year the industry got 
ripe for action and action was taken 

In one area, a committee of past presidents of the 
two distributor's association was set up at last vear’s 
convention to find out if there was any simple way by 
which distributors could determine the net profit (01 
loss) contribution of their various lines. Here was 


a recognition of the balancing relation between 


gross margin earned on a line and the expenses 
curred in buying, stocking, warehousing and selling 
that particular line. Some time before, the Norton 
Co. had done a net profit analysis of the lines handled 
by three of its distributors. The results obtained and 
methods used in the survey convinced the Committec 
that this was the answer to their quest. And the pres 
entation of the results at San Francisco helped to make 
this convention unique. The full report of the result 
of the three company survey plus a step-by-step manual! 
for distribution cost accounting are presented in a 32 
page special section in this issue, starting on p. 105 

Distributors asked themselves a second question last 
Mayv—“What is the status of management in this 
field? What are the areas where we can improve our 
efficiency and thereby cut our operating costs?” ‘To 
supply factual answers to these questions they retained 
the service of the George D. Wilkinson Co., manage 
ment consultants, to analyze the “state of the art 
as far as the practice of management in this field was 
concerned. The final, overall report is by way of 
being a diagnosis of the management ills of the in 
dustry. This is a logical procedure, first diagnosis, 
then therapy. We heard the frank, penetrating, il 
luminating, informative and factual report at San 
Francisco. ‘This was another feature that helped to 
make the San Francisco Convention unique. To get 
the essence of this report before our readers, we con 
ducted an interview with George Wilkinson. We 
asked the questions to which you would like answers 
and Mr. Wilkinson gave us the answers. This report 
is another special highlight of this July issue It 
starts on p. 54 


Facts on the Table 

his has been a memorable year of accomplishment 
for the industry and a fittingly memorable convention 
And the almost monumental achievement of the 
whole thing was that the contributions were large] 
contributions of facts and not phrases. Instead 
attempting to solve industry problems by free flow 
talk and a cataract of unsupported opinions, we g 
some facts put on the table. From this factual bas 
the industry at last is in a position to make some real 


progre SS 


Hells A Coweber 
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On the stage for the initial triple session were the presidents of the three associa 
tions plus winners of the advertising awards. Ben Wooten, bank president, is speaking. 


Marketing Efficiency Stressed at Convention 


Registration at San Francisco tops 2,100; booth program, 


cost accounting study and management survey highlight 


three-day session; new management course announced 


ISTRIBUTORS AND MANUFACTURERS 
from all sections of the country 
journeyed to San last 
month for the 1957 Triple Industrial 
Supply Convention—a__ three-day 
meeting at which marketing effi 
ciency was emphasized. 
otal registration for the event 
topped 2,100, including about 500 


Francisco 


wives of delegates. 

Highlights of the meeting in 
cluded: 

An all-day booth program which 
provided distributors with an oppor 
tunity to visit with officials of their 
suppliers. 

An appeal by a banker for dele 
gates to take more interest in the 
management of public funds. 

Presentation of the results of the 
Norton Co.'s cost accounting study 
in three distributing firms. 

Adoption of an official emblem by 
the distributor associations. 

Presentation of the results of the 
George D. Wilkinson management 
efficiency survey conducted in 32 
distributing firms. 


82 


lhe convention was sponsored by 
organizations: the Southern 
Industrial Distributors’, the Na 
tional Industrial Distributors’ 
the American Supply & Machinery 
Ses 
sions were held in the Civic Audi 


three 
and 


Manufacturers’ Associations. 


torium and in the Fairmount and 


Mark Hopkins Hotel. 


Meet the Presidents 


lhe new presidents of the asso 
ciations were announced as S. H 
Clark, Samuel Harris & Co., Chi 
cago, National; Alex V. Davies, 
Moore-Handley Hardware Co., 
Birmingham, Southern; and Robert 
L. Hamilton, The Dumore Co., 
American. 

In addition to the business ses 
there luncheon and 
fashion show for women. 

After committee meetings on 
Monday, June 17, the convention 
got underway officially 
morning with breakfasts held by the 
American and National Associa- 


sions, was a 


Tuesday 
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tions. The grand opening session, 
held in the Civic Auditorium, fea 
tured the presentation of the adver 
tising awards to nine manufacturers 
The presentation was in recognition 
of the suppliers’ advertising and sales 
promotion efforts in behalf of dis 
tributors. 

Ben Wooten, president of the 
First National Bank in Dallas, spoke 
at the opening session on “The Cut 
rent Financial Picture.” 


The held 


meetings early Tuesday afternoon 


associations separate 


and then finished the day with a 
joint distributor meeting to which 
manufacturers were invited. It was 
at this session that Ralph M. John 
son, vice president of Norton Co., 
presented the cost accounting study. 

It was also at this session that 
F. Marsena Butts, chairman of the 
Joint Educational Aids Committee, 
announced a new course on “Man 
agement for Industrial Distributors” 
at Harvard Business School. The 
course will be the same as presented 
last January. It will be held in 





J 


Praise for work done by the three re- 
tiring presidents was given by Robert 
L. Hamilton (right) when he presented 
each with a wrist watch. Recipients 
were Charles Jordan, American presi- 
dent; Frank Cruger, National head; and 
Ashley DeWitt, Southern president. 
Mr. Hamilton pointed out that this was 
the tenth and final watch presentation 
he make to retiring presidents. 
Next year, he said he'll present a watch 
to the graduate with the highest stand 
ing in the Clarks-n College course in 
Industrial Distribution 


will 


Snipping the ribbon for the official opening of the contact 
booth program are retiring presidents Frank Cruger, Charles 


Jordan and Ashley DeWitt. 


January, 1958, and will be a three 
lop executives in dis 
tributing firms are to at 
tend but, Mr. Butts pointed out, the 
actual selection of those to take the 
course will be made by the Harvard 
faculty 

The cost for the 


same as for the initial session, $550, 


week course 
eligible 


course is the 


which includes tuition, room and 
board. 

As chairman of the Joint Educa- 
tional Aids Committee, Mr. Butts 
also made a plea for scholarships for 
the four offering 
courses in distribution. The schools 


are Clarkson; Texas A & M; Brad 


colleges now 


in 
Presentation 


IM pressive 
ot 


lev; and Wester 
Wednesday was 
booth 


mo;rmil 


prog 


contact 


distributor 


hursday the 


1) ] 
associations held their second 


to 


again were invited 


joint 
manufacturer 
It was at this 
D. Wilkinson 


president of the management con 


session which 


session that George 
sulting firm bearing his name, r 


the efh 
ciency survey. He paid tribute to 


ported on management 
the industry but, at the same time, 
pointed out that organization is the 
most needed thing in the distribu 
tor end of the supply industry. 
Wallace H. Campbell, chairman 
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After studying operations in 32 firms, Wilkinson reports .. . 


“Your Industry Is Potentially Profitable” 


Management consultant . . . 
. Says distributors are in profit squeeze 


. suggests formal organization charts 
reports few use sales analysis data 
proposes measuring profit as return on investment 


fea D. Witxinson, head of the management consulting firm bearing his 
name, reported to the convention on his recent study of the management 
operations in 32 industrial supply firms. 

In addition to his convention talk, Mr. Wilkinson prepared a 196-page report 
that has been sent to members of both distributor associations. The pertinent 
questions you want answers to were asked of Mr. Wilkinson and here are his replies 





Survey Background 





Using dollar sales as the yardstick, how would 
you classify the 32 firms as to size? How many 
large? How many medium? How many small? 


We tried to make our sample of 32 companies 
correspond as closely as possible to an average cross 
section of the industry. We were not able to secure 
as many small companies as we would have liked. 
rhe resulting sample consisted of approximately 12 
small companies, 18 medium-sized companies, and 2 
large companies 


What was your method of operation in working 
with the distributor? We're referring to the 
amount of time spent with each distributor and 
with whom you talked or worked. 


For this project we used a two-man team. We 
spent two-and-one-half days at the place of business 
of the distributor and between one and two davs at a 
later date preparing the written report. Our two-man 
team probed into every aspect of the business, in 
cluding organization, finances, operating expenses, 
administrative controls, office procedures and_ prac 
tices, and warehousing. We talked with evervone 
from the president down to office clerks and ware- 
house order pickers. The companies cooperated by 


making all of their books and records available, and 
by instructing employees to answer any questions we 


might ask. 


Didn’t you make similar studies in the whole- 
sale hardware and plumbing and heating 
industries? 


Yes, we surveyed 29 sale plumbing and heat 
ing distributor ler auspices of the American 
Institute of Wholesale imbing & Heating Supply 
Associations 


Participating distributors, we understand, re- 
ceived individual reports as to your findings in 
their firms. Is this right, and if so, how detailed 


were these reports? 


Every company which participated in the project 
received its own individual, confidential report. These 
reports were in as much detail as it was possible to 
make them, considering the time limitations. For 
example, in a small company we discussed job assign- 
ments for individual emplovees, and in larger compa- 
nies we had to limit ourselves to discussing overall 
functions. The best indication of the amount of 
work which went into the reports can be given by 
saving that they ranged in size from 50 to 75 type 
written pages 
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Financial 


As we talk to distributors across the 
country, we hear them complain of the 
net profit squeeze in which they find 
themselves. The squeeze, they say, is 
brought on by mounting operating ex- 
penses pushing against relatively static 
gross margins. Did your study of the 
operating results of the 32 firms over the 
past several years throw any light on this 
contention? 
@@QOur study confirmed the contention that industrial 
distributors are in a profit squeeze. Although we had 
no positive indication that the gross margins were 
declining, they certainly were static. There is slight 
evidence that they may actually have declined over 
the 10-year period. There is no question whatsoever 
that operating expenses have been increasing.” 


You undoubtedly discovered great differ- 
ences among distributors you visited in 
the way they were able to convert gross 

2. margins to net operating profit. What do 
you feel are the outstanding reasons for 
these variations? 


@@ The chief difference among distributors in the way 
in which they were able to convert gross margins into 
net operating profits lay in the attitude of top man 
agement. Many managements were exclusively sales 
minded. To them operating expenses were a neces 
sary overhead. Their method of offsetting increasing 
expenses was to increase sales volume. These are the 
distributors who feel the profit squeeze most. The 
distributors with satisfactory profit records over the 
past decade are those who have been making a 
determined effort to control operating expenses. ‘The 
attitude of the advanced companies in this category 
is very similar to those found in manufacturing indus 
tries. They were actively interested in new methods 
ind procedures, and had already taken steps to stream 
line their organizations. We visited many companies 
in which employees on lower levels could have done 
a better job, had they been given the green light 


by the president.” 


In calculating returns or analyzing the 
effectiveness of over-all operations, how 
prevalent was the practice of using re- 

3. turn on investment as a measuring stick? 
Do you feel return on investment is a 
more valuable measure than net profit as 
a percent of sales? Why? 


“I could make a 
good living on a 
low gross margin.” 


®@] do not recall having talked to a single 
who measured his profit as a return on im 
feel that this is the only sound wai 

profit. When profits are measured as a percent of 
hidden 


easuring 
sales, the effect of increasing sales volum 
If I were a distributor, I would be mot terested 
in what I was getting for the money I had invested 
in my business, than I would be in the percent | 

getting on sales. I could make a good 


low gross margin, if my sales volume 


~ 


enough.’ 


Analysts in the field of distribution have 
frequently made the statement that one 
of the great problems with so-called man- 
agement of firms in wholesaling and re- 
tailing is that the thinking and effort is 
oriented toward sales volume and gross 
margin rather than expense control de- 
signed to produce an improved net oper- 
ating profit. Did you find this to be true 
among the industrial distributors you 
visited? 

CCYes, this was the situatior 


} 
1 in the 


of the companies we visited. Most manage 


primarily sales minded. This situation is 
presidents and vice presidents ordinaril 
positions as a result of sales ability. Our v 
was aimed at making them realize that 
involves more than sales volume and gt 
Often a decline in gross profit can be offse 


responding reduction in operating expens 


in the management of men and financial 

resources, did you encounter areas of 

5 waste through misdirection of effort — too 

* much inventory in relation to sales? Over 

staffing? Too much in quick assets? Too 
much invested in buildings? 


1] 


®@We found many examples of all 
which you mentioned. Except for 195 
has had a tendency to snowball througho 
of emp! 


five year period. The number 
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‘Your Industry Is Potentially Profitable’ (Cont’d.) 


companies has tended to increase more rapidly than 
sales volume. ‘This situation is especially senous 
when we recognize that much of the apparent in 
crease in sales volume during recent years may be 
attributed to inflation. Our figures indicate sales 
volume in 1956, after we compensate fo inflation, 
was equivalent to that of 195] Nevertheless, most 
companies had higher staffs than they did in the peak 
vear, 51. Although many companies are suffenng 
from idequate capitalization, we found an opposite 
on the part of many of the older companies 

had a tendency to accumulate cash in the 

This is a comfortable situation, but idle 
represents lost opportunity for more profit 
respect to investment in buildings, we did not 

the tvpical company over-invested. The rea 

n moving to a new building, we discovered 

that the move resulted in higher operating ex 
penses. Companies in older buildings always told us 
they ild operate more efficiently if they had a mod 
rn, one-story, well-equipped plant. But none of the 
companies which had recently moved could show 


increased operating profit as a result of the move 


Organization 


In comparing the industrial supply in- 
dustry with other industries in which 


6. you've made studies, how would you say 
the industrial distributor ranks as to over- 
all management? 


@¢@The industrial distributor ranks higher, | would 
sav, than the wholesale hardware distributor or the 
wholesale plumbing and heating distributor, in his 


interest in new management techniques and in his 
desire to do something about raising the level of 
management. This fact is offset by our feeling that 
the companies as a whole had made less progress in 
introducing new procedures and methods than had 
the other groups we have surveyed.” 


What was the status of organization 
among the firms you visited? This might 
be answered under a number of heads: 
(a) Did they have their organization 
structures formalized on paper? Did 
7 they have charts to show relation of 
° people to jobs? 

f@Among the 32 companies we visited, only two had 
formalized organization charts. One of these was 
purely hypothetical, and after investigation, we dis 
covered that it bore no relationship whatever to the 
actual organizational structure. Most companies 
seemed proud of the fact that they had no form 
of organization and had to be shown the practical 
benefits of setting up a formal organization chart.” 


“... management 
seemed to have a 
reluctance to dele- 
gating authority 
and _ responsibility 


(b) What was the status of supervision 
—of the sales force, in the ware- 
house, in the office? 


°Supervision is it exists in other imdust 
tually non-existent in the field of industrial d 
tion. In far too many companies, the sales manager 
is simply the salesman with the largest account He 
has no time to supervise other salesmen and little 
desire to do so. This picture is not universally true 
We did interview a few sales managers who were mak 
ing a sincere effort to develop the men who were 
under their jurisdiction. We feel that a great deal 
can be done in the industrv by enhancing the status 
of professional prestige of the sales manage" All other 
supervision within the company was on an informal, 
and almost haphazard basis. In many of the smaller 
and medium sized companies management seemed to 
have a reluctance to delegating authority and re 
sponsibility. We frequently found older employees 
entrusted with the responsibility for supervising the 
work of others, but without formal recognition in 
terms of title. Top management seemed to feel it 
would lose some of its own status if it gave status to 
supervisors. Needless to say, we felt this was a serious 
mistake. In our recommendation to the Modern 
Methods Committee, we suggested that the training 
of supervisors be an immediate project.” 


(c) Were they organized to provide for 
survival of the firm? 


®@In general the industry is greatly concerned with 
survival. This was one of the important problems 
which most top managements wanted to discuss with 
us. At the present time few companies could stand 
the loss of the top man. However, the almost uni 
versal interest in this subject indicates that the situa- 


tion in this regard will change for the better.” 


Did you find management was ade- 

quately supplied with reliable data on 

8 which to make decisions such as taking 

* on new products, expanding market cov- 
erage, expanding facilities, ete. . . . ? 
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®°\We tound management was well informed on mer 
chandising information. Most of this intormation 
was qualitative rather than quantitative. A few vend 
ors are forcing their distributors to develop quantita 
tive information. Both top management and sales 
managers could make more use of quantitative statis 
tical data.”’ 


In your report on wholesale hardware 
operations you made some detailed com- 

9. ments about family-owned and operated 
concerns. Did you find similar situations 
in the industrial supply field? 


feThe typical industrial distribution company is 
family-owned and usually family-operated. We found 
only one example of absentee management. Two com 
panies were managed by members other than the 
families which were the owners, but in both of these 
cases the family was closely connected with the 
company. In all other companies, the principal stock 
holder was also the operating officer.” 


What five areas would you say consti- 

tute the major “trouble centers” so far 

as industrial distributors are concerned? 

10 (We’re referring here to such things as 

* the failure to delegate authority, lack of 

definite responsibilities, refusal to install 

modern equipment or systems for more 
efficient operations.) 


@@As I look back on the companies surveyed, | am 
convinced that the primary trouble center lay in the 
attitude of top management where top management 
was not convinced that the management of operations 
was as important as merchandising, improvements, 
and organization or procedures were futile. Next in 
importance ranked organization with its consequent 
failure to delegate authority and responsibility. Third, 
was the reluctance to adopt new methods. Many 
companies professed an interest in streamlining, but 
had a genuine feeling that most improvements were 
not applicable to the field of industrial distribution 
All other difficulties in the industry can be traced 
back to these major causal factors.” 


| | What are your recommendations for cor- 
* recting these conditions? 


®@Our recommendations to the Modern Methods 
Committee included further intensification of the 
program to educate top management to the impor 
tance of managing as contrasted with merchandising. 
Along with this program, we recommended that a 
parallel program be instituted for developing and 
training supervisors for the industry. For the individ 


ual company, these recommendations might be tran 
lated into 
1. Improve the organizational structure. Don't be 
afraid to establish a formal organization 
Give supervisors the authority mel 
with their responsibility 
Set up a program for tramuing 
fill their professional superviso 


nes 


Over-All Management 


Did you find any distributors who had 
made any systematic analyses of prod- 
uct profitability? 


@®@A small number of 


ing re ords of Sale 


Only one of these had ngures showing the 
Although several 


interest in the program for cost of handling 


product line companies « 


} 


studies, none was actively planning to gather 


required information 


4’ 


most com- 
panies ought to 
develop cost ac- 
counting figures.” 


| 3 If so, how would you estimate your find- 
* ings in this respect? 


ee] feel that most companies ought to start by deve 

oping sound cost accounting figures on the overal 
operation of their business, before thev begin to trv to 
make the more complicated analyses of product 
profitability. It is better to crawl before vou walk 


Was the time, effort and expense of 
sales analysis justified in terms of the 
14 use that management made of the re- 
* sulting data or, more concisely, did 
management use available sale analy- 

sis reports effectively? 


@@it was our feeling that very few companies mad 


use of the sales analvsis data which they had. The 


chief reason for this was the lack of time on the part 


of the sales managers. We felt sales managers 


; 


be much more effective if they spent less time 
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ing their own accounts and more time in analyzing 
sales information available to them.” 


As you worked with these 32 distribu- 
tors, did you discern any noticeable dif- 
| ferences in operating effectiveness 
* among the enterprises as they varied by 
size, product mix, city size or geographic 
region? 
®eNo, the differences caused by variations in ap 
proach of top management were essential. A good 
manager had a good company, regardless of size, 
product mix, or geographical location. A poor manager 
had an unprofitable company regardless of the other 
factors.” 


How aware are distributors of the need 
16. for developing executive capacity 

among employees? 
@@Most distributors are keenly aware of the need to 
develop executive capacity, but they do not know 
how to go about it. In many cases, the difficulty lay 
not with the need to develop executive capacity but 
with the need to acquire men capable of growing. 
The industry is losing good men to higher paying posi- 
tions outside.” 


Wheat, if anything, is being done to train 
middle management to take more re- 
sponsibility? 
Nothing is being done to train middle manage 
ment.” 


What is being done to acquire and train 
men who might become supervisors or 
members of middle management? 


Nothing is being done to train supervisors, al- 
though several companies expressed an interest in 
formulating a program.” 


Office Operations 


How do office operations in the indus- 
trial supply field compare with those in 
other fields? 


@@Generally speaking we found that office operations 
were comparable with those in the wholesale hardware 
and wholesale plumbing and heating distributions 
industries. However, we felt that the other industries 
were more advanced in the use of mechanical equip- 
ment. We found fewer examples of one-writing sys- 
tems of billings, and the use of mechanical book- 
keeping equipment.” 


“a 


in other in- 
dustries we found 
fewer examples of 
one-writing sys- 
tems of billings.” 


Did you find office operations such as 
20. purchasing, inventory control, etc. well 
organized? 


@e@No, generally the purchasing agent was also the 
office manager or was responsible for many clerical 
details. We found that this interfered seriously with 


his professional activities.” 


21 What would you say are the major 
* weaknesses in office setups? 


@@The major weakness in the office setup was the fail 
ure to give responsibility for all clerical work to one 
executive. Sales departments, purchase departments, 
and even the warehouse men were performing major 


portions of the clerical work.” 


2? How would you recommend these be 
* corrected? 


CeThe first step we would make in the office would 
be to reorganize it, to strengthen the administrative 
control, and develop supervision and middle manage 
ment. All other improvements would follow as a result 
of this.” 


Warehouse Operations 


How would you say warehouse opera- 
tion compares to other distributor op- 

23. erations? Given less attention? More 
attention? 


@The warehouse is given far less attention by the 
industrial distributor. One reason for this is the fact 
that merchandise in the industrial distribution ware 
house is less bulky and offers less opportunity for 
profitable employment of mechanical material han 
dling equipment.” 
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Generally speaking, do distributors 

24 have a warehouse manager or super- 

* visor? If not, what work is usually com- 
bined with running the warehouse? 


ee 
Cr idustrial distributors have a man who 


functions as warehouse manager or supervisor. Fre 
quently he has the title of store manager and combines 


| 


his duties with those of managing the counter and 


other merchandising functions In several com 


panies we found that the responsibility for warehous« 
operations rested with an officer whose major reé 
sponsibility kept him out of the warehouse most of 
the time. These people included purchasing agents 
gers, and supervisors of inside salesmen 


the warehouse operated without ef 


S101 


“We have found 
very few mechan- 
ical handling de- 
vices being used 


25 Generally speaking, are the mechanical 
+ facilities employed by distributors good? 


@C@We found very few mechanical material handling 
None of the com 


panies engaged only in industrial distribution had 


devices being used in the industry 


fork lift trucks or conveyors.” 


26 How do these facilities compare with 
+ those used in other industries? 


@®@We feel that the industry 


material handling equipment although the ware 


could profitably study 


housing problem is not great. All but the smallest 
companies could save money by substituting equip 


ment for men.” 


Miscellaneous 


27 Did you find distributors interested in 
* sales promotion and advertising? 


@@We did not investigate the merchandising aspects 
of the companies, but had the impression that most 


“Generally the of- 
fice has an excess 
of manpower .. .” 


7 ] 
companies were more interested 


ind advertising than they wer 


28 Was this operation a major responsibil- 
* ity of a single employee? 


Generally speaking, did you think dis- 
29 tributors were under-manned or over- 
manned? 


@@,A]] generalizations are false. We 1 
flice n Wi iouse staffs could be 
ment were more effective. This is a 


} 
bid 


If management does not 


ire now understafted 


In what departments or operations 
30 would you say manpower is wasted 
* most? 


®@Cenerally the office has an excess of 
The waste of effort is greatest in those 
where the purchasing agent is responsible 
clerical work connected with purchase order 


ind vendors invoice checking.” 


In your opinion what is the one great- 
| est current need in the industrial supply 
field? 


®@QOrganization 

Would you please add any comments 

, which you think would help distributors 
as a result of your study? 


ee! think these questions have thorough! 
the field of management. It might help distrib 
realize that their industry is potentially 
We see no serious threat to the industr 


cannot be overcome by sound Mmanagemen 
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S. H. Clark says... 


“We Need 


-. 


facturers who are willing to take 
business at our cost...” S, H. Clark. 


“Mo rORS 
are thei 
+ 


operations by putting more effort 


PROGRESSIVE DISITRIBI 


trying to improve 
sales, eduction, and increased inven 
tories,” according to S. H. Clark 
president of Samuel Harris & Co 
Chicago, and newly-elected pres 
dent of the National Association. 

In a statement addressed to manu 
facturers, Mr. Clark said: 

“It is a pleasure to greet you a 
the start of the 1957 regime. We 
distributors are thankful and 
1 great deal of our success to 


; 


very 
Owc 
many of you. We appreciate the 


sources ot supply who cooperate 
riving a reasonable margin, 2°, 


~ stig 


liscount, freight allowed, and pra 


“We want manufacturers to be 


proud of their distributors.” 
+ 


tice selective distribution 


An Old Story 
ot you who regul 
meetings probabl 


yf hearing the sam« 


blems |] in 
If you add 10 or 
margin you should be w 
ible to 


distributor 


spare something f 


Although most 


“If there are complaints now and 
then, perhaps there is a good rea- 
son.” 
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rewmrervcimnme HELD Of Manufacturers” 


ish discoul t 


a ; eT] nv wi — 
vere are Still many who do nol 


Cherefore, our bookkeepers have 
worry about 30 or 40 different kinds 
yf cash discounts 
The t] 1 re th 
Wl) THCTC Are rit 


attend any of 


many manu 


rers who never 
How do we get our 


We 


storv will gradually 


tur meetings 


message to them? can only 


hope that our 


hold 


[ some goo 


take and bring 


There Are Reasons 


We stributors are not ven 
ed with the manufacturers who 


\ to take 


Or the one who gives 


business at our 


requiring in 


] 1 
Cdl 








> ye 
Officers for the coming year in the National Association include: Wallace H. Campbell, Campbell 
Industrial Supply Co., Seattle, Wash. (second vice president); John N. Failing, Chas. A. Strelinge: 
Co., Detroit (Ist vice president); Sam H. Clark, Samuel Harris & Co., Chicago (president). Als 
regional vice presidents: L. P. Russon, Vonnegut Hdwe. Co., Indianapolis (Area 4); Frank W. Nelson 
Garrett Supply Co., Los Angeles (Area 6), and Tom Norris, Tracy, Robinson, Hartford Area |] 


National Association Reports Gains 


of the Association for the 

vear. Other officers clected were the George D. Wilkinso 
John N. Failing, Chas. A. Strelinge ? distributor firms, the 
Co., Detroit, Ist vice president 
Wallace H 


Conn 


ecnsulng uurse for Management 


HE 52ND MEETING of the 
National Industral Distributors’ 
Association, chairmanned by NIDA 


ANNUAIT 


iluating the cost of 


president, Frank M. Cruger, Indiana 
Manufacturers Supply Co 


Indian Campbell, Campbe developed by th 


~ 


Seattle, 2n ind the new emblems 


apolis, was highlighted by a review 


of accomplishments during the veai 
and by a report on business in the 
various association areas 

Sam H Harris & 


Co., Chicago, was elected president 


Clark, Samuel 


“A Five-Cent Nickel” was the subject 
of the president’s address by Frank M. 
Cruger, Indiana Manufacturers Supply 
Co., Indianapolis. 


Industrial Supply Co 
Newlv-elected area | 
lom Norr 


Hartford, area rons 


vice president our area representat 


vice presidents were business conditi 
I'racv, Robinson, 
one; L. P. Russon, \ 
Co., Indianapolis, area four and 
Frank W. Nelson, Garrett Supp! 
eG Othe 


areas were represented by directo 


Vheu finding 


inegut Hdws mn survevs 


ymong ind 
ributor members in the 


Los Angeles, area six 
serving unexpired terms 

In his presidential address, “A 
Five-Cent Nickel’, President Cruge: 
urged the membership to 


conce;ni 


itself more actively in governmc¢ 
operations that affect the indust 
so decisively. He cited the mounti 
costs of governmen 


of inflation as are 


cern 


Activities Reviewed 


Robert Fernlev, NIDA executiv« 
secretary, reviewed the progress that 
had 


Among 


Review of the 
ments during the 
sented by Robert Fernley 
executive secretary 


association 5 


past 


been made during the 


the 


vCal 


highlights were: the 
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National Association Meeting (Cont'd) 


“Business Good,” Say Area Representatives 


WUERTHELE, 
Co., Pittsburgh, re 
\rea 3 
‘The distributors surveyed reported 
sales vol 
About the 


ippeal 


GEORGE W. 
Frick & Lindsay 
onditions 


ported on in 


Increase in 


1956 


a satistacton 


ume in 1957 over 
same number of orders were 
ing but they were smaller in size 
Acounts receivable were being paid 
promptly. Inventories were high and 
the subject of careful study. Situa 


tion overall: very good.” 


L. P. RUSSON, Vonnegut Hard 
ware Co., Indianapolis, reported on 
conditions in Area 4: “Inventory is 
occupying a major part of the dis 
attention theit 


also 


tributors’ because 


customers are very inventory 
conscious. The pressure for lower in 
ventories by distributors, customers 
has resulted in about the same num 
ber of incoming orders but less in 
size. Business flattened out after 
May with dollar running 


slightly ahead of last year. Accounts 


sales 
receivable are in good shape.” 


92 


although agr 


» «© 


ndustnial S 


WARREN L. FOSS, M. L. | WALLACE 
Inc., Denver, reported on conditi bell | 
“The Mountain State eattle, reported on ct 


in industrializati 


in Area 5 
ri 


increasing 


are lhe three a 


is still the ma ributor groups on the | 


Only the 


iculture 
JO1 of livelihood make it 
Pacific Coast states surpassed the n 
Mountain region in the relative gain __ better than 


bus 


State 


SOUTCE 
business busin 


last vear 


wher limbering 
i1ioOUsS where lumbe ig 


the 
bank deposits 


n industrial plants. \ 


5 


indicators reveal 


ness 
business in the area 
up 10°, over 1956, employment up 


44°. ovel 
18* 


1956, building permits 


down compared with 195¢ good sl 


Tourist business is up 50°% sin 
| 


1950 the way 


‘here is a major oil boom g 
ing on in the ‘four corners area listributors have to ope 


It i 


AMPBELL, 
Co 


inh 


uppls 
ynditions 
e, local dis 


acihc Coast 


acurate¢ reports 


Css 1S good 
s soft, how 
dominates 
in the south 
g and big 


raft indus 


Accounts re 


ape. Inven 


but that is always the 


\ est 


Coast 


rate 





Well Done, Mr. President 


Past President C. E. Gollwitzer, Pratt-Gilbert Hdwe Co., Phoenix, 
presentation of the association gift to retiring president Mr. Cruger. 
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Ariz., makes a 








———_ © 


* 


Executive Committee and new officers include Rufus Allison, 
Industrial Hdwe. & Supply Co., Charlotte, N. C.; Mr 
DeWitt; Mr. Davies (president); H. B. Tonsmeire, Turner 


Pye-Barker Supply Co Atlanta; W. P. Marshall 
Marshall Supply & Equipment Co., Tulsa, Ok 
| J. Stine, Harr I l 


vice-president md =Pau 


Supply ¢ Mobile, Ala. (first vice-president); John C. Py Orlando, Fla 


Regional Activities Urged For Southern Members 


PLI to manta the progress 
A macd¢ past admiunistrations 
ind to k more membership ac 
tivity o1 egional basis was made 
by Alex V. Davies of Moore-Hand 
ley Hardware Co 
Ala., newly-clected president of the 
Southern ndustrial Distributors 
Associat t nnual meeting 
held In Sa 


Mr. Davi installed along 
with Henrv B msmeire of ‘The 


Birmingham 


f> 
Progress of the course in Industrial 
Distribution at Texas A. & M. was 
reported by Chris H. Groneman, head 
of Industrial Education, who also ap- 
pealed for scholarship aid. 


with W 
rshall Supph 

ulsa, Okla 
md vice presidet 
Ashley DeWitt 

Machinery Co 

tiring presi lent, presid t 


meeting. Mr. DeWitt now becom< 


l 


1 member of the Executive Con 


mittee t 


Nominating committee’s report was Retiring president, Ashley DeWitt 
presented by Mr. Stine, who called off Briggs-Weaver Machinery Co., Dall 
the names of the committee’s choices turns over the meeting to incoming 
for new officers and new executive com president, Alex Davies of Moore-Hand 
mittee member lev Hdwe. Co.. Birmingham, Ala 
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Southern Association Meeting (Cont'd) 


Awkward moment for Mr. DeWitt who 
recalled having “lost” the gavel to 
award to the incoming prexy, Mr. Dav 
ies, when time came to introduce the 
latter. 


Sumter, S. C.; John C. Pye, Pve 
Barker Supphy Co., Atlanta; J. Fran! 
Slagle lennessee Mill & Mine 
Supply Co., Knoxville, Tenn., and 
Paul |. Stine. Harry P 

Fla 

lewing association activities 
tenure of office, Mr. D« 
Witt praised the cooperation and 


Leu, In 


In re\ 


during his 


industry of all committee memb 
ind urged members to volunteer fo1 
committee work. Mr. DeWitt al 
the of th 
in industrial distribution 


reported on progress 


course 
Texas A. & M. where 22 students fo 
the course are enrolled. He appeal 
for donations of scholarships to ai. 
needy and deserving students at thx. 
school 

In an open forum, speakers from 


the floor introduced topics for con 


Breakfast meeting conversation was enjoyed by J. B. Clark, 
Jr., Hollis Co. of Texas; O. F. Thompson, Jr., Texas Belting 
& Supply Co., and J. W. Madden, Rex Supply Corp., all of 


Houston. 


94 


Presentation of a samovar was made 
by Walker Wellford, Jr., J. E. Dilworth 
Co., Memphis, on behalf of the asso 
ciation to retiring president Mr. De 
Witt. 


sideration by other members of the 
issociation. Eugene Parker of Taylor 
Parker Co., Norfolk, Va.. asked 
what progress had been made to 
convince manufacturers of nuts and 
bolts to drop square heads and adopt 
hex heads, as customers seem to pre 
fer the latter. It developed that any 
progress in this direction depended 
on the choice of hardware whole. 
salers as well as industrial distribu 
tors 

J. S. Plowden of Plowden Suppl 
Co., Houston, Tex., reported on his 
firm’s experience with distribution 
cost analysis of product profitability 
and strongly urged association mem 
bers to use the Norton Co.'s plan 

Walker L. Wellford, Jr., of J. I 
Dilworth Co., Memphis, 
made a presentation of a samovar to 


lenn.., 


- 
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Neo-Cantabrigians John Pye and C. 
McDonald England, Jr., Logan Hdwe. 
& Supply Co., regaled members with 
experiences at the management course 
at Harvard. 


Mr. DeWitt 
issociation’s gift to the retiring pres! 
lent Mr. Wellford 
‘time and effort spent on associa 
tion acti 


In response 


Che samovar was the 


for, as stated, 
ities’ 

to Mr. DeWitt’s re 
quest, Chris Groneman, director of 
Texas A. & 
M.. described the administration of 


industrial education at 


industrial distribution course at 
the Dallas school 

C. McDonald Jr., of 
Logan Hardware & Supply Co., 
Logan, W. Va., and John C. Pye of 
Pye-Barker Supply Co., Atlanta, re 
ported to members at the breakfast 


the 


England, 


meeting on the value of the manage 


ment training course at Harvard 
Interest centered on the 
distributors 


underwent at the three-week course. 


University 


rigid schedule which 


: i ma. aoa 

Another breakfast group included George Weaks, Weaks 
Supply Co., Monroe, La.; Eugene L. Parker, Taylor-Parker 
Co., Norfolk, Va., and E. C. Herritage, Peerless Supply Co., 
Shreveport, La. 





A. V. Davies says... 


“Patient Has Medicine 
to Start the Cure” 


"| IS NO NEWS t 


trial distribut 
almost constant « li I net pened 


return on invested capital. It’s con to managemet! 


siderably below satisfactory levels Four techni 


“We have had an almost constant 


decline in net return on invested 4 
Sta YW. Basins ucts we sell often have a return on 


now, and yet suppliers whose prod programs to 


capital...” 
capital twice that of distributors 
I believe this 
gross Margins est 
tributors’ clerical, 
housing costs were 
But regardless 
we re concemed with what we ca to move much faster 
do about the problem now, no industrial complex in wh 
what might have been perate i inging much 
“T think we must come face t rapidly some of 
face with reality: no manufacturer rgers and plant expat 
wants to subsidize an inefhicient dis many or our industrial 
tributor, and few will giv tribu s to deal wit 
tors more margin 
sent evidence that we operate an 
ull knowledg« 


eficient shop with f 
yf our costs and the will to do all 
In Our power to control them 
“How can we _ operate 
“The industrial picture is changing efficiently? 


much more raidly than some of us 1. By trving genuinely 


realize. . . : 
find a method of determining ow 


real, ‘functional’ costs and the net 
profit contribution of each line r five years new 
= ; 
2. By some objective thinking routes have made 
about management as a function erritories much 
3. By improving the professiona ympetitors for 
caliber of our personnel with better New products and t 


recruiting and training programs re everywhere ch 


ind encouragement to educational 
institutions that can help us 

4. By scrutinizing every phase of 
our operations for possible rst 
reduction or improvement in meth 
ods that we may have overlooked 

“We've already made some prog itor 
ress in each of these endeavors. ized t pe with the 
Functional cost study has been com 
pleted by several distributors and 
the two distributor associations are 


actively promoting more of it. The 
“We must be strong enough to sur- YI 5 


vive business fluctuations. . .” Wilkinson consultant's report on 
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TSX 
. eS 


ladies bound for the 


2s 


Three 


ciation. 


Stoddard, Mrs. H. F. MacKenzie, 


and 


There Was Fun an 


r WAS A CASE of love at first sight 
I Ihat’s the wav the ladies who 
came to'the Triple Industrial Supply 
San 
their husbands felt ; 
the Golden Gate 

But it worked the other way, 
From reports by 


sely es 


Francisco with 


ibout the 


Convention at 
city by 


too. 
the women them 
the 
it was 


about how verv nice 
to them, 
San 


harming 


“natives” had been 


perfectly obvious Franciscans 
had taken this 


their hearts. 


group to 


From the time they arrived in San 
they left 
aching 


Francisco until perhaps 
hill 
the 


go.” Although the organized acti\ 


with muscles from 


climbing), the girls were “on 


ity “for women only” was limited 
to the 
show, they found plenty of things to 


big luncheon and fashion 


explore. They rode the cable cars 
downtown to the shops, wandered 


Fisher 


taxicabs down 


through Chinatown, ate at 
man’s Wharf, 


spiraling Lombard Street—the crook 


rode 


edest street in the world, and en 
joyed the view from Telegraph Hill 
and the Top o’ the Mark 

The 572 women who trouped into 
the Room of the Dons and the Pea 


cock Court at the Mark Hopkins 


96 


fashion luncheon at the 
Hopkins Hotel get a roval Hawaiian treatment from Robert 
I.. Hamilton, newly-elected president of the American Asso- 
Ihe lucky girls are Mrs. R. G. Spangler, Mrs. G. I 
all of Los 


Mark Mrs. 


Peete, 


Robert L. 


Forrest 
Memphis, 


Angeles. retiring 


and fashi I 
Ihe dis 


presente 


Hotel for 


} 
i 


the luncheon 


s 


10w got a royal reception. 


tinguished greeters, who 


each lady with an orchid lei in trad 
tional Hawaiian style, were the 


1 


coming and outgoing officers of 
1ations. 


three assoc Having d 


their job in cavalier fashion, the 
retired and left the field free for the 
handful of 


their 


ladies and d men wl 


were at service—Columnist 
Paul Speegle, who was master of 
ceremonies; and Jack Fisher's strin 
trio 

Mr. Spee 
with a 


ted his zany 
self-introducti 
with immodest) 
and kept at it for 
than an hour while models 
Saks Fifth Ave.’s San Fran 
store paraded their lovelies 
Fashions ranged 
decided Calypso 


+ 


pajamas, to 


gle star 
mentary 
laced freels ibout 
his own talents, 
more 
from 
cisco t 
gowns from sport 
with a 


like “ 
a startlingly brilliant red ribbon knit 


clothes 
theme cartwheel” 
dress which drew sighs of appr« 
tion from the audience. 

Looking as lovely as the model 
were Mrs. H. E. Lunken of Cin 

and Mrs. Roy W 


Angeles, both very blonde 


Mrs 


nati Johnson of 
ind 


Lun 


Los 


wearing quite mad hats. 
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Mote 


Hamilton. Mr 


by the other two incoming presidents as well as by the thre« 


Burling and Mrs. Russell 
are presented with orchid leis by 
Hamilton was assisted in this task 


mame, Calif 
lenn 


association heads 


( Fashion for Women 


s chapeau was tiered with 
nders, pinks, 
Mrs. Johnson’s was light 
flowers 


1 
i 


muted 
ind blues, while 
peach and 
festooned with large 
\ very lucky lady at tl 
was Mrs. Walter J. Griggs, 
l'renton, N. J., who 
for a dress from Saks Fifth 


1e fashio1 
won an yrdet 


\ve is a 


I ip to San 
ink M. Crug 
who was enjovin 
ilso looking forward t 
her hus 


the Hawaiian Islands with 


band. Some of the other women 
hatting with Mrs. Cruger were 
Mrs W endell Clark, Jr. and \irs 
Samuel H. Clark, Chicago, who were 
ying San Francisco's foreign 
Mrs. Paul Johnson, Grand 
Mich., an ilifornian 


renewln 


ex-€ 
g old memories; 
Ruddell, Indian 


also was one of the 


James 
t ho 


post-convention 


I I I 
tion in the Islands. 


nning a 


Hor 


smartly 


king together were Mrs. 

ice Armstrong of Chicago, 
itt a black-and-white hound’s 
tooth checked dress and a filmy 
it, and Mrs. John N. Failing 


navv and 


tired in 


ming a chic 





Cars, If 


> J 
tex 


Gracing a luncheon table at the Mark's Peacock Court are 
Mrs. John A. Proven, Greenfield, Mass.; Mrs. Wallace 
Campbell, Seattle, Wash.; Mrs. Ashley DeWitt, Dallas 
Tex.; Mrs. Lyman Bellows, Chicago, IIL; and Mrs. Alex 
Davies, Birmingham, Ala 


Three Niagara Falls, N. Y. convention-wives at the big 
luncheon and fashion show are Mrs. John F. Claydon, Mrs 
Fred W. Scott, and Mrs. Leon T. Patt. 


taking a moment 


Ready to enjoy the fashion show are Mrs. Wendell Clark 
Jr., Chicago, Il.; Mrs. Paul Johnson, Grand Haven, Mich 
Mrs. James Ruddell, Indianapolis, Ind.; Mrs. Samuel H 
Clark, Chicago, IIL; and Mrs. Frank M. Cruger, Indianap 
lis, Ind 


Overall view of the 600 ftashion-minded ladies enjoving the 
music of Jack Fisher's string trio at the Mark Hopkins Pea 
cock Court 


breather’ wet 


Mrs. Howard R. Swartz, Pittsburgh; 


; 
\ 


perse li lk | \W 
] ' ] 


man, ming resident of Ham ville, Ind.; and 


mond, Ind., whi ynfessed ral nagh, Fairmont, 


rned ty 


; 
talent. She 


San Francisco's hill derful suggestion: 


Chatting about the 

Mrs. R. D. Mount, Bridgeport, 
Conn.; Mrs. John Ora, Plainfield, 
N. J.; Mrs. John I 
delphia; Mrs. L. H. Russell, Pitts- full swing. In 
burgh; and Mrs. G. P. Weishaar, the bay, Mrs 
Oakland, Calii Ihev all agreed 


always in San 


thev loved the « 


+ 


Another group of young ladies An artist of 


Across the str 


Muller, Phila Hotel, Southern 


itv, its food, its cable ard M. Schramm 
s hotels and its fashion shows \Irs. Kenneth Beardslee of Detroit 


to dis Mrs. Charles K. Wagner, Minneap 
Chap- olis; Mrs. Alfred 


Riecken, Evans 


Curran Cava 


W Va. Soft 
spoken Mrs. Cavanaugh had a won 
she thinks 
ventions should be twice a veat 
Francisco! 

it the Fairmont 
1ospitalitv was in 
suite overlooking 
Ashley DeWitt of 
Dallas was entertaining Mrs. How 
of Mobile and 


talents, Mrs 
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Accepting awards for their firms were E. V. 
A. 
Industrial Products Co.); EF. E. 


Works); H. 


Rankin 


(Boston 


Gear 


Torson (Dodge Mfg. Co.); R. V. Yohe (B. F. Goodrich 


Valley (Illinois 


Tool Works) and 


Nine Manufacturers Receive Awards 


N™ MANUFACTURERS Of industrial 
supplies and equipment were 
awarded plaques in recognition for 
efforts to promote distributor bene 
fits in their advertising and sales 
of the 
plaques was made at the opening 
John D. Williams of 
the Mau-Sherwood Supply Co., 
Cleveland, of the Joint 
Advertising and Awards Committee 
of the two distributor associations 

“Briefly stated,” Mr. Williams 
said in presenting the awards, “this 
rewards recognizes 
manufacturers that all on 
part of their products through in 
dustrial distributors who fol 
low the slogan—Sell Your Products 
First, Then Sell Your Distributors’ 
Services—in all their promotional 


promotion Presentation 


by 


meeting 


chairman 


program and 


market 


best 


98 


John D. Williams (Mau-Sherwood Sup 
ply Co., Cleveland), chairman of the 
Joint Advertising and Awards Com 
mittee, explained basis on which awards 
were made at opening session. 


activity.” It should be pointed out, 


he added, that all entries were 
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judged solely on the method used to 
tell consumers the plus benefits of 


distributor not 


services, and were 
udged on advertising copy or layout 

[he committee and judges, M: 
Williams explained, adopted a new 
for judging how well manu 


their 


MASI1S 
facturers mentioned, in all 
promotional material, the plus benc 
fits of buying their products through 


industrial distnbutors. ‘The commit 


tee selected 25 different trade pape 


magazines and checked ads for a 


six-month period. A score sheet 


was kept for each manufacturer 
men 


Those manufacturers who 


tioned plus benefits of dealing with 
distributors in their advertising 50°, 
of the time were invited to submit 
copies of all their promotional mate 
1956. 


rial used in 





W. E. Fruhan (Republic Steel Corp.); Leo Breckenridge (Simonds 


Abrasive Co.); Clyde Mansur 
(L. S. Starrett Co.); and A. W. Tucker (The Henry G 


Simonds Saw & Steel Co.); Douglas R. Starrett 
rhompson & Son Co 


Joint distributor committee presents plaques in rec- 


ognition of advertising and sales promotion efforts 


| her ere 156 manufacturing 
firms eligible to submit material 
ind that manv were invited to do 
Out of that number, 48 firms 


SO) 


| were judged on the 


1 


respol cee in 


follow ing 
| rade ‘ape! Advertising, 


Direct Ma 30 points 

Catalogs. 20 points 

House Organs, 5 points 

Financial Statements, 5 points 

Mr. Wilhams said that mam 
manufacturers stated their apprecia 
tion of the new method of judging 
letters sent to the com 
mittee. He also wanted to thank the 
firm of Fernlev & Fernley and Harry 
Rinehart and his secretary for col 


awards 


lecting and compiling material to 


be judged 





Award Winners 


Boston Gear Works, accepted by E. V. Rankin. 

Dodge Mfg. Co., accepted by H. A. Torson. 

B. F. Goodrich Industrial Products Co., accepted by R. H. 
Yohe. 

Illinois Tool Works, accepted by E. E. Valy. 

Republic Steel Corp., accepted by W. E. Fruhan. 

Simonds Abrasive Co., accepted by Leo Breckenridge. 

Simonds Saw & Steel Co., accepted by Clyde Mansur. 

The L. S. Starrett Co., accepted by Douglas R. Starrett. 

The Henry G. Thompson & Son Co., accepted by A. W 


Tucker. 
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» 
i 
ae 
“We even heave a new kind of sales- 
man coming into the picture . 


Robert L. Hamilton 


“I would like to see some distribu- 
tors up Advisory Boards of 
Manufacturers - 


set 


“Our mutual job is to tell our story 
to the consumer .. .” 


100 


R. L. Hamilton says . . . 


“Today We Face 


‘The Challenge of Change’ 


AS NEVER BEFORE, 
Challenge 


and with the change ou 


we 


> | ODAY, 


Change,’ 


faced with the 
mutual jobs become more difficult, 
iccording to Robert L. Hamilto: 
president of The Dumore Co., and 
newly-elected president of the Am« 
ican Association. 
“Words that were 


are being changed into things a1 


formerly nev 
( 


actions,” he continued. “A few veat 


automation, transistors, ele 


tronics, guided missiles, were mere 


letters, or at best, laboratory expre 


| } 
sions. Today they have commo1 


: 
usage in our market place of liv 

‘Alert 
tributors are taking steps to meet 


challenge. For purpos¢ 


manufacturers and dis 
this change 
of example, may I point out mani 
facturers who have set up distrib 
tor advisory boards, distributors wh 
taken 


marketing at 


have refresher courses 
Harvard, and yes, 
even have kind of salesma 
nto the picture. Next year 


Clarkson College will ha 


a new 
ming 
n June, 
ts first 


graduation of students 


Distribution 


hil 


Industrial 


Only The Beginning 

But this is only the beginning 
meeting the ‘Challenge of Change 
Personally, I would like to see some 
distributors, who are able 
Advisory Boards of Manufa 
Another 
is bringing market research to a more 

Selling te 


niques on both the part of the man 


fr oul 
et up 
turers area that needs w 


accurate local level. 


facturer and the distributor have t 
be improved constantly 

“These few suggested ideas, and 
there are many more, call for pos 
tive action. Too often, in the past, 
felt that we 


cessive amount of time to complain 


I have devoted an ex 


ing about inadequate margins, the 
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A Mutual Job 


1 
yu nutual 


mn 
rking 


live 


] 


< 


} 
leavening 


Major 


l 


re produc 


} 


i 


mntabdk 


W 


different ex 


ASMINEA 


iil 


members 


sely together, 


- 


1 


i 


iT. 





Newly-elected officers of the American Association are Paul A. Johnson, Jr 
treasurer; Fred C, Emerson, second vice president; Robert L. Hamilton, presi 
dent; Lyman H. Bellows, first vice president, and Frank J. O’Laughlin, secretary 


American Association Installs New Officers 


OF REPORTS by committec vorted on the standardized invoice rl Jordan (Charl 


ind the introduction and purchase order forms drafted recognition of hi 


57-58 officers marked the by his committee; George M. Chan resident, Mr. Jordan was pr 
yUSsINEs eting of the American dle Allegheny Ludlum Steel witha plaque by Mr. Vander 
\ssociatio! Corp reported for the index com New American Associati 

Robert L. Hamilton (The Du- mittee on methods used in fore bers were announced as fo 
more ( s the new president isting Acroil Products Co., In 


Servin th him are Lyman H Hackensack, N. J.; Allegh« 


Bellows Sheldon Machine Co., Forecasting Urged Co. Pittsburgh; American 
Inc first vice president; Fred C lool Corp., St. Lous, M 
Emerso1 Spartan Saw Works, Mr. Chandler urged his fellow Bath & Co., Inc., Worcester 
Inc.) second vice president; Frank manutacturers to employ forecast Che Brewer-Titchener 
J. O’Laughlin (Commander Mfg. ing in their businesses Forecast land, N. ¥ Br 
Co.) s¢ ary, and Paul A. Johnson, ing,” he said, “need not be compli- Rope St. Lor 
Jr Dak orp.) treasurer cated and, over the long run, am loo ngineering (¢ 
Four newly-clected members of company that goes in for forecasting Robert H. Clark Co., Bever 
the exe e committee, all serving will be better off.” Organization of Calif.; Formsprag Co., Va 
two-vear terms, are: Stephen H. - sales records, he said, is the key to Mich.; Graton & Knight ¢ 
Cross (The Stanley Works); W. ] good forecasting. He urged that the Worcester, Mass Meta 
lrromanhauset Pyrene-C-O-Two _association’s new order index be Publishing Co., In Bost 
Division, Fvr-Fvter Co.); George H. studied carefully and suggested that National Lock Washer Ci 
Woodland (Chain Belt Co.) and indexes maintained by publications ark, N. J.; Nesen D 
Robert V. Yohe (B. F. Goodrich such as INpusrriat Disrrisution be Corp., Tuckahoe, N 
Industrial Products Co checked regularly. As an added Tool & Mfg. Co., ¢ 
\ repert on a proposed amend- source of information on which to Bilt Steel Product 


ment to the by-laws which would base forecasts, Mr. Chandler sug- Warner Electric 
limit the membership to 400 was gested that manufacturers get on Co., Beloit, Wis 
submitted by T. D. Vander Voort the mailing lists of banks which is- Sons, Three Riv 
Clemson Bros.), Harry Webster sue bulletins ern Railroad 
H. Kk. Porter, Inc.), chairman of he newly-clected officers were Divisio 


the sales method committee, re- introduced by the retiring president, Carbide 
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American Association Meeting (Cont'd) 


\ 


Presiding at the American Association Taking office as 1957-58 president of lreasurer’s report was submitted to the 
business meeting was retiring president, the American Association was Robert members by Lewis Barnard, Jr. (Lufkin 
Charles T. Jordan (Charles Parker). L. Hamilton (Dumore Co.). Rule Co.) 


Committee Chairmen Submit Reports 


. ' - & 
Minutes of the last meeting were read New members were introduced by Pau! Bylaw amendments were explained by 
by Fred C. Emerson (Spartan Saw). \. Johnson, Jr. (Dake Corp.). Ir. D. Vander Voort (Clemson Bros.). 


The annual report of the business man- Standardized forms were explained by Forecasting methods were described by 
ager was submitted by W. B. Thomas. Harry Webster (H. K. Porter, Inc.). George Chandler (Allegheny Ludlum). 
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Costs, Management 
Dominate Topics at 
Joint Meetings 


‘es, 
*#0bbbue 


4 
a 


Dallas banker urges more interest in 
management of public funds— Nine 
firms win distributor awards—Plea 
is made for support of distribution 


courses at four schools 


Criticisms, both good and bad, were made by management 
consultant George D. Wilkinson im report and discussion 
period, feature of joint distributor meeting 


APPEAL to manufacturers and United States Naval Base at ‘lreas 
distributors to take more inter ure Island with the orchestra plavins 
est in the management of publi the “Star Spangled Bann« 
funds was made at the grand open lhe Rev. Edward M. Pem 
ing session of the Triple Industrial DD, St. Francis Episcopa 
Supply Convention in the War Me of San Fran lel 
morial Opera House in San Fran- vocation 
isco by Be Wooten president Frank M. Cn 
First National Bank, Dallas. Mi ufacturers Sup 
pal speake resident of t 
ittended by Distributors 
rers and dis lev DeWitt 
f the three hinervy Co 


the Southen 


prin 


iSsOC1l4dUONS 
The opening meeting was pr \ssociation 

sided over by Charles ‘T. Jordan 

president of the American Supply & Ad Awards Made tight money 1 

Machinery Manufacturers’ Associa Wooten said, living 

tion. An impressive ceremony, the Co-featured with Mr. Wooten’s proving that lending ager 

Presentation of the Colors, was per- talk was the presentation of plaques cannot successfully 

formed by the color guard of the by John D. Williams of The Mau- tion while government 
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Joint Meetings (Cont’d.) 


— 


Distribution cost analysis was recommended to distributors 
means of 


by Ralph Johnson (Norton Co.) as 


efficient operations and increasing net profit. 


} 


business continue to shovel fuel 
under the inflation boiler. 

“Our national debt is our big 
problem,” Mr. Wooten stated. He 
quoted Senator Byrd with “history 
records that many nations destroyed 
their world position by assuming 
‘T he 
direct Federal debt is equivalent to 
full the 


land, the buildings, machinery, live 


burdens beyond their capacity 


the assessed value of all 
stock and everything else of tangible 


value in the United States.” 


No Cure 


Mr. Wooten said that the sup 
port of government bond prices by 
the 


present economic value is highly in 


Federal Reserve beyond their 


and could not 
the 
market. He proposes a tax-free U. S 


flationary perman 


ently cure depressed bond 
Government bond, to be exchanged 


for current issues as they mature 
[here is no reason, he added, why 
creek or levy 


an ordinary rive! 


district bond should have a tax ad 
vantage over a U. S. government 
bond. 

Offsetting that 
the government would lose revenuc 
is the fact that the tax free bonds 


could be sold at lower interest rates, 


the contention 


104 





study were 


Norton Co 


achieving 
Full details 


Mr. Wooten pointed out. ‘The arg 
ment that such bonds would fa 

the rich is open to question as Mii 
Wooten little or no 


; 


danger in the sale of such bonds to 


envisaged 


any purchaser, regardless of the size 
of his personal fortune. Nor did he 
feel that 
hamper the sale of municipal bonds 


tax free bonds would 
or corporate bonds. “In my opin 
ion,” he added, “the corporate bon 
market for 


length of time, hold a healthy status 


can never, any great 
unless government bonds are selling 
at or near their face value.” 

Mr. Wooten advised the conve 
tion members to keep a watchful 
eye on inventories. “Inventories 
he said, “are the breeding grounds 
of recession.” However, he added, 
he was confident that business wa 
strong and growing. He found justi 
fication for believing that the out 
look for autumn business is good 
offset 


the weak spots, he said, and we hav« 


Supporting economic forces 


no reason to expect, during 1957 
anything more than the leveling oft 
of the major indexes. 


Cost Studies Presented 


I'he National and Southern I 


dustrial Distributors’ Associations 
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prese nted by 


of Norton Co.’s method of making a product profitability 


Frank George, chief auditor of 


heid a joint meeting on opening da\ 
with members of the American Sup 
ply & Machinery Manufacturers 
Association as the 
presentation of the Norton Co. dis 


guests, to heat 


1 


mbpbution 


cost analysis study and 
manual which appears in this issue 
Ralph M 
ind director of sales for Norton Co 
spoke on “Cost Acounting—An Aid 
to Increased Net Profits’. He out 


lined the Norton Co.'s experience 


Johnson, vice president 


in analyzing the product proft 


ibility in three industrial suppl) 
firms and strongly urged distribu 
o adopt cost accounting tech 

to gain better control over 


isiness Operations and think 


Studies Analyzed 


Frank chief auditor, 
Norton Co., presented the results of 
the 
worked and explained some of the 


used Ni 


pointed out that it was simply a 


George, 


three studies on which he 


technique Georgc 


matter of reclassifving operating 
statement expenses into functional 


he 


done by any distributor accountant 


groupings process could be 
by following the procedures out 


lined in the manual which his com 





w iL EGE 


gesrem movers 


F. Marsena Butts (Butts & Ordway Co., Cambridge, Mass.) 
chairman of the Joint Educational Committee, announced 
continuance of management course at Harvard and appealed 
for financial aid to students of distribution courses at four 
schools, representatives of which were present and include 


pany prepared and which is printed who _ studied 


in this issue 
ible 


ind all that is needed is an under 


The figures are avail 


in the distributor's own books firms. A more < 
his findings will 
84 of this issue 


W allace H 


standing of the principles and tech 
niques of distribution cost analysis. C: 

The final the 
tributor associations meeting jointly 
to hear the talk, “What the Manage- 
Revealed,” by George 
D. Wilkinson, president of George 
D. Wilkinson Co., Princeton, N. ]., 


dav saw two dis 
president of the 
trial Supply 
made a report on 
Catalog Plan 


vantages which 


ment Survey 


] 


operations m 352 


Joint Committee on Catalogs and 


* 8 


TECHNOLOGY TEXAS AGM 


Neve Sataon, Tae 


Paul Rickman, chairman of Advisory Board, Western Michi 
gan College; W. A. Clarey, of Bradley University; Lowell 
Herron, Clarkson College and C. H. Groneman 
A. & M. The representatives were available for consultation 
at the 


l exas 


booths 


management and_ tributors through the 


supply obtained by the ommiut 


omplete report of 


industrial 
manufacturer 
onvention closed 


of 


be found on page Lhe 
| mem 


iations. New 
iatiol 


reneral meetnng 


impbell tl 


chairman hree asso 


| three ISsScoc is we 


the 
duced and the 


Starv G 


Campbell Indus 
Seattle, Wash 
the “NIDA-SIDA 


the 


ng 


atl 


show ing 


ldi\VC a 


Distributors’ Catalog Plan progress was 


Chairman at the opening meeting was 
Charles T. Jordan (Charles Parker Co.), 
president of the American Association. 


Ihe current financial picture was sub 
ject of talk by Ben Wooten, president, 
First National Bank, Dallas 


umpbell 


reported by Wallace H. ¢ 
Campbell Industrial Supply ¢ 
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What They Got Out of Harvard 


@ Industry members give course unanimous, 
emphatic and enthusiastic endorsement 


@ They want more of the same thing 
covering other areas of management 


@ They are putting some of the things they 
learned to work already 





N the May issue of Industrial Distribution, 
we told the story of what motivated 
our industry members to sign up for the 
management course given at Harvard. 
We told of the subject areas where they 
felt they needed help. With this follow-up 
article, we report on “What They Got Out 
Of Harvard.” 

The material on which this article is 
based is derived from two sources. Three 
or four months after the course, F. Mar- 
sena Butts, chairman, Joint Educational 
Aids Committee, sent a questionnaire to 
all the industry members who took the 
course. The replies to this questionnaire 
have been loaned to me by Mr. Butts for 
use in the preparation of this report. 

At about the same time, | also mailed 
a follow-up letter to a generous sampling 
of those who had been to Harvard. The 
questions covered somewhat different 
areas of inquiry. In the preparation of this 
report, no attempt is made to separate 


the source of the response. 
W.F.C. 





4 ‘\NSWER TO THE QUESTION Did vou like the 


course?” every respondent said—yes. But that single 
word was evidently inadequate to express the true 
feelings of those attending. We get “extremely re 
warding:” “The course was the most enlightening 
three weeks I have ever spent;” “one of the most 
inspiring three weeks I have ever spent;” “It is im 
possible to express the enthusiasm that should be 
shown to this question with one word;” “Emphati 
cally, yes;” “a big unqualified, YES;” “I consider this 
experience a highlight in my whole business career;” 
“A wonderful experience;” “very much—even more 
so than I had anticipated;” “one of the finest things 
I have ever experienced;” “Superb!”; “I enjoyed every 
single minute of it”; “It was to me a most wonderful 
and inspiring experience. One of the greatest in my 
life. Perhaps I am more enthused than some who 
had a college education. Perhaps not. I hope they 


all feel the same way.” And, so it goes. 


Share the Wealth 


Not only were the industry executives attending 
the course tremendously impressed by what they had 
learned and the benefits they had received, but they 
wanted other people in their organizations to attend 
subsequent sessions. And, they all thought that the 
course should be repeated by all means. A few of 
the respondents felt that January was a bad time for 
the course because of inventory taking and year end 
“closing of the books.” 

And one Northern distributor, full of compassion 
and brotherly love, suggested the course be held in 
April or May because “the Boston weather would be 
more agreeable to those from the South.” For the 
record, no Southern distributor complained of the 
weather. 

Harvard University was established in 1636 and has 
been in the business of opening minds and educating 
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people for 321 years. Its distinguished roll of grad 
uates now has 87 additional boosters. Those attend 
ing the course liked Harvard, they liked the facilities, 
they liked the way the work was organized and they 
liked the professors. Although no confidential survey 
was taken to find out what Harvard or the professoi 
thought of us, the industry must have “passed”, since 


Harvard 


s taking us on again next vear. 





The Management Course for in- 
dustrial distributors at the Har- 
vard Graduate School of Business 
Administration will be repeated, 
January 5 to 24, 1958. Members 
of NIDA and SIDA should file ap- 
plications with Harry Rinehart, 
1900 Arch Street, Philadelphia 3, 
Pa., by July 15, 1957. 








More, More, More 


\ question was asked, “If the course were giver 
again, what subjects would you recommend develop 
ing?’ The responses to this question throw light on 
subject matter areas where even three weeks was not 
enough. There is an assumption here that, in making 
a recommendation for a future course, they were in 
effect saving what they wished thev had had more 
on these subjects. And, if these industry leaders want 
to know more about these subjects, it is probably a 
pretty good bet that these are also problem areas for 
other distributors. 

A tally of the subject matter areas that the industrn 
members would like to see developed further is listed 
here in order of frequency of mention 

1. Finance, including financial 
budgeting, planned profits, finan 
cial reports and controls, use of 
capital resources, sources of funds 


Human relations 


Sales management, including 
sales training, salesman’s com 
pensation, sales analysis and con 


trol 


Business organization, includ 


organization charts, business su 


cession, Supers sion 


Executive development, 
tive leadership, delegat 


spr ynsibility 


Analysis of the 


Ines 


Inve NtOTY 


; 


Ofhce management, 
mtrolling paper work costs 


vunting, business machines 


What ihead 
industria 


ticular 


3 ; 


his by no means should be taken as a reflection 
m the course It is more an indication that the 
ntense thirst for knowledge could not be quenched 
in three short weeks. The comments on the ques 
tionnaires ran something like this, ““The subjects cov 
Personally, 
I wanted more on finance, but this statement is indi 


vidual and not a criticism of the planning.’ 


ered in the course were well balanced 


Cases On Industrial Distribution 


There were a number of industry members who 
went through the course and felt that there should 
have been more cases on industrial distribution. As 
one distributor says, “Cases dealt with unrelated items 
such as drugs, groceries, films, etc., also many cases 
covered problems which were strictly for those having 
advanced knowledge of bookkeeping, and many who 
had not had this training were somewhat in the dark 
on the correct approach to the solution of the prob 
lem. Add more case studies pertaining to the prob 
lems of the industrial distributor.” 

With other distributors, however, this didn’t seem 
to matter: “At first I was disturbed by the fact tha 
the cases were drawn from industries other than indus 
trial distribution. Then, I began to realize that thi: 
didn’t really matter 
we were discussing were just as applicable to our fel 
as to the one from which they happened to be drawn.’ 

As reported in the May issue of INpusrriat Dis 


rRIBUTION, a large proportion of the distribut 


Che situations and problems 


attending the course were expecting specific solutior 


They got more —> 


INDUSTRIAL DISTRIBUTION e¢ JULY, 1957 104C 





What They Got Out Of Harvard (Cont’d.) 


to their unique operating problems. How did the 
case method “pan” out? As one distributor com 
ments, it was different from what he expected but 
it was good, “I was looking for specialized knowledge 
about industrial distribution and industrial distribu 
tors. What I got were the fundamentals of executive 
management which were infinitely more valuable.” 
And from another distributor, “Received something 
quite different than I expected and, I believe, more 
rewarding for the long pull. Above all, we are trying 
to do a better job of thinking through our problems 
In our own way, we are attempting to imitate the 
Harvard professors by asking why? why? why? And 


we are accepting less of what we think is obvious.” 


Talk ... Talk... Talk 


The opportunity to meet with fellow distributors 
and talk about common problems proved to be an 
unexpected but highly-prized plus value with many 
taking the course. As one distributor says, “Before 
going to Harvard, I had only briefly considered the 
value of the friendships I would make while there. 
Today, I believe these acquaintances to be one of 
the greatest assets derived from the course. Prob 
lems which I experienced were also experienced by 
many others, some of which had been solved by those 
in attendance. The thing that impressed me was the 
discussion of industrial distribution problems starting 
at 7 a.m. and never stopping, even during time of 
supposed relaxation, ‘til after midnight during the 
entire three. weeks.” 

And from another distributor, “I studied harder 
than I thought or suspected could be possible. This 
was caused by the attitude and spirit of the entire 
group I was pleased, delighted and rewarded by 
the willingness of competitors to discuss common 
problems.” 

Others gained perspective from their discussion ses 
sions, “I gained in confidence. I found out our opera 
tion was as good as others in different parts of the 
ountry and that my terrible, terrible problems were 
Knowing this, they some 

And again, “I feel a lot 


W e talke d 


industrial distribution for three straight weeks on 


really common to others 
how became less terrible.” 
of us got more than we were looking for 


topics and problems that weren’t mentioned in class. 
We elaborated in the group sessions as well as with 
our roommates. We talked a lot and listened a lot 
and learned a lot. With this background I face up 
to my current problems with the experience of others 
in mind and with more confidence in my approach 
to a solution.” 


Action Back Home 


The course is history now. And after four months 


back on the job, distributors report that thev have 


been putting to work in their own businesses what 


thev learned at Harvard. One distributor writes, 


‘To me the course of three weeks has developed into 


a five-month plan of study which is continuing into 


the future. I have made an extensive analysis of out 
last seven years of operation to determine what prog 
ress, if any, beyond a dollar profit our company 1s 
Ideas on warehousing and material handling 


making g 
have been taken i1 
into our plan for a new warehouse - 


tributor reports he learned “how to design « 


. ] 
to consideration and incorporated 
Another dis 


LIT cl iss 


room in our new building.’ 
lhe search for training in “finance” must have been 


rewarding since it led to action. “For the first time 
we are attempting to operate with a financial budget 
Its success and ‘worthwhileness’ can not be determined 
for a vear or two, but the very action of setting it up 
has made management more ‘cost conscious 

Even the method of training was carried over. “We 
have introduced a number of new things as a result 
of Harvard, including the use of a modified form of 
the case method in supervisors’ meetings. They ap 
pear successful, but it is really too early to judge.” 
This method of teaching was given an even broader 


audience in the central states, ““We had a wonderful 


meeting of the Illinois Association last month, built 


around a case historv from the course. Members were 


all given copies prior to the meeting. The attendance 
was astonishingl\ large Attention was keen and pal 
ticipation active and resulted in everyone feeling 
ever had. We are going to 


continue such meetings from ti to time 


was the best meeting we 
bv unani 
mous request.’ 

In another area, this industt ill never be the same 
again A verv heavi mpling of the respondents 
told of adding 
[his among al 


£ diy tors 


to their boards of direc 


itions was mentioned most 


frequentl, 


Big Success 
Looked at from il] ingles. the ourse at Liarvard 
mpact will 


it 


was most enthusiasti vy received. Its 
be felt for a long, long tim And ours will be a better 
industry because it was given. It is welcome news, 
indeed, that there will be a repeat pertormance in 
January, 1958. The whole thing is ll-summarized 
in the words of a distributor, “I got much, much more 
out of it than I thought I would. Above all, I gained 
an appreciation of the tremendous opportunities for 
improvement of our Industrial Distribution Industry 
and the high calibre of the men in it. With men like 


t s in good 


those who attended the scho 
hands. And the opportunit' know them better 


industn 


ind to make so many new friends was a reallv reward 


ing experience.’ 
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SERVING 
INDUSTRY INDUSTRY 


ECONOMICALLY 


HAND.OF 
PRODUCTION 


Distributors Adopt ool 
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New Industry Emblem 


aroused considerable interest was the adoption, designed for members’ use, will replace th 


0” OF THE DEVELOPMENTS of the convention which em  Associatio1 which lad 
by the Council on [Industrial Distribution consisting the new one 
of representatives of the National and Southern (he Committee on Advertising and Awa 
Industrial Distributors’ Associations, of a new emblem responsible for distributing emblems to memb 
for the industry, pictures of which appear on this the three associations. The plan is to send on 
page. Ihe emblem was prepared under the supervision ing to each member but, where the distril 
of the Joint Advertising and Awards Committee of manufacturer wants to have other emblems 
which John D. Williams of the Mau-Sherwood ent sizes made, he will be given a proof t 
Supply Co., Cleveland, is chairman. anv number of engravings can be mad 

Chere will be an emblem for the member of each Some of the suggested uses of the eml 
association. One can be used by manufacturers who catalogs, advertising literature, trucks 
sell through distributors, one by the National Indus Che committee also plans to have decals ma 
trial Distributors’ Association and one by the South emblem for attaching to store window 


ern Industrial Distributors’ Association. The South trucks. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1957 





SALES QUIZ: Test your knowledge of .. . 


Products and Markets 





For special usage, a ——— 
coating may be applied to a 
finished wire rope. 


. Willy finds he picks up plus 
business by suggesting two ways 
his customers can lengthen the 
life of wire rope. Any idea what 
Willy suggests? 


. Rope lays may be either right 
or left, and Willy confesses it 
sometimes gets confusing as to 
which is which. See if you have 
it straight by filling in the blanks 
in the following: The lay of the 
strands in a regular lay rope is 

-—— in direction to the lay 
of the wires in the strands. In 
a Lang lay rope the lay of the 
strands and the wires in the 
strands are in the ——— direc- 


tion. 


An average rope for applica- 
tions where resistance to abroa- 
sion and bending fotigue are 
of equal importance is 6 x 25 
filler wire. As it can be used on 
rather small sheaves, it has wide 


1. WIRE ROPE 


A. Willy, the wire rope salesman, 


application in which of the fol- 
name the four kinds of steel? lowing: shovel hoists, coal hoist- 
Ropes may have a bright fin- ing towers, inclines, skip hoists, 
ish, or be ——— or —— coated 


They may also be made of 


points out that wire rope is 


manufactured in many grades tackle blocks, winches, draglines, 


of material: four kinds of steel, car dumpers, boom falls, ele- 


for example, and iron. Can you ———— steel and of vators, shaft hoists. 





2. FASTENERS 


Fasten your thinking caps on and try out your knowl- . The minimum thread length of bolts is —— the 


edge of fasteners. diameter plus —-in. for lengths up to and includ- 
A. On those fasteners that have a point on the end, ing. 6-in. For lengths over 6-in., —— the diam- 


is it common practice to measure the length of eter plus —-in. 


the fastener (or the thread length) to the extreme 
point or to exclude the point? 
Finished nuts means that all surfaces of the nuts 
have been machined. 

True [] False 


. The torqued clamping force of a bolt is the 


force in pounds exerted by the tightening of the 
bolt to the maximum recommended torque. 
True [] False 


E. How is the torqued clamping stress determined? 
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3. WELDING EQUIPMENT 


A. 


Here’s a drawing of a welding torch and cutting 

attachment. Can you identify the parts indi- 

cated by the arrows? 

In a welding torch, the acetylene valve has a 
-hand thread; the oxygen valve a -hand 


thread. 


. Two types of torches are used: the medium pres- 


D 


» & 
e")| 

ss cocoeococeccccao 
—-OOIOOWNIOO000000000 


sure type and the low pressure or type. The 
medium pressure torch employs pressure generally 
above — psi; these pressures (about equal for both 
gases) increase with tip size up to the safe limit 
for acetylene of — psi. 

should be 
incidental cutting on thicknesses up to about 


Cutting attachments used only for 


to “In 





4. GAGES 


Indicators, commonly referred to as dial gages, are 


used extensively in the tool and machinery industry, 
being attachable to tool spindles, production jigs and 
fixtures. 

A. Illustrated are four gages with partial identifica- 


C. 


tion. Can you fill in the missing words to complete 
their names? 

a. indicating — gage 

b. --—— indicating gage 

c. ——-—-- —— gage 

d. indicating —— gage 

Dial indicators may be mounted on stands and 
used to measure height, the ——— of a surface, 
the ——— of drilling and lathe work and many 
other measurements. indicators 
measure the ——— —— or —— from the point 


Actually, dial 


at which they were zeroed. 
Indicators are designed to measure dimensiona! 


variations as small as of an inch. 


FOR ANSWERS, PLEASE TURN 


PAGE 





Answers to Sales Quiz on pages 104F-104G 





1. Wire Rope 


A. 


Improved plow steel, plow steel, mild plow steel 
and traction steel. 

Ga.vanized or zinc-coated. Stainless and bronze. 
Plastic. 

Willy suggests: 1. shift rope periodically to dis- 
tribute wear, and 2. reverse the position of the 
rope in the drum. 


. Opposite. Same. 


All but winches, where it would be preferable to 
use a 6 x 19 sealer which offers greater resistance 
to abrasion than filler 
though not as flexible, withstands crushing on the 
drum better. 


wire construction and, 





2. Fasteners 


A. 


Measure the length of any pointed fastener to the 
extreme point 

‘Finished 
facture and the closeness of tolerance and does 


False. refers to the quality of manu- 
not indicate that all surfaces are necessarily ma- 
chined. 

twice diameter plus V-in. twice diameter plus 


Y2-in. 


. True. 


Torqued clamping stress is figured by dividing 
the torqued clamping force by mean area of the 
thread 





P Cutting oftachment 


Volve /ever 
Cutting #.P. : 
/ 

,/ oxygen tube 


Oxygen needle 
volve assembly 
i 





coonoocococcooco°cocoo | 
bocosog00Do000nce| 
ovoococoecoocoocoo 


> Hose connection 
giand 














Preheating ~ Acetylene connection rut 


c ‘ 

Mixer \ 
Needle valve 
ossembly 


gos tube 


3. Welding Equipment 


A. 


Here’s the drawing with parts identified. 
Left; right. 
Injector. 1; 15. 


. 4 to 6-in. 


Acetylene needle + 


vo/ve assembly 











4. Gages 


A. 


filled 
bench-type hole, d. 


Blanks should have been in as follows: 
a. snap, b. caliper-type, c. 
hole. 

Missing words in order are: smoothness, accuracy, 


deviation plus or minus. 


. Ten thousandths. 


Indicating snap gage 


Coliper-type / 
yaIcating gage | 
| 


2 Lf 


Bench-type hole gage 
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Industrial Distribution presents... 


DISTRIBUTION 
COST now 10 


PRODUCT 


ACCOUNTING >=» 
FOR NET PROFITS 


* * * 





Results of product profitability 
studies made in three industrial 


supply and equipment firms. 





PART li— A manual of cost accounting which 


will help you evaluate the net 


profit contributions of the products 





you handle. 








DISTRIBUTION 
COST ACCOUNTING 


PART | 


What Does Cost Analysis Mean To You? 


= ACCOUNTING is an extremely important manage- 
ment tool which has been disregarded by distribu 
tors too long. It enables the distributor to direct his 
organization to efficient performance and maximum 
net profit. It puts his costs in proper relationships 
and helps him to arrive at intelligent decisions on 
policies and practices. It gives him a thorough grasp 
of the business’ operating cost factors and hence, confi- 
dence, one of leadership’s most outstanding charac- 
teristics. 

A decade ago, the Central States Mill Supply Asso- 
ciation presented three pioneer studies (each employ 
ing a different method) on product profitability. 
Although methods and findings came under some 
criticism, the consensus was that the studies were a 
step in the right direction. Cost analysis would add 
another dimension to distributors’ thinking and help 
distributor management to eliminate some of the 
wastes arising from misdirected merchandising and 
sales efforts. 

It was not until recently, however, that interest in 
cost analysis was renewed. Last year, the two dis- 
tributor associations named a joint committee to seek 
methods whereby distributors could determine, accu- 
rately and simply, profitability of products. Working 
independently, the Norton Company, with the co- 
operation of three distributors, had been developing 
cost analysis studies from the distributors’ own records. 
Norton Company's objective was one of intelligent 
self-interest—to ascertain whether or not the firm 
provided its distributors with a higher-than-average net 
proht. 


You Can Do It, Now 


In view of the interest aroused by these studies, 
Norton Company now makes its findings available to 
all distributors. Along with the findings, the company 
is providing a manual of procedure by which any dis- 
tributor can make his own product profitability study. 

The results of the three studies have impressed 
distributors and manufacturers who have seen them. 
Confidence in the methods used appears general. The 
reactions of the three distributors to the findings 
about their own businesses (described later in these 
pages) have been positive and demonstrate the effec- 
tiveness of cost analysis as a management tool. 

One of the results of the three studies was to reveal 


CopyYRIGH! 


some of the misconceptions arising from reliance on 
gross profit as the sole measure of profitability of 
products. There is no doubt that reliance On gross 
profits as a yardstick of product profitability still colors 
manv distributors’ thinking. It derives from the use of 
overall operating cost ratios as a guide. The common 
assumption, naive as it may sound, drawn from a 
studv of such ratios is that when a distributor's overall 
operating costs amount to 20% of sales, any line 
which yields a higher margin than 20% is profitable 
and any product yielding less than 20% is unprofit 
able. The possibility of one product involving more 


handling costs than another is completely ignored 


Cost Ratio Weaknesses 


E. R. Hawkins (Cost Analysis, ID, Dec. 1945) 
wrote: “The greatest weakness of the use of overall 
cost ratios is that they do not really show the source of 
trouble, but at best only suggest its existence. Such 
studies tend to. focus attention upon reducing costs 
that are felt to be ‘too high’, rather than upon direct- 
ing effort in the right directions. The final goal of a 
business is net profit and costs resulting from efforts 
that lead to net profit The problem of manage- 
ment is to decide in which ways to direct the energies 
and materials that cause costs and result in profits. 
For this problem, operating cost ratios, representing 
the cost results of ALL the activities of the company, 
are poorly adapted. The most interesting thing is to 
compare costs directly with the revenue resulting 
from them, to see which cost items should be in- 
creased and which decreased.” 

Comparing costs directly with the revenue resulting 
from them is just what the Norton studies do. Briefly 
described, the five basic steps are: 


Determining sales volume and dollar gross profit 
of each product category handled. 
Re-classification of “natural expenses” into func 
tional cost groups (the key to cost analysis which 
will be described in detail in the manual). 
Allocation of functional costs to each product 
category on the basis of the amount of use made 
of the operational function. For example: order 
handling costs are allocated to product on the 
basis of the number of lines of billing for that 
product 
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+. lotalling allocated costs of each product cate 
gory 
Subtracting allocated costs from the gross profit 
of each product to find the net profit contributed 
by the product 
lhe procedures, described in detail in P Il, are 
not beyond the capacity of any distributor to under 
take on his own and the results, as will be shown, are 


very rewarding 


The Management Tool 


Determining product profitability is only one aspect 
of cost analysis which also concerns itself with cus 
tomer and territory costs. Although the following 
pages deal with product profit and loss only, the data 
accumulated constitute a management tool, the use 
of which no distributor should ignore. In light of 
distributors’ net profits, it is 
ifford to ignore cost 


the general decrease 
doubtful if a distributor can 
inalysis’ benefits. It is essential to show the results of 
management decisions which have been made in the 
past and to provide basis for sound management 
decisions on future operations 

Wider applicaton of product profit and loss study 
data can be discerned after a critical review of the 
three studies which follow and of the manual. The 
mere knowledge of the “why’s” of a product's profit 
contnbution, or the lack of one, puts the distributor 
in an excellent position to evaluate all the company’s 
activities in relation to cost. 

By analyzing his costs, the distributor knows what 
particular costs need revision and to what extent. The 
additional efforts that are required for more efficient 
operations are indicated by the data 

Positive, rather than negative, action is usually the 
result of knowing not only which products are un 
profitable but also the reason why they do not producc 
profits. A critical review of the costs can lead to a 
review of policies and practices regarding current 
handling of loss products, whether the handling in 
material 


volves selling, pricing, inventory, storage 


handling or warchousing 


Know All Your Costs 


Cost analysis facilitates the computation of costs 
and profits resulting from different units of sales and 
the establishment of break-even points per unit of 
sale. With this information, the distributor is able 
to determine appropriate action to minimize loss 
orders. His own knowledge of his market will indicate 
whether he should adopt quantity pricing, minimum 
order, higher broken package prices, etc. 

Costs of various operations can be studied to plug 
profit leaks. For example, the data can be assembled 
to show whether or not it is profitable to pick up non 
stocked items from a competitor. Or, the costs and 
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profits of direct shipment and sales from stock 
he compared for the purpose of determining 
effective sales policies and establishing mor 
inventory levels. 

Operational problems can be tackled on 
Should the 


rent or own his own delivery trucks? The 


basis of comparative costs 


in comparison of cost data relating to the usag 
the equipment for various operational functions The 
same applies to such problems as: 1. How much me h 
mization could be applied profitably to warehous 
operations? 2. How much automation could be 
ipplied profitably to order handling and accounting? 
3. How much more advertising can we afford f 
what products? 
The functional costing involved in cost analysis 
hows how much expense is incurred i 
each activity of the business. Hence it is 1 soa to 


ify 


pe! rorml 


establish standards of performance for each acti 
by getting the costs on a unit basis be it preparing 
in invoice, shipping, receiving, stock storage space 
With establishment of standard costs, the distributor 
is in a better position to do a good job of budgeting 
if budgeting practiced. If not, standard costs wv 


help him get started 


How Much Can You Pay? 


Through cost analvsis, the distributor 
mine and adjust pay scales for various activiti 
vital importance is the help cost analysis gives in 
designing equitable salesmen’s compensation plans 
with due regard for incentives and the company’s net 
profit. This is particularly true in compensation plan 
based on percentage of gross profit of a product 

Along the same lines, cost analysis enables the 


+ 


distributor to delegate responsibilities for 
specific individuals and establish reasonable and easil 
understood measures of performance. Complete 
understanding of performance yardsticks by emplovee 
and management is facilitated by cost figures and 
makes for the most efficient performance of duties 

Finally, cost analysis will provide more meaningful 


and more useful reports for management use than the 


currently used overall profit and loss statement. The 


+ 


ideal set-up provides for the accounting system to 


iltered to provide functional cost classifications rather 


than “natural” expense listings. This “builds in” dis 
tribution cost accounting as a regular check. In other 
systems, the old profit and loss statement is used 
but is expanded to show the re-classification of 
“natural” expenses into functional cost groups, as a 
check on functional costs 

From the above, it can be seen that cost ac« 
ing’s value as a management too] merely starts 
the uncovering of profitable and unprofitable items 
Knowing where the trouble lies, the distributor can go 
back over the data developed to find the real causes 
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Ralph Johnson 
Vice President and Director of Sales 
Norton Company 


Think of Net Profits 


en Wortp War II, in spite of very high sales 
volumes by pre-war standards, many industrial 
distributors have been concerned because increased 
operating costs have eaten into their profits, resulting 
in a steadily decreasing net profit after taxes. A natural 
result has been mounting pressure by distributors on 


their suppliers to increase gross profit margins. 
@@Norton distributors are an important part of our 
sales organization and we have been genuinely con 
cerned with their profit problems. Obviously, if 
distributors are to do an energetic selling and ware 
housing job for us, the sale of our products must be 
profitable for them. It has been of increasing concern 
to us that almost the entire industry's attention has 
been focussed on gross profit of a product rather than 
on net profit which, obviously, is the all important fig- 
ure. The relationship between gross profit and net 
profit varies from one product to another. Two prod- 
ucts which have the same percentage of gross profit do 
not necessarily produce the same percentage of net 
profit because they may, and probably do, have differ- 
ent handling costs. 

eeProfit problems, brought about by continually 
increasing prices for everything we use, plus more or 
less automatic annual wage increases spell potential 


troubles not only for distributors but for their manu 
facturers as well. What do we do about these prob- 
lems? For as long as any of us at Norton can remem- 
ber, our comptroller has developed a segregated profit 
and loss statement for each quarter. This shows our 
sales of 39 different product groups, the cost to manu 
facture, the cost of selling and the overhead which 
applies to each group. Finally, and of paramount 
importance, the statement shows the net profit made 


on each group, before tax« 


Apply the Method 


Celt appeared to me that the cost accounting pro 
cedure which we use could be applied just as produc 
tively to analyze accurately a distributor's business as 
our own. Several years ago, I enlisted the help of our 
comptroller to analyze a year’s operation of three of 
our distributors. Primarily, we were interested whether 
we could determine with reasonable accuracy the net 
profit which the sales of our products contributed to 
the distributors’ total net profit 

®@We wanted to know whether in our schedule of 
suggested resale prices we were paying our distributors 
properly for the selling, warehousing and servicing 
functions that they were carrying on in acting as our 
field sales department. We also wanted to know if 
the cost accounting procedure which we use is as 
productive of vital information for the distributor as 
it is for us. If it was, we wanted to make it available 
to distributors to help them cope with various man 
agement problems 

@eWe were gratified that these three analyses, carried 
out with the full cooperation and help of each dis 
tributor’s accounting people, not only gave us the 
information we sought but they also demonstrated 
the usefulness of this cost accounting procedure to 
them. I know that | reflect the views of these three 
distributors when I say that they were delighted with 
the help the studies provided in uncovering weak 
nesses and high cost areas in their operations. I want 
to suggest that you distributors can do something 
about your own profits. If you are not yet using cost 
accounting in analyzing your business in order to know 
where your profits come from and where your internal 
operations are weak as well as strong, that you make 
every effort to do it in the immediate future. You 
will be well rewarded for your efforts. 

@@ Accurate cost accounting throws a searchlight on 
the spots where cost reductions can be made. I think 
that if you distributors develop your own, or adopt 
available cost accounting procedures to your business, 
you will be delighted with the information that results. 
This information will be of help to you in pointing 
the way to more efficient operations and in demon 
strating that you can do much within your company 
and through your own efforts to improve your own 


profit picture. 99 
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In Black and White, and Red! 


, pose sey OF THE FINDINGS made in the segregated 
product profit and loss studies of three distributor 
operations are presented on the following pages with 
some analyses which interpret some of the results 
By no means do the sample analyses exhaust all the 
possible diagnoses which could be made out of the 
figures accumulated in making the studies. Learning 
whether or not a product or product category is 
profitable is merely an initial result from which a 
whole series of profitable analyses start. The summary 
of findings is a challenge to management to act on 
facts, not surmisals 

The three distributor firms which cooperated in 
these studies differ from each other in geographical 
location, in size (it will be noted that one company 
has sales of nearly $6 million; another has sales of 
neatly $2 million, and the third has sales of almost 
$1 million), in markets served, in product mix (as far 
as the particular items in one product category are 
concerned ), in management and in facilities. Since cost 
or expense relationships are tied to company policies 
and procedures, the method of allocating some indirect 
functional costs had to be altered slightly to suit 
management’s requirements. 

The summaries do not reveal the names of the 
companies which are referred to as Company “A,” 
Company “B” and Company “C.” Neither are the 
product categories shown by name but by code num 
bers, ranging from 01 to 28. The products of each 
coded product category in all companies are the same 
or of the same type. Only two of the categories repre 
sent the products of a single manufacturer in each 
group. The others are classified generally as “cutting 


tools, fasteners, etc.” 


For General Comparisons 


The only reason for maintaining the same code 
number for the same products or type of products was 
to facilitate some general comparisons of product 
performance in each company. To be of value for com 
parison of product profitability in a large number of 
firms, product categories would have to be standard 
ized; that is, each category would be defined as includ 
ing such and such type of products with no variances 
permitted. Primarily, each of these studies is an indi 
vidual company product profitability study, using the 
same product classifications as much as possible 

As a result of this attempt at some standardization 
in classifying the products of these three companies, 
the “miscellaneous” category of Company “C” had to 
include some important lines of that company. This 


is evident in the dollar volume of Code 28 for Com 
pany “C” 
company’s total dollar volume. This is obviously too 


which represents about one fourth of the 


large a segment of the business to yield significant cost 
results for this category. However, this distributor has 
learned to make his own cost analysis and is now 
breaking down Code 28 into more groupings 

Wherever gaps appear in Product Code listings of 
these three companies in the summaries of findings, 
such gaps as between Code numbers 13 and 15 and 
between 17 and 25 in the report on Company “A,” it 
simply means that this firm does not handle the miss 
ing coded products 


Use Own Judgment 


Segregation of products and coding, whether it is 
alphabetical, numerical or product names is a mattet 
of distributor judgment when an individual study of 
a single firm’s operation is made. Those distributors 


al 


who employ sales analysis of all sales, as a result, can 
start product profitability studies based on present 
product groupings as a perusal of Part II of this sec 
tion will indicate 

In general, product groupings can be made on the 
basis of what products the distributor is interested in 
It should be borne in mind, however, that a cost 
analysis should cover the full range of products sold, 
and not a single product group. That is, all costs must 
be allocated to all the products handled 

The initial reaction to the summaries of findings 
on the following pages has been the question of how 


] 


the “overhead” figures for each product group were 


; 


arrived at. The determination of the allocated 


OVeT 


head is the kev to distribution cost analysis. The ste p 


by-step procedure will be explained in Part II 
Suffice to say at this point, the cost is 
niques used by Norton officials in making tl 


tech 
hese studies 
ind in setting up the procedures for the manual 


follow closely the basic outlines of method idopted 


by many authorities. They are also based on the long 
experience of the Norton Company in cost a 
ing 
his is not to say that improvements 
cannot be introduced. One of the ain 
tation is to arouse sufficient interest 
distributors in cost analysis to encour 
their accountants, to make a greater st 


} 


ject. Such an interest, combined with 
ness experience and knowledge of the 
tions, would be bound to produce re 


of new ideas and new techniques 
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Use This New Concept 


paoouc’ 


oor «SALES c/s 


° $:70.070 
02 wae 
93 


43. ras 


W. H. Perks 


Treasurer and Controller 
Norton Company 


the economics underlying 


eo ORE AND MORE, the ec Mn 
dustrial distribution are forcing distributor 


management to refine and search out facts. The pro 


fession of accounting must play in important role 
ounting must not be 


this new concept. Distributor ac 
From the 


performed for income tax purposes alone 
vast amount of knowledge that a correct cost analysis 
can produce, management should receive the guide 


posts and benchmarks for correct decisions 


@@)istribution cost analysis is not an exact science 
| 
and is still somewhat in its infancy. It is a challenge 


not only to the accounting profession, but also to th 


vision of distributor management to incorporate those 
systems that will produce the necessary facts an 


Statistics 


@@'T he task of extracting the essential data should not 
be avoided. With a reasonably good job of cost 
accounting, profitable and unprofitable products wil 
be revealed. In addition, the data enables maaage 
ment to make intelligent decisions on every phase of 
operations. The fact that a product is unprofitabl 
mav lead to an investigation which will indicate how 
the situation can be improved, such as new techniques 
of handling or, perhaps, by better inventory controls 
Every product can be X-rayed to reveal its contribution 
or lack of contribution to the net worth of the 


company 99 





Glossary of Terms 


- CLARIFY THE TEXT dealing with the analyses of the 
three products profitability studies and the manual, 
the following terms are defined. The use of the word 
“line” to indicate a product category is avoided for 
the simple reason that it may become confused with 
line of billing, line of extension or invoice line. 


PRODUCT CATEGORY, CLASS, CLASSIFICATION OR 

GROUP: 

These terms mean: 
1. Products of one general type supplied by one 
manufacturer. Example: Grinding Wheels, 
Portable Electric Tools, Bearings, etc., or: 
2. A group of related products obtained from 
more than one supplier such as Cutting Tools 
which may include drills, taps, dies, reamers, etc. 


DIRECT COSTS—Refers to those functional costs which 
may be allocated to products by definite measurement 
units such as square feet, lines of billing, average 
inventory, line extensions on purchase orders 


INDIRECT COSTS—Refers to those functional costs for 
which some overall measurement unit, or method of 


llocation, must be determined in order to allocate 
these costs to products. For example, Selling Costs 
may be allocated on a basis of sales, weighted averages 


results of time studies of sales efforts. 


LINE OF BILLING or INVOICE LINE: These terms are 
used interchangeably to describe a line extension on 
an invoice for a product of a given product category. 
‘or example: “12 doz. } in 20 H.S. Comm. Grd 
laps” constitutes a line of billing for cutting tools, if 
such a product group is used. The quantity, 12 doz 


is immaterial 


LINE EXTENSION or ITEM LINE OF PURCHASE ORDER: 
These terms are used interchangeably to describe a 
line extension for a product of a given product cate 
gory on the distributor's purchase order. As for “line 


. disre garded 


; 


of billing,” the quantity i 
EXPENSES, COSTS— These terms are svnonvmous but 
the tendency is to talk of “expense” when it deals 
with an operating statement but as a “cost” when 


++ 


is re-classified on functional lines 
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Total 





Product 
Code 


OCOOOCO°O 
OoDON GO GE 


“Qo 


Product 
Sales 


58, 


23, 
61, 
14,095 
43, 


1,879 418 


Profit and Loss by Products— Company “A” 








Cost of 
Goods 
Sold 


Gross 
Profit 


Gross Profit 
As % Sales 


Overhead 
As % 
Sales 


Net 
Profit 


Allocated 
Overhead 








,404 
,409 
, 109 
495 
,274 
,627 
984 
,802 


,049 
, 334 
,455 


,215 
, 284 
.928 
084 


445 683 


, 199 14% $15 
2 18, 
17 
22 3, 
20 
29 
59 
25 
29 
17 
54 
34 
15 


13 
16 
23 


18 
25 
a 
37 


29 








Net Profit 
As % 
Sales 








Tabi, 


pan 


millior 


Re idiil 


Code 
profit 
and t 
profit 
head 


group 


( 


tf $39.116, or 23% 


Qi} 


TOSS DT 
Af | } 


Obviously, 
group is the key figure, not gross profit. 


06, 07, 09 and 12, the percentage of gross profit 


Facts Tell A Different Story 


IARTIS A SI 
d ngs in 20 
hich did an 

nded with 

results 
ws the key 


In Code 


MMarY Of the product profit 

product categories in Com 
annual volume of almost $2 
a profit of 4%, 
for the first product group, 
elements which go to mak« 
01, total sales were $170,000 


before taxes 


f Goods Sold $130,954, leaving a gross 


> 17 770 


$23.199, or 1 
tracting the 


ht, left $1 


5.917 
the overhead allocated to a product 


of sales. The allocable over 
+“ of sales in this product 
allocated overhead from the 
of sales 


net profit, or 9% 


In Codes 


ranged from 24 to 33% and yet each of these products 


showed a loss on net sales! 
Code 12 is 
there was a high 


an extreme case. On sales of $102,981, 
gross profit of $33,984, or 33% of 
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“adequate 
d to $35.1! 


les, seeming n 


£TOSS 
sllocable pe oll imounte 
sales, leaving a net loss of $1,2 


But the result of Code 07 


1, o1 
“ j 
07. or 1% of sales 


could hardly have been 


profit 


34% 


predicted. Here, on a volume of $49,490, there was a 


gross profit of $12,409, or 25% 
allocable overhead was $28,992, 
dollars of gross profit. 
34% 
the 


of sales. 
achieved in Code 


12, 


volume 


of sales. 


But the 


more than twice the 
The net loss was $16,583, or 
Thus, on something like one-half of 
this distributor 


lost 13 times as many dollars on Code 07. 


Phis spotlighting of re 
ity could have saved this 
rassment. Prior to 
this distributor had 
After seeing this 


distributor 
learning 
study, dropped C 
profitable. 
around to reinstate 
it to be one of his most 


earning 9% net profit 


SCUITY 


showed profit 


1957 


of the re 


summary, 


the product 


lities of product 


mucn 
ole 

su 

] 

Té! 
ne Deva 

IT] 


ible 
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Profit and Loss By Products—Company “B” 











Cost of 
Goods Sold Profit 


Product Product 
Code Sales 








$296,959 $239, 

44,888 36, 

144 , 868 120, 

04 23 ,831 18, 


07 13 ,064 
08 7 ,665 


10 
1] 


14 
18 
19 50, 
20 29 
24 52, 


28 72, 


Total 823, 

















Gross Gross Profit) Allocated Overhead 
as % Sales}; Overhead | as % Sales 


Net Profit 
as % Sales 








Know the Facts About Volume 


— COMPANIES PARTICULARLY CAN BENEFIT from 
cost accounting for net profits as the above chart 
shows. Company “B” did less than a million in 
sales volume for the vear this study was made and 
earned a net profit, before taxes, of 4%. The cost 
accounting uncovered some weak spots in the prod 
uct contributions to net profit which prompted man- 
agement to act constructively to correct particular 
situations 

Management here learned that the two highest 
volume product groups, Codes 01 and 03, were 
unequal contributors to net profit, although both 
yielded approximately the same percentage of gross 
profit. 

In Code 01, the firm earned $57,431 gross profit 
on a volume of $296,959. Allocable overhead of $38, 
156 was deducted from the gross profit, leaving a 
net profit of $19,275, or 6% of sales. 


On the other hand, the second high volume prod 


uct group, Code 03, with sales of $144,868 had a gross 
profit of $24,184 but an equal amount of illocable 
of $404. 


. y _ 4 ] 
WeTE ve li the 


overhead, $24,588, resulting in an actual loss 
Similar unappetizing results 
third highest volume product group, Cod ) where 
a net loss of $656 was incurred on lume of $50,032. 
Although the percentage of gross margin in these 
two loss product groups were only 17 and 19%, the 
actual dollar loss was less than incurred in Code 
07, which yielded a gross profit of 26%. In Code 07, 
the allocable overhead amounted to 55% of sales, 
leaving a net loss of 29%, or $3,819. 
One of the by-products of th 
that management learned how easy it 
sales by key product groups and now 
is employed as a sales management 
tool 
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Cost of Gross 
Goods Sold Profit 


Product Product 
Code Sales 


$410,749 $335,672 
81,811 68 , 469 
238 , 467 197 ,667 
192 ,029 133 ,352 
123 ,295 93 ,529 
146 ,625 119,556 
850 224 599 ,926 
74,409 62 ,968 
52 ,355 42,279 
714 89 ,792 


,214 , 187 
778 1, ,427 
,078 ,007 
,073 ,304 
22 85 ,308 ,053 
23 40 , 479 716 
28 1,589,693 1, ,445 360 


Total 5,825,301 4, ,349 1,493, 


Profit and Loss By Products—Company ‘’C” 


Gross Profit Allocated 
as % Sales Overhead 


Overhead Net Net Profit 
as % Sales Profit as % Sales 


189,179 











Let Facts Direct Sales Efforts 


| rHE LARGEST FIRM sTupIED, Company “C,” the 
volun 


26%, overhead 22% leaving a net profit of 4%, before 


was almost $6 million, the gross profit 
taxes. It is interesting to note that only four product 
returned a gross profit of more than 26% 
13 and 22. Yet, a high gross profit 
7, ended up in a net loss of 6% 


groups 
Codes 04 07, 
earner, Code | 
The sales volume in Code 07 was an outstanding 
job, $850,224, as was the gross profit of $250,298 
(29% of sales). However, this distributor could easily 
have sold himself out of overall net profit because 
the allocable overhead to this group of products 
was $298,860 and resulted in a big dollar loss. 
Similarly high handling costs wreaked havoc with 
gross profit in Code 12. On a volume of $147,214, 
the gross profit was $35,027, or 24%. But handling 
costs were $64,256, leaving a net loss of $29,229. 


Compare these performances with that of Code 


01 where the volume was $410,749 and the gross 
profit was $75,077, a mere 18% of sales. The 
head was only $45,650 and left a net profit 
Naturally, some high gross profit product groups 
do result in good net profits, but the point that is 
demonstrated clearly in these studies is that high 
gross profit is not the sole yardstick of product 
profitability. Some of the relatively low gross profit 
product groups carry their share of the load well. 
For example, Code 01 had a gross profit of only 15% 
and yet the net profit was 7% and in Code 07, with 
a gross profit of 18%, produced a net profit of 5% 
As a result of studying this summary, (¢ 
“A’s” management focussed attention 


groups it neve! suspected of being a drain 
mary indicated the source of troubl 
costs (the Fifth Colume, it 


Product Code listing 
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Let's Take A Closer Look 


HE FOREGOING SUMMARIES OF FINDINGS made in the 
Bete of three firms answered a basic question fot 
these distributors—what does each product or product 
group contribute to, or take away, from total net 
profit? Undoubtedly, most distributors would like to 
know the answer to the same question. 

lhe summaries do not prove that certain products 
ire profitable and certain others are not for every firm. 
Ihe results do show that one distributor does not ob- 
tain the same net profit out of a particular product 
is does another distributor. The reasons why lie in the 
differences of markets, management, organization, 


policies and practices. To learn about his own prod- 
ucts’ contribution or the lack of it to net profit, each 
distributor must make his own cost study. Then the 
results will show him the product strengths an 1 weak 
nesses in his own operations, not in others 

To illustrate the value of product profitability 
studies to management, statistics drawn from the three 
summaries are here examined more closely for prob- 
able causes and effects. The reasons for net profit 
behavior in Product Codes 01, 03 and 07 appears to 


offer some interesting possibilities for management s 


I 


consideration 





Chart 2 





% Profit to Net Sales of Three Norton Distributors 








Company A 


Overhead 
Product Gross % of Net 
Code Profit Sales Profit 


Gross 
Profit 


Company B Company C 


Overhead Overhead 
% of Net Gross %o of Net 
Sales Profit Profit Sales Profit 











All Lines 











Does Gross Profit Hold Up? 


lhe reliability of gross profit as the sole measure 
of product profitability was questioned by the findings 
in the three studies. Here is more evidence against 
its use as the sole yardstick. Chart 2 shows that Prod- 
uct Code 07 earned a higher gross profit than either 
Code 01 or Code 03 in each of the three firms but, in 
each case, also showed a loss. 

Note the figures for Distributor “A”. In Code 01, 
he had a gross profit of 23% and a net profit of 9%, 
whereas in Code 07, he had a gross profit of 25%, but 
a loss of 34%. The answer lies in the difference in 
the cost of handling each product group. To handle 
Code 01, it took only 14 cents out of each sales dollar, 
but to handle Code 07, it took 59 cents. 

The same situation obtains in Companies “B” and 
“C”, where Code 07 yielded even higher gross profits 
than in company “A”, but still resulted in net losses 
because of high allocable overhead costs. Lest per- 
centages be deceiving, take the case of Company “C’s” 
performance in Code 07. Percentagewise, Company 


“C” suffered the least loss of all three firms—only 
6% as against 34% for Company “A” and 29% for 
Company “B”. However, Company “C” did an out- 
standing sales job on Code 07, achieving a volume of 
some $800,000, (see Chart 1C 
was some $48,000. The percentage losses in Companies 
“A” and “B” were higher but, since they did less vol 


so his loss in dollars 


ume than Company “C”, dollar losses were lower. 


Product Earning Power 


Having established the fact that gross profit, as such, 
doesn’t necessarily have anv relationship to net profit, 
it would pay to focus on more statistics in an attempt 
to determine why these products display such char- 
acteristics. Chart 3 (above) is an analysis of the stock 
investment cost, here called “Inventory Analysis” of 
Codes 01, 03 and 07 in all three companies. The three 
product groups are compared to each other as to 
average inventory maintained, inventory turnover and 
sales per dollar of inventory. 


In Company “A,” the average inventory for Code 
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Chart 3 


Inventory Analysis of Three Norton Distributors 


Company A Company B Company C 


Average Inventory Sales Per$ Average Inventory Sales Per$ Average Inventory Sales Per$ 
Code Inventory Turnover Avg. Inv. Inventory Turnover Avg. inv. Inventory Turnover Avg. Inv. 


$8 ,650 15.14 $19.66 $19,226 12.46 $15.45 $21,788 15.41 $18.85 


39 714 5.32 6 64 15,474 7.80 9.36 37 ,402 5.28 6.38 


21 ,868 1.70 2.26 9,490 ] 1.38 | 224,908 2.67 


All Lines 285 ,636 6.58 | 133,373 4.86 6.17 |1,188,467 3.64 











01 ($8,650) was turned over 15 times and generated aking Company “¢ figures, sales pc 
almost $20 in sales for each dollar of average inven- 
tory. In Code 03, inventory was $39,714, turnover of $596.17 for Code 03 and 
5 plus and sales per inventory dollar $6. In Code 07, In each case, Code 07 shows 
' 


the average inventory of $21,868 was turned over sq. ft. of warehouse space which could indicate 
» é : i 


varehouse space amounted t 


almost twice and sales per dollar of inventory only inefhcient use of warehouse spac The fact that the 
$2.26. In Code 03, the turnover was almost three 


times and in Code 01 about 10 times that of the turn- 


other product groups showe ih return 


indicated that space was 


over in Code 07. 

\ question arises, regarding Code 07, as to whether 
or not too much inventory was being carried since the 
turnover of 1.7 is considerably less than the company 
iverage Of 5.02. ‘This would require study of buying 
practice, product mix (how much of the mventory is 
not moving), customer buying patterns, etc. The pos- 
sibility of increasing the size of unit of sale by elimi 
nating sales of broken packages or increasing broken 
package prices could be explored. 

Analvzing the figures from another angle will em 
phasize the differences in the camming power of the 
three product groups. Sales for Company “A” in 
Code 01 were about $170,000 on an average inventory 
of $8,650. In Code 03, with inventory nearly five 
times that of Code 01, sales were only 50°% higher. 
In Code 07, sales were only 30% of those in Code 01, 

° 


although inventory was nearly 24 times larger. ‘The 
differences are more marked in Company “C.” 


Inventory Size and Costs 


Lhe effect of inventory size on costs are shown in 
Chart 4, the result of allocation of stock storage func 
tional costs. ‘The chart indicates the efhcient or inef 
ficient use of space for stock storage by dollar sales 
per square foot of warchouse space in cach of the 


three product groups 


storing these products 

In cost analysis, however, total storage space must 
be allocated to products. The allocated cost to Code 
07 could be reduced by confining the products of this 
group to a smaller area but, unless the space thus 
saved was used for new products, the cost of that 
space would be distributed to other product groups. 
the low 


return per sq. ft. for Code 07, reflected inefhicient use 


\ctually, in the case of Company “€ 


of space. The space saved by confining Code 07 to a 





Chart 4 


Sales $ Per Sq. Ft. Warehouse Space 
of Three Norton Distributors 


Product Code Co. A Co. B Co. 


01 


03 





107 


All Lines 
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Cost of Order Handling and Accounting 
of Three Norton Distributors 


(% to Sales) 








Product Code Co. A Co. B 


oe 








01 


03 


07 


All Lines 








Chart 5 


Sales $ Per Item Line Billed 
of Three Norton Distributors 


Product Code 


07 


All Lines 








smaller area was put to another use resulting in a true 


lowering of costs for storage 


Paperwork Costs 


he cost of preparing invoices and accounting, allo 
cated on the basis of the number of lines of billing, 
discloses some misconceptions about cost allocations. 
The assumption has often been made that order 
handling costs are related to sales volume. 

How valid is the assumption? On Chart 5, above, 
two different comparisons are made of Order Handling 
and Accounting functional costs; one of the actual 
cost of handling a dollar of sales and one showing 
average sale per line of billing. 

In the first half of the chart, Company “A” spent 
14 cents to process a dollar of sales in Code 01, 3 
cents to process the same amount in Code 03 and 16 
cents for Code 07. The company average is 24 cents. 
Sales volume was higher in Codes 01 and 03 than in 
Code 07, yet to process an order costs more. 

In the second half of the chart, the same story is 
put in a different way. In Company “A,” the average 
sale per line of billing in Code 01 was $26.44; in Code 
03, $13.93, and in Code 07, only $2.63. Both Code 
03 and Code 07 were well below the company average 
of $16.53. Small orders are the answer. 

rhe large number of lines of billing in Code 07 as 
compared to the other product groups account for the 
discrepancies. Company “C”’ offers a prize example. 
If you divide the Code 01 figure of $41.77 per line of 
billing into total sales of this product, $410,749, you 
find there were 9,834 lines of billing; dividing Code 
07 sales per line of billing into total sales of this prod- 
uct, $850,224, you get 196,912 lines of billing. For 
only twice the volume of sales of Code 01, this dis- 


tributor wrote 20 times as many lines in Code 07 
rhe situation illustrates the difference in thinking 
of salesmen and sales management. The salesmen 
think solely in terms of sales volume whereas sales 
management thinks, or should think, of volume in 
terms of net profit. 
st of handling an order and sales 


The figure on c 
per line of billing for each product group should be in- 
centive enough for a distributor to act. The possibil- 
ities open to him to bring these figures more into line 
must be investigated. Should he raise broken package 


prices or eliminate broken package sales altogether? 


Ihe product characteristics have to be studied. 


Material Handling Costs 


Another indication that sales volume is no criteria 
costs is shown in Chart 6, an analysis 
of. Outgoing Material Handling Costs and of In 
coming Material Handling Costs 


shown as a percentage of sales in each product group. 


of handling 
[hese costs are 


It may be remembered that physical handling costs 
were allocated on the basis of lines of billing, and on 
line extensions on purchase orders, excluding direct 
shipments. Materials that do not come into or go out 
of the warehouse incur no handling costs. 

Some products are characterized by many direct 
shipment sales and some products by sales out of 
stock. What difference this makes in allocation of 
shipping and receiving costs is illustrated. 

In Company “A,” the shipping costs for Code 01 
was only .73% of sales, for Code 03, 1.4% and for 
Code 07, 7.7%, as compared to the company average 
of 1.1% —another instance of why Code 07’s overhead 
is high. The difference between the shipping costs of 
Code 07 and Code 01 can be explained in part by the 
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fact that Code 01 sales include many direct shipments 
whereas Code 07 sales involve very few. 

The cost of receiving, on the other hand, shows less 
differences, but handling costs for Codes 03 and 07 
are still high compared to the company average in all 
three companies. In Company “A,” receiving costs for 
Code 01 amounted to .36% of sales; for Code 03, 
67% and for Code 07, .68%, as compared to the com 
pany average of .41% 

The wide discrepancy between the shipping costs of 
Codes 01 and 07 and the relatively narrow range of 
difference in the receiving costs may need some ex- 
planation. This is due to the use of percentages. If 
product group sales are low and many small orders are 
involved, handling costs will be relatively high per 
centagewise. 

Statistics gathered in the Company “A” study show 
that Code 01 sales were 9.1% of total sales and Code 
07 sales only 2.6%. In addition, Code 01’s share of 
total shipping costs was only 5.9% as compared to 
Code 07’s 18.2%, both percentages being of sales. 
Actually, in dollars, Code 07’s receiving costs were less. 

The higher volume of Code 01 sales indicates large 
orders and fewer lines of billing for stock shipments 
and that is so—6,046 lines of billing for Code 01 and 
18,604 for Code 07. Buying for stock was in large 
quantities in both cases as figures indicate. 


Buying Costs 


Another functional cost worth looking into more 
closely is purchasing. These costs are affected by prod 
uct characteristics (whether or not quantity discounts 
apply, product mix required, etc.) and by the dis 
tributor's inventory policies. In Chart 7, buying costs 
are shown in relation to sales of each product group. 

In the upper half of the chart, Company “A’s” buy- 
ing cost for Code 01 is .67% of sales, for Code 03, 
1.23% and for Code 07, 1.22% as compared to the 
company average of .82%. Since the product buying 
costs are not too far out of line with the company aver 
ige, this distributor appears to be fulfilling his func 
tion of buying in large quantities. 

But, expressed in another way—average dollars pro- 
duced by each line extension on purchase orders—the 
bottom half of the chart exposes some weaknesses. 

Sompany “A’s” sales per purchase order line exten- 
sion in Code 01 amount to $42.18; in Code 03, $22.95 
and in Code 07, $23.17, as compared to the company 
average of $34.66. 

Two figures affect these results—sales and the num 
ber of line extensions on purchase orders. Boosting 
sales of a product without increasing the number of 
purchase order line extensions will give a better aver 
age. On the other hand, if this distributor is not tak 
ing advantage of quantity discounts on purchases, by 
so doing he may reduce buying costs. 
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Chart 6 


Outgoing Material Handling Cost 
of Three Norton Distributors 
(Shipping Costs % To Sales) 








Code | CoA | CoB 








01 73 42 
03 1.40 1.34 
07 . 1 11.86 
All Lines 1.11 1.35 





Incoming Material Handling Cost 
of Three Norton Distributors 


(Receiving Costs % To Sales) 








Code 








01 
03 
07 
All Lines 

















Chart 7 


Buying Costs 
of Three Norton Distributors 


(% To Sales) 














01 
03 
07 
All Lines 





Sales $ Per Item Ordered 
of Three Norton Distributors 














All Unes 
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Profit Profitability Studies 
Turn Management Thinking 
To Net Profits 

And Constructive Action 


Distributor “A”: 


bad er proyecr has been the most revealing and sig 


nificant of any recent development in the indu 
trial distribution industry 


“Our 1953 business wa | tl 


inalyzed and the 
were made availal o us late in 1954. | 
1955, we had sever neetings with our 

ld, with one of the 
go through tl utine in December and, at that 


time, set up per ent accounts and initiate a con 


It was agreed 


tinuous distribution to these accounts during 1956 
. 


Unfortunately, some matters over which we had 
control interfered, and we were not able to pro 
is we had planned 

“I would, however, report that the survey has 
revolutionized our thinking as to the earning capacity 
and relative desirability of product lines. While it 
is true that the facts revealed were not a complete 
surprise to us, the extent of the unfavorable factors 
had not been completely appreciated previously. 
Some products which had for years been considered 
highly desirable were found to be in a loss category 
or barely carrying their share of the cost of handling 
them. Still others which had been considered more 
or less as necessary evils were found to be rather 


desirable. 


ym the 
} 1 
roducts whi 


market we 
ee 





Before Dropping a Product, Consider 


HE DECISION TO DROP A PRODUCT in order to avoid 
T mtinued loss is an important one and should not 
be undertaken without consideration of the nature of 

sts. Merely eliminating a product, without replace 
ment with a new product, or without expanding on 

me of the remaining profitable products to utilize 
the released working capital, manpower and facilities 
vill not reduce overall costs significantly. 

I'he answer is that certain functional costs do not 
vary appreciably unless a significant difference in the 
total work-load occurs. 

\ shipping department with two men falls behind 


For example: 


deliveries when handling 80,000 lines of billing a 
vear. Another man is added to increase the depart 
ment’s capacity to 130,000 lines a year because the 
work-load has risen to 120,000 lines a veai 


Cost analysis reveals that Product A is being han 


dled at a loss and one of the contributing factors t 


the high overhead allocated to it is the 25,000 line 


But, dropping Product A wou 


] ] 


of billing involved 
have little effect 


last man added the department would s 


tota shipping osts because thx 
oT 


required to hat i¢ remainins A> UN 
billing 

By dropping Product A, this distributor would have 
to re-distribute practically the same total shipping 
costs to the remaining products reducing their profits 
Other functional costs may react in the same wav. 
Simple elimination of a product then requires a thor- 
ough consideration of all the effects on functional 
costs. Product profit analysis through functional costs 
and measurements will be of great help in such a 
study. 

If possible, mer nination of a produ 
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Distributor 'B’ 


“¥e BEST ANSWER THE QUESTION as to what has been 


done with the product profitability study, I will 
pick three commodities which showed vastly different 
results. The first is Product Code 01 which was a 
favorable product. On this product, we put out more 
effort, increased our inventory from $19,226 to $54, 
195 and increased our sales from $296,959 to $385, 
057. This study clearly indicated that efforts on 
Product 01 paid off 

“Being convinced that manufacturers want the 
listributors to show a profit on their line, the results 
of this study were brought to the attention of those 
manufacturers whose products showed small profits 
or small losses. In the case of Product Code 03, 
we had substantial sales and gross profit and were 
reluctant to drop it. Price structure changes which 
the manufacturer had already initiated has changed 
the loss of 0.28% to a 4.12% profit 

“Product Code 07 looked almost hopeless as it 
showed up unfavorably in five out of six categories of 
variable expenses. On this item we substantially 
increased our selling price in an effort to reduce our 
losses. If this does not reduce our loss to an accept- 
able amount within the coming year, we plan to 
eliminate the product. In the meantime, we are 
reducing our inventory so that we can be in a posi- 
tion to drop the product group completely with 
a minimum inventory loss. 

‘Although far less tangible than the illustrations 
given above, the information derived from this stud\ 
has enabled us to analyze better the lines 
we are from time to time considering adding 

' 


feel sure that we have avoided taking on quite 


lines which would have proven to be unprofitabl 
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Distributor “C" 


ec S TO ACTION BEING TAKEN aS a resul 
tion disclosed by the product profital 

we have had an outside engineer working wit 

to determine how we can best handle 

Product Code 07. As a result, we have 

number of blueprints for racks 


sllet 


these items on pale 
order for the racks 
iron out before 
in agreement that 
should be handling these items 
efficiently before the end of the year 

“We had suspected for some time that Product 
Code 12 was not a profitable line for us, but it was 
not until this cost study that we found out how 
unprofitable it really was. As a result, we have dropped 
a number of items within that line and ar putting 
more emphasis on a select few of the better selling 


a , /, 
he results of the 


items within that product group. 
hange our sales 
show the best 
prohts 
“We feel that 
benefit to be 
by the 
studies on a 
“We certainl 
has given us 


this valual 





Re placement, OI 
Expansion of remaining products 
ivoided 

1. Replacement. In most instances, the distributor 
has an opportunity to replace a loss product with one 
which gives indication of being profitable. Cost 
analysis that shows certain products are unprofitable 
can be of use to estimate the product potential of new 
products. Study of cost allocation worksheets of sim- 
ilar products already handled will help in an appraisal 
of product potential. The idea is to estimate as ac- 
curately as possible, the potential sales, gross profit 
and probable costs of a new product. 

2. Expansion of Remaining Products. Using his 
cost analysis studies, a distributor can explore the 
possibilities of increasing sales and profits on the re- 
maining profitable products. This is illustrated by 
Distributor “B’s” experience in increasing inventory 
of Code 01, because the product profitability study 
“clearly indicated that efforts on Product 01 paid off.” 





Reference Material 


PRACTICAL DISTRIBUTION COST ANALYSIS—by Dona 
man and Michael Schiff, Richard D. Irwin, In 
itl 

BASIC ACCOUNTING & COST ACCOUNTING—by E£ 
McGraw-Hill Book Co., New York 

DISTRIBUTION COST ANALYSIS—by Charles H. Sevi: 
Series No. 50, U. S. Department of Commerce 

COST ACCOUNTING—by John |. W. Neuner, Richard D 
Inc., Homewood, II! 

COST ACCOUNTING—by John G. Blocker and W. Keit 
McGraw-Hill Book Co., New York 

ACCOUNTING FOR DISTRIBUTION COSTS—Policy 
ice Bureau, Metropolitan Life Insurance Cc 

COST ACCOUNTANTS’ HANDBOOK—by 
Ronald Press, New York 

COST ACCOUNTING—by Clarence B. N 
Book Co 

COST ACCOUNTING—by the Hadley 
Series, McGraw-Hill Book Co 

DISTRIBUTION COST ANALYSIS IN 
Thomas J. McGrann, American St 
Cleveland, Ohio 

DISTRIBUTION COST ANALYSIS 


Administratio Washingt 
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PART Il 


Try Your Own Cost Analysis 
It's Easier Than You Think 


HE STEP-BY-STEP PROCEDURE by which any distributor 
pe make his own study of product profitability is 
the result of Norton Company’s adaptation of its own 
cost accounting methods to distributor operations. 
To simplify the illustration of each step, fictitious 
figures of a fictitious firm, the XYZ Co., are used. 

By substituting his own figures on sales, expenses, 
inventories, space, lines of billing, etc., where indi- 
cated and following the procedures as outlined on 
the same worksheets, any distributor can produce a 
product profitability study for his own firm. 

A 17- x 14-in. analysis pad with 11 columns, obtain 
able from any business stationery store, is all that is 
needed in the way of forms. The sample work 
sheets indicate the arrangement of headings. Inci- 
dentally, a forward glance at Chart V on Page 126, 
will give the statistics that will be required. 

Product groupings are necessary for a product 
profitability study. Make product groupings to fit 
your purpose, using the definition of “Product Cate 
gory, etc.” in the Glossary on Page 110 as a guide. 
Make “Miscellaneous” the last group. Volume and 
gross profit are other considerations in determining 
product groups. Each product group is then assigned 
a code number or letter to facilitate segregation of 
total sales and counting the number of lines of billing 
by Product Categories. 

The number of Product Categories depends upon 
the distributor’s judgment and situation. For more 
accurate results, the Miscellaneous grouping should 
not be too large. Although it is best, at first, to deal 
with broad product groups to develop understanding 
of principles and techniques, it is important to recog- 
nize that cost analysis can be applied into the greatest 
detail so that products can be grouped in many dif 
ferent ways. 


Segregating Sales 


Segregation of sales starts with the coding of each 
line of billing on all invoices. After this is done, the 
task of adding product category sales and counting 
the number of lines of billing can be done manually, 
mechanically or let out to a business machine firm. 

A simple manual method is to sort all invoices with 
all line extensions of the same product category, say 
Code 01, into one pile and run off (on an adding 
machine tape) each line extension figure (net sales 


5 9c 


amount. Example: “4 only, Item A part 16. .$92.25 
ea.. 40-15% . .$167.38”, merely enter on tape $167.38. 
Then go through the invoices with mixed product 
group line extensions and take off Code 01 line ex 
tensions on the same tape. The total will be sales in 
Code 01 and the number of entries on the tape will 
represent the number of lines of billing. If direct 
shipments are involved, they can be sorted and totaled 
at the start. Each product category is handled in the 
same manner. 

A consultation with the office manager may reveal 
that other machines in the office can do the work 
more efficiently, especially the new accounting ma 
chines. 

Counting the number of line extensions on pur 
chase orders should present no problem as material 
obtained from a single supplier usually falls into one 


product category 


Chart | 


You begin a product profitability study with your 
annual overall Profit and Loss (or Operating) State 
ment. The sample shown in Chart I is an abbreviated 
form of this statement showing only the broad ele 
ments of income and costs—Net Sales, Cost of Goods 
Sold, Gross Profit, Selling and Administrative Ex 
Notice the method by which Cost of 
Ordinarily, a distributor's 


penses, etc. 
Goods Sold are calculated 
statement will show the sub-divisions of expense, 
somewhat like the itemized list shown on the sample 
worksheet in Chart IV on Page 124 


Chart Il 


The initial worksheet is the calculation of Cost of 
Goods Sold and the Average Inventory by Product 
Categories. You fill the first four columns with your 
own figures for each Product Category—code, begin 
ning inventory, purchases and ending inventory. With 
these figures you obtain the figures for the fourth and 
fifth columns—Cost of Goods Sold and Average In 
ventory. For example, for Code 01, the beginning 
inventory, $23,741, is added to purchases, $270,530 
From this sum, was subtracted the ending inventon 
$19,211, leaving Cost of Goods Sold, $275,060. ‘T’o 
determine the average inventory for Code 01, begii 
ning inventory of $23,741 was added to ending invei 
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= 


tory, $19,211, and the sum was divided by 2, giving 


$21,476 as the average inventory. Chart | 


XYZ Company 
Chart Ill Statement of Income and Expense 
Calendar Year 





The ordinary expenses of a business are usually 
classified on a so-called “natural” or “object-of-ex 
penditure” basis. For example, rent, heat-light-power 
and wages are “natural” expense classifications. For 

I - Less—Cost of Goods Sold: 
purposes of analyzing product profitability, however, Inventory at Beginning 


it is necessary to reclassify natural expenses into func of Year .| $166,724 
Add—Purchases 
(Freight Included)t.. 758,845 





Net Sales*. 


tional cost groups. 

A functional cost group is the cost of a single 
activity, such as selling. Thus, a functional classifica- 925.569 
tion puts together all the expense that has been Less—inventory at End 
incurred for that activity. This facilitates the allo of Year 164,776 760,793 
cation of common expense items and permits distribu 
tion of an entire cost group to products by means of 
a single factor. Less—Selling and Administra- 

Norton officials, through research and study of tion Expenses 197 , 457 
many distributor organizations, adopted a basic list 


Gross Profit 234 ,812 


of distributor operating functions which can serve as 
a starter. This list includes: Stock Investment, Stock 
Storage, Order Handling & Accounting, Outgoing Less—Net Other Expense 10,176 
Material Handling, Customer Financing, Buying 
Costs, Incoming Material Handling, Building Costs, Net Profit Before Taxes $27,179 
Administration Costs, Selling Costs 
However, to facilitate allocation of functional costs 


Operating Profit 37 ,355 


* Returns, allowances and discounts deducted 
to product categories on the basis of a single factor, t Discounts deducted 














Chart |} 
XYZ Company 
Calculation of Cost of Goods Sold and Average Inventory 
Calendar Year 


A B Cc 








Inventory 
Beginning Purchases inventory Inventory 
of Year for Year End of Year Goods Sold for Year 











$23, $270 , 530 $19,211 
42, 221 ,229 40 ,671 
21, 79 ,557 26,811 
15, 46 ,040 16,034 
17, 42 ,398 18,225 
23, 37 , 489 22 ,038 
12, 37 ,931 14,106 
8, 23 , 671 7 ,680 


Totals $166, $758 ,845 $164,776 








4+B—C 
(A+-C) +2 
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Brief Description of the Operating Functions and the 


Operating 
Functions 


STOCK 
INVESTMENT 


STOCK 
STORAGE 


ORDER 
HANDLING AND 
ACCOUNTING 


OUTGOING 
MATERIAL 
HANDLING 


CUSTOMER 
FINANCING 


BUYING 
COSTS 


INCOMING 
MATERIAL 
HANDLING 


BUILDING 
COSTS 


ADMINISTRATIVE 
cosTs 


SELLING 
costs 


Kinds of Charges 


Includes the carrying charges on invent 


Inventories, Interest on Bank Loans for 


Includes tl ost of maintaining stor 

Expens Taxes on Warehouse space (if Care sh | 

‘ l 1] Outgoing Material Handlin 
Other apportionments are made from such “natural expens t 
Other Insurance, Repairs and Maintenanc f Wareh I 
ment 


CT 
, + 
t 


: 
sts which should be allocated 


T ; } 
| ides such items as 


ping documents, preparati 

hae ae gage I. wdier edit 
1Culating COmmussions, OTder eait 
stock records. Apportionments 
Postage, Telephone & Telegray 
Insurance, Other Insurance 


In ludes Su h COSTS 

from such expense items a 

Outside Cartage if used Wareh 

of Warehouse Equipment, Depr 
iph, Group Insurance, et 


" Receivable 
ip if the staff is « I 
Apportionments 


n Off I 


iS preparing p 
ipportionments are 


Off Furniture & Equipment, Payt 


Includes such costs as receiving material 
papers, et Apportionments are mad 
Operating Expense, Depreciation on Tru 
house Equipment, Depreciation on Warehous 


Includes such sts as Heat, Light & P 
Rent, Insurance, Real Estate Taxes, Inter 


Group Insurance 


Includes Management Salar 
made from such accounts a 
rons, Teleph« n 


Salesmen’s Salaries 
Sales Departmer 
Off 

Te 


; 


| 


+} 


+ port 


ming Materia 


l'axes, Group 


! Ware h 


nh 


} 
; 


Hand] 


1es 





these basic functional cos 


t groups may be sub-divided tributor 


For example, a distributor has an unusually active ments. The 


idvertising department, the cost of which could be 
illocated accurately on the basis of the quantity of 
promotions made for each product category. It would 


be advisable then, to set up Advertising as an addi 


tional functional cx 


group since Selling Costs may be 


Chart JI] 
into functi 
unit by wh 
categories 


functional 


} 
I 


allocated on an entirely different basis, sales volume most natura 


After a little experience with cost analysis, the dis 


122 


tional cost 
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Applicable Measurement Units 


Measuremert Units 





Frank F. George 


Chief Auditor 
Norton Company 


You Can Do It If You Try 


ORKIN 

I have 
by the 
th | 


Ww 


mount 





data now 
wages of shipping and receiving ee As proo 
use Salaries & Wages. For cost studies. wv 
aries & Wages must be apportioned to made 
Outgoing Material Handling and 
Material Handling. The same applies t 
expenses such as Office Salaries & Wages 
ne & Telegraph, et 
tems can be distributed bi 


e measurement counts 
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XYZ 


Allocation of Overhead Expenses 
Calendar 





Description 
Total Stock Stock Order Handi. 


Invest. ' storage & Acct. 








Administration Salaries $23,115 | $ 
Office Salaries . 31,853 19,720 
Salesmen's Salaries & Comm 38 212 


Ship. and Rec. Wages 9,619 
Warehouse Wages 33 ,941 
Traveling Expense 12,079 


Advertising... .... 1,016 
Rep. & Maint.—Equipment 473 
Rep. & Maint.—Buildings 1,205 
Rep. & Maint.—Autos & Trucks 

Deprec.—Equipment 425 
Deprec.—Buildings . . . ,215 
Deprec.—Autos and Trucks , 566 
Deprec.—Furn. and Fixt. . 441 
Auto and Truck Expense 299 
General Expense... . 799 
Store Supplies... .. es 565 
Stationery and Office Supplies 

ere 

Credit and Collection Expense 

Legal and Auditing Fees 


Taxes , 
Payroll Taxes 
Telephone and Telegraph 
Insurance . . 
Group Life Insurance ,602 
Bad Debts Written Off 

Less Recoveries 342 
Heat, Light, Water, Power 795 
Donations. 556 
Dues and Subscriptions 332 


Sub Total 197 ,457 4,630 34,982 
Other Charges—Net 10,176 


Total Overhead 207 ,633 4,630 34 ,982 a 
Redistribute Bldg. Costs (See Report #lVa on 3,582 
page 126) 
Total Overhead After Alloc. of Building Costs $207 ,633 $4 ,630 $38 ,564 $27 ,906 





Allocate the Overhead Expenses shown on the Profit and Loss Statement to the various operating functions by a general 
analysis of each account. Best estimates can be used. 








estimates. The idea is to apportion the natural expense expense figures on your Profit and Loss Statement to 
as accurately as possible to the related functional cost operating functions. On a sheet of analysis paper, 
groups. list your expense items and figures at the left on your 
After a careful study of the chart on the two pre- analysis sheet similarly as in Chart IV. Over the 
ceding pages, you are now ready to allocate the remaining columns, place operating function titles- 
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Company CHART IV 
to Operating Functions 
Year 





Outgoing Incoming 
Material Cust. Material 
Handling Financing Buying Costs Handling Admin. Selling Costs Bidg. Costs 





$ $ $ $ $23,115 $ $ 
3,031 9,102 


8,776 , , 58 ,057 


8,776 58 ,057 
25 25 


$8 ,801 ; $58 ,082 











Stock Investment, Stock Storage, etc. The idea is to item is “Office Salaries”. This lumps order 

find out what each of these basic functions cost you and accounting, purchasing and administrative 
In Chart IV, “Administration Salaries, $23,115’ is A payroll check reveals that of the total, $19,” 

the first item. The amount is directly entered in the order handling and accounting salaries, $3 


“Administrative” function column. The next expense yurchasing department salaries and $9,102 f 
| | g§ de} 
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XYZ 
Statistics Required 
Calendar 











Total Average 
Net Sales Goods Sold Overhead Inventory 
Costs 





$357 .778 $275 .060 $21 .476 
% to Total 36.15% 12.969 
222 .73) 41.422 
% to Total 29 .28 24.99 
74,465 24.265 
% to Total 9.79 14.64 
45 .802 15.915 
to Total 6.02 9 60 
41 .668 17 .860 
5.48 10.78 
39 ,335 22.961 
% to Total 5.17 13.85 
36 .767 13.524 
% to Total 4.83 8.16 
24 965 8 .327 


%e to Total 3.28 5.02 


Totals $760 .793 $207 633 $165 ,750 


Stock 
Used to allocate the functional costs shown:- Investment 








istrative salaries. These figures are entered on vour i check of the time spent by the crew for « 


worksheet under the appropriate functions tion, management here decided that 90' 


“Salesmen’s Salaries & Commissions” is directly to shipping and only 10% to receiving, s 
entered under Selling Costs, but “Shipping and Re was distributed to the two functions on 
ceiving Wages” were lumped together as $9,619. After Referring to the Unit of Measurement 

tribute all the remaining “natural expense n your 


Chart Vo P & L Statement. Sub totals are then struck for each 


XYZ Company function and the total of these should agree with the 
Redistribution of Building Costs total expenses on the P & L Statement, indicating all 
Calendar Year 





the expenses have been distributed. 
The final step is the redistribution of the total 
poo Building ‘Building Costs” to the other functions except Stock 
Function (Sq. Ft.) Costs Investment. Chart IVa indicates how this is done on 














Stock Storage 21,350 $3,582 a square foot basis. Total building costs $4,215 are 
Order Handling and Accounting 1,082 182 divided by 25.12? sa . f wilding ¢ 

Outgoing Material Handling 1,908 320 “ 29,122 sq. ft. (area of all building space 
Customer Financing 125 21 
Buying Costs 150 25 feet occupied by each function is multiplied by this 


Incoming Material Handling 207 35 a 4 . 
Ahiiettiaiinn 150 25 hgure to find out the allocated building cost for each 


Selling Costs 150 25 function. 


which gives a cost of $.16778 per sq. ft. The square 


Totals... . 25,122 $4,215 These building cost allocations are entered at the 


+ 
t 
Building Costs per sq. ft. = 1 
bottom of eac erating mn and 1 
$4,215425,122 0a, ft.=$.16778 per ott of each operating function column and new 
sq. ft. totals are struck, showing the total cost for each func 
This rate is applied to the area occupied by 
0 ar ; Sa ae 
each operating function of the business. tion. You are now readv to allocate functional cost 














to product groups 
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Chart V 


Company 
for Cost Allocation 


Number of Line 
Warehouse Total Lines Lines of Billing Total Line Extensions on 


Floor Space of Billing (Excl. Directs) Extensions on Purchase Orders 
Purchase Orders (Excl. Directs) 








6,352 5,491 
19.49% 18.09% 
11,990 11,465 
36.79 37 .76 
4.026 3,671 
12.09 

2.759 

9.09 

2 .502 

8.23 

2.218 

7.31 

2.016 

6.64 

239 

79 


30 361 


Order 
Handling Outgoing Incoming 
Stock and Material Buying Materia! 
Storage Accounting Handling Costs Handling 








vour worksheet, product groups down 


titles- Net Sales, Cost of Goods Sold, et 
lumi 


Essential Statistics 


At this point, a review of certain other statistics top. Note there are no figures for the « 
required for a product profitability study will indicate Total Overhead Expense At this p 
those that are already available and those which must the total for this column, but not the allocate 
be calculated. These figures are: head to products. You are seeking the figures for this 

particular column. All the other figures will be neces 

1. Annual Sales by Product Categories arv to determine allocations of cost to each 


Cost of Goods Sold during the year by Product group. 
Each figure entered is also shown as a percentage of 


unt 


duct 


Categories 

Average inventory for each Product Category. the total in the same column. Average Inventory will 

Warehouse Floor Space occupied by each Prod be used to allocate Stock Investment Cost, Warehouse 

uct Category. Floor Space will be used for Stock Storage, ‘Total Lines 

lotal lines of billing during the vear for each f Billing to allocate Order Handling & A 

Product Category Costs, Lines of Billing, excluding Direct S! 
Lines of billing during the vear for each Product tor Outgoing Material Handling; Total | 
Category, excluding Direct Shipment sales. sions on Purchase Orders for Buving Cost 
‘otal line extensions on your Purchase Orders ber of Line Extensions on Purchase Orde 
during the vear by Product Categorn Direct Shipments for Incoming Material 
Number of line extensions on vour Purchase costs 

In addition to its va 


lue as a reference in the 


Orders during the vear by Product Category, ex tion of functional cost allocation worksheet 
+ m 


cluding Direct Shipments becomes an invaluable aid when investi 


See Chart V (above) for arranging the headings of sources of high costs after the stud 
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XYZ Company 
Allocation of Stock Investment Costs 
Based on Average Inventory 
Calendar Year 








Net Cost of Average 


Prod. Code Sales Goods Sold 








$357 ,778 $275, ,476 
275,199 222 ,731 ,422 
108 ,645 74,465 , 265 
63 ,416 45 ,802 915 
55 ,662 41 ,668 , 860 
51,965 39 335 961 
50 ,608 36 ,767 ,524 

32 ,332 24 ,965 , 327 


Totals 


$995,605 $760,793 ,750 


Chart VI 


F G 
Turnover as 
(Cost of 

Goods Sold 
Avg. Inv.) 


Sales Per $ 
of Average 
Inventory 


Stock 
Investment 


641 


WNHN—N DW OAD 
ONNWWO— BRO 


233 


os 
oO 


$4 ,630 








C x $.027933 =D 
B+C =F 
A+C=#G 





Rate Per Unit: $4,630 + $165,750 = $.027933 per $ of Average Inventory. 
This rate is applied to the average inventory of each product. 








This use of the chart will be illustrated when the 
product profitability is disclosed and when the allo 
cated overhead to each product is entered 


Stock Investment Costs 


Your first allocation will be of Stock Investment 
functional cost to product groups on the basis of the 
average inventory of each product as shown in Chart 
VI. Net Sales, Cost of Goods Sold and Average 
Inventory (developed in Chart II) are entered in the 
first three columns. 

The total Stock Investment Cost (developed in 
Chart IV) on the sample is $4,630. This figure is 
divided into the company’s average inventory of $165,- 
750, giving $.027933, cost per dollar of inventory. To 
find the allocated Stock Investment Cost for Code 01, 
the average inventory of $21,476 is multiplied by 
$.027933, the result being $600. This $600 is 0.17% 
of net sales in Code 01. 

By dividing Cost of Goods Sold, $275,060 by the 
average inventory, you get 12.8 turnover for Code 01. 
By dividing net sales by average inventory, you get 
$16.66 as sales per dollar of average inventory. 

Follow this procedure for each product group to 
complete the worksheet. 

At bottom of these sample worksheets, the formulae 


for arriving at the missing figures are shown for ready 


reference. The figures used in the charts are only for 


illustration. Use your own figures 


Stock Storage Costs 


Allocation of the Stock Storage functional cost to 
products is done on the basis of floor space occupied 
The available figures for a 


by each product group 
are net sales, floor space 


worksheet (see Chart VII 
and total Stock Storage Cost. From these figures you 
develop Stock Storage allocations, percent to sales 
and sales dollars per square foot. 

The first step is to find the cost per sq. ft. of ware 
house space. This is done by dividing the total Stock 
Storage cost ($38,564 in Chart VII), by the total 
sq. ft. of Warehouse Space (21,350 sq. ft.). In the 
sample, this amounts to $1.80628 per sq. ft. 

Then, to find the allocated Stock Storage cost of a 
product, multiply the cost per sq. ft. of warehouse 
space by the total sq. ft. occupied by the product. In 
determining the allocated storage cost for Code 01 on 
Chart VII, 3,838 sq. ft. was multiplied by $1.80628, 
resulting in $6,933. This is also shown as a percentage 
of Net Sales in Code 01. Dividing Net Sales of a 
product by sq. ft. occupied by the product gives the 
Sales Dollars per sq. ft 
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Chart Vil 
XYZ Company 
Allocation of Stock Storage Costs 
Based on Warehouse Floor Space 
Calendar Year 


Cc 














Warehouse Stock 
Net Sales Floor Space Storage % to Sales Sales $ Per 
(Sq. Ft.) Amount Sq. Ft. 








$357 ,778 , 838 $6 ,933 $ 93 
275 ,199 ,069 1,931 70 

108 ,645 , 123 14,672 13.51 

63 ,416 967 1 ,747 2.75 

55 ,662 ,632 4,754 8.54 

51,965 , 100 3,793 7.30 

50 ,608 525 948 

32 ,332 2,096 3 ,786 11.71 


$995 ,605 21 ,350 $38 ,564 3.87% 








This rate is applied to the floor area occupied by each product. 
B x$1.80628 =C 
A+B=E 














Chart Vii! 
XYZ Company 
Allocation of Order Handling and Accounting Costs 
Based on Total Lines of Billing 
Calendar Year 


Cc D E 








Total No. Ord. Handi. & Sales $ Per 
Net Sales Lines of Billing Acctg. Amount % to Sales Line of Billing 


$357 , 720 
275, 750 ,831 
108 , ,932 , 194 

63, ,955 , 203 
55, ,034 807 
ot, , ,824 

, 558 
32 


Totals P - ,906 


Rate Per Unit: $27 ,906 +70 ,378 items =$.39652 per Line of Billing. 
This rate is applied to the lines of billing of each product. 

B x$.39652 =C 

A+B=E 
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Chart IX 
XYZ Company 
Allocation of Outgoing Material 
Handling Costs Based on Total Lines 
of Billing Excluding Direct Shipments 
Calendar Year 
A B Cc D 


Total Out- 
Lines of going 
Billing Mat. % to 
(Excl. Handi. Sales 
Directs) Amount 


$357 778 9,190 $1,680 47% 
275,199 18,718 3,423 24 
108,645 5,034 921 85 
63,416 5,444 995 57 
55,662 2,014 368 66 
51,965 19,534 3,573 .88 
50,608 6,322 1,156 28 
32 ,332 241 44 14 


1.22% 








Net Sales 








Totals $995,605 66,497 $12,160 








Rate Per Unit: $12 , 160 +66, 497 lines of billing shipped 
=$.18286 per lines of billing shipped. 
This rate is applied to the lines of billing shipped of 
each product. 
B x$.18286 =C 














Chart X 
XYZ Company 
Allocation of Customer Financing 
Costs Based on Net Sales 
Calendar Year 
a B 








Customer 
Financing % 


Net Sales | Amount to Sales 


$357 ,778 $425 12% 
275,199 327 12 
108 ,645 129 12 
63 416 76 12 

55 ,662 67 12 
51,965 62 12 
50 ,608 60 12 
32 ,332 38 te 


Prod. Code 








$995,605 | $1,184 








Rate Per Unit: $1,184 + $995,605 = $.0011892 per 
$ of Net Sales. 
This rate is applied to the net sales of each product. 
A x $.0011892 =B 








Order Handling 


The method by which the Order Handling and 
Accounting Costs are allocated on the basis of the 
number of lines of billing is shown in Chart VIII. On 
your own worksheet, enter for each product, net sales, 
total number of lines of billing and, at the bottom of 
the column headed “Order Handling & Accounting 
Amount”, the total cost (developed on Chart IV). 

You first establish the rate per unit, in this case 
the cost per line of billing. This is done by dividing 
the total cost of Order Handling & Accounting by the 
total lines of billing. On Chart VIII, the total order 
handling and accounting cost is $27,906. This figure 
was divided by 70,378 lines of billing total, to get 
$.39652, cost per line of billing 

Now, to find the allocated cost of this function t 
a product, merely multiply the number of lines of bill 
ing for the group by the cost per line of billing. On 
Chart VIII, there were 10,720 lines of billing for 
Code 01. Multiplying this number by the cost pet 
line of billing, $.39652 gives $4,250 as Code 01’s share 
of this functional cost 

he allocation is shown as a percentage of sales in 
each product class. Sales per line of billing is deter 
mined by dividing net sales by lines of billing in each 
product group 


Shipping Costs 


Since Outgoing Material Handling costs are 
incurred by shipping from stock, it is necessary to 
exclude from the total lines of billing all direct ship 
ments in allocating this functional cost to products 
Chart IX shows the method of allocating these costs 

On your own worksheet, enter by product groups 
the net sales and number of lines of billing, excluding 
direct shipments. Also the total functional cost at the 
bottom of Column C 

Determine the cost per line of billing shipped by 
dividing the total shipping cost by total lines of bill 
ing shipped. Then, by multiplying the lines of billing 
shipped for each product by the cost per line of billing 
shipped, you get the allocated cost. The cost is als 
shown as a percentage of sales in the product class 

On Chart IX, total shipping cost of $12,160 wa 
divided by the total lines of billing shipped, 66,497 
to obtain $.18286, cost per line of billing shipped 
f billing shipped in Code 01 
$.18286 gave $1,680 as thi 


There were 9,190 lines 
which, multiplied by 


product’s share of shipping costs. 


Customer Financing 


Allocation of the Customer Financing cost is based 
yf each product category on the 
sales dollars involved, the 


on the net sales 
assumption that the more 
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greater the risk. Chart X illustrates the procedure. — 
You first determine the customer financing cost XYZ Company 
per do ar of sales by dividing the total functional cost Allocation of Buying Costs 
by the firm’s net sales. Then multiply a product's net , : 
Based on Total Line Extensions 
Slocotion on Purchase Orders 
In Chart X, the financing cost per dollar of net Calendar Year 
sales $.0011892, was determined by dividing the total D 
financing cost of $1,184 by the firm’s net sales, 
$995,605. Multiplying Code 01’s net sales of $357,778 
by $.0011892 gave $425 as this product’s share of Lined Sales $ 
f a . Exten- Buying Fo Per Line 
mancing Cos Code Net Sales sions on Amount Extension 


Purchase Ordered 
Orders 


sales by the cost per dollar of sales to find the 


Buying Costs ~ — - 
. $357, ,352 $1,715 48% 
The 1e extensions on each purchase order are the 0 275, , 990 3,238 1.18 22 
£ the all . inl F 108, ,026 1,087 1 
basis the allocation of Buying Costs. The assump ry ‘ane na ~ - 
tion is that the more different types and sizes of prod 55, ,515 678 22 22 
s vou buy f yt , ot 0 51, ,243 606 17 
ucts \ buy from a supplier, the more the act of a 50, ‘066 ose ; a4 


purchasing costs 08 32. 591 160 49 54 


iS 

o 
uo ow 
INY@OUwW 


~ 
w 


Nu — 
2 


imtar 9 rf ve > > ' ) 
Enter on your worksheet, the net sales and total Sates $995,605 | 32,592 $8,801 8% | $30.55 
number of line extensions on purchase order for each 


product Che total buying cost is entered at the Rate Per Unit: $8,801 +32, 592 line extensions ordered =$. 27004 


foot of Column C, “Buying Amount”. per Ene extension ordered 

. . 11 , "I This rate is applied to the total line extensions ordered of each 
Establish the cost per line extension ordered by product 
BX$. 27004=C 


dividing the total buying cost by the total number of rie ar 











line extensions ordered. This rate is then applied t 
the total | 
group to find the buying cost allocation 

For example, on Chart XI, the cost per line exten 
sion ordered ($.27004) was determined by dividing 
the total Buying Amount ($8,801) by the total line XYZ Company Chart Xil 
extensions on purchase orders (32,592). The Buying Allocation of Incoming Material 
Amount ill ie tad to Code 01 $1,715) was figured Handling Costs Based on Total Line 
ms mult plying the nuraber of line oxiemeene on pur Extensions Ordered Excluding 
chase orders for Code 01 (6,352) by $.27004. This is am . 

48% of Code 01 Sales. Dividing net sales ($357,778 Direct Shipments 
by the number of line extensions ordered in Code 0] Calendar Year 

6,352) gives sales of $56.33 per line extension a B Cc 


ne extensions ordered of each product 





ordered : ” Total z 
Line Ex- 
tensions Incoming 
Ordered Mat. 
(Excl. Hand. 
. Directs) Amount 
to the fore in the matter of allocating Incoming Ma = ea : 


terial Handling costs to products. The basis of allo 5,471 = 
iting these costs are the number of line exte ns pm — 
C g these are the er ine extension 671 548 


on purchase orders, excluding direct shipments be 759 412 
cause goods sold in that manner are never received 502 374 


ind hence do not incur handling costs. Chart XII , 965 218 331 
; 016 301 


is a sample worksheet 

i np e WOT 1e€eT. 
Inter your net sales and number of line extensions bee ened ata 
Totals. $995,605 30.361 $4,534 


Receiving Costs 


Che exclusion of direct shipment data again comes 


ordered for each of your product groups on yout 


worksheet. Also the total Incoming Material Han Rate Per Unit: $4,534 + 30.361 line extensions 
dling yst at the bottom of Column C. ordered = $1. 14934 per line extension received 
This rate is applied to the line extensions received of 


Find the cost per line extension ordered by dividing 
each product. B $. 14934 C 





the total line extensions ordered into total Incoming 
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Chart Xill 


XYZ Company 
Allocation of Administration Costs 
Based on Each Product’s Share of Total Direct Costs 
Calendar Year 











Total Direct Administration 
Net Sales Expense Amount Amount %o to Sales 











$357 ,778 $16,423 
275 , 199 19,619 
108 ,645 20 ,229 
63 ,416 6 ,637 
55 ,662 7 547 
51,965 16,830 
50 ,608 5,958 
32 ,332 4,536 


NONNG&O WP 


.o,) 


Totals $995 ,605 $97 .779 














Rate Per Unit: $51 ,772 +$97 ,779 =$.52948 per $ of Direct Expense. 
This rate is applied to the total direct costs of each product. 
B x$.52948 =C 











Material Handling Costs. Allocations are then figured dollar of direct expense. This is simply a matter of 
by multiplying the number of line extensions ordered dividing the total direct expense amount by the total 
for each product by the cost per line extension figure. Administrative Cost. Then, by applying this rate to 
This allocation is then shown as a percentage of sales the total direct cost allocated to a product, you find 
for each product group. the product’s share total Administrative Cost 

In Chart XII, the cost per line extension ($.14934) In Chart XIII, the rate of $.52948 per dollar of 
was determined by dividing the total of Incoming direct expense was determined by dividing the total 
Material Handling cost ($4,534) by total line exten direct expense of $97,779 into the total Administra 
sions ordered (30,361). This rate was then applied tive Cost of $51,772. Code O1l’s share of Adminis- 
to the number of line extensions ordered in each trative Cost, $8,696, was figured by multiplying the 
For ex- product’s total direct expense, $16,423, by the rate 


product class, to determine the allocation. 
D as 


ample, in Code 01 there were 5,491 line extensions of $.52948. The result is shown in Column 
¢ 


which, multiplied by $.14934 gave $820 as the alloca 2.43% of net sales Code 0] 


tion of cost to this product group foe ; 2 ' 
NOTE: The method advocated above for allocating 


Administrative Costs Administrative Costs is based on the assumption that 
the product which involves the highest direct cost 
Up to this point, only direct costs were figured receives the most attention from management. On 
because the total of direct cost allocations to each the other hand, American Stee] Warehouse Associa- 
product group is the basis of allocating Administra tion members are advised to allocate these costs on 
tive costs. Now that these direct cost allocations are the basis of net sales of each product group, the 
known for each product, it is possible to enter them assumption being that management is most concerned 
on the Administrative cost worksheet as per Chart with products yielding the highest volume 
XIII. The total Administrative Cost is entered at Although differing, both suggestions emphasize a 
the bottom of Column C. theory about the necessity of absolute accuracy shared 


The first calculation is determining the cost per by most cost accountants. Longman and Schiff (Pra 
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Prod. Code 


$357 ,778 
275 ,199 
108 ,645 
63 ,416 
55 ,662 
51,965 
50 ,608 
32 ,332 


$995 ,605 








Rate Per Unit 
This rate is applied to the net sales of each product. 


A x$.058338 =B 





XYZ Company 
Allocation of Selling Costs 
Based on Net Sales 
Calendar Year 


$58 ,082 +$995 ,605 =$.058338 per $ of Net Sales. 


Chart XIV 


Selling Costs % to Sales 


16 
6 
3 
3 
3 
2 
] 


UAAaAaaaaaan 


Lo.) 








tical Distribution Cost Analysis, Richard D. Irwin 
Inc.) write Absolute accuracy . is theoretical 

Marketing decisions are not controlled by minor 
or insignificant differences in facts. Rather, they de 
pend on clear evidence. An executive is not likely to 
form a different conclusion or take different action 
e product if his cost analysis shows a 
stead of $1,000 
time and money to learn that the 
$1,000 instead of $970. But he must 
know that profits were in the general neighborhood 
of $1,000 rather than $200 or $500 or even 
$750. He cannot know this without cost analy 


respecting Sol 
profit of $97 


not spend extra 


He cannot and will 


correct figure i 


sis, hence analysis is important to him. But 


it is not important enough to be pursued to lengths 


1 


yf little value to him. 


Selling Costs 


cation is that of Selling Costs and 
iting these costs, as shown in Chart 


The final 
the basis of 
XIV is net sales. 
the assumption that large sales are the result of more 


ettorts 


The use of net sales is based on 


intensive s 
The way t cate selling cost on a net sales basis 


is to deter the selling cost per dollar of sales 


by dividing company net sales into total sell 
Then apply this rate to net sales of each 
category to determine the selling cost al 
dollars 

For example, in Chart XIV, net sales of $995,605 
were divided by total selling costs of $58,082, giving 
$.058338 cost per dollar of sales 


0l’s share of selling cost, product sales of $357 


To determine Code 
770 
were multiplied by $.058338, giving $20,872 as th 
allocation. The allocation is also shown as a pert 


centage of sales in this product group 


NOTE: Some questions have been raised about the 
use of net sales as the basis of allocating Selling 
Costs. Objectors claim that net sales do not refle 
accurately enough the additional time and eff 
required to sell some products as compared t | 
It has been pointed out (Chart III) that one 
three distributors whose operations were 
actually weighted one product group 14 to | 
to reflect the added effort required to cl 
this product 

Still another distributor, who made an independ 
product profitability study, allocated these 
the basis of a time study of salesmen’s sell 


For six months salesmen filled out call report 
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XYZ 

Summary of Analysis 
% to Sales by Function 
Calendar 


Order Outgoing 
Stock Handi. Material 
Storage & Acctg. Handling 


Invest. 











to Sales 
» to Sales 
to Sales 
to Sales 
© to Sales 
to Sales 
to Sales 
to Sales 


Totals 





$600 $6 ,933 $4 ,250 
17% 1.94% 1.19% 
1,157 1,931 7 831 
42 70 2.85 
14,672 2,194 
13.51 2.02 
1.747 2,203 
2.79 3.47 
4.754 807 
8.54 1.45 
3.793 7 ,824 
7.30 15.06 
948 2,558 
1.87 5.05 
3,786 239 
11.71 74 


$38 .564 $27 ,906 





ing how much actual selling time was devoted to 
products discussed. 

Here is a point to remember about measurement 
units. Measurement units must be easy to obtain and 
use and must portray a reasonable result. Only time 
and motion study will show which products per line 
of billing take more time to ship. However, such 
an effort probably will not change the final result too 
greatly and will add to the cost and complexity of 
the product profitability study. 

Norton officials hold no particular brief for the 
use of Net Sales except that it is simple, time-saving 
and relatively accurate. They do say that much more 
study and research could and should be done by dis- 
tributors to refine the allocation of Selling Costs. 
Moreover, the basis used by any distributor will de 
pend on his facilities for obtaining a more accurate 
measure and local conditions. 

However, there should be a word of caution. The 
time and effort spent in determining a more accurate 
measure should be compensated by a corresponding 
increase in the accuracy of the yardstick. Otherwise, 
a relatively small degree of improved accuracy is not 
worth the time and effort expended. If you can allo- 
cate 80% of your costs with reasonable accuracy, 


vou’ve gone a long way in sharpening management 


thinking. 


Summary of Overhead 


lhe work of preparing data for an analysis of prod 
uct profitability is now finished and all that remains 
is putting the statistics into two summary forms. The 
first is the Summary of Analysis of Overhead Ex 
penses which puts together all the functional costs 
by product category that have been determined in 
previously worked worksheets. The Summary, of 
which Chart XV is a sample, is one of management's 
essential work tools. 

Chart X\ a recapitulation of all the figures 
developed in the previous worksheets 
are listed at the left with net sales for each. From 
the worksheets, the allocated costs of Stock Invest 
ment, Stock Storage, Order Handling & Accounting, 
Outgoing Material Handling, Customer Financing, 
Buying Costs, Incoming Material Handling, Total of 
Direct Expense, Administrative Expense, Selling Costs 
and Total Overhead Costs, are entered on the work 


Product codes 


sheet. 
Now it is possible to fill in the third column of 
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Chart XV 


Company 
of Overhead Costs 
and by Product Class 











Incoming | Total 
Cust. Buying Material Direct Admin. 
Financing Costs Handling Costs Costs 


$8 696 


Selling Overhead 


$16,423 





$425 $1,715 $820 $20 ,872 $45 ,991 
12% 48% 23% 4.60% 2.43% 5.83% 12.86 
3,238 1,712 19,619 10,388 16,055 46 ,062 

1.18 62 7.13 5.83 16.73 

1 ,087 548 20 ,229 6 ,338 37 ,278 

1.00 50 18.62 5.83 34.31 

759 412 6 ,637 3,700 13,851 

1.21 65 10.47 5.83 21.84 

678 374 7 547 3,247 14,790 

1.22 67 13.56 5.83 26 . 57 

606 331 16,830 3 ,032 28 772 

1.17 63 32.39 5.83 $5.37 

558 301 5,958 3, ton 2.952 12,065 

1.10 60 11.77 6.23 5.84 23.83 

160 36 4,536 2,402 1 ,886 8 824 

49 1] 14.03 7.43 5.83 27 .29 


$207 ,633 


$8 ,801 $4 534 $97 .779 $51 .772 $58 ,082 








Chart V on Page 126, entitled “Total Overhead 
Costs” for each product class. They're the figures 
vou've been working for 6. A wav of refining budget estimates and « 


ards of performance, and comparison of 
with standards of control 


Although it is now possible to prepare a Product 
Profit and Loss, or Operating Income and Cost Sum 
mary by Product Class report, a summary such as the 


parisons. 


Che use of this summary conjunction with Chart 


one above is just as requisite for management. It 
provides the cost details which will be given merely 
as totals on the product profit and loss report. 

Some cost analysis authorities view a summary of 
functional costs as the key management control tool 
and term it the Administrative Functional Cost State 
ment. Its value lies in study after perusal of the 
Product Profit and Loss report on the following page 
It shows 


[he total expense of each major function of 
the business. 

2. Which functions account for the significant 
changes in total costs from period to period. 
\ reliable way to trace factors contributing to 
significant changes in cost. 

4+. A way to delegate responsibility for cost control 
to specific individuals in specific areas. 
Ihe way to development and use of cost stand 


IV, the expense distribution worksheet, as well as 
with all the working sheets that are incidental t 
drawing up these summaries, will give management 
a more detailed picture of the firm’s operations and 
costs than could be derived from other customary 
business reports. The problems and complexities of 
day-to-day operations will be clarified by the essen 
tially simple outlines and patterns which show 


clearly in the reports. 


Product Profitability Report 


Ihe final recapitulation of cost stud 
the Operating Income and Expense Summary 
Product Class, or the Product Profit and Loss State 
ment. Chart XVI (above) is the summary of 
significant figures that were determined on al 
previous worksheets 

This report shows which products contr 


how much thev contributed to the 
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Chart XVI 


XYZ Company 
Operating Income and Cost Summary 
By Product Class 
Calendar Year 








Net Profit 
Before % to 
Taxes Sales 7 


Overhead % to 
Sales _ 


$275,060 | $82,718 | 23.12% | $45,991 | 12.86% | $36,727 
222,731 52,468 19.07 46,062 16.73 | 6, 
74,465 34,180 31.46 37,278 | 34.31 , 
45,802 17,614 27.78 13,851 21.84 
41 ,668 13,994 | 25. 14,790 26.57 
39 335 12,630 24.30 28,772 55.37 
36 ,767 13,841 27.35 12,065 23.83 
24,965 7,367 22.79 8.824 27.29 


Net Cost of Gross % to 
Prod. Code Sales Sales Profit Sales 


01 $357 ,778 
02 275,199 
03 108 ,645 
04 63 ,416 
05 55 ,662 
06 51,965 
07 50 ,608 
08 32 ,332 





Supences _ 








$760 ,793 ,812 


Totals. ..| $995,605 


.58% | $207, 20 

















profit and those products which were handled at a 
loss and the extent of that loss. For example: Prod- 
uct Code 01, with a Gross Profit of 23.12% of sales, 
had an allocated overhead of only 12.86% of sales, 
leaving a net profit of 10.26%. On the other hand, 
Product Code 06, with a gross profit of 24.3%, in 
volved overhead equal to 55.37% of sales, resulting 


in a net loss of 31.07%. 


Is Starting Point 


While this Product Profit and Loss Statement is 
important in itself, it is more important that it be 
come the starting point for management study and 
action to correct any weaknesses disclosed. 

For example, Product Code 06 shows a large loss 
due to high overhead of $28,772, more than twice the 
gross profit of $12,630. By returning to Chart XV— 
Summary of Overhead—the distributor learns that 
the high overhead was due to abnormally high costs 
for Stock Investment, $1.23% of sales; Order Han 
dling & Accounting, 15.06%, and Shipping Costs, 
6.83%. In other words, inventory investment in this 
product seems too large and sales are marked by a 
large number of small orders. The other functional 
costs for this product appear to be in line. 

Re-examining the worksheets for those functions 
which seem out of line and then comparing these 


statistics with other product classes on Chart V (Sta 
tistics Required for Cost Allocation), management 
gets a better perspective on the problem. On Chart 
V, for instance, Product Code 06 entailed 19,732 
lines of billing on sales of only $51,965. The only 
other product to involve as many lines of billing is 
Code 02 which shows 19,750 but on sales of $275,199 

Ihe problem here is to increase the average order 
size of Product Code 06. Depending on product 
characteristics, XYZ Company can set minimum order 
size, set quantity discount schedules, increase broken 
package prices, sell customers the idea of ordering in 


larger quantities, etc 


Probing Deeper 


Probing into Stock Investment Costs for Code 06, 
wnich amounted to $641, or 1.23% of sales (a higher 
ratio than any other product’s costs), this distributor 
goes back to Chart VI (Allocation of Stock Invest 
Here the large inventory of $22.96] 
Che turn 


ment Costs 
in relation to sales, $51,965, is apparent. 
over is only 1.7 

The next step would be to check inventory for 
slow moving items, obsolescence with regard to the 
local market, quantities ordered, etc., in an effort 
to determine a less costly, but still adequate inven 


tory level. 
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: 


COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 
sure that this most complete, high-quality line will is Re 
stand out in product performance and sales appeal. fll Reh tant’ 


Ask Your Distributor... He Knows 


Ss 


THE NATIONAL SCREW & MFG. COMPANY [iJon | / 
CLEVELAND 4, OHIO J vows) | 4 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


April 1957 
Compared with 
March 1957 





Compiep By Inpustriat DistRiBvTION 





April 1957 
Compared with 


April 1956 


First 4 Mos. 1957 
Compared with 


First 4 Mos. 1956 





Supply Sales Trend 


Final Figures For April 1957 





April 1957 
Compared with 
March 1957 


April 1957 
Compared with 
April 1956 


First 4 Mos, 1957 
Compared with 
First 4 Mos. 1956 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+ 2% 


- 1% 


+ 4% 


- 1% 








+ 4% 
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‘one of our hottest specialty items’ 


Mr. Goldner*, as President of Herman 

Goldner Co., Inc., you have built your firm 

into one of Philadelphia’s most successful 

distributors of pipe, valves, and fittings. 

Would you say your sales of Yarway Impulse 

Steam Traps and Strainers have been prof- 

itable over the years? 

Obviously! The Yarway line has always 

been very profitable for us. Those traps are 

one of our hottest specialty items. In fact, 

they’re what we call ‘‘sales leaders,’’ quality 

items that help us ‘“‘break in’’ where we can 

also make volume sales of our other equip- 

ment. And we find Yarway strainers also 

move well both separately and as 

auxiliary items. “Obviously Yarway Steam Traps are a profitable line 

What appeals to you most about the oan Oe 

r. omer >? 

vareay me? " Q. What do your customers think of Yarway 

What we like most is the lack of sales traps? 

resistance. Yarway does a great promotion ‘ , ’ , 

job! The traps and strainers are year-round A. W ell, I Suess Mo os them go for this trap . 

sellers, too. We sell great quantities for simplicity. They like the idea of only one 

process steam applications, so seasonal varia- ae ing part. Then, of course, ease of instal- 

tions have little effect on sales volume. The pir eees - é 

men in the stockroom find Yarway’s ‘‘Color aap ap Ge Mevne. Years ago, some 

Coded” packages make it easier “picking” buyers were skeptical of the trap s impulse 

orders and controlling inventories. And, they operation. Now, that’s no problem. Recently 

like their small.size and light weight for ue “ 

easy storage, handling, and delivery. our i. arway Sales Clinic. They were cer- 
tainly impressed by the demonstration of 


ation and low maintenance are factors that 


150 good, substantial customers attended 


the impulse trap in operation. 


What do you think of Yarway’s policy of 
“selective distributorships ?”’ 
“Customers like Good policy! The customer, distributor, 
Yarway’s simplicity and manufacturer all benefit when there are 
and convenient » | only a few healthy distributors in an area. 
small size. . 


*HERMAN GOI 


425 West Leh 


“y e Col YARNALL-WARING COMPANY 
arway s olor = ai , eons 

Coded’ packages 111 Mermaid Ave nue, 

speed storage, Philadelphia 18, Pa. 

handling and 

delivery.” 


Q@ Good way to 
hell Ateam tape 


OVER 1,200,000 YARWAY IMPULSE STEAM TRAPS ALREADY USED « STOCKED AND SOLD BY 275 CONVENIENT 
LOCAL INDUSTRIAL DISTRIBUTORS e NATION-WIDE YARWAY ENGINEERING STAFF AVAILABLE FOR SERVICE. 
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SALES TRENDS (Cont'd.) 














April 1957 
Compared with 


March 1957 


April 1957 
Compared with 


April 1956 


F'rst 4 Mos. 1957 
Compared with 
First 4 Mos. 1956 











SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAI 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 


California 
Oregon 
Washington 





+ 4% 


+ 2% 


+ 2% 


+11% 


- 0% 





v A% 


-11% 


+2 1% 


+11% 


+ C% 





+ 2% 


~ 


+11% 


+13% 


+ C% 
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CEOCERLULEULERES 


Offer Them Variety...PLUS TOP QUALITY 


No matter how varied the needs of your fasteners customers, you can give 
them exactly what they want when you handle the Bethlehem line of headed- 
and-threaded products. This is because Bethlehem fasteners are made in an 
unusually wide variety, numbering hundreds of individual items and sizes. 
What’s more, customers will like Bethlehem fasteners for still another reason: 


they’re top quality items, each and every one. Order a supply today! pss 
gETHLEHEY 


Bethlehem Bolts Are Good Bolts gyi 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


HANKS TO THE LAW OF COMPENSATING ERRORS, We 


find that the twists and turns of business in the 


first half of 1957 have ended up with the gross national 


product just about where we forecast it would be—at 
$430 billion as the annual rate for this half-vear. As 
true scientists, we record ourselves in error unless we 
have both the right number and the right reasons 


So we have to put down a miss on our forecast of 


government spending which—sad to relate—has been 


going up faster than we, or anyone else, predicted 


On the other hand—and also in the unexpected 


column—we are delighted to report that business has 
been showing extraordinary restraint and wisdom in 


the management of inventories. Reversing the usual 


practice of piling up inventory when the outlook for 


business is good, most companies this vear have been 
cutting down on inventories—even though sales are 
inventory policy has sub 


lume of goods recently 


rising. ‘This conservative 

tracted something from the 
produced. But it has kept our prosperity on a safe 
Since the only recessions we've had in recent 


} ‘ . . . noer ] 
vears came about when inventories were dangerously, 


] 


rooting 


high, the possibility of a major setback 57 has 


just about vanished. 


THE STANDARD FORECAST: It mav be a gen 


eral recognition of this healthy state of affairs that 


accounts f the Improvement in business sentiment 


The “standard forecast” (that’s a term we picked 


up recently) now calls for industrial production to 


move sideways or slightly lower "til mid-summer and 


then start up. But there are also some better reasons 


why forecasters in 1. the housing 


industry, 2. autos, 


ng for 


3. agriculture, and 4. appl § now are loo 


PI 
renewed strength 


1. Housing—the weakest of the weak spots in the 


is due to get some help in the 


I 


recent business picture 
second half-year from a moderate improvement in the 
supply of mortgage funds. The annual rate of hous 
ing starts has been bumping down around 850,000, 
In fact, 
this rate of homebuilding is barely sufficient to keep 
up with the new family formation. There are close to 


which is about as low as it is likelv to go 


900,000 new families to be housed this vear 

2. The auto industry, to the dismay of its own fore 
casting experts, is not selling any more cars or trucks 
than a vear ago. But, as in baseball, there is “alwavs 
next vear’—which, in terms of auto model vears, 
begins in September or October l‘here are almost 
as many new models due to come out this fall as in 
1956. And it would be most surprising if some of 
them did not catch on better 


(he abilitv of families to take on new instalment 
debt is probably the most important factor in auto 
sales today And this ability will clearly increase 
enough to support some gain for the industry 

3. One of the weakest markets for durable goods 
agriculture—may also be perking up. ‘The Department 
of Agriculture has predicted a +% rise in farm income 
And this should lead to a rise in purchases 


] ] 
of farm equipment and light trucks—as well 


this veat 
as in 
farmers’ spending for auto 

4. Other consumer durables have been selling 
poorly, for reasons no one seems able to explain fully 
However, if merc! Keep on providing easy credit 
ind dis ri ind there is every sign that they 
will ¢ ale ippliances and furniture should 
soon begin t 101 p in line with incomes. ‘There 
will also be some stimulus over the next vear from a 
moderately higher rate of new home construction 


] 


which provides a big market f the appliance and 


furniture industries 


LET’S ADD IT UP: All this may add up to a much 


better performance by the consumer in the second 
half of 195 nd in early 195S—even if the average 
familv contin ( rcise some restraint in spend 


Savings have been 


ng and keep ings high 
running cl income after taxes 
so far i : that, at current 
level in saving would 

If the public 
ind tax cuts to 


well take 


It is no I the federal government 
which has the say on tax and credit matters—is pre 


pared to add much fuel to a revival of consumer buy 


. 7» a9 . } . } ] } 
ing in the months just ahead. ‘The fact that elections 


ire held in even vears would suggest that any such 
fuel might well saved for use bevond 1957. The 
most influential members of the tax-writing commit 
tees seem to be strongly against tax reduction this 
vear—or even for January ]l—until the rise in federal 
spending shows some signs of leveling off. The wa\ 
our military program is going, such signs will be hard 
to find in the next few months. Meanwhile. the 
Reserve Board has been keeping bank credit 


] 


Federal 


under a stating publicly that it will 


keep on dé 
NO BOOM: If an upturn in business develops later 
this vear, the presence of tax and credit restraints will 


work against a runaway boom 
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THE “Philadetphia” LINE . . . Direct 
Route to Profitable Distributor Sales 





#cCrves 


2trves 
Verevereweve ry 


TIMKEN BEARING 

MODEL “R’ LIGHTWEIGHT SPUR GEAR HOIST “PHILADELPHIA” 
SPUR GEAR HOIST With capacity, range from % tor GEARED TROLLEY ARMY TYPE 
OC ETE | ed. and bl Hea TROLLEY HOIST 


e Desigt 
adest 


quality 








“PHILADELPHIA” 


“PHILADELPHIA” 
PLAIN TROLLEY 


ADJUSTABLE END TRUCK 








RELIABLE HOISTING EQUIPMENT 
... Completely Enginewwd LOW HEADROOM 
by “Philadelphia” Craftsmen rutin, 


<ADELA 


§ V4 Write for Bulletin 111556-D 
Pe VEN. 
' IF 


CHAIN HOISTS 


“PHIADELPHIAY =“ | 

TWIN HOOK HOIST \/ , | 

For handling Toads of unusual length and PHILADELPHIA CHAIN BLOCK'& MANUFACTURING CO. 
: Designers and Manufacturers of the ‘Philadelphia’ Line of 


Chain Hoists + Trolleys + Cranes Special Materials Handling Equipment 




















Iara and‘case'of operation, “Capua 
; * * * 
MASCHER and NORRIS STREETS + PHILADELPHIA 22, PA. 


Other ‘‘Philadeiphia’’ equipment not illus- 
trated includes Differential Hoists, Screw 
Hoists Extended Hand Wheel Hoists and a : . i me. 
Va Say ws Warehouses in New York + Chicago + Los Angeles 
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What's New in Merchandising 





New Coating, New Packages 
For W-S Fittings 


W-S Fittings Div., H. K. Porter 
Co., Inc., Roselle, N. J., announces a 
new blue protective coating and new 
packages for its fittings. All carbon 
steel fittings are now being coated 
with a blue synthetic finish which 
the firm claims protects them from 
rust during storage, and also serves 
as a means of identification. 

The new packages for W-S fit- 
tings consist of five basic sizes of 
cardboard cartons. Individual units 
and various combinations of units 
permit preparation of shipments of 
all sizes and mixtures. Each unit 
package is marked with the number, 
type, and size of fittings it contains. 
The company says it will now be 
relatively easy for distributor cus 
tomers to order packaged quantities 
instead of odd lots. 

A mail piece was sent to the firm’s 
distributors announcing the blue 
coating, and a sales bulletin gives 
information on packaged quantities. 
A sales letter was also prepared for 


144 


distributors to accompany the bulle 
tin to customers. 

lhe company 
four-page bulletin on its line of 
“Couplets,” branch connections for 


has also issued a 


tanks, pressure vessels and pipelines 
It contains dimensional and speci 
data on 
socket-welding Couplets, and on the 


fication screw-end and 


90 deg. elbow Couplet. 


Campbell Chain Announces 
Pre-Cut ‘Blue Temper” 
Campbell Chain Co., York, Pa., 
announces it 
[emper” chain pre-cut and pack 
aged in sizes of ;*;, 4, 3%, and @ in. in 
lengths of 10, 15, 20, 50 and 100 ft 
To the advantages of cleanliness and 
convenience in handling is added 
that of identification through the 
use of the blue color. Further every 
five feet is marked and 50 and 100 ft 
lengths are “color-coded.” 
The development 
launched with a meeting of the 


is furnishing “Blue 


new was 
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firm’s sales force who have in turn 
been informing distributors of it. 
Response from distributors, claims 
the company, has been enthusiastic. 


Dayton Rubber Has 
New Drive Catalog 
Dayton Rubber Co., Dayton, O., 
has issued a new variable speed drive 
catalog featuring its single groove 
variable flange sheaves. The publica 
tion gives data for selection of drives 
to accommodate Dayton’s O, R and 
W cross-section variable speed cog 
belts 
he 
tables 


speed ratios, driven speed ranges 


catalog includes five drive 


giving a wide selection of 


id center distances for motors up 


through 20 hp. It also features the 


firm’s motor base designed for re 
belt making 


speed changes 


lease of tension for 


Variable Spe 
| Drives 





Weatherhead Catalog 
Covers Fittings 

Weatherhead Co., Fort Wayne 
Div., Fort Wayne, Ind., has issued a 
48-page catalog listing sizes and 
types of brass fittings manufactured 
by the firm, including a section 
showing its complete line of drain 
and shut-off cocks. Other subjects 





Manufacturers’ Training Programs « Films 
Displays * Packages «+ Literature 





Swingline Presents FILING INSTRUCTIONS 

Demonstration Kit = : fw 
Swingline Industrial Corp., Long ‘meee 3 

Island City, N. Y., announces the 

availability of a kit for distributo 

salesmen to demonstrate stapler 

using the firm’s “Load-O-Mati 

cartridge. Mounted o1 I ms 

easy moving, the kit contains a cv] ‘os = 

inder holding 7} lbs. of compressed ¥ Aj? A 

COs, pressure regulator and gages, al is X 

and a Load-O-Matic “Air Tacker —* 


unit with hose. The case itself 


made of fibreboard, and the 4 
compartment can be remove a 


yermit the salesmen to demor ‘ 
— Atkins Saw Issues 


Sharpening Bulletin 
Atkins Saw D 


in the shop 


covered in the catalog are push-pull iin ie Dts’ alen un 


controls, assembly instructions on leaflets giving sp 
‘ giving speci 
( 


) ittings at: g ‘ 
brass fittings, data on right and planations of the 


wrong wavs for tubing a system, 


tube fitting data and tools 


Grobet File Has 


New Rotary Display y room wa 
iS ( \tk 


Grobet File Co. of America, Car] 
stadt, N. J., announced a new rotary 
file display case. The firm claims the 
counter display will help distributors’ 


customers see the exact file or 


countersink they need from a selec , oo Catalog 


tion of 89 of the most popular 
te. | Covers Casters 
shapes and sizes. Each item is num 
bered Fairbanks Co., New 
i Al 
| ssucd a log 
Ihe display is made of natural = italog 
finish wood with transparent sides, 
and occupies 174x84 in. of counter 


space. Height is 144 in 


Delta Bulletin On 
Radial Saws 

Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, has issued a 
self-mailing brochure on the cost, 
safety, and other features of its line 
of radial saws. Twelve photos show 
major types of cut for which saws 
are suitable, and other photos illus 
trate unit’s turret-arm action. Space 
is provided on outside of brochure 


for distributor's imprint CONTINUED ON PAGE 228 
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VC ns dlly.. 


Le 
r x 


BUT WOULDN'T YOU 
RATHER HAVE 


THE LATEST 
TECHNICAL ADVANCE ? 


Now! An unportant new improvement in 
metal cutting 


« 


NEED 2Zs2mac0” 
Metal Cutting Band Saws 


Certified by American Standards Testing Bureau* 
to meet their standards for Superior Cutting — 
Uniform Teeth...Uniform Set...Uniform Temper 


When band saw machines are equipped with the right blade from 
Heller’s brand new line of metal cutting band saws they give exceptionally 
fast clean cuts — at minimum unit cost — on a wide variety of materials 
and for long service periods. 

Users report these better results because every Heller blade is JOB 
TEMPERED. Steel of a special controlled-analysis specified by Heller 
metallurgists, is heat treated by a unique process matched to the steel. This 
insures uniform temper and cutting qualities that mean unsurpassed 
performance on the job. 

Teeth are made uniform in size, shape and spacing by machines of 
specialized design — the most modern in the industry. 

Uniform set is made absolutely certain by a highly sensitive indicator 
developed for just this purpose. 

Because of these improvements in the art of band saw manufacture, 
American Standards Testing Bureau gives its assurance that Heller’s great 
new line of saws meet their standards for superior cutting: 
uniform teeth — uniform set — uniform temper. 

Why not put these exceptional blades to work earning for you? 


HELLER TOOL CO), America’s Oldest File Monufocturer 
Newcomerstown, Ohio — A Subsidiory of Simonds Saw and Steel Co. 





ONLY HELLER 
GIVES YOU ALL 
THESE HELPS TO 
TURN PROSPECTS 
INTO CUSTOMERS 


® Famous H 


1. A COMPLETE LINE that helps you solve all your 
cutting problems on a wide variety of materials. Your customers car 
exactly the right tooth shape, set and blade width in either Standard 
Speed Steel as their applications require 


2. THE EXCLUSIVE JOB TEMPERING process that produc: 
a better blade that cuts smoother, and lasts longer under severe shoy 
resulting in maximum efficiency. 

3. THE EXCLUSIVE CERTIFICATION of American Standards 
Testing Bureau that authoritatively backs up Heller’s products and gives your 
customers justified confidence in this great new line of cutting tools. 


4. THE INDUSTRY'S MOST DYNAMIC PROMOTION 
PROGRAM including heavy monthly schedules of big, hard-hitting, 
colorful advertisements in the key publications reaching your prospects and 
customers . . . outstanding direct mail product pushing programs for your 
territory catalogs, user booklets on how to get the most from Heller tools, 
wall selection charts, all for your use! 


Mill 4, 2S 
rool engineee, dustrial \ 
Equi VEN 
ee 
5. CONVENIENT, HIGH VISIBILITY PACKAGING —eye- 
catching Heller packages make “Job Tempered”’ Blades easy for you to identify 
. easy for your customers to use. Individually packed in pre-cut, welded 
lengths to fit standard machines, or bulk-packaged in 100’ and 250’ coils. 


6. CONTINUING DISTRIBUTOR PROMOTION. _ Every 


Heller advertisement carries this on your behalf: 


SOLD EXCLUSIVELY THROUGH 


Z j feller | 
a 4 


“YOUR OUTSIDE TOOL ROOM’ 


Heller Zeer” Tools 





® Hand and Power 
Hack Saw: Blades 
® Flat Ground Die Steel 
Heller Files 
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Harvard To Repeat 


Classre Om session 
method 


discussion of case histories 

A second Management Course for 
Industrial Distributors will be con 
ducted by Harvard Graduate School 
of Business Administration Jan. 5 
24, 1958. 


Executives Eligible 


I'he course, sponsored by the Na- 
tional and Southern Industrial Dis 
tributors’ Associations, was first held 
at Harvard this past January. It is 
open to executives who hold the 


are based primarily on the case history 
lhe instructor does not lecture but direc 
In addition to regular classes 


*NEWS - 
NIDA-SIDA Management Course 


students mec 


ts student eight to | 


ove! SCS 


position of sales manager or above 
with firms that are members. 

Sixty to 80 students will be ac 
cepted for the course. A July 15 
deadline has been set by the associa 
tions for the filing of applications 
Applications are to be sent to H. R. 
Rinehart, secretary of the NIDA 
SIDA Joint Educational Aids Com 
mittee. Mr. Rinehart’s address is 





1900 Arch St., Philadelphia 3, Pa 


F. Marsena Butts, committee 








MANUFACTURER 











disc ussion 


7 
small 


led by discussion leaders, talk 


groups of 


nt ISSES 


chairman, pointed out that Harvard 
officials the 


screen applications and decide those 


reserve sole right to 


who will be accepted. 
The 
of subjects 


tion, 


course covers a wide range 


including organiza 
sales management, marketing, 


r and warehousing. There 


ng 
35 


hnanci 


is a §$ which includes 


0 charge 
instruction, room and board. ‘Trans 
portation to the university and other 


incidental expenses are extra 





Krueger of Duff-Norton 
Takes On Added Duties 


T. W. Krueger has been pro 
moted to sales manager for the Jack 
and Cofhing Hoist Divisions by 
Duff-Norton Co. He will be respon 
sible for foreign sales as well as 
domestic sales. 

Mr. Krueger was formerly sales 
manager of the jack division, a post 
he held since January of this year. 
He joined the company in 1947 as 
advertising sales promotion 
manager and later served as assistant 


and 


sales manager. 


148 





T. W. Krueger 


INDUSTRIAL DISTRIBUTION e¢ JULY, 1957 


Clarke Directs Sales 
At Ramset Fastening 
James J. Clarke 


pointed sales manager for Ramset 


has been ap 
Fastening System, a part of Olin 
Mathieson Chemical Corp 

He joined Ramset in 1955 as sales 
He also held 


posts of commercial develop 


promotion manager. 


ment manager and advertising man 


ager. Before taking on his new 
assignment, he had been manager of 
the industrial and military depart 
the Winchester-Western 


Division of the corporation. 


ment for 





Mutual Probl i 
ae nal Pochtons one —_ Mfg. one conned Parker Co. doin Forces 


Advisory Council Meeting 


Norton Co.’s Distributors’ Ad 
visory Council recently held its an 
nual meeting. Distributors met with 
the firm’s sales executives. 

Participating in the two-day ses 
sion (see photo below) were 

Kront row, from left: Paul ] 
Stine, Harry P. Leu, Inc., Orlando, 
Fla.; Robert W. Crawford, Eric 
Mfg. & Supply Corp., Erie, Pa.; 
Donald L. Price, sales manager, 
grinding wheels, Norton; Stanley M. 
Woleben, Grinding Supplies & 
Service Co., Detroit; Sidney B Walter F. Skillin Charles T. Jordan 


Wetherhead, manager, distributor Plans 


have been announced that will bring two old New 
sales promotion, Norton. 


Second row: Samuel H. Clark, 
Samuel Harris & Co., Chicago; 
Wallace H. Campbell, Campbell 
Industrial Supply Co., Seattle; G 
Cheston Carey, Carey Machyv. & 
Supply Co., Baltimore, Md.; Preston 
1). Baxter, Mahoning Valley Supply 
Co.; Stuart A. Russell, J. Russell & | New Orders Show 
Co., Holyoke, Mass Moderate Decline 

George A. Park, sales 
manager, abrasives, and _ Robert 


companies together for joint operation. The Union Mfg. Co., « 
its 91st vear, and the Charles Parker Co., celebrating its 
this vear, will combine resources 
In commenting on the development, Walter F. Skillin, president and 
treasurer, Union Mfg., pointed out that, “The basic strength that has 





permitted these two companies to survive so long provides a sound founda 





tion for a joint operation Amo! 
the detail operations that 
ment each other is_ the 
foundry at Union where further 
Volume of new orders placed by | velopments of castings for Parker 
industrial distributors with their | vises will be carried on. The eng 
Cushman, assistant sales manager, suppliers declined 3.5% in April, | neering talents of the Union Mfg 
grinding wheels, Norton; Edward F. 
Pritzlaff, John Pritzlaff Hdwe. Co., 
Milwaukee; W. A. McCune, general 
sales manager, Norton Co. of Can 
ada, Ltd.; Elliott D. Linton, assist 
ant manager, distributor sales pro 


according to new order index com- | Co. can contribute substantially, not 
piled by American Supply & Ma mly to the Parker products, but 
chinery Manufacturers’ Association, | to the manufacturing techniques 
Inc Stand-by extra equipment of the 

Ihe index is still eight points Union Mfg. Co. can be utilized to 


higher than same month last vear. | advantage by Parker to modernize 





motion, Norton. 





their facilities without expense t 





the joint operation. The non-ferrous 
foundry of the Charles Parker Co 


complements the ferrous foundry of 


" 

5 
i 
. 


5) 
the 
3 


‘ 


Union, providing a broader field of 


eeettes. 
AH 
»| 
i 


service to our foundry accounts 


Mr. Skillin further stated, “Both 
] 


a 


houses have a distributor policy anc 
accept the obligation that 
tomers must be happy 
products. The consolidation 
ford opportunities to 
certain management fur 
provide economies 
Charles ‘I’. Jordan, vice pres 
the Charles Parker Co. and :mn 
diate past president of ASMIMA w 





] re YT +} 
‘? ; ye general Ss: nanager of the con 
I'wo-day annual meeting of Norton Co.’s Distributors’ Advisory Council was attended be general sales mana c 


by nine distributors bined operation 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ==> 





Chamber of Commerce 
Salutes President of 
American Chain & Cable 

Cyrus N. Johns, president of 
American Chain & Cable Co., Inc., 
was honored by the Monessan, Pa., 
Chamber of Commerce. The cham 
ber designated June 4 as Cy Johns 
Day 

On that day, American Chain’s 
Page Plant in Monessan held an 
open house for the general public, 
Visi 


tors were welcomed by Mr. Johns 


employees and their families 


and Harvey Seymour, general man 
ager. In the evening Mr. Johns was 
guest of honor at a Chamber of 
Commerce dinner 

In 1916 he joined Page Steel & 
Wire Co., 


can Chain. He began in the operat 


now a division of Ameri 


ing department and advanced up to 
works manager in 1930 and general 
1933. Mr 
made vice president in charge of 
operations of all American Chain 
1940. He held this post 
1946 when he became execu 


manager in Johns was 


plants in 
until 
t | H | 

tive vice president e€ moved up 


195] 


to the presidency in 


Cyrus N. Johns 





Transfers Anderson 


Rudolph J. Anderson, Jr., 
been appointed director of indus 
trial products for Permacel Tape 
Corp., a Johnson & Johnson Co. 
Mr. Anderson had been with John 
son & Johnson since 1954. 


has 


150 








Illinois Distributors Group Fetes Bennett 


Bennett (second from left 
Screw Machine Supply ¢ 
Ill.; and Leonard Dietz, D 


} rt 


I'wenty-six members of the 
Assoc 
tion paid tribute to their president, 
J. F. Bennett, Couch & Hevle, Pe 
oria, Ill., by holding their monthh 
luncheon meeting in Peoria. Meet 
ings are usually held in Chica 
Distributors from Chicago, |i 
Rockford and Aurora, Ill.; Da 


lowa; and Hammond, I 


nois Industrial Distributors 


port, 
attended. 

At the meeting, distributors hear 
Bernard 
the U.S 
wage, hour and public contra 
discuss “Defining the 
Wage and Hour Provision of 
Fair Labor Standard Act \ 


and 


investigat 


government's divisio1 


Harriman, 


lerms of 


question answer! period 

lowed 
After a 

the distributors toured 


Hevle 


were 


short business 


hose who made 


James F. Butterwick, sales man 
ager, and A. M. Steed, general man 
ager, Barrett [lardware Co., Jo 

Ill.; Leonard L. Dietz, partner, Dietz 
Industrial Supply, Aurora, IIl.; Bert 
Schmaling, president, Ray Lenburg, 
sales manager, and Doug Clay, vice 
president, Factory Supplies Co., 
Rockford, Ill.; J. L. Hanssen, presi 
dent and E. F. Stucker, sales man 
ger, Louis Hanssen’s Sons, Daven 
port, lowa; Frank Badalli, assistant 
to the president, and Bill Dahl 
kamp, manager of the supply depart 
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greets visitors: Lewis 
Barrett Hardware Co 


, Standard Equipment & Sup 
( orn 


hicago  distnbutors 


Nusbaum, president, Crown 
Sam Clark, president, 


. Hammond, Ind. 
included 


sales manager, 


rk, Jr., general man 
| Sam Clark, Jr., 

. Samuel Harris & Co.; 
sales manager, Harry 

L.. D. Stollevy, bookkeeper, 
‘aulsen & Co.:; Roy Pedersen, 
Pedersen Bros. Tool & Sup 
Harry 


Roy 


advertising 
Mil 


Lec 


ickland, vice 


pres! 
Dillon, sales man 
Tool Co.: 
Pulver Ma 
Lewis W 
Machine 
Schwan, sales 

rling 


Co.; 
} 


} ] 
ckholm, president, and 


rd Peterson 
partner, 
Co.; 


SCTEW 
Products 


vice president, Sup 





Morison Joins 
Borg-Warner Unit 


Howard E. Morison has joined 
Steel Borg 
Warner Corp. as vice president. 

He was formerly with Crucible 
Steel Co. of America 


served as manager of the agricul 


Ingersoll Division of 


where he 


tural and allov and carbon special 


t product 


ities divisions and sales 


inager of the silicon steel division. 





Ross-Willoughby 
Marks 45th Year 
Hold Open House 
The Ross-Willoughby 
lumbus, Ohio, 
anniversary recently with 


Co 
$5th 


a two-day 


Co., 
celebrated its 
open house at its new headquarters 
on Goodale Blvd. 

‘he event also marked the formal 
the large, 
to which the firm 
1955 its old 


dedication of modem 
ofhce-warehouse 
late 


downtown quarters. 


moved in from 
(he display of major lines was 


provided by 45 suppliers’ booths 
manned by factory representatives. 
Civic and heads of 


leaders com 


panies from throughout central 
Ohio attended along with produc 
tion and purchasing personnel from 
customers’ plants 

Roger M. Clarke, president; James 
B. Ross, II, vice president and treas 
urer and son of the company’s first 
Richard E. Davis, secre 
tary and purchasing agent, and F. H 
Shannon, Columbus sales manager, 


were hosts for the event 


president; 





Charles 8S. Kuntz 


Kuntz Is Vice President 


Of Smith Bros. Hardware 


Charles S. Kuntz of The Smith 
Bros. Hardware Co. has been elected 
vice president of the Columbus, 
Ohio, 


Before his promotion he had been 


firm. 


industrial sales manager, a post he 
held the last 11 Mr. Kuntz 
joined the company 27 years ago. 


vea’s. 








Torell Gets Honorary Degree from Clarkson 


Harold IF 
president of Syracuse Supply Co., 
N. ¥ the 
honorary degree of doctor of science 
at the 64th commencement 
at Clarkson College of 
N. Y. 
member of the 
at Clarkson for 
the industrial distribution course. 


lorell, executive vice 


Svracuse, was awarded 
excl 
Cises Tech 
nology, Potsdam, 


Mr. 


visiting 


lorell is a 
committee 


He joined Syracuse Supplv as sales 
manager of the industrial supply 
division in 1925 and became execu 
tive vice president of the firm in 
1956. Mr. 
the 


Industrial 


lorell is a member of 
advisory board of the National 
Distributors’ 
and was president of the association 


in 1952. He is 


Association 


also a former presi 


Harold E. Torell 
of the New ork Sta 


Distributors Associat 


dent 





Simonds Saw Celebrates 125th Anniversary 


Steel 


years in 


Co 1S 
business 
Ye iTS 


issued mark 


Saw & 


125 


Simonds 
celebrating 
An anniversary booklet, “125 
of Growth,” 
ing the event. 

Ihe booklet 
history and expansion starting in 
1832 Abel Simonds wit 
ners opened a smal! scythe-making 
shop in West Fitchburg, Mass. Mr 
Simonds bought out his 


has been 


+} 


outiines the hrms 


when h part 


partners in 
1851 and became sole owner of J. 
Farwell & Co. He 
and that veal 
Simonds & Co 
he began the 


ture of machine knives, 


retired in 1864 
the firm 


was 


Salnc 
Bros forme 
compan\ manuta 


mower and 


1868 the firm 
the 
VCal 


Mfg 


included 


reaper sections. In 
moved into larger quarters in 
center of Fitchburg that 
was incorporated as Simonds 
Co.; 
members of the Simonds famil\ 

The 


crosscut, 


and 


charter members 


added circular 
band 
their line of manufactured items in 
1876. 


sold its interest in mower knives and 


firm saws, 


and hand saws to 


I'wo years later the company 


sections but retained its planer knife 
business. 

As_ business branch sales 
offices were added. 1893 a fac 
tory was established in Chicago and 


grew, 


In 


FOR ADDITIONAL 





in 1900 in that same t 
built its 


Simonds boug 


qu ‘ 
\lontrea 
Simonds a 
real and set 
unde 


Saw 


rt, N. } 
Co. be 


Lo 
\fg 
Stec i } 


’ na 
Va lidl 
i 


kpo 
1m 

Lhe h 

in 19 

compan\ 

Abrasive Co 

is one of the most 
fam 


and 
Simonds 
Co 
tions to the Simonds 


ufacturing plants 





Licenses English Firm 


J. Lawrence Buell, Jr., 
of Formsprag Co., ann 
the firm has licensed Ren 
Ltd. of Manchester, | 
manufacture clutches under 
sprag patents for sak 
United States 


NEWS. SEE NEXT PAGE ==> 





Globe Machinery & Supply Sets Up an Executive Staff 


C. W. Helstrom 


Ashley E. Baldock 


. 


William E. Peterson 





Adamas Carbide Stages Sales Blitz Campaign 





Sales teams are 
( orp 


A one-day sales blitz campaign | 
was staged by Adamas Carbide | 
Corp. with Smith & Klebes, Inc., 
New Bnitain, Conn., distributor. 

At a dinner 
Smith & Klebes’ salesmen, detailed 
plans for the following day’s sales 


sales meeting for 


blitz were outlined by three Adamas 
men: Frank W. Hogan, sales man 
ager; Leo J. Rickes, advertising man 
ager; and Albert P. Goeppert, ser 
ice engineer. 

leams, composed of one man 
from Adamas and one from Smith 
& Klebes, went out to promote the 
Adamas’ throwaway 


sales of new 


teolholder. The teams carried the 
same visual aids and literature and 


followed an_ identical step-by-step 





sales presentation which had been 


» go in the planned selling campaign of Adamas Carbi 


ind Smith & bes, In New Britain, Conn 


mapped out the evening before 

l'aking part in the planned selling 
campaign were: Art Klebes and 
Robert Smith, Sr.; Dick Cheetham 
and Mr. Goeppert; Ray Nagy and 
Bob Smith, Jr.; Charles Siebert and 
Lou Bourgeois; Mr. Rickes and Mel 
Crowe; O. E. Wardner and M1: 
Hogan. 





Powell Names Four 
Vice Presidents 

Four vice presidents have been 
appointed by The William Powell 
Co. ‘They are George W. Muelle: 
V. Anderson Coombe, John A 
Parlin and Russell G. Smith 

I'he new officers have been with 


the firm from eight to 22 years. 





Jack C. Stilwell 


Several promotions and a change 
in organization were announced by 
Fred W. Swanson, Jr., 
the board and president of Globe 
Machinery & Co., Des 
Moines, Iowa. 


chairman of 
Supply 


been 


staft 
coordinate 


An executive has 
formed to the 
and activities of Globe’s four hous« 
in Des Moines, Cedar Rapids, Da 
enport, and Spencer, lowa. Mem 
bers of the staff include C. W 


Helstrom, executive vice president; 


lick 
DOLICICS 


F. G. Phillips, secretary and treas 
and W. Tom Miller, adminis 
trative assistant. 

Ashley E.. Baldock, vice president, 
director of purchasing, and directo! 
of the company, has been appointed 


urer; 


vice president-general manager for 
the Des Moines operation. 

Dan Roberts, formerly 
manager of the plumbing and heat 
ing department, has been promoted 
the department 
Larry Freidel has been named sales 
manager of the industrial depart 


assistant 


to manager of 


ment; he had been assistant sales 
manager. 

James Anderson has been ad 
vanced to supervisor of warehouse 
ind store. John Evans, formerly sec 
retary treasurer of Plumb Suppl 
Co., is now credit 
Globe in Des Moines. 

William E 
elected vice president and manager 
of Globe in Davenport. Jack C 
Stilwell became vice president and 
Carl Davis 
became purchasing agent in Des 


Moines, and Mrs. N. M. Strandberg 


was appointed assistant secretary 


manager for 


Peterson has been 


manager in Spencer. 


ADDITIONAL NEWS STARTS ON PAGE 264 





DEIMIOINSUTRVALTE 
WLELXSSTALIUILUT YY 


OF YALE PUL-LIFTS 


There’s no better way to sell Yale Pul-Lifts than showing how 
versatile they are. Simply demonstrate—in your customer’s plant 
or your own shop—how Yale Pul-Lifts can perform an unlimited 
number of pulling or lifting jobs... how they give one man the 
strength of an entire crew... how easy Yale Pul-Lifts operate 
in tight or low-headroom areas. 
Portable Yale Pul-Lifts will go anywhere... handle routine and 
specialized jobs with equal ease, equal safety. Here’s why: . 
d ] ] . 
a 44 : , . ; . 2 
e Universal action of the ratchet handle provides Pul-Lifts ; 
with wrench-handiness. 
e Self-Actuated Load Brake supports the load at every point 
during lifting operations. Y 
e High efficiency requires minimum effort to operate. Frac- C4 
ture-resistant steel safety hooks at top and bottom. 





Point out to customers that low-cost Yale Pul-Lifts offer years 
of dependable service, extra power for workmen, greater safety — 


: - E ; _ S : Link-Chain Model 
and considerable savings in time. You'll be one sales step ahead Roller-Chain Mode 


YA L E tacoma LIFT TRUCKS AND HOISTS 


“REG. U. S$. PAT. OFF The Yale & Towne Mfg. Co., Phila. 15, Pa 


Gasoline, Electric & LP-Gas Industrial Lift Trucks ¢ Worksavers « Warehousers « Hand Trucks « Hand and Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
© Change 
May Pe May From 

NAME OF PRODUCT CLASS 7 " °56 ~=6Year Ago 

Abrasive Products 137.4 137.4 128.8 6.7 

Cutting Tools 151.8 151.8 144.5 -5.1 
Fans and Blowers 176.0 176.0 
Fasteners 194.2 194.2 
Incandescent Lamps 160.: 160.: 
Industrial Rubber Products 144.7 144.7 
Lubricants 98.2 98.2 


Materials Handling Equipment 161.9 162.0 


Mechanics Hand Tools 170.9 170.9 


(Files, saw blades) 
Metalworking Accessories 170.9 170.9 
Motors 118.9 118.9 
Paint 24.7 124.1 
Portable Power Tools 32. 132.6 
Power Transmission Equipment 168.3 
Precision Measuring Tools 141.7 
Pumps and Compressors 161.3 


Sieel Products ’ 174.0 


(Pipes, bars, nails, wire rope, etc.) 


Valves and Fittings 158.0 158.6 


Welding Machines 146.3 146.3 


(Equipment, rods) 


Total Index (weighted average) 155.4 155.5 


Burea Labo Sta 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 





STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 
We can manufacture special items to your specifications 

For maximum strength 

and long life, all LYON 

chairs feature channel 

frame construction, the LYON METAL PRODUCTS, INC. 

same as in your sutomo- General Offices: 753 Monroe Ave., Avrora, lil. 


bile. Seats and backs are Soha 
contoured for real comfort. Factories in Avrora, Ill. and York, Pa. 





TABLES 








— | 
A SHELVING 
AND BINS 





CABINET = 
BENCHES REVOLVING BINS 





ORAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





ings have been developed for app! 
cation over brand new, unpainte 
galvanized, aluminum, or terne | 
surfaces 

Said to eliminate paint “peeling” 


= ; 


problems, the maker's 575 outsid 
white, or anv high-quality bas 
house paint may be used over Gal 
noleum to match desired trin 


Rust-Oleum Corp., Evansto1 


Chucks 
Grip With 
Greater Force 


Series “20” ball bearing geared 
chuck line consists of two gear 
chucks with a friction free ball 


he chuck End Mills 

body and gear-nut. ee 
With the same key tightening hes © Aiken 

effort, chucks are claimed to grip 

with greater force than any plain Impact Wrench 


thrust bearing between t 


bearing chuck. With Built-In 
Supreme Products Corp., Chicago Adjustable Torque 


; 5S 
Power Core” a ne yprene-stec 


Coatings 


energy accumulator in the firm 
Etching And Weathering new impact wrench replaces 
Ga'vanized Surfaces Eliminated tolerance thrust and ball be 
springs and cams 


Available in red, gravy, green and 
wm es \ twist of calibrated nose cap 1 


} 


metallic colors, Galvinoleum coat 
said to adjust torque to protect littl 


bolts and overpower big ones. ¢ 
pacity ¢ to 4-in. 
Portable Electric Tools Inc., Ch 


cago 


Shear 


Blade Control 
At All Times 


\ hydraulic operated angle iro1 
shear, with a capacity of 4 x 4x }-in 
angle iron, 3 x 34-in flat, %-in 1 
4-in square bars, or I-in_holl 
square tubing with the regular a 
iron shear blades, has been a1 


nounced. 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Shelving Units 


Sliding Doors 
With Nylon Rollers 


S4-in 
idded to the dan 


shop equipment 


Reducers 


to 20 HP 
12 Ratios 


shaft 


ture a design 

shaft to be drive: 

chain or \ belt cirive 
Units are said to be qt 

tion and designed to 

overhung loads on the 


Rockwood Pulley \i fe Ci 
York 


Coupling 
Cushions Shock Loads 


Diminishes Torsional Vibration 


Para-flex, a ne 
is said to handle ar 
ment, parallel mis 


th less than half that end-float. and 


Heavy Duty, 
Forged Aluminum 


1) ’ 
maliecabdie or stec Heart of the 


of aluminum pips Pump 


uilable in 10, 14 ls 
For Light Transfer Work 


be supplied with re Coolant For Machine Tools 
1] 


rt jaws of beryllium Called the “Midget Hi-F) 
sparking, for safety new vertical submerg« 
trifugal pump equippe 


\ polished aluminum housing is Lf tegral 4 hp 3 


hase Oo 


now featured on the firm’s improved : phase motor has been a 
Des 


igned for immer»rs 


No. 68 portable power drive. 

Basically a worm and ring geat » a depth 
issembly housed in a lightweight WW 
frame, it 1s powered by a 4 hp, 110 x liquid 
volt motor or 90 psi air motor. impell 


Yoledo Pipe Threading Machinc within pump box 
‘0 oledo ) | ( 
Co., Toled CONTINUED ON PAGE 160 


FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS. SEE PAGES 160 AND 16] 




















Wa | 7 © 
Ria} 
ou pS | 


Aner 
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BALAN CED 
ACTION 


brings lasting 
satisfactions to 
customers— 

and expanding 
sales to you 

When tool manufacturing is planned and carried 
through with extreme care, your customer gets 
exceptional accuracy and long tool life. Winter 


has proved this through the steady year-to-year 


increase in users of Balanced Action Taps. 


All Winter Advertisements Say 
CALL YOUR WINTER DISTRIBUTOR 





re) 





Flute spacing must be exact in a tap that performs 
with Balanced Action. This is the first of four crafts- 


manship qualities manufactured into every Winter 


Tap. 

















A search that never ends 


Benefitting you, by benefitting your customers, is the continuous pro- 
gram of finding better ways to cut metal at National's testing labora- 


tories. The results: constant improvement in the performance of 


National Took. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches 
in New York @ Detroit e Cleveland @ Chicago @ Dallas @ San 


Francisco @ Los Angeles 


ite 











. 
: 
| 
; 
i 
- 
4 
: 
; 





TWIST DRILLS 
REAMERS 
COUNTERBORES 
MILLING CUTTERS 
END MILLS 

HOBS 


CARBIDE AND 
SPECIAL TOOLS 

















On the Market Today (Cont’d.) 


connection above mounting flange 
1? 
micrometer calipers have also been 
introduced by the company. Avail 
ible with or without clamp ring in 


Furnished without standards, 


both plain and ratchet stop styles, 


range is 0-1, 1-2 and 2-in. to 3-in. by 
001-in 


Brown & Sharpe Mfg. Co., Provi 


dence, R. 1 


High Strength, 
Close Tolerances 


Screws 


UICICT 


ith desu 
Made 1} 
ricty of intricate 


hexagon 


head sh ipes, t 


unbroken and 


hey 


iVC dl un 
“ 


Cleveland Cap Screw Co., Cleve 


GU 


Fire Hose 
Reduced Weight, 

Increased Flexibility 

Called Monarch Chemoil, 


and 24 In 


a new 
fire hose in 14 diameters 
has a carcass of dacron and cotton 
fabric with neoprene tube and is 
suitable for water or oil service 
Hose has a neoprene cover and 
is said to be easier to handle and 
Resistant to 
oil, gasoline and chemicals, it is built 


lbs 
Stamford, 


require no drying time 


ures to 500 


Inc., 


to withstand pre 
Hewitt-Robins, 


Conn 


160 





Combine Function 


Of Nut & Lock 


nine ft 


n announced 


| : -_ ss 
lhe ratcnect ike Struct 


into be 


s said to bite 


ASC 


) 


} 


| 


} ] l 
yn-Lock nuts availal 


mm number 5 to 4 


A 


Washer 


face of metal to be joined, resisting 


iny tendency to loosen. ‘Torque re 


juired to loosen the nut is said to 


be greater than the tightening 


torque 
Spin-Loc screws in a variety of 
} ] 


’ ? 
1 STVICS 


ire also available 
Lussell, Burdsall & Ward Bolt & 
Inc., Port Chester, N. ) 


For Vertical, Horizontal 
Spindle Machines 


for chucking parts of 


and small cross sec 
strain Ol 
machined 


iutomati 





ADHESIVI 
\d DD 
Ma 7 
VE TACHMEN 
Proto | ( 


BEARINGS 
iH ( 

BITS 
Nieta 

Cor 


BLOCKS 
Sa 
CARBIDE INSERTS 
B Weel Cor 
CASTER 
Fault] Caster ¢ 
CELLAR DRAINER 


Deming (¢ 


COATINGS 
Rust-Oleum (¢ 


CHAIN 
I] ( 

CHUCKS 
Cushman ( 
Supreme Prod 


CLAMP 
Manufacturers ( 


DETACHER 


COMPRESSORS 


Gardn r-Det 


COUPLING 

D Mfg. Ce 
CUTOFF TOOLS 
\\ idt-Son ( 
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Index of This Month’s 


1957 


New Products 


CUTTER 


DRILLS 
\ 


DUST COLLECTORS 
: 1 Elect | 


END MILLS 
. ( | 


EXTINGUISHERS 


FIRI 
\ Lak ran Ci 


HOS! 


+ R 


FIRI 


FITTING 
Hl. Hosking ¢ 


FLEXIBLE SHAFT MACHINI 
\\ " 


Staff, | 


GAGES 
G S 


GEARMOTOR 
I] } +r \I ‘ 
GLOVES 
\ R 
HAMMERS 
! | — 


HOISTS 


‘ 
\1 
via 


Wr 


HOSE CLAMPS 
Wittek Mfg. 


JACK 
r) 


#N 








Pumps 
Eliminate Intermediate 
Speed Reducers on Power Units 


\ line of lightweight diaphragm 


pumps feature speed reduction 
from engine to pump in one step 
by means of a worm gear drive. 
Pumps are available with suction 
accumulators and swing type valves 
or with ball check valves. 
Rice Pump & Machine Co., Bel 


i gium, Wisc. 
with multiple pinch jaw units and 
three self-centering master jaws. 
Maximum pinch of over 2000 Ibs Caster 
For Engine Stands 


at SS psi 1s said to be possible for 
And Scaffords 


each pinch jaw unit. 
Cushman Chuck Co 
Conn. 


FH900 heavy duty scaffold caster 
CONTINUED ON PAGE 164 


Hartford, 








Index of This Month’s New Products (Cont'd) 


LANTERN SHEAR 
Burgess Battery Co W. A. Whit Mfg 


LEVELS SHELVING UNITS 
( in Vise & Mfg 201 Standard P d St 


MILLING SPINDLE 
Turchan | 


SLINGS 
tr Ma hine ( \ amt nag ' 





MOTOR BASI SWEEPER 

Li pling 218 Homer Mfg. ¢ 
NAIL DRIVER rAPI 
kK | 


NUTS | THREADER 

R & Ward Bolt Beaver | 
N 

rRUCKS, HAND 

M-H I t 

lubar Truck D 


PACKINGS 
( R 


\,a 


VACUUM CLEANER 


PULLER 
‘ | n Va f 


Ha 
VALVES 


I , : 
H 


PUMPS 
An 


R P p & Machine ¢ 
REDUCERS 
Rockwood Pulley Mfg. Ce 
SCREWS WORK POSITIONER 
Cleveland Cap Screw Cr 16( Wilton 1 Mtg. ¢ 
WRENCHES 


Owatonna Tool 


SCREWDRIVER-NUT SETTERS 
Ihor Power Tool Co ? 


Porta 


SCRIBER 





Greist Mtg. Ce 


INDUSTRIAL DISTRIBUTION e JULY, 1957 


IN THE 


PROFIT 
COLUMN 








Winute Wan KEYWAY BROACH KITS 


For cutting keyways from «" to 1” in 


any bore ) \y* ad 
y Dore from \" to 3* in one minute 
Or as little as one cent 














Uinate Tan SQUARE BROACHES 


F nishing 
: r fi r & Cast or drilled hole« 


k for « 
4 to 


none 


Square 





H 


duMont TOOL 


jare 


BITS 


Winute Wan 
MAGNETIC 
BASES 


‘ Hold d 
" Save set r oa 
= A Oo magnet has * " 
oom Erp on all four : 
é hor nta fm 
180° vertica oie 


For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 


Greenfield 
Massachusetts 





HYDRAULIC PUMP... MICA CRUSHER... 


Poly-V cuts maintenance Poly-V pays for itself 


LOG BARKER... 


Trouble free operation 


M0 Poly-V Drive OPENS 


SAND & GRAVEL PUMP... GAS COMPRESSOR... 


Belt stretch eliminated Dependable operation 


GENERATOR DRIVE... OIL WELL PUMP... 


Saves space on crusher Poly-V speeds drilling 


GRANITE CUTTER... VACUUM PUMP... 


Poly-V minimizes take-up Poly-V reduces belt inventories 





INDUSTRIAL DISTRIBUTION ¢ JULY, 


COPPER FLOTATION... 


Matching problems eliminated 


BORING MILL... 


Noisy chain drive replaced 


BUFFER DRIVE... 
Poly-V cuts drive costs 20% 


1957 





AIR COMPRESSOR... MINE FAN... 


Poly-V cuts shaft overhang Bearing troubles eliminated 


ENGINE LATHE... 


Poly-V eliminates slip 


DOORS” IN EVERY INDUSTRY! 


Never before has one product answered the basic needs 
of so many customers in so many industries! Unique 
design of R/M’s patented new Poly-V* Drive is the 
reason. Wherever heavy duty power transmission is 
required, users are looking for space saving drives 
with narrower sheaves, shorter centers, more speed 
ratios ... greater power delivery in less drive space. 


Only R/M Poly-V Drive 


offers these advantages ! 


On the job, they look for less downtime for belt take- 
up and replacement, a solution to “length matching” 





POLY-V" V-BELTS 








SINGLE UNIT MULTIPLE BELTS 


E Mr lol) Saas 
WIVVW VV VV a § ee 











TwO CROSS SECTIONS FIVE CROSS SECTIONS 


“www 
a Oo E 


8 hc 





NARROWER SHEAVES WIDER SHEAVES 


halal ain al 

















Every Design Feature is a Selling Feature 


problems, reduced belt and sheave inventories with 
greater interchangeability ... longer life for belts 
and sheaves. 


Only R/M Poly-V Drive 
meets all these requirements ! 


Every design feature of Poly-V is a selling feature 
and every new user is a so id repeat business prospec i’ 
Put R/M Poly-V Drive to work opening doors—and 


keeping them open—in your area. 


*Poly-V is a registered R Vl 


MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


HOSE « FLAT BELTS * V-BELTS © POLY-V DRIVES * CONVEYOR BELT © INDUSTRIAL RUBBER SPECIALTIES 
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SOCKET SCREW PRODUCTS 
always measure up! 





Product, Promotion, Policy . . . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy .. . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 


faction controlled. They always 


amen 


' 


measure up on: 


PRODUCT - 
terials, precise modern production 


Carefully selected ma- 


and 


AMAA 


methods rigorous inspection 


guarantee consistent high quality. 


\ 


PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 


when they need it. 


NAA 


POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory their 
stock with centrally located factory 


experts, and 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. 
yourself that 


Prove to 


you can do better... with B-RIGHT-ON!” 


Sut» 


\B-RIGHT-ON / 
\7ARS/ THE BRIGHTON SCREW & MANUFACTURING CO. 
a» 1827 Reading R Cincinnati 2, Ohio 


be). Sy len nt a * : 
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that 
swivel 


dual brake simul 
locks both and 
wheel assuring safety and preventing 


reatures a 


taneously 


scaffold from “‘walking.” 

Brake action is also said to com 
pensate for wheel wear. 

Faultless Caster Corp., Evansville, 
Indiana 


Valves 


High Temperature 
Instrument Type 


s of carbon 

nd seat wear characteristics at 
| to stainless steel are said 

nbined in a new line of high 

\ ilves 

850 F, the 


lave drop forged 


ire instrument 
2500 Ib, at 


1 
} 
I 


] ] 
ives steel 


Oodies 


ind yokes and swing bolted 


bod 


glands for easy repacking 
Edward Valves, Inc., Sub. Rock- 
well Mfg. Co., East Chicago, Ind. 


CONTINUED ON PAGE 168 
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Whenever we see the desk of one of our Field Engineers vacant. it’s a good 
sign. Chances are, he’s on a trip, making calls with Foote Bros. Distributor 


personnel—helping solve a power transmission problem in the field. That's 


why we call them Field Engineers. 

When a Foote Bros. Distributor has a customer or a prospect with a 
“tough” or unusual drive problem—one requiring the broad experience and 
knowledge of a power transmission specialist —he knows that a Foote Bros. 
Field Engineer will be available to help find the answer. 

No product is successfully sold unless it is profitably used by the cus- 
tomer. This means recommending the correct type and size Foote Bros. 
gear drive for your customers’ specific requirements. That’s why Foote 
Bros. believes its investment in the “vacant” desks of our Field Engineers 


is a good one—for us, and for you. 


_ : ~~ aS : OO YD 


crt mE Beller Power Tartsmission Through Beller Gears 








FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Boulevard, Chicago 9, Illinois 
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Could you use sales 


Read how “3M” Distributor Salesmen have 


ELECTRICAL MANUFACTURER: This 
Eastern company was using grinding 
wheels to finish the surface of soldering 
irons before painting. When a salesman 
suggested they switch to “3M” Coated 
Abrasive Belts for this operation, pro- 
duction increased 30%, with better 
finishes! 


APPLIANCE MAKER: Salesman sug 
gested that this company use “3M” 
Grit #80 Type “C” Discs for grinding 
down heliarc weld beads on stainless 
steel. Customer finds discs are ideal! for 
preparing the surface before finishing, 
uses them exclusively, meaning steady 
business for the salesman. 


Six Reasons 
why it pays to be a“3M”’ Distributor 


FOOD MACHINERY: This maker of ice 
cream machinery bought on sight when 
a salesman demonstrated how the new 
“3M” portable “PG” Wheel puts a #4 
finish on the inside of the freezer in one 
operation—replacing a four grit se- 
quence on the pneumatic wheel 
formerly used 





1. TOP-QUALITY PRODUCTS...always! “3M” Products 
are known the world over for quality. Both “‘Scorcn’”’ 
Brand Tapes and ““3M”’ Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both ““Scorcn”’ and “3M” 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 
presentations. 


oneeUsts o, 


4. FACTORY TECHNICAL ASSISTANCE. Factory sales 
help—including recommendations of special applications 
and materials—is always available to 3M Distributors 
to help solve customer problems. 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company’s continuing program of re- 
search assures you a line of the newest and best products 
on the market . . . and having them first! 


The terms “SCOTCH” and “3M” are registered trademarks of Minnesote Mining and Manufacturing Co., St. Paul 6, Minn. Export Sales Office. 99 Park Ave., 


*eseanc™ 
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like these? 


found extra business 





Ar \ 7 4 : 
_ ENGINE MANUFACTURER: Salesman’s ELECTROPLATING: This midwest com- FURNITURE MANUFACTURER: Don’t 


suggestion to use die cut pieces of pany needed only one demonstration overlook the ladies when selling 
*‘ScotcH”’ Brand Masking Tape before ordering ‘“‘Scotcn’’ Brand “Scotcu” Brand Filament Tape! 
solved serious production problems for Plastic Tape No. 470 .. . using it for Salesman landed order when he showed 
this firm. Die-cut pieces of crepe or stop-off masking and rack wrapping how easily women workers could dis 
flatback tape are now used to keep applications. Tape offers strength, con- pense and use filament tape strips to 
paint spray, dust, foreign matter, out formability, backing that resists effects seal cartons. Result: Tape has com- 
of engine parts during assembly. of most cleaning and plating cycles pletely replaced other materials 


‘Sales are where you find them...” 


and when your line includes “38M” Brand Abrasive Products and “Scotcn” Brand 
Pressure-Sensitive Tapes, you can find sales opportunities everywhere. Look at these 
typical examples...chances are there are prospects like these in your territory! 


Know these products of ‘‘3M” Research... 


PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES « “SAFETY-WALK” 





Sold Worldwide under the trademarks 


SCOTCH 


BRAND 


New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 
fully described in General Catalog. 


woe8.to's taecest mPIGES. OF INDUSTRIAL 


MECHANICAL AND 


86-mMO-TROL JACKS Jenny 
uTlbs-7OOL ROL-TOE 








Ro 

LIFTS FULL CAPACITY 

ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 

tomers. And more sales to you. 


COMPLETE SIMPLEX 
LINE INCLUDES : 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 


New Rol-Toe lifts 


full capacity on cap 
or toe 


Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks —3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 
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Slings 


Handle Design 
Thinner, Lighter 


\n improved handle design for 
Gripper woven wire slings has been 
announced 

Consisting of a machined and 


forged handle mechanically 


fastened to the fabric by 
steel spiral, the need for welding 
fabric to 
nated 

( ‘ambridge Wire Cloth Co 
I rid ¢ Md 


1 stainless 


handle has been elimi 


Cam- 


Pump Unit 


Measures 20-in 
Weighs Maximum 50 Lbs 


Long 

















Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 


Write for new General Catalog and check your wrench stock. 


ARMSTR RONG BROS. TOOL €O. 


AVE. © CHICAGO 30, ILL. 
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5205 W. ARMST 





WANTED 


DISTRIBUTORS 


For Close, 
Fine Scribing 


ne Micro-Scriber features 
ide of an allov of 95% t 
and 5‘e cobalt 
uund and precision | 
within an a1 
body, hexagonal 
te rolling 


Mtg. Ci 


Operation Arranged 


eee THE LINE For One-Hand Contro 


FHAT GIVES YOU MORE TO SELL 


@ Lower stock investment @ _ More sizes 
in high volume items @ _ Rapid delivery from 
Rapid Stock @ _ A guaranteed sales plan 
@ Sales training and merchandising help 


We're so convinced Rapistan wheels and casters will be a good 
profit item for you (regardless of any other line or lines you have 
now) that this is our policy: 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand. 


Write today for an explanation of the Rapistan franchise plan. 
I will personally send you complete information by return mail 
as well as a catalog and other details. CP 


Product Sales Manager 


- - The RAPIDS-STANDARD CO., INC. 

apialan. 303 Rapistan Bidg. 

Grand Rapids 2, Mich. 
Fastest qrowing name in casters 
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clude compact construction, double 
braking action, lubricator lubricates 
chain as it passes over load wheel. 
Motors available for standard volt 
ages and frequencies are specially 
wound for hoist duty and provide 
extra torque for intermittent duty. 

Wright Hoist Div., American 
Chain & Cable Co., Inc., York, Pa. 


Drills 


Feature “Fastwist”’ 
Flute Construction 


. wire gage and lett 


CI 


] 
r length “Fastwist 


troduced 


we been 


lools are 


racture! 


recommended by mant 
lrilling aluminum, mag 
nesium cast metals, 
some ot materials, slate 
ind marb 


Whitman & 
Nich 


Barnes, Plymouth 


Adhesive 


Instant-Setting, For 
Fabrics, Porous Materials 


Designated as Ray-Bond R-87001, 
a new rubber base type adhesive, 
resistant to water and diluted alkalis, 
has been developed for joining 
fabrics. 

It has a tensile strength 
to canvas) of 104 psi after 10 min 
utes and 112 psi after 24 hours. 

Adhesives Dept., Raybestos-Man 


hattan, Inc., Bridgeport, Conn. 


Canvas 


eavy duty 
igh volume 


portable 


for every 
maintenance 
painting 
job... 


LARGE 
2 to 12 H.P 
or electric 


gasoline 
drive 


? 


In Binks complete line there’s a portable air 
spray painting job. Small portable Binks 


ideal for light maintenance work 


Binks wl 


pecially suited for medium size spray paintin 


Binks 


or factories 


tralier-mou 


nted 


painting complete structures anywh 


Other models of Binks portable air 
in a tru 


compressors are availabl 


etatino 
Staquol 


ck or as a 


tires for easy movement anywhere. Sizes from 


motors or gasoline engines. 


For further information: Help your customers 
buy the right portable air compressor by sup- 
plying them with these fact-filled books. HOW 
TO SELECT AN AIR COMPRESSOR helps them 
choose the correct unit for any job; CATALOG 
820 offers them every type of air compressor, 
both portable and stationary, from a convenient 
source...you. Get a supply now by writing di- 


rectly to the address below: 


EVERYTHING /OR 


— > 


FLUID TANKS 


FREE INSTRUCTION 





SPRAY PA/N//ING 


Binks Manufacturing Company 
3128-30 Carroll Ave. West, Chicago 12, 


7529 
REPRESENTATIVES IM PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR CLASSIFIED PP DIRECTORY 
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kin of 
help Hand Truck 


YT nn wor : a : Two-Wheel 
CHAIN bk chain sales : Lightweight Steel 


cpeige oe Dice 
lodel TB-21, a new hand truck 


‘ ieee. ; esigne primarily for bottlers, 
Almost certainly it would. In the — 2 Ibs. is 47-in high, 13in 
first place, we make al] types of ag eae blad aa OO 
steel drive and conveying chain , ee a a 
plus sprockets and attachments. 
This means you could offer wide \l-H Equipment Co., Inc., Da 
product service to your customers 
and prospects. In addition, you 
could call on the engineering knowl- 
edge and technical sales assistance 
of engineers trained in al/ types of 
chain, al] types of applications. All 
this can certainly add up to greater 
chain sales — and greater profits. 

Don’t you think so? We’ll answer 
your inquiry promptly. 





I pneumatic tires 


Fitting 


For All-Direction 
Pipe Or Tubing Support 





e “30 i new alum 








ictually two fittings 


ig both vertical 


| 
ry tubing 


IUInY 


The Union Chain And 2 eee oe 
tive ling, threading or special 


1g \reading OT 
7 
Manufacturing Company 


SANDUSKY, OHIO H. Hosking Co., Cincinnati 


CONTINUED ON PAGE 176 
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BRISTOL'S SOCKET SCREW NEWS 


* NEWS AND NOTES OF INTEREST TO BRISTOL DISTRIBUTORS 


* |Bristol Expands Socket Screw _!ooki 


to ee pepe _| Hem 
Production, Distribution Facilities 


W - 
ystem, Page Pe hurricar 


i rs for > ranches 
matic, | OPENS LOS ANGELES WAREHOUSE | fn “Houston, Pittsburgh, Los | BUILDS NEW PLANT ADDITION | for tes 
reach | Angeles, and Newark. Ac- | But ¢ 
s now | ares to the Sa 
| e new warehouse ray , : ihiel 
nson- | Takes New Larger Quarters For | ‘2°..0° i menenense, lnoeted | Production Facilities Expanded 
Y Los Angeles, Houston, Newark, — Bristol's western, trade | for Third Time in Five Years 
. : which has been serviced from 
»dified | Pittsburgh Offices | the main factory in Water- 
bury. | WATERBURY, CONN, — 
d The larger quarters for the | The Bristol Company today 
mie By a Staff Reporter branches in the four cities | released details concer ning 
-Nnsing ’ | mentioned were made neces- | the large two-story additio 
fiilable WATERBURY, CONN. — | sary by the rapid growth o inder construction at the 
flere n a series of moves designed | the demand for Bristol’s sock- | north end of its sprawling 
\fferent é Ss I g 
ae to further strengthen the dis- | et screw products. The . | Waterbuz y, nn. main fac- 
mor) tribution channels for its | ature screws particularly a2 tory. According to the com- 
witch | socket screw customers, The meeting with gre at accep pany’s announcement, 
r the | Bristol Company announced | ance among electronics and | new plant addition will | 
the opening of a West Coast other companies active in th voted entirely to socket 
warehouse and new larger | guided missiles program production facilities, nd, 
— | when finished, will add about 
—- 40% to the pre duction and 
stocking facilities of the com- 
-ments | pany’s socket screw division. 
While complete in itself, the 
































elec- 


cm. 





red 


in indu 


| present addition represents | do 
one of a series of such steps 


which have been made in re- 
cent years to meet the in- | /essglan 
creased demand for the com- | necessar} 
pany’s socket screw products. matical) 

This actually represents the 

| third such expansion tl m- 

| pany has undertaken at 

| Waterbury in the last five 

years. 


pressure 
Bristo 
help yoy 


ments iF 





r- on any ‘ 
ME OEISTOU COMPany 
a 


= 
° clude 


force, 


New Pittsburgh Headquarters New Houston Headquarters 


Bristol gives one day shipment on every urgent order! 


oo gener ane serargge « cyplltaan THE 


i ‘at i = COMPANY 
is SOCKET SCREW DIVISION 


Small 2 No. 0 in Aloy Stee! and Stainless Steel. Cap screws up to 153” diameter. WATERBURY 20, CONN. 


perity 


ceenaee Sok M ae Se sc dece ee ii 
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J. E. Dilworth’s Vice President and Sales Manager, Frank Meister 
seated), review engineering data on a spe- 


and George McCalla, President 


> 
left) 


cial belting construction with Hewitt-Robins’ Field Engineer, George Buche. 


HEWITT-ROBINS SERVES 
WHERE DILWORTH SELLS 


Keeping distributors abreast of the latest developments in 
industrial rubber products helps them build sales and profits 


The J. E. Dilworth Company, with headquarters in 
Memphis and branches in Jackson and Tuscaloosa, handle 
a man-sized sales job. 

As Frank Meister, Vice President and Sales Manager, 
puts it, “In making the rounds of a territory that reaches 
into seven south central states, our salesmen must call on 
lumber and cotton oil mills, sand, gravel, chemical, rub- 
ber, and general manufacturing plants.” 

*“‘And,” adds President George McCalla, “‘we’re set up, 
not merely to fill our customers’ mill supply orders, but to 
help provide engineering and installation service for con- 
veying systems.” 

Being prepared to meet the needs of so many industries 
naturally presents problems involving product application 
and inventory. Hewitt-Robins’ Field Engineer, George 
Buche, is always ready to answer questions regarding con- 
veyors, belting, and hose. 

In the words of Dilworth’s Purchasing Agent, J. D. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 


Richardson, “‘We almost think of George as a member of 
our staff. Of course, we know he has an important territory 
to cover for Hewitt-Robins, but he always seems to be on 
hand, or can be reached, when we need him. He sees that 
we have an ample supply of Hewitt-Robins catalogs—that 
our orders are filled on time—and that we learn about 
new developments in belting and hose. If we need a special 
type of belting or hose in a hurry, he’ll get on the phone 
and have it rushed from one of H-R’s warehouses serving 
this area.”’ 


George Buche is typical of H-R field engineers operating 
out of 42 strategically located Hewitt-Robins sales offices. 
They know that a distributor’s success is dependent upon 
fast, efficient service and they’re prepared to see that they 
get it. The accompanying pictures show you a typical day 
when George Buche visits the J. E. Dilworth Company. 


The neat appearance of the J. E. Dil- 
worth Company office, warehouse, 
and grounds resulted in a civic award 
for the company’s effort in beautify- 
ing Memphis, Tennessee. 


1957 








Knowing that many of Dilworth’s customers are interested in 
safe, efficient handling of freight cars and barges, George Buche 
reviews the new H-R Jones Car Puller catalog with Walker 
Wellford, Chairman of the Board, J. E. Dilworth Company. 


George’s next visit, below, is with Dilworth’s Purchasing Agent, 
J. D. Richardson. Orders for H-R products not carried by 
Dilworth can be filled promptly from Hewitt-Robins warehouses. 


o 


™@ River barges, carrying 375,000 gallons 
of anhydrous ammonia, unload at the 
Mid-South Chemical Corporation’s 
Memphis dock. 


At Dilworth’s request, George visits 
Mid-South Chemical Corporation in 
Memphis. Here, he and Royce Morrison 
discuss H-R Monarch Propane Tanker 
Loading and Unloading Hose, used to 
unload anhydrous ammonia. 


The anhydrous ammonia is stored in 
twenty 30,000-gallon tanks for delivery 
by tank truck or tank car to Mid-South 
Chemical Corporation customers. 


Back at Dilworth’s headquarters, left photo, George con- 
sults with engineers Jim Leipper (left) and Jim Farnham 
(center) about a new inquiry on conveyors. 


: 7” aa r lvertisements for ¢ 
Center photo above shows George calling on Vice President 2) All advertisements for 
he r Products D ? 


Maxie Wells for a discussion on construction features of C YX ’ Piston t 

H-R Hose. erVE> your listing in the local ¢ 
NG directory. 

Robert Jackson, warehouseman, fills an H-R Servall Hose 

order. Meanwhile, George Buche makes a physical check of 

Dilworth’s stock of Hewitt-Robins Hose and Conveyor and 

Transmission Belting. 


HEWITT-ROBINS - STAMFORD, CONNECTICUT 
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OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 
AERO-SEAL. We pioneered the famous precision worm 
gear and engineered the extra strength and holding 
power. Other clamps may LOOK like AERO-SEALS, 
but take a second look! Compare quality with price cuts 
and special discounts. Which pays off best? Compare 
the worm gear construction. Note that AERO-SEAL 
worms don’t wobble. Look at the special rugged inter- 
locking feature that makes AERO-SEALS hold tight — 
no spot welding. Note the precision gear that applies 
uniform pressure — does not pinch hose. Stainless steel 
bands, complete size range for dozens of fastening uses. 
Insist on genuine AERO-SEALS. 


For added quick-attach 
advantage, get AERO-SEAL 
Jets. Nothing like them! 


Gap 
o10-Seal REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC,, 700 LIBERTY AVENUE, UNION, NEW JERSEY 
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Valve 
Tight Shut-Off, 


Automatic Disc Compensation 


\vailable in ten sizes, + to 3-in 
Jenkins bronze globe bodv, a new 
motor operated valve features a com 
pact operator (3-§ x 3-g-in.) that re 
mains constant on all sizes 

It is available in three 
24. 115 and 230; three timing cycles, 
8. 32 and 139 seconds. 


New England Gear Works, 
Southington, Conn 


nm « L. 
ee 


Blocks 


Heavy Duty, Lightweight, 
Practically Shatterproof 


Said to withstand 14ton dead 
loads without damage, a new rigger 
slusher block with wide flanges per 
mitting use of up to and including 
;-in wire rope has been made avail 
able. 

Available with roller or bronze 
bearings, the rigger-slusher Durolite 
weighs 44 Ibs. 

Sauerman Bros., Inc., Bellwood, 


Ill 
CONTINUED ON PAGE 180 





steer 
steady 
lamp 
profits 
your 


way! 


ae 


The amount of good lamp busi- 
ness floating around is enough to 
make any distributor’s mouth 


water. If you could only get more 





of it and seep more of it. 

Well you can — by selling 
Champion lamps. 

When you sell Champions you 
don’t have to.share the business 
with just anybody and everybody 
as you do when you sell a line of 
lamps carried everywhere. 

So why let good lamp business 
float right on by? Steer these 


steady profits your way by selling 


Champion lamps — known for 


fifty years for lasting lighting 


value. 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 
DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 




















CHAMPION 
lamps 
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NEW PRODUCTS FOR YOU TO SELL 


Microsize FLEXLOC locknuts 
brass, aluminum, alloy steel 








MICROSIZE FLEXLOC LOCKNUTS, specially designed for use in application. A microsize FLEXLoc is similar to a regular FLExLoc: 
electronic devices, were introduced to the industry last year it has a resilient locking c r which (once the locking threads are 
Originally available only in brass, they are now also made in 
aluminum, alloy steel and stainless steel to increase their range of 


fully engaged) locks the nut securely in place, seated or not, 


wherever wrenching stop 
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now made in 
and stainless 


When first introduced to industry little more than a year ago, 
microsize FLex.oc self-locking nuts were available only in 
brass. Since then, engineering, production and metallurgical 
problems which developed in the manufacture of these minia- 
ture precision fasteners have been met and solved. Microsize 
FLEXLOCs now come in a wide range of materials: in brass 
(either plain or cadmium plated), for use in critical electronics 
applications; in aluminum, where light weight is essential; in 
stainless steel, where materials must be corrosion resistant 
and nonmagnetic; and in alloy steel, for general purpose use 
wherever high-strength self-locking nuts are needed. 


Complete information—ad reprints, mailing pieces, catalogs, 
bulletins and price lists—on FLEXLOC microsize locknuts (and 
on all other SPS products) is available to you without charge. 
Write A. W. Scott, Advertising Manager, about your sales 
literature requirements today. STANDARD PRESSED STEEL Co.., 


Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


NEW SELF-LOCKING UNBRAKO SOCKET SCREWS — with the Nylok* 
locking feature—are attracting the attention of design, production 
and maintenance engineers everywhere. This picture—keynote of a 
full-scale nationwide SPS advertising and sales promotion campaign 
—shows how these new screws lock. If you are not familiar with 
these time-saving, operation-simplifying new products, write the 
Advertising Manager for complete information today. 


MICROSIZE UNBRAKO SOCKET SCREWS, TOO. Alloy stex 
less socket set screws and socket head cap screws ins 
2 and +3 are available from SPS stocks. They are 
with the same precision as larger UNBRAKO products 
gives specifications. Write Unbrako Socket Screw Divis 


“MINIATURIZATION — MORE AND MORE FROM LESS AND ss. 
This interesting 24-page booklet on the theory 
miniaturization will give your customers and pr 

nto getting more Out of less material, less bulk, less we 
expenditures. Write the Advertising Mar 





—=~annAl 
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UN 
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Exact Brushing Surface 


and Strength for Every 
Brushing Job with... 


Pittsburgh 
RED CENTER 
Brushes 


Gloves 
Protect Hands 


From Skin Infection 


; 
| + 


Plastic gloves are said 
sion equipment from co! 
used by perspiration 
ds, be free from sulphur in 


hn metal parts, wit! 


, 
e to petroleum-ba legre 


y in standard and hea 
1. FLEXIBLE ' eights. sizes are 8 throug 
L trim, f | . 
yon ayer Ae of gana ’ i = nd 1$in length 
utility cleaning. 

m Rubber Co., Indus?1 


2. STANDARD as: data i 
Medium trim, for utility - - 2 
cleaning requiring extra 
abrasive action. 


3. HEAVY DUTY 


Short trim for extreme 
abrasive action. 











2. 





Made with specific gauge, high-quality 
wire, mounted in specially designed hubs 


@ Pittsburgh's Red Center Power-Driven Brushes 
are built for heavy duty operation. Their dis- 
tinctively colored hubs, with the exact surface 
and strength required, assure you precision 
brushing. They are constructed so accurately you 
get even distribution of wire around the hub. 
That's why you get longer brush life, faster 
cutting and finer finishing. 
@ We have been solving brushing problems in 
a wide variety of industries for many years. Our Clamp 
long experience in this field can save you time For Flexibl 
and money. Write Pittsburgh Plate Glass Com- ellircamammy 
pany, Brush Division, Dept. ID-77, 3221 Fred- Plastic Pipe 
erick Avenue, Baltimore 29, Maryland. 
; W ind-A-Clamp, a hi-tensile, stain 


less-steel wire clamp preformed of 


e 
PITTSBURGH Power ciperirye hang: 2 yah 
BRUSHES been introduced for use with flexi 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS ble polyethylene plastic pipe. 
PITTSBURGH PLATE GLASS COMPANY \lanufacturers Corp., Mansfield, 
IN CANADA: CANADIAN INDUSTRIES LIMITED ( hic ) 
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Black & Decker Creates New Market 
with New Heavy-Duty Router 


Ever expanding markets—another mark of a Key Line! 


Wiss the introduction of the lightest, most compact full 
1 HP Router on the market, Black & Decker opens a new 
market for alert B&D distributors. This new tool is perfect 
for fast finishing and joining. Special features make han- 
dling easier and work go faster in beading, grooving, 
routing, fluting and inlay work. And it sets new standards 
of precision in the industry! 

It's leadership like this: new products—better than any 
on the market; new markets—expanding profit oppor- 
tunities for distributors—that makes Black & Decker a 
leading Key Line for so many distributors. As always 
expert field assistance is available from Black & Decker 
to help you locate the prospect, demonstrate the product 
and close the sale. Investigate your profit opportunities 
today! THe Brack & Decker Merc. Co., Dept. 4007 
Towson 4, Md. (in Canada: P. O. Box 278, Brockville 


Ontario. ) 


Leading Distributors Everywhere Sell 


Black Decker: 


Quality Electric Tools—Power-Built to set the pace 
Y P 


ROUTER BIT MERCHANDISER includes 
43 of the most popular bits plus color- 
ful steel display case. Cash in on profit- 
able Router Bit volume. 


New selling opportunities opened for you 


@ Wood rking Indu 





by newest addition to 


B&D Key Line! 


furniture, box- 


Just two of the many outstanding 
features of the B&D 1 HP Router 


MORE ACCURATE—exclusive 
micrometer-type depth adjust 
ment with calibrated depth dial 
speeds accurate positioning 


FASTER CHANGING—tool stands 
on end for fast changing or 
sharpening of bits and cutters 
adjusting for cutting depth 


AS 


> 








| Brown a Sharpe cxirs MV POWM nt ty Chips 
Prove Milling Efficiency! 


v——— 


 \ 
a © 7 
i\Go— Mr. Distributor: 


FEED _ 


\ CHP FORMATION Efficient 
In conventional (up) milling, work is Milling Cutters 


fed agcinst direction of cutter rota- 

tion. Chip is thin at initial engage- Develop More 
ment of tooth, reaches maximum 

thickness at point where tooth ends Sales For You! 


upward travel through work-piece. 
- 


Every Brown & Sharpe Milling Cutter advertisement emphasizes 
BUY THROUGH YOUR LOCAL DISTRIBUTOR! Your cus- 
tomers and prospects are told that the cutter shown above—and 
over 2300 other “standard” cutters—are available promptly 
without costly wait and worry. 


Because you sell PRODUCTIONEERED Cutters, customers are 
assured of: 


1. Your expert attention! 
2. Job engineered and tested tools! 


3. Service from a “‘standard” stock 
of over 2300 cutters! 


Thousands of metalworking buyers read 
Brown & Sharpe’s national advertisements 
AND CALL THEIR DISTRIBUTORS 
DAILY to order from over 2300 high speed 


steel tools in this 80 page catalog. : = 
Brown & Sharpe 


BROWN & SHARPE MFG. CO. ¢ PROVIDENCE 1, RHODE ISLAND 
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Hose Clamps 


With Collared 
Screw Heads 


Milling Spindle 


Wide Range 
Speed & Power 


Equipped with a specially de 


signed belt arrangement, a new spin 
dle drive is said to offer the widest 
possible range of speed and power 
Overall dimensions are: height 
29-in, width 14-in, length 28-in 
Furchan Follower Machine Co.. 


Dearborn, Mich. 
CONTINUED ON PAGE 186 





Crosby Laughlin Lebus gives you 


MOTIONAL MATERIAL 


for every month of the year! 


IT’S THE INDUSTRY’S BIGGEST promotional campaign 
—and it’s carried on in your behalf. The program combines 
complete, fact-loaded catalogs and specification sheets . . . 
intensive national advertisements reaching your best cus- 
tomers in all markets . . . year ’round selling aids with 
your name imprinted! It’s a complete program that costs 
you absolutely nothing! 


Make this hard hitting program work for you—your sales- 
men. Coordinate your selling efforts with this big campaign. 
Boost your sales of the world’s most complete line of 


fittings for wire rope and chain. 





Remember, you’re selling safety, quality, availability and 


complete line when you sell Crosby Laughlin Lebus. 


YO DEALER IMPRINT appears on handy 


pocket memos and folders describing famous Crosby* Wire 
Rope Clips and “‘Load Rated”’ Blocks, Lebus Loadbinders 
and Snatchblocks and Crosby Laughlin* fittings for all 


industries. 


ELIMINATE HOOK ACCIDENTS JLID 
_ 2 USE THIS HANDY, INFORMATIVE MATERIAL. . . 


@ For your direct mail program 
@ To distribute when making calls 
@ To insert in parts shipments 


@ To hand out at the counter 


SAFETY HOIST , sell safety... sell 


pisTarsuTeo ey 


Seiten World’s Most Complete Line of Fittings For Wire Rope and Chain 
$0. KEARNY, N. J. FT. WAYNE, INDIANA LONGVIEW, TEXAS 
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ROUND UP 


more Wire Rope customers 


with Roebling 


It’s the name that’s known everywhere wire rope is used. You're not only 
handling a complete line of wire rope and slings backed by the longest 
experience in the business, you are constantly supported by technical help, 
advertising, as well as frequent developments in wire rope products. 


One of the newest and highly buyable is Roebling’s 
Royal Blue Wire Rope. It is stronger than the grades previously 
available and it has won customer acceptance faster than any 
rope in Roebling history. You hardly have 
to sell it... your customers ask for it...it is the 
answer to many wire rope problems. 


Roebling’s Close at Hand—You’'re in close contact with a Roebling Warehouse— 


there's one in every principal rope market. Your orders are filled fast. 


Join Roebling’s “House of Representatives” —It could be to your steady advantage 
to write us about the possibility of representing Roebling in your area. With Roebling 


you ll have much more to offer. John A. Roebling’s Sons Corporation, Trenton 2, N. J. 


ROE BE LInIgC 


Distributors, Branches and Warehouses Throughout the Country 
Subsidior, of the Colorado Fuel and Iron Corporation 
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“0 SO TOUGH 
Ter s SMOOTH BO le 


Increased Protection 


NEW vailable in sweeping widths of 
= 12, 18, 24 and 36-in, a redesigned 
Cataloging for = permanent magnetic hand sweeper 
Your Salesmen features a cast main housing, light 
handle, plastic handle grips 
semi-pneumatic tires 
s said to provide easier moving, 
maneuverability and simpli 
eaning of collected tramp 
| from sweeper assembh 


Homer Mfg. Co., Inc., Lima, 
Ohio 


Folders for Your 
Customers 


- 7 Sep, DS 


NEW 
Advertising in 
the Trade Press 


4 


Courtesy Shipstad and } 


) Chain Detacher 
You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, Detaches ASA 


Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a Roller Chains 


new counter folder and mailing piece, as well as a complete new catalog , a | 
for your sales force. A new counter display is being developed. Write Model CS50 for No. 50 roller 
for complete details on this new program. chain, and Model CS60 for No. 60 


roller chain, are made of heat treated 


All Tying Together into a Real voaee pte 
PROFITMAKER FOR YOU! propel 
complete pin link is detached 


through medium of the threaded 


t stud which exerts pressure evenly 
on both pins. 
Helix Corp., Crown Point, Indi 


NATIONAL AIR SANDER, INC., 2800 AUBURN ST.. ROCKFORD, ILt ana 


CONTINUED ON PAGE 194 
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Base-mounted Rotary Pumps 





Steam Pumps 





Power Pumps Monobloc Centrifugal Pumps 


Water-cooled Compressors 


Does your pump and compressor franchise offer 


ALL NINE PROFIT-BUILDING LINES? 


In order to get complete product coverage, many dis- down, profits up. It’s one sure way of licking the high 
tributors find they must carry pump and compressor cost of overhead. 
lines of two, three, or even four manufacturers. By supplying distributors with a complete pump and 
Not so with the Worthington franchise. You get all compressor line, Worthington again proves to be “the 
nine to meet your customers’ requirements. Whatever franchise that works for you.”” Worthington Corpora- 
their pump and compressor needs, there’s a Worthing- tion, Merchandising Sales Department, Harrison, N.J 
ton product to do the job. 
This “‘one instead of many” policy benefits not only Wo RT oy ‘ N G T © wR 
your customers but you as well. One price book, one 
policy, one advertising and sales promotion package, 
one high-quality pre-sold line that keeps selling costs 


Nm 


AT BIRMINGHAM, Mayor James W. Morgan pushes WINNER OF TRIP FOR TWO to Puerto Rico, R. H 


Int it Paper (¢ second from left) is con- 
gta r, Mobile, Ala. Div. Moore 
Handley nk iter, industrial manager, and Walto 


button to cut steel cable which opened the Moore-Handley Allen 
Hdwe. Co.’s Industrial and Electrical Show in the home 
tv. W. W. French, Jr., president, and Alex V. Davies 


president, watch the Mayor R 


Firm’s 75th Year Marked by “Spectacular” 


suppliers,” Mr. Davies said 


lated | Loss, manage 


flank the winner 


’ THE TERM “SPECTACULAR” could More than 100 exhibits, operating 
b 


€ applied to anything so prac under power and representing n vas impressive and _participatior 
tical and down-to-earth as an indus- than a million dollars th of vas enthusiastic.” One manufa 
shown to som turer sent 


development in electrical products 


YT 


trial and electrical equipment and equipment, were 30 exhibits of the latest 


supplies show, Moore-Handley Hard- 4,200 purchasing agents, ele 
ware Co.’s industrial and electrical contractors, architects, engineet 
departments can be credited with plant superintendents, mechanics ibrasive 


vhile another provided a complete 
workshop with its own 
having put one on in commemora- and other industrial operating per- truck and collapsible auditorium 
tion of the company’s 75th annivet sonnel during two days in Mobile response in attendance and 
sary. According to Alex V. Davies, four in Birmingham and tw erest on the part of the invited 
vice-president in charge of indus Nashville dustrial and professional person 
trial supplies and equipment depart (he magnitude of the phys | of customers and prospects, Mi 


was most gratifying 


ment, the show, which was staged task of assembling, setting up and es said, 
in Mobile and Birmingham, Ala., moving the exhibits is indi 1] mvinced that the obje 


and Nashville, ‘Tenn., set a mile the fact that one machine 


} 


stone in Southern industrial met plaved weighed five tons 


I 


t i 


| hese 


chandising ther three tons ihe 





under power the advantages of the 
company’s principal products which 
it has to offer industrial plants, elec 
trical utilities, mechanical and elec 
trical contractors, engineers and 
architects. 

l'o impress customers and pros- 
pects with the availability of trained 
Moore-Handley men and suppliers’ 
factory personnel capable of counsel 
ing on particular operational prob 
lems 
3. To build prestige and closer 
relationship with Moore-Handley’s 
manufacturer-suppliers 

4. To increase the knowledge and 
understanding of Moore-Handley 
personnel as to the products and 
services the company offers industrn 
ind the contribution that the indus 
trial and electrical departments 
make to the company’s overall busi 
ness lime was set aside on each 
opening day for all employees to 
inspect the exhibits 

Planning and execution of the de 
tails was under the direction of Blair 


Simpson, manager of industrial de 
partment purchasing. Decision 
hold the show was made at ; 
rf the 
] 


ipply and electrical divisions si 


months prior t pening at Me 


monthly meet 


bile Present 
kev personnel 
Birmingham 
Mobile an 


rom then 


} 


donated by sup 
ze at each of the 
eck’s vacation 
o and 
addition, each 
is Open at each of 
two portable tele 

ere awarded 
Che show re-emphasized the in 
dustrial aspects of Moore-Handley 
Hardware Co.'s beginnings. ‘The 
firm was founded in 1882 as Moore, 
\lore, Handlev, “dealers in hard 
ware, tools, belting, machinery, jet 
pumps, inspirators, agricultural im 


plements, machinery supplies.” 











TO THIS IN 
YOUR PLANT 
THE SAME DAY: 


NO MORE WAITING 
FOR SLING CHAINS 


Gone are the days of waiting for 
new or rebuilt sling chains to reach 
you from the factory. Now, with 
all components furnished by your 


HERC-ALLOY Herc-Alloy distributor, you can 
DISTRIBUTORS: have your slings the same day 
ee eee ee ee Leading alloy chain users are 
appearing currently in doing it. Write us or call 
trade publications go your CM Chain Distributor 
ing to your customers for catalog, prices and 


assembly chart. 








HOW IT’S DONE! 


With Hammerlok Coupling Links, anyone 
vho can drive a nail can assemble or 
rebuild a sling chain in minutes. No peen- 
ing! No welding! Hammerlok is rugged 
...reusable...safe. Endorsed by leading 
alloy chain users. 


o77 A COLUMBUS McKINNON 











CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK e CHICAGO e CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
.° 
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the original 


SAFETY AIR GUN 


gives you more to sell 
wherever airguns 
are used 


Safe—Guordair sets up a protective 
umbrella of high pressure air to 
prevent chip flyback. Quieter opera- 
tion reduces noise levels. 


Adjustable—Guordair is equipped 
with an internal pressure control and 
an external operator adjustment for 
finer settings. 


Economical—Guardair is equipped 
with a leak-proof valve eliminating 
air seepage and bleeding. Adjustable 
pressure controls allow the user to 
regulate air pressure to suit the job. 
Savings up to 35% in air usage can 
be realized. 


Profitable—Guvordair is priced with 
the distributor in mind. A high profit 
margin and quick sole acceptance is 
your sales advantage. 


Write for information and complete 
details today. 


UNION ENGINEERING CORP. 


South Hadley Falls, Mass. 


an attempt to set up categories fo1 


Better relations with new and old suppli- 
ers have been attained by a Detroit dis- 
tributor as a result of formulating a.. . 


17-Point Purchasing Policy 


Rosen H. ‘Taytor, president of Harry 
W. 'Tavlor Co., Detroit, savs, ‘““There’s 


ilways the possibility faulty communica 


tion between distributor and supplier ma\ 
lead to unnecessary misunderstandings 


and unsatisfactory relations. In the past, 


» ] ] 
for example, our purchasing personnel 
knew we expected certain things of pres 
ent and potential 


not have a spe 


The following is a | 
ion of an ultimate goal 
deal manufacturer-distri 
coordination. Pages can b 
ibout each point, but this is merel 
+. Details could be forgot 


] 


discussion to the amiable acceptance or misunderstood 


of both manufacturer and distribu 
tor. 2. Sales Training 


Manufacturers should make avail 


Sales Policies able to distributor al! necessary 
Manufacturers should have a data and information, such as, 
written statement of their mer qualified sales representatives for 
chandising and distribution poli sales meetings, bulletins, films 
cies. and other sales data to increase 
Reasons: the effectiveness of the distribu 


1. Written policies fix rules 


+ 


tor’s sales efforts. 
in advance. 
3. Magazine Advertising 


Verbal agreements are sub 
ject to disagreements on Copy for magazine advertising 
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should indicate that the product 
is obtainable from local dis 
tributors 


Direct Sales, Inquiries and 
O0.E.M. Sales 
\ll direct sales and O.E.M. sales 


should be directed to the dis 
tributor in the area. All inquiries 
and delivery promises should also 
go through the distributor. 


Price Changes 


A standard procedure should be 
set up by the manufacturer when 
a price change takes place. 
Effective date 

Reason for same 


~ 
4 


Notify promptly (now we 
usually hear via the grape 
vine Letter should be 
sent when change is made 
ind price sheets to follow 
is soon as possible 

Distributor should desig 


+ 


hate one person to receive 


I 
+} 


his information with an 


uternate in his ibsence 


Price Sheet Size 


Withdrawal of Lines 


When a manufacturer’ with 
draws his line from a distributor, 
he should accept return of the 
distributor's inventory at full 


credit based on time of purchase 
Selective Distribution 

Manufacturers should -maintain 
company prestige by careful se 
lection of reputable distributors. 
Transportation Allowances 
Standard freight 


should be made applying to vari 


allowance 


ous commodities. 


10. Packaging 


All manufacturers should con 
form to the same packaging 

standards 
1. Same size cartons for ease 
of handling and storing. 


HERE'S HOW TO BUILD 


HYDRAULIC 
MAINTENANCE TOOL 53 ec 


START 
YOUR 
CUSTOMERS 
WITH 


THE MOST COMPLETE SYSTEM 
OF HYDRAULIC MAINTENANCE TOOLS MADE 


First, sell an OTC “‘starter set’’ wh 
ram and pump — costs less than $50 

the famous OTC system your customer 

buy more tools and accessories. All 

shop or field use, sizes 17, 30, 

presses to match. OTC hydraulic un 

inable type of pulling or installing job 

OTC Pulling Tools Are Approved By All Major Manufac- 


turers Of Heavy Trucks, Tractors, Implements. An Exclusive 


OTC Fire Policy Protects Your Customer's Tools Against Loss 








LET US HELP YOU PLAN 
your selling with these FREE 


L ER PILLAR 


cal 


sales helps 


ES yo 


by igs 
et? % . 

rt fl I a, 

— P, ze “ 
Everything you need to do a complete sales and service job. 


Write for samples and complete information. 








OWATONNA TOOL COMPANY 
373 CEDAR STREET 
OWATONNA, MINNESOTA 
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h CHOKE’ eaten 2. Sturdy cartons to elimi- 
nate breakage. 

W Y aes 3. Proper marking. 

sO dering iron? 11. Inventory Adjustments 


Improved arrangements for in 
ventory adjustments and re 
turns would be of assistance 
Especially, when new items are 
stocked and the distributor re 


~ujust "CRADLE" it with a lies on the manufacturer's rec 


ommendation with respect to 


HEXACON / ; the initial stock order. 
HATCHET SOLDERING IRON . Advisory Councils (Manu- 


The operator has to “choke” the conventional A COMPLETE LINE = 
straight iron to hold it, whereas the raf A facturer and Distributor) 
HEXACON HATCHET IRON “cradles” in —Originator [he creation of a council or 
the hand with no perceptible grip whatsoever ond Pioneer 
— thus relieving hand strain and eliminating CAT. NO. __WATTS TIP DIA. PRICE committee for the discussion 
the “heavy hand”, the cause of poorly sol- = 25H All 50 ind review of a contemplated 
dered joints. Because HEXACON HAT- 26H ; : * 
CHET IRONS are perfectly balanced in : J ~ - program change effecting the 
weight, they enable the operator to solder in — : ; resale price structure of an area 
a natural position and relieve fatigue of arm ~ 00H 10 ee ; 

— - : ——— before official announcement 


and back. 





might result in a very different 


DISTRIBUTORS! HEXACON offers more than forty ee _ . 
different Industrial Soldering Irons (HATCHET = a 2/8" ipplication of the progr 
Line is only one of seven distinct types), ranging 00 3” =" : nee 
from 25 watts to 700 watts with tips from 1,” to 


1%” in diameter — for every soldering need NDUSTRY'S ° . 
. Territories 


HEXACON ELECTRIC COMPANY M: om turer should respect 


138 West Clay Ave., Roselle Park, New Jersey = or sapeay: wad 
the distt Or in an area ad 





ennition the shipments of ma 
= 


rials by another area distril 
tor into another’s area. 


Delivery Dates 
Manufacturers should be ac 


y + ‘ ] ] } 1 
ite anc complete about del 


Manufacturers’ Agents 
\ more rigid sales policy should 
up with commission rep 
tatives Or manufacture 


Double Barrelled Program for HIGH PROFITS and FAST gents pertaining to direct 
TURNOVER of the country's most complete line of ng 0} 
protective coatings. , 
Your customers will give you more profitable volume - National Sales 
when you offer them RUST-SELE Products... Modern 
industry's ‘Armor against Corrosion.” Man ifacturers should not estab 

investigate RUST-SELE today— ish a agreements with na 

the nationally merchandised line! tional companies with branches 


ll over the country. This up 


these agents 
nate 


local mark 5 
Manufacturers Agents—Territories still available % meet commision 
here national company may 


RUST-SELE COMPANY 9810 MEECH AVE., CLEVELAND 5, OHIO a Melee 
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NE W! Profit with another 
Campbell chain EXC/usive / Ss 


* 


* 


ae 


Blue Temper 


PRE-CUT, PACKAGED CHAIN 


3/16", 1/4", 5/16", 3/8” Proof Coil Chain... in lengths of 10’, 
15’, 20’, 50’ or 100’ . . . in attractive self-service packages. 


Instantly identified by the rich blue color . . . tempered right 


into the chain itself. 


Now, for the first time, you can offer your customers the convenience 
of pre-cut, pre-packaged chain that stays clean and stores easily 
And, ‘Blue Temper” provides instant brand identification— you and 
your customers always know it's Campbell "Blue Temper” Chain. 
Start selling chain the modern way ... write for complete information. 


Available only from Campbell. 


York, Pa.—W. Burlington, lowa— Portland, Ore.— Sacramento, Calif.—E. Cambridge, Mass. 





When your customers think of fire protection 


they automatically think of... 





PYRENE-C-O-TWO 


(ey) 


PULL THE PIN 
AND SQUEEZE 


_ 
— 
| 


Most complete line of safety-engineered equipment 





MORE PROFITS FOR YOU BECAUSE: The name itself stands 
for quality and prestige! Pyrene-C-O-Two immediately overcomes 
78% of any “sales-resistance” you might encounter. It’s the only name 
in the industry that’s synonymous with Fire Protection. 


MORE PROFITS FOR YOU BECAUSE: Pyrene-C-O-Two’s Dis- 
tributor Sales Policy guarantees you protected rights to the most 
complete line of safety-engineered extinguishers, systems, brass goods, 
hose and accessories. 


MORE PROFITS FOR YOU BECAUSE: Pyrene-C-O-Two prod- 
ucts are backed by an ambitious multi-color full-page 1957 adver- 
tising campaign that will blanket the industry, a campaign which 
directs the customers to you, our distributor. Plus: Many new sales 
promotion aids to make your selling job easier. 


Announcing the new Profit-Maker! 


Now—C-O-Two’s new economical Industrial and Marine Package 
Systems! These Package Systems come in six sizes ranging from a 
single cylinder containing 50 Ibs. of carbon dioxide to four cylinders, 
each containing 75 lbs. of carbon dioxide, or a total of 300 Ibs. Com- 
plete information upon request. 


Watch for 
Pyrene-C-O-Two advertisements 
in these publications. 


Factory Management & 
Maintenance 


Mill & Factory 
Commercial Car Journal 
National Safety News 
Motor Boating 

Fire Engineering 
Purchasing 
Occupational Hazards 
NFPA Quarterly 

Buyers’ Purchasing Digest 
Popular Boating 
Modern Railroad 
Petroleum Refiner 
Industrial Distribution 
And many other 

leading trade publications 
and catalogs. 


If you are not a Pyrene-C-O-Two distributor, write today for complete information. 


Sgrene PYRENE-C-O-TWO DIVISION 


THE FYR=-FYTER COMPANY 


Dept. ID Newark 1, New Jersey 
BRANCHES IN ATLANTA + CHICAGO + DALLAS + DETROIT + SAN FRANCISCO 
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NEW and EXCLUSIVE 


selling advantages! 


Yours with 2 new 
BLACKHAWK Hydraulic tool lines 


New Blackhawk HOLL-O-RAM and HYDRAULIC 
PULLER lines break markets wide open — leave all com- 
petition far behind! The selling advantages are limitless! 

Sure-fire profit makers like these make your Black- 
hawk franchise more valuable every month! It’s why you 
can stay out front with Blackhawk, the world leader in 
hydraulic power tool sales! 


Amazing rf E W 3 complete series of 
HOLL- Oo -RAMS BLACKHAWK HYDRAULIC PULLERS 


1. Self-retracting HOLL-O-RAMS are ex Push-Pullers, Double-Grip Pullers and Triple- 
tra-compact — No exposed springs, yokes or Grip Pullers — activated by 20, 30 and 60-ton 
external interferences. ; , 
: HOLL-O-RAMS! A maintenance man's dream! 
2. Versatility tremendously increased with 
’ 
three interchangeable saddles. be 
3. One ram serves as power unit for pullers, 
for lifting as a jack. No other ram fulfills 
this multiple purpose. 
4. Rams are provided with a means to mount 
conveniently in presses, jigs and fixtures 
5. Rams are machined from solid steel bars 
— not castings. Greater strength, safety, 
freedom from porosity and leaks. Full pow- 
er output in a single symmetrical unit ne Devble-Grip Petters Triple-Grip Pellers 
. and there's plenty more d in 3 capacities in 3 capacities in 3 copocities 











~~ 


PRODUCTION MAINTENANCE CONSTRUCTION ALL INDUSTRY 


Blackhawk HOILL-O-RAMS power Blockhowk hydraulic pullers pro Blackhawk HOLL-O-RAMS fulfill a Blackhawk HOLL-O-RAM with 
presses build into production fix- vide an easy, damage-free meth growing need for pre-stressing pump and hose converts to a ver- 
tures for assembling, pushing, od for torque-free removing or in concrete, stressing cable, post satile, remote-control hydraulic 
pulling, bending, clamping, stalling of gears, pulleys, wheels tensioning and pulling shafts on jock. Exerts full power in any di- 
spreading. Use them with gauge- bearings — any shoft-driven part construction jobs. Speed equip rection, any angle. Tremendous 
equipped pump for a wide range press-fit on tube or shoft ment repairs right on the job! power ot your fingertips for 
of testing operations. ing on 1001 jobs 


#+. 


Phone your BLACKHAWK man today! 


-. Make these Blackhawk exclusives 
e boost profits for you! The Blackhawk 
man will give you full sales-getting 


BLACKHAWK MFG. CO., Dept. H-1777, Milwaukee 46, Wis. details immediately. 


“World's Largest Manufacturer HYDRAULIC POWER TOOLS” 
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RAWL The mechine screw 
_CALK-INS caulking anchors 
with sleeve preci- 
sion-cost of Raw- 
loy. Soft enough 
for easy cavuiking 
. hard enough 
for sure holding 
power. 


Rowlplugs are the 
only truly universal 
masonry anchors 

. they hold se- 
curely in any mas- 
onry material. They 
won't fracture brit- 
tle or fragile ma- 
terial. 





NOW... Your distributor has 
trained specialists to help you 


select the masonty anchor to 





RAWL SPRING-WINGS 
sure, easy mosonry anchors 
for hollow moteriol. 


LAG-SHIELDS 

lag screw shields 
precision-cast of 
hard, ee alloy. 


RAWLDRILLS 
Three pointed percussion drills for 
easy resharpening, speedier drill- 
ing and ——_s 


RAWL MULTI-CALKS 
The heavy-duty bolt anchor... 
e caulking masonry anchor for 
big jobs. 
Caulking sleeve cast of Rawloy, 
for complete coulking and se- 
cure holding. 


RAWL anchoring 
the result © 
There isa 


RAWL SCRU-LEADS 
Flexible lead screw an- 
chors for fast, easy in- 
stallation. Made of 





RAWL-DRIVES 
Raw: -Drives are the 
world's only one-piece ¥%,”). 
expansion bolts—they 
drive like a nail; hold 
like a bolt. 


hand drilling (to 14%”). 


— a 
a ened eng ny 


RAWL CARBIDE DRILLS 
for rotary power drilling (to 1%”). 





RAWLDRILL ACCESSORIES 





TE RAWLPLUG COMPANY, Inc, =a 
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SS 


= S— 
Machined (M/T) and Twist (R/T) Rawl- blocks, hollow tile, etc. 
drills for hand or power drilling (to 


TAPER-SHANK 
Deane Shank (T/S) for power, and Standard-Type (S/T) 


— a 


To make masonry drilling a pleasure instead of a chore. 


——— mg” specially de- 
veloped for masonry 
anchors. Lip permits 
use in hollow material- 
cinder and cement 


RAWL HAMMER-SETS 


The non-caulking masonry an- 
chors for machine bolts. Only 
tool required is a hammer. 

Can be used effectively for heavy 
holding in hollow, solid, strong 
or weak masonry. 

_— 


. 


RAWL DRILL-HAMMER ; 
The unique attachment that 
converts a Y%” high-speed 
drill from a rotary drill to 
@ power hammer . 
quickly, and easily. j 
Now use inexpensive Rawl- 
drills with your %4” electric drill. 


204 Petersville Road 











| On the Market Today 


CONTINUED FROM PAGE 186 











Fire Extinguishers 


1442-in High, 
Weighs 4 Ibs. 


Model PDC-2A, a new dry chemi 
cal fire extinguisher featuring hand 
s harmless, non 
rosive and will not 
climatic temperature 
nended for protection of 
flammable liquids) and 
electrical risks), direc 
recharging and pressurizing 
the label 
ierican LaFrance Corp., El 
N. ¥ 


Valves 
Designed For 
Automated Control 


Suitable for use in oil, air, steam 


wn TENSILE SALET 
VALvE BOOES 





WIRECO SERVICE 
like WIRECO and Brown Strand 


always on the job...FAST! 


ready to COME TO YOU with advice and 
counselling! Wireco engineers will fly to you to 
make specific recommendations for economical 
and efficient wire rope service in the applica- 
tions you need! 


SPEED is the factor in today’s fast, high-output 
operations that often makes the difference be- 
tween profit and loss! Not only must men and 
equipment produce at top capacity, but speed 
in making the right decisions is absolutely 
necessary! 


WIRECO is geared to serve you—FAST! Don’t 
waste time gathering the data necessary for 
right decisions regarding the use of wire rope! 
Let Wire Rope Corporation bring Wireco ad- 
vice, service and personnel TO YOU! 


When you are faced with a decision con- 
cerning the use of wire rope... whatever 
the application...in any situation... 
wherever located ... Wireco experts are 


WIRE ROPE CORPORATION OF AMERICA Saint Joseph, Missouri 


Wireco District Warehouses, strategically 
located in 24 key cities across the country, are 
paced for fast delivery of custom-cut inven- 
tories that save you time—and money! 


Wire Rope Corporation of America is staffed 
with people whose job it is to serve you! 
When you make plans—or hit a snag— 
call Wireco! You'll find Wireco advice, 
service, and personnel ON THE JOB in 
short order! 
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A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 


And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of bock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


550 CHARLES AVENUE MASSILLON, OHIO 
SALES OFFICES: NEW YORK CLEVELAND DETROIT 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
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ind hot or cold water service at pres- 
sures up to 6000 psi, a new line of 
diaphragm-operated control valves 
has been introduced. 

Resistance to corrosion is said to 
be assured by Monel metal valve 
stem, hardened stainless steel seat 
sleeves and valve bodies of cast Nav; 
M bronze or hi-tensile alloy billet 
bronze 

Sinclair-Collins Valve Co., Akron 


Hand Truck 
Load Capacity 
Of 2000 Lbs. 


Model 54RR22WB-10, a large 
ck and general freight hand truck, 
54+-in high with a 22-in all 
tubular steel frame and a 
igh carbon steel toe plate 
rubber tires molded on 
bearing wheels are mounted 
ne-inch axle 
TPubar Truck Div., Uhrden, Inc., 
Dennison, Ohio 


Hoists 
Two Lines, 
Army Type 


vo lines of lightweight “Budgit’ 
uminum army type trolley hoists 
been announced. One line 
strated) is hand geared and in 
models with capacities from 
through ten tons. The other 
push-type trolley hoists 


ng from 4 ton through ten 


innounced by the manufac 











ge od 5 = 
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Selling the top brand of industrial leathers 
is the finest sales help you can get — G & K’s 
industrial leather line is the brand that not 
only gives you volume profits, but inspires 
customers’ confidence and makes it easier to 
sell all your lines. For a wide variety of in- 
dustrial applications, G & K leather can do 
the job, giving top performance — longer life. 


Whether your customer needs strong, 
stretch resistant belting, top grade packings, 
or miscellaneous leather goods, you can give 
him exactly what he needs from the complete 
G & K line. This line not only provides top 
quality, but is pre-sold to every customer you 
serve by hard selling, feature packed adver- 


tising and publicity promotion. 


Sell and recommend © & K leather products for faster sales and greater profits. 


GRATON 


KNIGHT J 


Ar GRATON& KNIGHT 


WORCESTER, MASSACHUSETTS 
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Your Nearest Distributor 


~ 


is your best 
stockroom 


By always having Arro 

Anchoring and Drilling Devices 

on hand, your nearest industrial 
supplier, wholesale hardware, or 
electrical supply house can enable 
you to keep production up, while ' 
keeping your inventory costs down. 











COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


-_ ~ - al 
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Se 
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Flexible Shaft Machines 


For Finishing Stainless 
Steel and Other Metals 


DOUBLE EXPANSION SHIELL 
speed rom Z 


DISTRIBUTORS: | 7000 ve mnie by turning a hand 


This Advertisement Appears wt Lending Publications wheel extra light ind easy bending 
Directed to Your Customers an Se eee ee 


ed 


ARRO EXPANSION BOLT COMPANY M k & Staff, } 


1230 Boone Ave., Marion, Ohio cage 
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BEND 
YOU CAN'T 
BARGAIN 
WITH SAFETY 


Ski lift operators stress safety when it comes to buying wire rope 
Too many lives are at stake. So they buy 


. 


Even though you don’t operate a ski lift, false economy can 
be costly in your rope purchases, too. For a rope failure can 
cause personal injury . .. wreck your equipment. . . throw 
off your entire work schedule . . . and affect employe 


morale. Yes, a “bargain” wire rope may save you mone} 
yet cost you your peace of mind. Don’t take a chance. Buy 
a rope that’s a quality rope—buy Wickwire Rope 





PRODUCT OF WICKWIRE SPENCER STEEL DIV;:SION 
THE COLORADO FUEL AND IRON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION — Denver + Houston + Odessa (Tex.) * Phoenix * Solt Loke 
LOOK FOR THE PACIFIC COAST DIVISION—tos Angeles + Oakland + Portland ~ Son Francisco * Seottle Spoke 


WICKWIRE SPENCER STEEL DIVISION — Boston + Buffalo - Chattanooga * Chicago * Detroit + Emienton (Pa 
YELLOW TRIANGLE New York + Philadelphia 
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For Ve—2)2-in. 

Pipe & Conduit 

No. 22 pipe and conduit vise 

eatures a large diameter acme screw 

thread connected directly to upper 
w for longer service 

Vise yoke is said to mount quickly 


| a 
e } **- ny ol or right or ] | 
2 ® = qua ight or left hand use. Inter 
AV Rat é irbide and hig ited iangeable jaws designed for maxi 


fu Speed ra grip regardless of pipe or con 


ja 


iy SIZE 





SS oledo Pipe Threading Machine 
Your best source for SS . Toledo, Ohio 


special cutting tools 
—just send us the specs = oe 
we do all the work . | -* 


Improved 
Cup Design 





of C/R_ Sirvis or Sirvis 











immedi - onpor (clastomer impregnated 
diate action on all requests mechanical leather, a line of cups 
ind packings is said to offer greater 


— better service for your customers 


ervice life through improved 


—results in more Profits for you oo a. 


Preformed on special dies to pro 


Do it the easy way... order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ‘‘specials,"’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Manufacturers of 


5400 N Damen Avenve * Chicago 25. iilinois 


STEP TOOL COMPANY Phone: LOngbeach 1-$306 
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duce a sharp, rather than round heel, 
advantages are said to be greater 
density at heel and cups are pre 
formed to shape conventional round 
heel cups are forced to assume under 
pressure of application. 

Chicago Rawhide Mfg. Co., Cr 


cago 


Levels 
No Glare 
Oval Lenses 


Available in either kiln-dried sugar 
pine or mahogany, a new line of 
48-in mason’s wood levels have six 
metallic-sealed vials (4 plums and 2 
levels ), and are offered in plain and 
brass bound types, with finger grips 
or open hand grips. 

Columbian Vise & Mfg. Co., 
Cleveland 


Bits 
Cleaner Cutting, 
Easier Regrinding 


Called the CCAI, a new machine 
bit for use on coal recovery augers 
in strip mining operations features 
a new steel forging design resulting 
in less power consumption. 

Also introduced is a new roof 
drill bit, referred to as PTV solid 
carbide insert type, said to provide 


R SS 
Ww <A . 
S = Ss, 


Ss 
RS 


| | Maybe one of your customers. 
For no matter what the product, 
# € Ti a G there's a Victor belt 
to do the job right. 


That goes for every need in conveying, elevating and transmis- 
sion belting. A complete line of textile belting — solid-woven cot- 
ton— Neoprene impregnated — canvas stitched — Balata — special 
treatments — plus everything in belting specialties...all in a full 
range of widths and thicknesses. 

And every inch of Victor Belting is performance-proved. 
Our research department conducts continuous, exhaustive tests 
under many conceivable operating conditions. Results of this 
testing, combined with field reports, assures reliable recommenda- 
tions for every application. 

This policy is proved... proved by volume of repeat sales 
and consumer confidence. And you can give your customers every 
one of these benefits. Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies + Canvas Stitched Belting 
Belting Specialties. @ 3292 


tetor 


53 Park Pi., N. Y. 7 * 300-6 W. Hubbard St., Chicago 10 * Factory: Easton, Po. 
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Quality and Service 
YOU can rely on! 


The right type of belting, packing or hose needed to 
meet the specifications and still make your quotation 
acceptable. That’s part of the service you receive from 
Home Rubber Co. More important, you can have these 
high quality products on time, when you need them and 
where you need them. 24 hours a day, every day, any- 
where in the United States, Home Rubber Co. is ready 
to serve you. A company with a reputation for quality 
products and dependable service since 1880. On you) 
next need for mechanical rubber products, call Home 
Rubber Co. OWen 5-6171. 


BELTING: Transmission Conveyor Elevator 
PACKING: Sheet and Rod Packings for every purpose 


HOSE: Steam-Acid-Mill Chemical-Creamery Suction 
Water Air Jetting-Sand Blast-Fire. 


Home Rubber Co. 


Plant and Main Office TRENTON 5, N. J. 


F 
1 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Branches: New York ® Chicago 
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ng action, simplifed main 
maximum use of the 
1 carbide cutting edges on 
oof bolting operations 
l] | Products Div., Ger 
Co., Detroit 


High Capacity, 
Severe Services 
p to 25,000 gpm 
narine, petroleum, pulp and 
ind municipal water works 

Fig 3420-3423—24-in 

n introduced 

ire the same except for 
3420 has horizon 
d discharge, 3423 has 


suction and hon 


s Pumps, Inc., Seneca Falls, 


Packings 
For Extremely High Steam 
Pressures And Temperatures 
Shredded metal packings, Styles 
134 and 935 are made of copper 
tinsel, treated with special rubber 








...ready-to-ship inventory 


QUICK SHIPMENT 
FROM FERRY CAP 


Your order to Ferry Cap is filled fast because 
big stocks of Standard Fasteners are always 

on hand in a complete range of sizes. 
Continuous planned production and inventory 
control assure maintenance of high inventory, 


ready for immediate shipment. 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 
2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS— double 
heat-treated for strength 


LO-CARBS— bright for 


regular use 


THT 


Hex Heads 


at FERRY CAP /s geared 10 FASTER SERVE 


Set Screws 
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HARRISBURG 


STEEL PIPE FLANGES 


are the 
Line of Least (sales) Resistance 


arrisburg Drop-Forged Steel Pipe 

Flanges are the kind that you can 
recommend with confidence to your 
best customers. They are widely known 
among oil producers, utilities and other 
industries for their uniform high qual- 
ity and reliability. 


These flanges are made of steel espe- 
cially developed for such service, by a 
manufacturer that has been prominent 
in the metal-working field for well over 
a century. They are made to A. S. A. 
specifications. Threads are accurately 


machined and critically tested for full- 
ness and uniformity in height, angle, 
taper and gauging. Flanges are shot- 
blasted and dip-coat finished with rust 
inhibitive black lacquer. 


Harrisburg Flanges are easy to assemble 
and provide tight, trouble-free connec- 
tions with substantial saving of time in 
installation and maintenance opera- 
tions. They are available in threaded, 
butt welding, slip-on welding, Van 
Stone and blind types in a wide range 
of sizes. 





i} More than a century in Harrisburg ] 


Write for literature and prices. 





arrisburg Steel Co. 





HARRISBURG 18 
PENNSYLVANIA 


cements, graphited throughout, 
molded to shape and cut open with 
1 beveled joint 

934 in ring form only is usually 
nolded to approximately a square 
oss section and bevel cut; 935 is 
1 packing set consisting of conical 
shaped molded center rings with 120 
deg included angle and bronze top 
and bottom adapters 


-atlock Packing Co 





Tape 
More Resistant To 
Normal Atmospheric Changes 


Rajah brand tape has been altered 


to include a greater amount of 


polyethylene (60%) and a lesser 

amount of cellophane (40%) for 

greater dimensional stability 
Available in the 2592-in length 

commercial size rolls only, widths 

; and |-in. 

Tape Corp., St. 


are 4, 4, 
General 


Paul, 


Minn 








Division of Harsco Corporation | 
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D... . = SUPERIOR ' ' 
RUGGED. SHEET PACKINGS... : : py . BEL MON T 


Compresso, 


for Petrochemicals 
Belmont TEFLON: 





Stays flexible 
vader intease 
dry heat 


| BELMONT 4040 oF Pon 


—_- 
i a tae Be vee Boe 


YOUR BEST CUSTOMERS ~ AND PROSPECTS 


BELMONT | oaks TaIss/choss ELMO NT 


hydraulic packings hydraulic packings 





a 





WATERPROOF FLAX 


Chemically impervious TEFLC j : 
oo The Stronger, Longer Wearing 
Better Lubricated Pack ng 


by BELMONT 
= rule pe | 


~~ READ BELMONT PACKING ADVERTISING 


——  &©=z»F 


WHITE FRICTION 





BELMONT | Wome GASKETS 
Semi-Metallic” Packings . 


Both 
Popular Types 





IN LEADING | INDUSTRIAL PUBLICATIONS 


THE BELMONT 


Every advertisement shown above represents one of several 
in many different product campaigns aimed at your customers, 
month in and month out—building preference for this key line. 
‘yy ; DISTRIBUTOR 
And you realize its full benefit. Belmont believes it should not 
compete with its Industrial Distributors. Therefore, Belmont PROGRAM 
never sells direct. MOST WANTED LINE 
For more information write Jack Russell, Field Sales Manager, Eleven Profit Leaders 
THe Betmont Packinc & RusBBeR Company, Butler & NATIONAL ADVERTISING 


Sepviva Sts., Philadelphia 37, Pennsylvania. Millions of Messages Annually— 
Many thousands of Inquiry Referrals 


DISTRIBUTOR TIE-IN MATERIAL 


Attractive informative Literature 
Mailing campaigns, Traveling displays 
AUGMENTED FIELD FORCE 

for Distributor Sales Assistance 
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dressers wear longer | 
cutters change quicker 


Longer life—by far—plus quicker, easier- 
than-ever cutter change are basic im- 
provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
sizes. Note the new construction: hard- 
ened side washers, press fitted into head, 
positively secured with slotted hex head 
bolts and lock washers. Remove one bolt 
(with wrench or screw driver) to free 
spindle for quick cutter change 

Ask your Desmond industrial distrib- 
utor for Bulletin D-48. He can help make 
your grinding wheels perform better— 
longer—with proper dressing 
Desmond-Stephan Mfg. Co 


Irbana, O 


Desmond 


THE ONLY COMPLETE LINE OF 


GRINDING WHEEL 


DRESSERS AND CUTTERS 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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Supplies 
Oil-Free Air 
ITCSSOT, de 


CACB com] 
operation of instrument 


well as for use 
brewing 
manufacture 


parts 


sp! iVving ind 
tics, featur carbon 


] a os . om 
eyinder which 


require 
water lubricatio 

g 4to 5 cubic 
nute, 1t 1s 
rf 40) 
'0., Quincy, II] 


Supplyin feet of oil 


free air per mi suitable for 


discharge pressures to 100 psi 


Valves 
Ball Type, 
Remotely Controlled 


Designed for two-way 


pneumati 


hydraulic remote and sequence 


ration, a line of air or hydraulic 
has 
standard line of 
1 to +-in 


rmit 


Op 
operators introduced for 


“Double 


been 
the maker’s 
Seal 

( )pel itors pe 


tion of the valves in case of 
failure 


ball valve 
manual opera 
powe! 
Jamesburn Worcester 


Va 


Corp 





Jack 


Can Be Used Either 
Vertically or Horizontally 


Weighing 225 Ibs, a new 100-ton 


hydraulic jack features oil sealed in ff 
reservoirs, and a tandem pump to o the shelf 


permit rapid engagement of the STOCK BORE 


load SPROCKETS service 
Standing 12-in, with a power raise f A CME 
of 6t-in, the ram is brought into rom your 
contact with load by actuating both f. ° d t ° | di t 1 : 
high speed and high lift plungers; , inausiria Istripuror 
load can be lifted with only the SP ae epee ae yet 
latter : 
- items, or ck deliveries on 
Duft-Norton Co., Pittsburgh ste se ght 
” STEEL AND CAST IRON specials, your ACME distributor 
SINGLE SPROCKETS is fully equipped to meet your 
needs. His engineering experi 
oa 
, ence, his facilities and know-how 
and his draw on the largest stock 
of chain drive items in the coun- 
CAST IRON try make him a useful man for 


HUB 


you to know. Contact him now! 
SPROCKETS 


CONVEYOR CHAIN 
STANDARD and 
OVERSIZE 


ous 
_~@ 


a <é - 
1a 
ALL STEEL SPLIT 
OR SOLID HUBS 
Head Permanently a FOR LARGE DIAMETER 


Locked To Handle , SPROCKETS 


Rocket ball pein hammers feature 


. - CABLE CHAIN 
streamlined head finished in rust re 


a revenge! 


sisting black with polished pein and 
face 
Available in § and 12 oz, 1, 1 


and 2 Jb. STOCK 


True Temper Corp., Cleveland AND MULTIPLE 
ROLLER CHAIN DRIVES 


FREE CATALOG 


Write Dept. 153 for your 
80 page copy of Acme’s 
latest catalog. Packed 
with valuable data. 


>») ae) 


ROLLER CHAIN 
SINGLE ond MULTIPLE STRAND 


ACME 


for Service 


HOLYOKE 
MASSACHUSETTS 
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Check 
these 
Features: 


Attaches magnetically to ferrous 
surfaces bringing the capacity 
of heavy duty stationary presses 
right to the job. 


illustrated literature 
of all MAG-TOOL PRODUCTS 
available on request 


MAGNETIC 


1955 LAFAYETTE STREET 


MAGNETIC DRILL PRESS 


1 any position 


ra: 
» 95% 


electric or Screwdriver-Nut Setters 


19 Engineering 
Improvements 


EB series portable electric screw 
driver-nutsetter tools feature weight 
ind size reductions up to 25% and 
100% more power than “UL” se 

they replace 
Available with bonnet toggle or 
switches, in polished alumi 
1ousings, tools come in speeds 
1000, 1500, and 2500 rpm 


Power Tool Co., Chicago 


Serves Number Of 
Cold Heading Machines 


new dolly mounted guillotine 
cutter is a complete unit 
ling motor, pump, oil reset 
ind cutting head suspended on 
ng tension balancer. 
has clearance for 42-in coils and 
be operated with finger-tip con 
| to any position down to floor 


TOOL CORP. 


SANTA CLARA, CALIFORNIA » Mfg. Co., Bradley, III 
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FOR INCREASED SALES THROUGHOUT INDUSTRY... 


MINING... 


Take advantage of Hamilton's complete line of industrial rubber products . . . en- 
gineering help... regional stock... quality products... concentrated advertising 
and merchandising program. Write today for more information and literature. 


MANUFACTURING CORPORATION « Trenton 3. WN. J. 


A Div f A ? Manufa uring 'Ofela -lelg 24)-14) 


ATLANTA ° CHICAGO * HOUSTON ~ PITTSBURGH ~ INDIANAPOLIS - LOS ANGELES - NEW YORK ~ SAN FRANCISCO 
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MAINTENANCE SAVINGS 
COME YOUR WAY with 


Clipper 


HOOKS and LACERS 


Even on small-diameter rollers like the 
one shown above, Clipper machine- 
laced joints are smooth and flexible 
and give longer life. Hooks are firmly 
imbedded flush with the belt surfaces 
and clinched by up to 45,000 pounds of 
pressure. Double-staggered gripping 
and perfectly rounded loops distribute 
strain evenly. Wear on hooks, belts 
and machinery is minimized by smooth- 
ness of the Clipper machine-laced joint. 
There is no pounding to cause exces- 
sive wear. Save maintenance time and 
expense and cut unproductive down- 
time by using Clipper hooks and lacers. 


FOR MORE INFORMATION 
Detailed product information and 
case history examples of Clipper 
machine-lacing benefits are con 
tained in Bulletin No. 157. Send 
for your free copy today 


THIS AD IS 
WORKING 
FOR YOU IN 


AMERICAN MILLER and 
PROCESSOR 

THE CANNER and FREEZER 
[ ES GN NE W > 

ane) 

FOOD PROCESSING 

MILL and 

TEXTILE 


Ask your Industrial Distributor for Clipper Products 


. BELT LACER 
COMPANY 


992 Front Ave., N.W. Grand Rapids 2, Michigan 
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Nail Driver 
And Screw Starter 
In Hard-To-Get-At Places 
nail driver and screw starter 
to make it easy and safe to 
start screws where it 
dificult or impossible 


he fasteners with your 


reading the jaws, the new 
vill also hold bolts and nuts. 


K. ]. Company, Milwaukee 


Carbide Inserts 


Lapping Process Provides 
Highly Polished Surface 


\ perfectly flat, smooth finish is 
id to be achieved on the maker's 


64 
toss-away carbide inserts by a new 
lapping process that provides sur 
faces so fine that two carbide inserts 
easily wring together. 

Besly Welles Corp., South Beloit, 
lI 





O. 
N VISE & MFG. C 
THE COIVMBIAN uouM 


of Columbian distributor services. ; 
the intense pride and — - . 
ganizations who serve industry 


Here is 4 copy ° 
the “plus values 
It expresses 
distributor oF 


efficiently. H# yr 


President 


1 toward the 
omptly and 














Sledge Tested 


COLUMBIAN VISES 


are sold exclusively through distributors! 


For 65 years, Distributors have been effi- We urge you to avail yourself of this dis- 


cient, friendly links between The Columbian _tributor’s services... to take advantage of his 
Vise & Mfg. Co. and its customers. In your experience, knowledge and personal ‘‘on- 
community, as in others throughout the’ the-job” interest in your business. You'll 
nation, Columbian is represented byalocal find his organization ready to save you time, 
distributor who is eager to help you. 


A Few of Many Ways You Save With COWMBIAN Distributor Service 


money —and worry! 


IMMEDIATE DELIVERIES. Your Dis- 
tributor gives local ‘‘fire depart- 
ment’ round-the-clock service. 
He's at your call—day and night. 


C— 

<s BETTER VALUES. Your Distributor 
Vo) buys in large quantities and 
a passes his mass purchasing 
<a” savings on to you. He relieves 
Columbian of the cost of warehousing, sell- 
ing and shipping in small quantities... 
eliminates the necessity for our handling 
the accounts of thousands of individual cus- 

tomers. Because we save... you save. 


DEMONSTRATIONS. Your Distrib- 
utor prefers to sell by showing 
you exactly what a Columbian 
Vise (or other product) will do on 
your job. Asa result, you get ex- 


SUPERIOR PRODUCTS. Before he actly what you want and need. 


FRIENDLY COUNSEL. Because Your 





ely 


a 


THE COLUMBIAN VISE & MFG. CO. 


compared them feature by fea- 
ture against competitive prod- 
ucts. In effect, he ‘‘pre-tested”’ 
for you. 


| ™ stocked Columbian Vises for 
f | fs resale to you, Your Distributor 


TIME SAVINGS. In addition to 
Columbian Vises, Your Dis- 
tributor stocks thousands of 
other items essential to your 
daily operations. You make 
one phone call... get one in- 
voice ... pay with one check 
.. streamline your purchasing 
and accounting. 


Copyright, 1957 The Columbian Vise & Mig. Co 


Distributor serves many plants 
. solves many problems, he 
possesses a vast store of appli- 


t ‘ . 
cation knowledge and experi- 


ence. He is always glad to share 
this “know-how” with you. 


DOUBLE GUARANTEES. Your Dis- 
tributor backs our Columbian 
guarantee with his own. He 
' gives you double assurance 
that you are buying the world’s 
finest vises. 


Cleveland 4, Ohio 
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52-A Series 
SWIVEL CASTER 


... It’s Easy Swiveling, 
Sturdy for Dependable Service, 
Economically Priced 


Sound in design, solid in construction—that's the new 
Bond 52-A Series Double Ball Race Pressed Stee! Swivel 
Caster. The upper coined work-hardened ball race carries 
the load and absorbs side thrust while the lower ball 
race balances the lood and absorbs thrust. A steel sleeve 
fits over the axle and is held rigidly between the fork 
members to add strength, to give a larger bearing surface 
and to prevent wear on the axle. The axle locks into the 
leg of the fork to keep it from turning. Pressure lubrica- 
tion is standard on all Bond 52-A Series casters with 
4-inch wheels and larger. Tell your customers about the 
new, economically priced Bond 52-A Series casters and 
you'll sell them satisfying, dependable service. The 52-A 
Series is another important product of the Bond built-for- 
the-job materials handling line. 


! 











STOCK 
BORE 
SIZES 


With Cup-Point 
Socket Set Screws 


Climax Shaft Collars are precision bored, 


machined and plated to assure fit and 
service. Cup-point socket set screws hold 


tight. From %e” to 3” bore in Ac” 
increments. Write today for prices. 


Prompt delivery from stock in 
standard package quantities. 
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New Bond 52-A Series 
is available with 2'/; 
4, 5 and 6-inch 
wheels of semi-stee 
solid rubber, vulcanized 
on compounds and Bond 
celon Individual load 
capacities range from 85 
through 600 pounds. 


1957 


Dust Collectors 


Arrests Grinding Grit 
And Dust At The Source 


7, Sand 10-in sizes now com 
line of 


New 
plete manufacturer's 
Grind-Air-rester” units featuring a 
cabinet the dust 
collecting system assembled com 


the 


base containing 
plete with conventional grinder 
Said to protect worker's health 
ind minimize exposure of adjacent 
machinery to harmful grit and dust, 
these units are in addition to the 12 
ind 14-in sizes. 
Electrical Tool 


Standard CL 


Cincinnati 


5 4 


Bearings 


Single and Double Row, 
Flanged Types Available 


\ new bearing having solid, un 


broken inner and outer racewavs, 


with a full complement of balls and 
neither 
nor other conventional 


insertion groove, retaining 


extra 


ring 
Lilie 


issembly devices, has been intro 


duced 
Unibal ball bearing has deep, bur 
nished ball grooves 


Heim Co., Fairfield, Conn, 





Announcing... AN OUTSTANDING NEW PROTECTIVE DRIVE! 


WHITNEY-TORMAG MAGNETIC DRIVE... 


CUSHIONED STARTS — OVER 90% EFFICIENCY — SELF-CONTAINED 
— TORQUE RATED — FULL OVERLOAD PROTECTION — 
SLASHES POWER COSTS — ELIMINATES MAINTENANCE 


Proven by successful applications throughout 
industry, the new Whitney-Tormag Magnetic 
Drive is a frictionless, permanent magnet type 
power transfer unit to be offered in a range 
of 3 ft. lbs. to 45 ft. Ibs. and providing effi- 
ciency and economy never before attained. 
Design is uniquely simple, consisting of 2 basic 
parts—a permanent magnetic rotor and a bi- 
metallic rotor, mounted with an airgap be- 
tween them. Driving and driven rotors are 
never in contact—torque induced by magnetic 
force and eddy currents transmits power 
through the airgap. 

Whitney-Tormag Magnetic Drives are now 
being produced as a standard stock product 
in 1 and 2 H.P. (at 1750 R.P.M. input) sizes 
for sale through Whitney Distributors, with 
deliveries commencing in September, 1957. 
Additional sizes, up to and including 15 H.P. 
at 1750 R.P.M. input will follow initial pro- 
duction. 


e@ never wears out” 


Exploded view, showing magnetic and bi-metallic rotors. 


THESE FEATURES REDUCE YOUR COSTS... 
INCREASE OPERATING PROFITS! 


Runs at full stall (100% slip) indefinitely under normal 
conditions without harm to unit, motor, or driven element. 
No overheating danger. 
No power loss in fluids, particles or seal friction . . . no 
pumps, coolers or exciters to cause power drain. 
Mi Meets new N.E.M.A. frame specifications—compact, ready 
to install in minutes. 
@ Slip start design allows use of lower H.P. motors—cuts 
motor, starter and power costs. sup — RPM 
Wi Cushioned starts eliminates shock, reduces maintenance (Difterence between input and output speeds of coupling) 
costs on gears, bearings, chains or belts. 
Me Ht to freeze or boil—operates from minus 60°F. to Exclusive Overload Protection! 
. Operating curve illustrates fixed characteristics of Whitney 
Tormag Magnetic Drives which provide optimum performance 
and exclusive overload protection for a broad range of ir 


Whitney ee 


CONSULT YOUR WHITNEY DISTRIBUTOR or write — WHITNEY CHAIN COMPANY ¢ 239 HAMILTON STREET, HARTFORD 2, CONN 
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NEW! 


“LONG REACH 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED 
(1¥%2 TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN.- 
TEED FOR ONE YEAR 
%& SELLS FOR ONLY $53.70—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM % TON 
TO 2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistant, salt spray test- 
ed LUG-ALls available in all capacities. 
Because LUG-ALL Is The Best, It Is The Most 
imitated Winch Hoist On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. ® 
@eeeee#ee#¢e3e#es83#e#e#e#e8f 
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Cellar Drainer 


Powered By 
1/3 HP Motor 


Fig. 4614 cellar drainer pump is 
said to handle up to 3600 gallons an 
hour against heads up to 22 feet 
Sump depth is 2 feet 


Deming Co., Salem, Ohio 


~ 


| Attachment 


Replaces 
Reversible Ratchets 


Identified as No. 5448 
head”, a new free-wheeling attach 
ment is said to make any 4-in drive 
handle, attachment, extension, or 
torquer instantly reversible. 

\ self-contained mechanism pro 
vides free-wheeling action in either 
direction 

Proto Tool Co., Los Angeles 
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Quick facts about — 


TM 
Hi-lest 


, . | r ry lf ] ? | 
Made’from C-1017. stee 


I'M Hi-Test Chain is 
a wise recommen- 
dation wherever a 
strong, high-car- 
bon chain is pre- 
ferred over BBB 
Proof Coil 
It’s 
to assure a 


and 
Chain. 
treated 
finer grain, greater 
tensile strength and 
longer wearing qualities. 
Start tapping the big 
and growing market 
for TM Hi-Test 
Chain in your terri- 


heat- 


It’s profitable 
Write 
for catalog today! 


tory 
business! 


Advertised in 
Business Week 

and leading 

trade magazines 

Backed up with tested 
and effective sales helps! 


5.G. TAYLOR CHAIN CO., Inc. 
Hammond, ind. 
Pittsburgh, Pa. 


Taytor Mave 


A GREAT NAME IN 


. 
SINCE 1873 





this “rule of 3” moves 
more WENDT-SONIS tools! 


—, 





Gages 


Limits Indicated 
By Light Signa!s 
“Go” and “No Go” electric limit 


contact gage indicating by light sig 


nals has been announced. 
A signal light attachment reports 
accurately within 20 millionths of an 


inch over-and undersize as well as 


correct size by flashing of green, r¢ 
or yellow light. A second socket for } 
control connections is said to mak« /\ A 
further automation possible ae 
George Scherr Co., Inc., New 
York : 5 . 
SELL THE QUALITY . . . Wendt-Sonis polished flutes, on all 
round tools, prov ide taster ¢ hip flow 
away from cutting edge, making 


possible faster feeds and speeds. 


SELL FOR MORE PROFIT Repeat orders for Wendt-Sonis Car- 
bide Tools mean more projfus jor 


you. 


SELL THE NAME. . . . Buyers know the name Wendt-Sonis 
means quality. They see — and are 
sold through, informative advertis- 


ing appearing regularly in Produc- 





tion, Carbide Engineering, New 


Equipment Digest, and other key 


Wrenches publications. 


Designed For Heavy 


Industrial Work 
. « « and remember, you make more on 


Nine new sizes have been added each sale when you sell WHENDT-SONIS! 
to the manufacturer's line of heavy- 


duty box end wrenches. 

Entire line now ranges from 3-in LL E n D I -S 0 n ! © 
opening through 34-in. 

Owatonna Tool Co., Owatonna, COMPANY 
Minn. DEPT. 1D-757 


CONTINUED ON PAGE 218 HANNIBAL, MISSOURI ® ROGERS, ARKANSAS 
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==~A\eroquip 


AUTHORIZED DISTRIBUTOR 





|. A WORKING LIBRARY of product literature and 
sales aids is available to the distributor . . . direct 
mail pieces personalized with his name and address for 
local impact, catalog inserts and special servicing bulle- 
tins. This is a complete, integrated “package” right down 
to display signs, external house organ, advertising kit 
describing promotional aids and programs available. 


distributors 
SELL 


| REPLACE Hos: Nee FQ) 


2. TRADE SHOW ACTIVITY is a basic part of the Aero- 
quip program, smoothly geared into distributor operations. 
Inquiries and sales leads are promptly steered to each distribu- 
tor for action. Display units are available to distributors for 
their own use at shows in which they participate. 





3. CLOSE DISTRIBUTOR PARTICIPATION. Sales 
conferences with distributors are held at regular intervals 
to incorporate new ideas, maintain a constant review of 
sales and advertising programs. The distributor's point- 
of-view is eagerly sought. Here, you see an Aeroquip 
sales engineer discussing company product and sales lit- 
erature with Bob Cypher, President of the Cypher Co., 
well-known distributor. 


4. HIGH IMPACT BUSINESSPAPER ADS play an 
important role in Aeroquip’s sales program — create an 
extensive product awareness at key levels in industry — 
help to pre-condition the distributor’s prospects by em- 
phasizing “Contact your local Aeroquip Distributor.” 


5. “FACTORY,” says Peter F. Hurst, Aeroquip Presi- 
dent, “has been an integral part of our sales program 
ever since we entered the industrial field. It has been 
instrumental in carrying our name and product to the 
hidden buying influences within major manufacturing 
plants.” 


FACTORY GOES REGULARLY, and by invitation, to 

the men even you can’t see, or see often enough, or 

spend enough time with. And, in some instances, men 

whose part in the purchase you may not be conscious — 

of at the time. For remember, FACTORY and only FACTO RY 
FACTORY is edited exclusively for the Plant Operating : 
Group — the management men and engineers with op- 
erating responsibilities for production, plant engineering 
and maintenance, and direction of people. As a distribu- 
tor, you have a special sales force at work for you when 


FACTORY advertising is on the job. Edited exclusively 
for the 


A McGRAW-HILL PUBLICATION “ : 
ae Plant Operating Group 
@ 330 West 42nd Street, New York 36, N.Y. ; 


MANAGEMENT AND MAINTENANCE 











DISTRIBUTORS WANTED! 
NO REVERSE LEVER! 
WON'T STICK! 
.075 TRAVEL! 
RUGGED! 


wears IN, 
instead of wearing out! 
A highly sensitive, easy-to-read 
finger-type indicator that will 
Q read either direction without 
reverse lever or clumsy gear 
shifting. Will accurately repeat 
within .0001, The extra long 
INDICATOR contact point makes it more 
accessible and versatile. 
Unconditional lifetime guar- 
antee. WRITE TODAY FOR 
COMPLETE DETAILS. 


Key Area Territories Available! 
write TODAY! MG INSTRUMENT CO. 


Dept. 15, 12940 Sat'coy Street, North Hollywood, California 


WITH REPEAT ORDERS FROM SATISFIED USERS 
AND NEW CUSTOMERS CREATED BY ADVERTISING 








Pre omer 
Acceptance Means 
More Sales! 


A COMPLETE LINE 


ENGINEERED AND LOAD-RATED 
FOR TROUBLE-FREE AND 
LONG- LIFE LIFTING PERFORMANCE 


MADESCO TACKLE BLOCK CO. 


MAIN OFFICE & PLANT, EASTON, PA 
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Puller 


For Lifting, 

Lowering, Dragging 

Known as the Peerless Pal lever 

puller, a recently introduced puller 

has an oval-link chain, square drive 

ratchet head in the operating handle 
ind a friction holding brake. 

Made in capacity of $ ton and 4 

t features a detachable handle 

Harrington Co., Plymouth Meet 


Motor Base 


Makes Belt 
Changing Faster 


Compensating for belt speed 
hanges while machine is running, 
1 new tilting motor base features 
one size for all fhp motors. 

Base size is 54 x 74-in. Correct 
belt tension and alignment are con 
stantly maintained by a hand-wheel 
screw adjustment which changes 
angle of tilt. 

Lovejoy Flexibk Coupling Co., 
Chicago 





it’s easier to CELL 


CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


CAPEWELL products are brand name recognized and pre-sold 
through a consistent national advertising program in the leading 
trade magazines. 


CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 


CAPEWELL Sales Engineers all over the country are actively 
working in your behalf. 


CAPEWELL’s policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


CAPEWELL’s liberal freight allowance policy means profits to you. 
CAPEWELL has AIA... ask your Capewell salesman. 


BAND SAW 
BLADES 


HIGH SPEED STEEL 
BAND SAW BLADES 


PIPE FITTERS 
HAND TOOLS 


GROUND FLAT 
TOOL STEEL 


THESE ARE CAPEWELL’S TESTED SALES AIDS: 


“How to Use” booklets The CAPEWELL Pocket Saw 
that graphically illustrate * One Selector tells the complete 
the ways to get the most saw story carry it in 
out of CAPEWELL products. Microloy® Ground Flat Tool your pocket 

Steel combination Wali Chart 

or File Folder. 


Advertising reprints to 4 
remind your customers }a Direct mail program 
* imprinted with your letter 


that they're buyin 

notionally bon IP CAPEWELL Shop Cops with head and sales message 

quolity. distributor imprint. to back up your personal 
selling efforts 


Envelope stuffers to include CAPEWELL products are sold only through distributors. 


in your own direct mail . 
program. They're specifically 
designed to boost sales. 
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For Distributors Only! 


LOWEST PRICES ON 
QUALITY 


IMPORTED FASTENERS 


MEAN MORE SALES 
AND MORE PROFITS FOR YOU 














ACORN 
—_ N SEMI-FINISHED 
WING 


STOCK DELIVERY 








ACORN CAP NUTS...Two piece welded 
lower in price than cast, brass or other 
yet much stronger. More bolt clearance, 
smoother. Size range 6-32 thru 1”-8. 


SEMI-FINISHED NUTS...Superior quality 
nuts, cold formed in sizes 4” thru 
ular and Heavy. Even more economical! 
treated black Finished and Heavy, 


COLD FORGED WING NUTS...Strong, won't 
when hit with a hammer. Smooth, easy to 
range No. 6 thru %”. Advantageously 


pared with any competitive type. 


Conform to All Applicable American Standards 
Priced for Tremendous Savings 
Samples on Request 


Compare the complete heads and threads line 


PRICES... Watch your profits grow! heads and threads 
prices are consistently lower 





DISTRIBUTOR PROTECTION POLICY... We sel! to dist 
only and positively will not sell to users or « 


QUALITY... Although you can pay more, you ca 
a finer product. Produced by leading manuf: 
abroad, pride of craftsmanship 

in all our fastener products. You can sell t 
critical customers secure in the knowledge that « 
teners wi!l meet the most rigid standards of 


is very mucl 


GUARANTEE ... Complete satisfaction guaranteed 
privileges at our expense. 





CATALOG 


For bigger profits 

5749 LINCOLN AVENUE on bulk fasteners 

CHICAGO 45, ILLINOIS send in this cou 

heads and pon for our 40 
s \/\/ , , page loose leat in 


y dexed complete 


t h rea re | Ss i nc. fastener cotalog 


Name__ = 
Compony__ 

Address 
a 


Phone -_ 
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Provided With 
Identification Disc 


\ new line of bronze heavy duty 
valves includes Gate valves up to 200 
lb working steam pressure, Globe 

ilves up to 300 Ib working steam 
pressure, and Swing Checks to 150 
b 


Ds 


For commercial, industrial and 
original equipment application, the 
new line is said to meet government 
specifications and be fully tested 

Hammond Brass Works, Ham 


mond, Indiana 


Threader 


Threads 1 to 2-in Sizes 
With One Set of Steel Dies 


No. 78 quick-opening power drive 
threader features threading dies 14 
in wide—the same width as standard 
length for a 1, 14, 14 or 2-in thread 

Made specifically for power drive 
use, dies are said to give a perfect 
taper for entire length of thread 

It has also been announced the 
new “Black Magic” honed edge cut 
ter wheel is now the standard cutter 
wheel on the maker's No. 2 pipe 
cutter (4 to 2-in), the Model-A pipe 
machine, and the Speed-O-Matic 
pipe machine 


Also announced is a fibreglass re 





PARKER VISES 


The Sales Policy is 100% through Distributors. 


HAVE PROVEN THAT THEIR QUALITY AND 1 9 5 7 
SERVICE HAVE SATISFIED OTHERWISE THEY 


WOULD NOT HAVE LED THE FIELD FOR Our 125th 
2 Anniversary 


HERE are your PROVEN Selling Points 


YOU Helped 
Us Make It. 


THE COMPLETE LINE 


MACHINIST'S COMBINATION PIPE 
TOP SWIVEL JAW HINGE PIPE 
' DOUBLE SWIVEL SHEETMETAL WORKER'S 
UTILITY FILER’S 
Use These HEAVY DUTY WOODWORKER'S 


Selling Points Oo SMALL ANVIL 


Today Parker vises are individually packed 
in cartons or wooden boxes 


THE CHARLES PARKER CO. , MERIDEN, CONN. 


THEY GRIP LIKE A GRIZZLY 
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Their highly polished 
flutes produce smoother, 
more accurate holes! 


Drill Length and Chucking 


REAMERS 


For the finest reamers that money can buy, always 
specify “ACE”! They're made of top quality, pre- 
hardened high speed steel and produced by the 
Ace-originated ‘“‘ground-from-the-solid” process 
Results? Stronger, more highly polished right hand 
spiral flutes. Keener, longer iasting cutting edges. 
Plus smoother, more accurate holes at lower cost! 


Call your local Ace Drill Distributor today! 


NEW CATALOG covers the entire line of Ace 
Ground-from-the-Solid” High Speed Steel and 
Carbide Drills, Reamers, Drill Blanks and 
Special Drills. Send for it today! 


ACE DRILL 


ADRIAN, MICHIGAN 








ORIGINATORS OF ““GROUND-FROM-THE-SOLID’ DRULS | 


inforced abrasive cutter wheel spe 
cially developed for use on No. 14 
and No. 20 Speed-Cut abrasive cut 
off machines. 

Beaver Pipe Tools, Inc., Warren, 
Ohio 


| 
Vacuum Cleaner | 
Unit and Accessories | 

Available on Wheels 


Vacmobile, fully equipped with 
slide-on adaptor tools to handle any 
type cleaning operation or type of 
surface, is said to be a complete 
cleaning plant on wheels. 

Pullman Vacuum Cleaner Corp., 
Boston 


Lantern 


Double-Powered 
Dry Battery 


Designed with a focusing head 
light, a new all-purpose utility and 
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SELLING LIKE... 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 33-C 


They’re hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years... because of their 
money-saving advantages. 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers. 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap- 
plications. They’re available in a 
wide selection of types and sizes. 
Write for details. 


SPROUT-WALDRON 


Manufacturing Engineers 
Since 1866 


3 Logan Street 
Muncy, Pa, 





Scores of 
plants need the 
savings 
you offer... 


Deliver any 
material direct from 
Original drum! 
Save labor, time 


and materials! 





Motor i n 
parts. No adjustments. Nx 
eS a ing required. Lightweight 


VERSATAL 
Material Handling Equipment 
Products of STEWART-WARNER CORPORATION 


WITH ALEMITE 


natal 


material handling pumps 


Any plant can have efficient, clean transferring of 
semi-solids and fluids—with fast, powerful Alemite 
VERSATAL Pumps! Man-hours spent in hand 
transferring of materials are eliminated 

No waste drums are pumped completely 
empty! No shutdowns for refilling! 

Materials flow through fully-enclosed 

systems. Floors are kept clean, dry, 

sanitary! Heavy materials can be 
pumped, at lower temperatures, 
higher, farther, faster with 
Alemite VersaTaL Pumps! 


VERSATAL MODELS 


fit wide range 
of applications 


Powerful, VERSATAL “Super- 

H” Pump, illustrated, gives 15 
faster output than comparable 
models. High-speed pump with 
tremendous reserve power (4 
1 ratio). Big 3° Sealed Aji: 
No exposed Ving 


increased efficiency. Weighs 


only 43 lbs.! 
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Write Alemite, Dept. JJ-77 
1850 Diversey Parkwoy 
Chicago 14, Illinois 


Fastest itiiiern Method of F. NOW, at a PRICE 


increasing Production! y 
A LINE OF 


CONTACT 
WHEEL 
BELT 
GRINDERS 


that INCREASE PRODUCTION 
AS MUCH AS 80%! 
With ony one of three models 
you get: 
FASTER CUTTING 
FAR GREATER ECONOMY 
SAFER OPERATION 
GREATER FLEXIBILITY 
LONGER USE 
ACCURATE CONTOUR GRINDING 


ADJUSTABLE HEIGHT — 360° rotation of 

contact wheel permits instant adjustment 

to height of any operator. Can be 
MOUNTED ANYWHERE — requires only 
4 bolts! 

© CHOICE TERRITORIES AVAILABLE 
FOR DISTRIBUTORS 


Write for detailed information. 


B & E MFG. CO., INC. 
OAK GROVE, MISSOURI 


Continuous Threaded 


STEEL ROD 


It Bends Cold 


UT < LA 


Sintz ert* threaded rod gives you these important 
time-money saving features. 

@ Quality—Made from #1010 CISI cold rolled 
steel @ Smoother, More Uniform Threads 
@ Greater Strength @ Low Cost. 

Try SINTZ once and you'll be convinced. 
ORDER FROM YOUR MiILL SUPPLY HOUSE— 
_INDUSTRIAL JOBBER OR DIRECT FROM... 


CLAUDE SINTZ INC. — «cota rotten threaded 
1940 STANLEY AVENUE —Bends Cold 
DETROIT 8, MICHIGAN 


STUDS «+ FORMED RODS « PIPE PLUGS 
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home lantern features an oversized 
four-inch diameter curved lens and 
reflector 

Weighing four Ibs, “Bearcat” lan 
tern uses a standard No. 425 bulb 


as 
Burgess Battery Co., Freeport, Il! 


Work Positioner 


Supports Work Load 
Of 15 Lbs. at 6-in. 


cw 


Recommended for small assembly 
rk, the mounting method is said 
provide fast, positive means of 

ittaching work holding fixtures 
Wilton Tool Mfg. Co... Inc.. 
killer Park, Ill 


Gearmotors 
Simple, 
Versatile 


Motor capacities in a gearmotot 


line called Line-O-Drive range from 


| to 75 hp., with an output speed 
inge of from 350 to 74 rpm 


l'‘o change motors, four bolts are 


loosened to free motor from end 


ind uncouple the flexible 





Better 

design 

through product 
improvement 


; 
Better 
tasulation 


- =. 
nstaftt ree N 
par -j)+ 


How to increase your line 
without increasing inventory! 


New Louis Allis LINE-O-MOTOR gives real cost- and space-saving flexibility 


Here's a hot distributor item — the new Louis Allis Check these Louis Allis distributor advant 


Line-O-Motor — a motorized gear reducer packed with Attractive profits 
Louis Allis quality and built to accommodate motors of 

any speed or enclosure. By changing mounting brackets 
units can accommodate a wide range of motor sizes 


The most complete line of motorized di 
in the industry 


geal 
O-Motor is available in ratings from 1 to 75 hp Industry-wide product acceptancs 


ind triple reductions with ratios from 5.06 t eat deliver: 
in both foot and vertical flange mounted styles 


Line 
doubk 
top notch 
ppreciate the flexibility of the Line-O-Moto1 


in be readily changed by Distributors in 
Products that 
; ] 


and promoted 


t1o ¢ 
hops without special equipment. Gear units cove! 
nge of horsepower and output speeds and can 
nbled with motors carried in your stock Investigate a Louis Allis distributore! 
vou'll be proud and pleased to han 
your nearby Louis Allis District 
Louis Allis Co., 455 E. Stewart St 


ready for you right now: Line-O-Motors of all 
ire carried in stock on the same basis as integral 
delivery in one week 


MANUFACTURER OF ELECTRIC MOTORS 


ae 
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It pays to be called an 
“OLD LINE” COMPANY 
and it pays to 
REPRESENT one! 


For more than a half-century, “Hisey of Cin- 
cinnati” has meant quality and dependability 
in the machine tool field. It has also been a 
door opener for the dealers and distributors 
who feature Hisey nation-wide. Investigate 
your possibilities with “Hisey of Cincinnati”. . 
AN OLD LINE OFFERING OPPORTUNIES FOR 
NEW BUSINESS . . . GREATER PROFIT! 


Wide range Precision grinders 
with internol-external grind- 
ing heads. 4, %, 1, 2, 3, 5, 
7%, and 10 HP, 


General Pur- 

pose grinders 

12”, 14” and 
18” 

2,3 and 5 HP 





3. 
* Be “2 


Belt-Drive 
—— snagging grinders 
Polishers gg g g 7 
2,3.0nd 5 HP tool post grinders, 


a mm plate grinders, 
) | vertical spindle 


ae aap a grinders, internal- 
° . 


%, 1 and 2 HP 











Distributor opportunities in a few key areas! 


We are now embarked on a program of expanded dis- 

tribution ... This is an opportunity to represent one of 

America’s best known machine tool lines. WRITE © WIRE® 
PHONE NOW! 


THE HISEY-WOLF 
MACHINE CO. 
Ex} Mt. Hope Ave. 
Cincinnati 4, Ohio 
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coupling. Mounting slots conform 
with standard NEMA dimensions. 

Howell Electric Motors Co., 
Howell, Mich. 


Pump 


Utilizes Low Priced, 
Low-Operating Cost Motor 


K4 Special, a new self-priming 
neoprene impeller pump is said to 
perate quietly and effectively in 
either irection at low or high 
speeds 

Made of Naval bronze through 
out, with a stainless steel shaft the 
t-in IPS is designed to operate off a 
motor as small as 4 hp single phase 
and handle all liquids that do not 
iffect bronze or neoprene, at 74 
ypm, 10 psi at 1750 rpm 

American Machine Products, Inc.. 
New York 


Cutoff Tools 


Reduce Vibration 
Up to 50% 


Made with shanks of ““No-chat”, a 
new line of carbide-tipped cutoft 
tools feature greater heat conduc 
tivity permitting cooler running for 
longer tool life. 

Shanks have a density of .606 Ibs 
per cubic inch. Nine standard tools 
ire available in lengths from 34 to 

ind in varying tip widths 


Wendt-Sonis Co., Hannibal, Mo 

















PRECISION 


PERFORMANCE. 










To the high diver, precision performarice 
means the graceful and faultless execution 
of even the most difficult, intricate dives. 


To tap users, precision performance means 
production-line continuity, better 

threaded parts, increased tap life... 

and BAY STATE! 






Bay State Tap & Die Company 


Mansfield, Massachusetts ‘*'® , 


On the nearby shelves of your Industrial Supply Distributor 


Get on the phone, like this engaging young secretary is ’ 

doing, and contacte CROWN for complete details on new A 
profit opportunities on selling CROWN PUMPS. Of 

course, you can write, wire or phone and CROWN will 

rush the material . . . do it the easiest way, but do it au 
today. Contact CROWN Manufacturing Company, Wa- 


terloo, Iowa. 
DEAL 
FOR 
PUMP 
DEALERS 
and 
DISTRIBUTORS 


WATERLOO, IOWA 


rMFG. CO) 


Crown Manufacturing Company produces a complete line of quality 
engineered and field tested Self-Priming Centrifugal, Diaphragm, 
Electric Powered & Hi-Pressure Pumps ranging in size from 1” to 10”. 


HOW TO SERVE 
YOUR CUSTOMERS 


Do as many Distributors i." 
done for the past 66 years—make 
“Positive” your sole source of 


supply. 


PRODUCTS of DISTRIBUTORS 
CONFIDENCE FOR 


66 YEARS 


Yes—’Positive’” designs meet ALL fast- 
ening needs in critical assemblies of 
plants all over America. And “Positive”, 
selling through Distributors, is an un- 
failing source of supply that can AL- 
WAYS be depended on. 


(2 OSITIVE 





NONLINK POSITIVE 
TYPE 


LOCK WASHER CO. 
AVE. A 6 MILLER ST,, NEWARK 5, N. J, 





HIGH COLLAR TYPE 
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What's New in 
Merchandising 


Starts on page 144 





lustrating and describing its line of 
casters and wheels. The first two 
page spread is devoted to theme, 
Buy Fairbanks Casters and Wheels 
Through Leading Distributors in 
All Principal Cities.” Distributor 


services are described 


J. H. France Issues 
Refractories Bulletin 
J. H. France Refractories (¢ 
Snow Shoe, Pa., has issued a bulletin 
600) on its line of high tem 
erature refractory motors. Informa 
the firm’s newly developed 
r-bond material, “Furala,” 
echnical data tables pro 


nformation on use tempera 


BEARINGS—Electro-Nite Carbo1 
( Philadelphia—Cata 

ited carbon graphite 
ire illustrated in ovens, 


$s equipment conveyors, et 
rades and design informat 


17 
1U 


COMPARATORS 
(,auge ( 2 Detroit 


mparator g 








| 


PURCHASING 
4 DEPT 





on a Sale 
each time 


you plug 


EVERY PLANT 
NEEDS 


ig Plastic Stee!’ a ES. 


A DEVCON PRODUCT 


a call you can sel 

ric STE EL it’s the only product o 

just minutes you can prove to any type 
lant or shop t hat they can save real mor 
il owed repairit g and rel 
ixing leaking Pp sige s and tanks | 
plex jigs, fixtures and dic doing rie STEE ‘<¢ durabi 
5 mi h PL ASTI STEEL 


eh ae scosiiai fa. cal | 
BE types—PLASTIC STEEL A 
a ity and PLASTI STEEL B, s co 


PLASER STEEL is available in 1, 4, and 25 1 r plant new uses at 
onta s each eri contains hardening ~ ASTIC STEEI very day 


t, release agent, measuring spoons and co 


all of which add up ti yntinuo 


INTENSIVE ADVERTISING IN — — FIVE TRADE MAGAZINES, 


plus data sheets and technical lit ure help | and sell PI ASTI STEEI 
Traine ad Seld copes entatives in your re ft to demonstrate to you isto 


r arca a 
enehits of g PLASTIC ‘STEEI Call or 1 


o] A fele), Mele) i te) 7 -walel. 


77 Endicott Street, Danvers, Massachusetts 
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RESINOID 
DIAMOND 
WHEELS 
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who specialize in 


picture which has 


and cutting tools. Add a product to your sales 


abrasives 


approved and is used by major U. S. industries. 


been fully 


Your further inquiry is invited and we will be happy to provide full particulars. 


AURORA, ILL. 


STATES DIAMOND WHEEL CO. 


are illustrated and features 


Standard 


shown. 


layouts a1 


1 
SCALA 


CONTROLS — Powers Re 

Co., Skokie, I]l—Catalog on f 
line of temperature, pressure, hu 
miditv, Illustra 


tions show various units, their appli 


nd fluids controls. 
cations and construction features 
LUBRICATION—Alpha Molykot 


Corp., Stamford, Conn 
pplication of “Molykot« 


Brochure 
showin? 
line of lubricants, selection tables 
chemical properties 
COMPOUND Burndy 
Norwalk, Conn 
“Penetrox <A’ 

trical connections 
It illustr 


use “squeeze container in appl 


Corp 
-Foldei cescrib 

compound for el 

involving al 


num ites how lineman 


compound 


COUNTERS—-R. FE. Hart Mf 
Co., Ann Arbor, Mich.—Catalog 
containing list prices, specifications 
producti 


illustration of firm’s 


For distributors, firm has 


prepared sales kits, technical data 


counters 


and a flyer made up of condense: 
catalog material. 


V-BELTS -Goodyear lire & Rub 
ber Co., Akron, O.—Booklet on raw 
materials used in producing V-belts 


; 


Natural and synthetic rubbers, cot 


ton and synethetic cords, rubber 
chemicals and steel cables are sul 


jects for one-page explanations 


SHAFT TOOLS—W vzenbeck 
Staff, Inc., Chicago — Condens« 
catalog on “Wyco” line of flexil 
shafts, flexible shaft machines, sav 
cutters, and 


attachments, hole 


lated items. 


VALVES 
tom, N. Y. 
“Ni-Resist’ 


valves with type 316 stainless ste: 


Jenkins Bros., Nev 
Folder (no. 205 
tvpe 2 cast iron gat« 


trim. 


CONTROLS—Bristol Co., Wate 
bury, Conn.—Bulletin on pneumatic 
control instruments describing and 
illustrating concepts of nariow band 
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DOING BUSINESS 


““MORGAN 


VISE SALES 


IS A 
DEPENDABLE 
WAY TO 
SUCCESSFUL 








ou very ably take care of 

your customers needs whe. 
you sell Morgan Vises. We do 
a complete job of supplying 
you with the highest quality 
vises. You in turn become a 
logical source of supply. There 
are types and sizes to meet 
all industrial needs. 


We protect you through 
prompt service, excellently en- 
gineered vises and an uncon- 
ditional, no time limit, guaran- 
tee should any Morgan Vise 
show a manufacturing or ma- 
terial defect. Our vises are 
shipped in strong fibreboard 
cartons to prevent damage in 
transit. You'll like our way of 
doing business. 
Write for the 
MORGAN Distributor Plan. 


We urge users to buy thru their 
local distributor. 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





Gk “ait SKF 
if SKP 

oKF 

STS 


A} 
ORY AND CiEay 


ee 


SKF MMM Sr 
x Sk} . 
SKF 
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---—FOR ANY CUSTOMER 


REQUIREMENT 


sss’ makes a complete line of anti-friction 
Bearings ...a bearing for practically any 
application, any customer’s requirements. 
Ss pre-sells anti-friction bearings with 
wide-ranging, hard-hitting advertising of 
universal appeal...that reaches important 
prospects consistently. 

secs field engineers are available to assist 
when a bearing problem arises. It’s an SOs 
service that backs up the selling story. 


2 
> 
4, 
. mY 
‘ 
0 eu we 


... three big reasons why profit-wise dis- 
tributors know S{Si* means new sales and 
business potentials. 7770 


EVERY TYPE—EVERY USE 


Ball Bearings 

T) Cylindrical Roller Bearings 
Spherical Roller Bearings 
Tapered Roller Bearings (“Tyson ) 


* Reg. U.S. Pat. Of. Tyson Bearing Corporation 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


proportional, reset, derivative and 
reset plus derivative control actions, 


etc 


Damascus Steel Catalog 
Describes Striking Tools 


Damascus Steel Products ¢ rp., 
Rockford, Ill., has issued a catalog 
describing and illustrating its “Tat 


gethead” striking tools (chisels, nail 
sets, punches, etc \ listing of 


sizes and assortments is give! 


FASTENERS Eversole 

Inc., Toledo, O.—Folder pres« : 
specifications on “Flat Nut” fasten 
ers for use in high-speed assembly 


operations 


FITTING—Ideal-Simplet  Fittn 
Inc., Svcamore, I]].—Catalog 
describing “Pulling Elbow,” for « 
ng pulling of wire around corners 
Use of elbow is illustrated 


CTawWi1ngs 


STEEL—Allegheny Ludlum Stee! 
Corp., Pittsburgh—Booklet, 32 pp 
on stainless steel sheet and strip, in 
cluding 20 tables giving data 

stainless steel finder, corrosion 

sistance, fabrication properties, 
weights, et Also, “blue sheet” on 
type 415 special stainless steel, con- 
taining data on physical properties, 


heat treatment, etc 


oehtane TOOL COMPANY 


HING IN STANDARD AND SPECIAL CUTTING T00 


14400 WOODROW WILSON * DETROIT 3, MICHIGAN no. 424) giving specifications and 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. installation drawings of firm’s new 


CONTROLS Norden - Keta‘ 
Corp., Stamford, Conn.—Bulletin 
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Increase Pieces-Per-Belt 30% OR MORE 
with MICHIGAN ABRASIVE BELT 


1 en 


MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per belt. 
MICHIGAN BELT: &£5 <OAT Resin bond, 180 grit-250 pieces per belt. 


6674% more pieces and nothing was changed but the belt! 


More and more people who thought they were can’t be matched in quality, line, delivery or 


getting peak production per belt are being price . . . repeat business is automatic .. . our 
amazed at the additional production they get distributor plan is the best to be had! Return 


from Michigan Abrasive R¢® <OAT Resin belts, this coupon or write today and a Michigan 
representative will call on you to discuss the 


discs and sheets. 
details. You'll be glad you did. 


Every day Michigan R86 €OAT Brand coated 
abrasives are being specified by purchasers 
because they know Michigan cuts sharper, cleaner 7 MICHIGAN ABRASIV e co. 
and smoother . . . and lasts longer. This out- ee Manufacturers of "The Humidity-Coatrolled Abrasive” 
standing performance has made Michigan Abra- 11911 E. C-MRE ROAD « DETROIT 5, MICHIGAN 
sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need more 


distributors to keep the ball rolling. . 
Let's talk about Distributing Michigan Abrasives 


The complete Michigan line sells, and stays Send me your Catalog, too. 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan be l 

I 








VehIGart Bio 
ABRASIVES 


RED COAT 
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‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


— 


CAP SCREWS +- COUPLING BOLTS 
SET SCREWS +: MILLED STUDS 
+N) iuha ly ... our specialty. 


4 


The Ottemilier line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


W"}+Ottomloer CO. YORK, PENNA. 


LOWELL WRENCHES: Simple to Use... Easy to Sell 


Again and again, time studies have prove 


~d that Le 24 ll Re 44 thle 
Wrenches cut costs because they are simple t I 
exceptional strength, and you have the wrenches | 

dependable, fast, long-lasting. Here are three of the n 

et type wrenc 
bolt to 


SERIES 50 SOCKET WRENCHES Series $0—=Sock 


Formerly Steel Socket Bridge and Red Socket E 
renches Th ocket 


SERIES 40 GEAR WRENCHES 


Formerly “Red Face” Bridge Builders’ Wrenches 


Especially popular with machine 


SERIES 20 WRENCHES aol Hadidane’ ty tail Se Gatien 


Formerly 1916 Pattern knobat theend of the handle. M 


]— 


For Complete Information 
Write for General Catalog and Price List 


OWELL WRENCH Co. 


WORCESTER 8, MASS 


" 1 
allows tht 


Series 40—Gear type wrench 


The flat gear, hole-thru type, is 
made for heavy duty. It is re- 
versed by a “trigger” near the gear. 
Handles from 24” to 48”; square 


or hex gears from 3” to 454”, 


Series 20—Gear type wrench 
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jet fuel flow measurement system. 
len instruments are illustrated and 


described. 


GAGES—Yarnall-Waring Co., Phil 
Folder featuring 


new “Color-Port” water level gage 


adelphia firm’s 


Illustrations show red and green 
readings for water and steam space 


in boiler. 


CORD REELS—Cordomatic Div., 
Vacuum Cleaner Corp. of America, 
Philadelphia—Catalog, 16 pp., de 
scribing new line of retracting cord 
reels for use with lights and tools. 

are illustrated, and applica 


tions are shown in line drawings. 


CASTERS—Hamilton Caster & 
Mfg. Co., Hamilton, O.—Catalog 
no. 125), 56 pp., on line of indus 
trial Illustra 


tions, descriptions, and specification 


casters and wheels 


data are included 
FURNACES-—Charles A. Hones, 


ez Catalog 4) 


pp., describing full line of standard 


Inc., Baldwin, 


‘Buzzer’ burners and _ furnaces 


illustrating line of tungsten carbide 
ivailable for special applications. 
Specifications and rating data are 


included 


CARBIDES Adamas Carbide 
Corp., Kenilworth, N. J.—Catalog 
no. 357), 32 pp.. describing and 
tools, tool tips, dies, weal 
Dex-A-Tool” toolholder and “Cera 


} 
oxide 


parts, 
lox sintered aluminun 
Manufacturer’s grade recommenda 


tions are shown 


PRECISION TOOLS — Brown 
Sharpe Mfg. Co., Providence, R 
36N Of 


ng full line of precisi 


Catalog (no 


equipment, includi 


5 ey 
items 


7 bis 1 4 - 
nrst time last vear. 


M51) pi 


I 


Black I 


Also, folder 
turing and describing 
7 


rame”’ micromet 


to §3, and 93 t 


rUBING—Trent Tube C 
diarv Crucible Stee] Co 
1, East Troy, Wis ( 


tainless steel and hig 
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The dependable, quality line 
that gets business and keeps it 


Throughout the years Macwhyte has satisfied its distrib- 
Vi cola-ey Uh tak- Belelivon ebm ei aelisle)ael-1107-18 meee Co) OB o\-Ja le) ail- lala 


Macwhyte specializes in precision-engineered relaelel tiene 
to cover every handling job. Included in the Macwhyte 
line supplied to users through Macwhyte distributors 
are: PREformed, Internally Lubricated wire ropes, 
Round-Braided, Flat-Bratded and single part wire rope. 
slings, Stainless Steel wire rope, Monel Meta! wire rope, 
PN igelg-hi@s Or-1e)(-M-lale M10 7-1e1-emilecialel-e- Lalo Mis l-Li-nd mele Le 
rope assemblies. 


Large factory stocks of wire rope with complete handling 
Tale Month eclate Mm r-loullid(-t-Me-le-Me-Na-lit-lel(-m comme elem luluil-lell-1c-ih] 
Ask to have a representative cal! 


eacworit Catalogs provide-consumers with complete, detailed informa- 
tion and specifications on all Macwhyte products. Literature 
on specialized uses of wire rope also available on request 
For Catalogs or information, contact any Macwhyte wire rope 
warehouse or write direct to Macwhyte Company 


wnt nore 





Wire Rope General Wire Rope 
Assemblies 5601 Catalog G-16 


MACWHYTE COMPANY 


2906 Fourteenth Avenue, Kenosha 


Manufacturers of Internall 
Braided Wire Rope 5 
Monel Metal, Stainless Stee 
blies. Special catalogs available 


MILL DEPOTS: Pittsburah 36, 353 





Detroit 3, 75 Oakman Blvd. + Chicago 6, 228 tt 
Street + St. Paul 14, 2356 Hampden Ave. + Ft. Worth 1, | 
Box 605 + Portland 9, 1603 N.W. 14th Ave. «+ Seattle 4 
Holgate St. * San Francisco 7, 188 t. « Los Angeles 21, 
2035 Sacramento St 





a —™ Sling Catalog S-8 
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CHECK YOUR 


PROFIT 


Beebe Bros. 


WINCHES 


LOW INVENTORY INVESTMENT 
By investing only a relatively small 
amount of money in an inventory 


you can carry a complete, full-line 
stock of Beebe winches 


SUBSTANTIAL SALES VOLUME 


Beebe winches have a reputation for 

quality that has made them the largest 

selling hand winches in the world 

Beebe winches are used in every 

field construction industrial 
logging marine 


FAST STOCK TURNOVER 
The normal stock turnover on Beebe 
winches is four times a year—or more! 


EXCELLENT PROFIT MARGIN 


A generous profit margin on all Beebe 
winches makes them an attractive 
product for any distributor to handle 


Industrial distributors are invited to write 
more information and prices 


& 


7 


BEEBE BROS. heavy duty 
all-steel winches 
14-ton to 15-ton 





BEEBE ‘Shur-Worm”™ 
Safety Winch 


strongest geared power for its weight 
in the world 


Beebe 
Bros. 5 


2720 Sixth Avenue South ¢ Seattle, Washington 





BEEBE 
Electric Hoists 
and Car Pullers 


236 


pipe and tubing. Firm's method of 
welding tube at the bottom to get 
smooth surface is described and il 
lustrated. L«I 


REAMER 


Steel Corp., 


Cleveland 


CHAIN — Republic 
Bolt & Chain Dyiv., 


Combination direct mail piece and 


‘ 


welded chain comparison char 


Comparing link measurements, loa 
limits, and pounds per 100 ft 


major welded chain types, chart can 


be hung on wall for re 


———__4 
COMPARATIVE REAMER SELECTOR 


bers = 

rere ae 
EEE 
by wet price, style & dimension 


for LOI reemers, bienks & cutters 
a ——_— - 
ettective September 4. 1956 





a 


Lavallee & Ide Issues 
“Net Price Selector” 


Lavallee & Ide, Inc., Chicago, has 
issued a “comparative net price se¢ 


Another example of the continuous 
research for customer satisfaction 
and service brought to you by the 
reamer specialists” 
Just look at these size ranges 
Fractional Sizes Ve" thru | 
Wire Gage Sizes #1 thru #8 
reamer is illustrated, Letter Sizes A thru Z 
type, shank, flute, length and firm's Complete Sets 
list Any size from .0135” thru 1.000 
Highest Tolerances 
e Drill Blanks up to 


lector” listing its line of reamers by 
decimal equivalents and net price 
consumer. | 


to industnal very 


described by 


number 


DE, 


VALVES 0 
Rockwell 
Bulletin 


house Air 


Meter & Valve Div., 
Mfg. Co., Pittsburgh— 
listing line of Westing 
Brake power operators 
Rockwell-Nordstrom 


wrench 


over 4 . (wy 
e Reamer Blanks up tc 


00 100 


& 


over 4%” +.0005 100 
Why not let these advantages er 
oyed by L&I distributors begin 
working for you 
Write for the L&I story toda 


for actuating 


tvpe, 


screwed gland 


ited valves. 


LAVALLEE 


FILM TAPE—Labelon O., 

Rochest s N y Fol ler CSCT 0 & 
ing line of colored and t insparent 

Listed 


trated are several uses of 


1] 


icetate film tapes ind illus 


' 
tape ind 


included are sample pieces sh * " 
the reamer specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 


Various colors 


SPRINGS Superb Spring Wks., 
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CENTERS 


DISTRIBUTORS: ‘‘CASH IN’'’ ON DEMANDS FOR THIS HIGH QUALITY LINE 


Ideal’s traditionally fine quality craftsmanship and latest manufacturing 
techniques combine to bring you an unequalled standard of excellence 
in live centers. Designed to give “custom” results from standard models, 
the IDEAL line is guaranteed to match, or exceed your customer's crit- 
ical job specifications. Easy to order, easy to stock — the broad selection 
of GOLD BAND sizes and models means that “specials” are seldom re- 
quired. 99 out of 100 times most orders can be filled right from your 
stocking inventory. Investigate this opportunity today, and you'll be 
making profits with nationally advertised Ideal GOLD BAND Live 
Centers tomorrow! 


A COMPLETE LINE 4FOR EVERY ) NEED... - SPECIALS TOO! 
) 


" - 4 
UNIVERSAL MULTI DUTY HEAVY DUTY PIPE F 
Super RSS General duty (S For extra- f 
accurate t model . rugged 


model Operations 
— 


Complete catalog date and IDEAL INDUSTRIES, Inc. 
specifications, as well as 1000-G PARK AVENUE 


available territories and 
nanan SYCAMORE, ILLINOIS 


Sold Only Through the Nation's Leading Industrial Distributors 
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Mount Vernon, N. Y.—Booklet de- 
scribing and illustrating line of ex 
tension springs, torsion springs, flat 


springs and wire forms. 


HOSE — Flexaust Co., New York, 
N. Y.—Bulletin (no. 70 listing 
prices and information on “Flex- 
THE WORK-SAVING ADVANTAGES aust” hose and “Portovent” duct 


products. Bulletin is tabbed for easy 


DELIVERED BY UPSON-WALTON’S reference 


-LIFT CRANE HOOK BLOCK 
— DRESSERS — Threadwell Tap & 


Die Co., Greenfield, Mass.—Folder 

describing “Tangi-Matic” dresser 

for grinding wheels. Capacities and 
EASE OF HOOKING specifications are listed 


I 


Drop forged steel move- 

able trunnion, heat VALVES-—Ohio Brass Co..: Mans- 

treated steel swivel hook Geld. O.—Folder 

provide easy engagement 
. eliminates swinging 

entire heavy block into end, and stem design of bronze 

hooking position. gate valves. Selection suggestions 


giving numbers, 


pressures, ratings size, type of pipe 


ire given 


AIR CYLINDERS-— A. kK. Allen 
Co., Brooklyn, N. Y.-—Folders on 
types AN and BN double- and sin 
gle-acting air cvlinders, together 
EASE OF REAVING : with price list for both ty pes 
Sheaves are designed for 7 
proper size rope . . . cuts ; METAL HOSE—Universal 
down wire rope tatigue ; ‘ Hose Co.., Chicago Catalog no 
to lengthen rope life. FF ~~ 5 : ID-100A 


Speeds and eases reaving . s ss sag 
ICtai nose, and mciudes recom 
job. 


covers lin of flexible 


ended pressures, temperatures, and 


rested uses 


COATING—-—Wilber & Williams 


( Boston—Folder describing 


properties and applications of “Rub 
EASE OF LUBRICATION Be ' 
ber-Coat Liquid Hypalon,” a coat 


All Alemite fittings are ing the firm claims is resistant to 
threaded for easy pres- chemical attack. A table compares 
sure lubrication. Means 
smoother performance, 


long bearing life. 


; 


resistance to neoprene and na 


ral rubber 


Upson-Walton Max-Lift Crane 

, lahle : _ . . 
Hook Blocks available in 5 to SLINGS_—C ambridge Wire Cloth 
30 ton capacities. Timken ; : : “ 
Roller Bearing or bronze Co., ¢ ambridge, Md. Catalog liius 
bushing equipped. Write for — oat A “un: e 
detailed Bulletin CB-20-55R iting applications of its “Gnpper 
woven wire slings. Load ratings are 


CHECK FIRST WITH siven, together with pt 


l iICCS. 


THe UPSON-WALTON company PIPE TOOLS—Beaver Pipe Tools, 


SINCE 1871 
12525 Elmwood Ave. + Cleveland 11, Ohio Inc., Warren, O.—Revised bulletin 


no 2 07 - nc a v7 
Manufacturers of WIRE ROPE + ROPE FITTINGS + TACKLE no. AB 457) on firm's “Speed 


BLOCKS + CRANE HOOK BLOCKS Cut abrasive cutting machines. 


»s ( ; < - 3 t S - 
OTHER OFFICES: NEW YORK - PITTSBURGH + CHICAGO pecifcations, descriptions, illustra 
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tions, cuttings times, etc. 
cluded 


TORQUE TESTER -P. A. Sturte 
vant Co., Chicago—Brochure de 
scribing firm's torque testing pic 


ture. ['ypical applications are 


pictured, and features of unit are 


posted. 


zl 
LATROBE 


i SP 


Chicago-Latrobe Book 
Covers End Mills 


Chicago-Latrobe, Chicago, has 


issued a 16-page catalog on its full 





line of high speed end mills, with 
prices and dimensions included. A 
technical data section furnishes ad 


ditional data 


CARBIDES — Metallurgical Prod 
ucts Dept., General Electric Co.., 
Detroit—Two new shipping contain 
ers for cemented carbide roof drills 
and augers used in mining opera 
tions. One of the boxes holds 25 
roof or auger bits, and the second 
box includes a protective insert to 
hold eight large drills or augers. In 
} +] 


setts of both containers resemble 


those of egg crates 


MOTORS Marathon Electric 
Mfg. Corp., Wausau, Wisc.—Cata 
log showing current pricing for ] 

through 200 hp. motor sizes on gen 
eral purpose fractional and inte 
gral hp. motors. Slide base dimen 
sions, standard modifications and 


dimension drawings are included. 


FUBING Babcock & W ilcox i. 


lubular Products Div., Beaver Falls, 


N. 


KANTIINK 


SPRING WASHERS 


—keep 
bolted 


assemblies 
tight 


permanently! 


Kantlinks by National 
are the spring lock 
washers your customers 
rely on for the bolted 
security of their finished 
products. Distributors 
know that easier-to- 
handle packaging, sales- 
producing literature and 
a sound distributor pol- 
icy add up to greater 
profits on spring lock 
washers! 


Catalogs Available— 
Complete Na- 
tional Catalogs 
are available 
for counter 
stacking or dis- 
tribution to 
your Customers 


NATIONAL — easier to sell because your customers 
know these dependable spring lock washers by name! 


Opportunity for Distributors! 
NATIONAL offers an excel- 


lent opportunity to industrial 
distributors. Write, today, for 
complete information on the 


NATIONAL line! 


THE NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5 NEW JERSEY 
MILWAUKEE 2, WISCONSIN 


Representatives in Principal Cities in the United States and Canada 
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Pa.—Bulletins (nos. 145A and 152A) 
t 
You always PROFIT when | dmbn: sell QUALITY! on design, construction and opera 


tion of equipment involving use of 


ier! 
Makes MAINTENANCE easier! tubing and piping at elevated pres 


sures and temperatures. Bulletin 
145A discusses “Croloy” 2} and 


bulletin 152A deals with Croloy 14. 


LOOSENS rusted bolts WREN V-BELTS — Worthington Corp., 


nuts, screws, “frozen” parts! Harrison, N. J.—Builetin on Worth 
ington-Goodyear variable speed \ 


A powerful blend of quick-acting = : - & belts. Four pages of tables give the 





solvents. Frees parts frozen by rust, —— belt applicable to various manuta 


corrosion, scale, paint, varnish, car- ) \ turers’ belt part numbers 
. > af: 8-oz., Pt., Ot.,Gal 
‘ als. §-0: 
bon or gum. Safe for all metal o-es, Fe, @t-.Gel.. 
handy “SPRAY 
CANS” 











For leakproof, pressure-tight connections... 


Gasket & Joint SEALING COMPOUNDS 
Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble... meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. 

For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conede: Redictor Specicity Co., Ltd., Toronto 


How You Can Sell More 222.'!i'sziun 


BLOW: OFF VALVES 2:2 siesi'icssis 


ts ror cement mil 


ded are selection tables to 





1 
} 


] | 
ser select chain, buckets 
7 


The Regular Everlasting Valve 
: . pacing, head shaft wheel « 


(at the left) provides a drop-tight 
seal that actually improves with 

use, because each time the disc ising SIZE 
rotates against the seat there is a 


self-grinding, self-lapping action. PTHERMOSTAT~— Robertshaw] 


The Everlasting Angle Valve n Controls Co., Greensburg, Pa 
(at the right) is built extra tough Jooklet (no. RT-808) on electric 
to withstand repeated blow-off hermostat model F2 for controlling 
shocks, erosion and abrasion. : Vesautieenh oft 
+r . empel Ire alk Ove CI O d 
The disc and seat are monel met- , a 

juids. Installation and appli 


al, and the stem is stainless steel. i 
i01 described. Also, bulletin 


rpm., foot shaft spr 











807) on electric thermostat 

For 50 years Everlasting Boiler Blow-Off Valves have for specialized equipment applica 

been sold exclusively through Distributors, and have 

been winning repeat orders in sale after sale. Write for 

catalog and price information. ~~ 

V-BELTS—Allis-Chalmers, ‘Texrope 

EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. Drive Dept, Milwaukee—Booklet 

titled “Longer Belt Life,” explain 

ing and illustrating V-belt princi 

ver as ng a ves ples, construction, installation and 
TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF. ev-sos maintenance 
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STEEL—Firth Sterling Inc., Pitts 
burgh—Catalog page (no. 10-150) 
giving analysis, characteristics, ap 
plications, etc. on “Firth VC,” a 
high speed steel designed for wood 
working applications. Also, techni 
cal bulletin on three grades of its 
hot work die steel, and a bulletin on 
‘Firthite NHA,” a general purpose 


carbide 


WIRE ROPE—Hazard Wire Rope 
Div., American Chain & Cable Co 

Wilkes-Barre, Pa.—Bulletin (DH 
129-B) describing firm’s full line 
of lay set preformed wire rope, 
wire rope accessories, and “Dualox 

cable Data on 


onstruction ipplications 


boom assemblies 


features, 


; 


diameters, et are given 


LUBRICATION—Bijur — Lubricat 
Rochelle Park, N. ].—Re 
rom 


ing ( orp 


print explaining changeover 
manual machine oiling to automati 
ubrication, showing svstems used 
RACKS—\1 H Standard Corp., Jet 
sey City—Bulletin picturing and dé 
of steel rack 
industrial storage. P: 


racks ; 


scribing the firm’s line 
wer-driven 
also shown. Construction 


} 
installation service are ex 


( ed il 
Booklet containing appli 


PUMPS—Viking Pump Co., 
Falls, Ia 

ition data on firm’s pumps for pc 
troleum products, chemicals, paints 
etc. Drawings and photos illustrate 


OIL SEALS—Chicago Rawhide 
Mfg. Co., Chicago—Catalog of 
stock oil Engineering 


contains 


hirm s seals. 
data 
procedure and diagrams. Also, size 

“Sirvis” 


molded cup packings. 


section installation 


list on firm’s new leather 





LIQUID METAL FUEL 


A liquid metal that flames in the air 
eppeors to have application as a 
rocket fuel, or as a possible igniting 
agent for rocket and jet engines, ac- 
cording to Product Engineering, Mc- 
Grow-Hill publication. The liquid metal 


is aluminum trimethyl. 








a NEW non-marking “ATLASITE” 


composition truck caster wheel 
with 50% more impact strength! 


This new Bassick ‘“‘Atlasite’’ wheel can be a big point in making caster 
sales for you. 

It’s far and away the best general purpose, all molded, composition 
truck caster wheel on the market. Developed by Firestone, the New 
Bassick ‘‘Atlasite” is now the standard “‘Atlasite’’ wheel in Bassick 
truck casters. Here are important features. 

1. A non-marking compound which practically eliminates the danger of 
black tracks and smudges on floors. 

2. Impact strength is up 50% over our previous, and justly famous, 
*‘Atlasite” wheels. Its tough material will carry heavy loads as easily as 
a metal wheel but is far kinder to floors. It will wear without wearing 
out and ruining expensive floor surfaces. It is quieter than a metal wheel. 

It’s Bassick’s continual improvement of already top product quality 
that makes casters last longer and do a better job. And this—if you 
bring it up—is what makes sales for you. Mention the new “‘Atlasite”’ 
wheel to all your customers. Standard at no additional price. THE 
BassicK Company, Bridgeport 5, 


Conn. In Canada: Belleville, Ont. 
7.0 
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Now... 
easy-to-see 


Ident-A- Di 





valves 


Quick, positive valve identification — in- 

° H stalled or in stock! Easy-to-read Ident- 
Bright, aluminum A-Discs give you manufacturer’s name, 
di ° lif figure number and capacity at a glance 
Iscs simp I y .. . eliminate danger of error. . . greatly 
simplify replacement and stocking. And 

° ° for even faster, easier turnover, the Mil- 

e valve identity waukee 1101 model (shown) is individu- 
ally packaged in a brand new, sturdy 


> 
@ maintenance carton. 


More reasons why it pays you to stock 


& replacement and sell precision-machined Milwaukee 


valves and fittings for positive, continuous 
service. 


THE MOST COMPLETE LINE OF PREMIUM QUALITY VALVES 


Y MILWAUKEE VALVE COMPANY 


A subsidiary of Controls Company of America 
2375 South Burrell Street © Milwaukee 7, Wisconsin 
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D-A-T-E-§ 
TO REMEMBER 


Aug. 12-28—National Sales Execu- 
tives, Inc., Graduate School of 
Sales Management and Market- 
ing, Rutgers University, New 


Brunswick, N. J. 





Aug. 20-23— Western Electronic 
Show and Convention, Cow Pal- 
ace, San Francisco. 


Sept. 9-13—Instrument Society of 
America’s 12th Annual Instru- 
ment-Automation Conference & 
Exhibit, Cleveland Auditorium, 
Cleveland. 

Sept 22-25— National Builders 
Hardware Exposition, Conrad 
Hilton, Chicago 


Sept. 30-Oct. 4—Material Handling 
Show, Show Mart, Montreal, 
Canada 


Oct. 7-9—National Electronics Con 
ference, Hotel Sherman, Chicago 


Oct 14-18 — National Hardware 
Show, Coliseum, New York 


National Industrial 
& Handling Exposi 
onvention Hall, Atlantic 


N 3-4—Central States Industrial 
Distributors’ Association, Annual 
Convention, Edgewater 
Hotel, Chicago. 


l6—The American Society of 
Mechanical Engineers, Annual 
Meeting, Statler Hotel, New 
York 








OIL IN LAND OF BIBLE 


Israel’s first and only oil field is 
estimated at more than 50-million bar- 
rels, reports Petroleum Week, McGraw- 
Hil! publication. Discovered in 1955, 
the field is located six miles northeast 
of the Gaze Strip. It has nine flowing 


wells 














Book Reviews 





INTRODUCTION TO SALES 
MANAGEMENT, by Harry R. 
Tosdal, McGraw-Hill Book Co., 330 
W. 42 St., New York 36, N. Y., 
$8.50—This is a fourth edition of 
the well known test by Dr. Tosdal 
of Harvard Business School. Cases 
have been updated with emphasis 
on problems that have seemed more 
pressing to sales managers as post 
war competition intensified, such as 
profitability of lines, pricing, and re 
orientation of salesmen to a buyer’s 
market. Most of the book consists 
of cases, with text material inter 
spersed. It is organized in 10 chap 
ters, covering a wider range of sub 


jects, perhaps, than the title suggests, 


including general problems of sales 
management, product planning, dis 
tribution policies, pricing, market 
and sales planning, sales programs, 
sales organization, management of 
the sales force, filling and delivery of 
orders and control of sales opera 
tions. Despite the author’s careful 
differentiation between sales man 
agement and other functions in the 
first chapter, his choice of cases sug 
gests the difficulty if not the imprac 
ticability of belaboring such distinc 
tions. ‘Today's sales manager must 
be versatile, whether he’s actualls 
directing a sales force or, as exemplli 
fied in a case from Hibbard, Spencer, 
Bartlett & Co. that highlights Chap 
ter 9, finds himself deeply involved 
in integrated data processing in the 
offi C 


MODERN MARKE] RI 

SEARCH, A Guide for Business Ex 
ecutives, by Max K. Adler, Philo 
sophical Library, 15 E. 40 St., New 
York 16, N. Y., $4.75—Distributors 
who want to analyze their markets 
but hesitate to pay the price for 
nrofessional help may find this book 
helpful in organizing their efforts. It 
covers sampling, consumer interview 
techniques, data processing and 


preparation of reports. Useful as a 


CURTIS. MODEL C-100 


Two-Stage, Air-Cooled Air Compressor 
Delivers MORE Air... 


MINUTE 
he) f140°) £3 


PER KILOWATT HOUR OF 
ELECTRICAL ENERGY 
CONSUMED 


25-30-40 H. P. 
Provides Higher Operating 
Efficiency Costs Less to Install 


The Curtis Two-Stage Compressor as- 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating 
expensive water bills—quick and easy 
installation with no complicated 
plumbing problems. 


The new C-100 embodies 
all the well-known Curtis 
engineering features such 
as centro-ring oiling and 
Timken Main Bearings. 


For complete information "=~ 
write for illustrated folder. 


2 COUN, J 
REMEMBER... es Ae ee 
? OUR 103rd YEAR 


4 MANUFACTURING COMPANY 


PNEUMATIC DIVISION 


1911 Kienlen Ave. St. Louis 20, Mo 


SS Be PACKAGED 
)y r AND 

“> ff Sa .: REMOTE 
“y CU AIR 
ee F ed CONDITIONING 


AIR HOISTS AUTOMOTIVE ee 
AIR CYLINDERS AIR COMPRESSORS ‘ CM-21 
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A Profitable Seller 
with a broad market 


the new...rugged... 
efficient HEPPENSTALL 
DRUM & BARREL TILT 


For precision control of pouring. . 
this new Drum and Barre] Tilt lowers 
overall costs and adds new efficiency 
to pouring and dumping operations. 
Features include 

1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION .. . turns 360 
equipped with easy-to-operate chain 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 


4. CAPACITY .. . capacity is 750 lbs. 
5. SPECIAL SIZES . . . may be de- 
signed to specifications. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 





| Advertised i in leading trade magazines | 


Hep penstall 


NEW nepp PENNSYLVANIA 
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guide in working with an outside re 
search organization. Internal prob 


analysis are also 


lems of sales 


iscussed. 


PUBLIC SPEAK 
ING FOR SALESMEN, by Harr 
Simmons, Prentice-Hall, Inc., Engle 
wood Cliffs, N. |., $4.95—The au 
management consultant 


SUCCESSFUL 


thor is a 
who has also served four U. S. presi 
dents—both Roosevelts, Taft and 
Wilson—as secretary and speccl 

porting assistant. His theme is t 
salesmen’s chief asset is their s] 
used befor 


ing voice, whether 


dividuals, small groups or on 
Formal public 


views as an important avenue t 


SPCdkll 


forms 
cess and one that salesmen 

take full advantage of his 
how to book 


from methods of improving 


including everyt 

lary to techniques for overcomii 
stage fright. Other 
portunities for speaking, 


7 ] > . _ | 
g material, delivery, human inte 


chapters coy 


; 
hniques, audience 


LOCATION AND SPACE-ECON 
OMY, by Walter Isard, John Wiley 
& Sons, Inc., 440 Fourth Ave., N 
York 16, N. Y., $8.75—Thi 
book for 


ner or plant location consultant 


the professional « 


the layman with more than a pa 
icademic in locatic 
the distriby 


Not 
] 


who is planning to move and 


interest 


necessary for 


, 


ders where to go—he can hire a « 
’ 


sultant to tell him in less technical 


} 


language—it is nevertheless a chal 


lenging intellectual exercise to find 


out from a book such as this why 
ind how industry is located where 
it is. Full of graphs, 


gher mathematics. 


theory and 


HOW TO GAIN 
AND FINANCIAI 
ENCE, by Ira U. Cobleigh, Haw 
thorn Books, Inc., 70 Fifth Ave., 
New York 11, N. Y., $4.95—This is 
1 down-to-earth text giving 
answers to universal questions. Ex 


SECURITY 
INDEPEND 


7 
simpie 
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DARNELL 


.- the name you 
can depend on 
for all 


Casters E& Wheels 


RUBBER TREADS . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, 


RUST-PROOFED by zinc plating, 
Darnell Casters give longer, care-free life 


LUBRICATION .. . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up” under at- 
tack by heat and water. 


STRING GUARDS .. . Even though string 
and ravelings may wind around the hub, 
these string guards insure easy rolling at 
all times. 


DARNELL 


Bm CASTERS AND WHEELS ~d 
Always 
SWiV-EL. 
and ROLE: 


DARNELL CORPORATION, LTD. 
DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET CHICAGO 6, KUINOTS 








plains everything to do with security 
ind independent income from com- 
mon stocks to oil rovalties, and not 
excluding advice on home owner 
ship, insurance and personal debt 
management. Describes types of 
securities, rights and warrants, and 
the planning of tax incidence 


RIGHT WORD, WRONG 
WORD, by V. H. Collins, Long 
mans, Green & Co., 55 Fifth Ave., 
New York 3, N.Y \ book of syn 
mvms with the announced purpose 
of bringing together, with explana 
tions, the words most commonly 
onfused with others in today’s 
usage. Some 355 word-groups ar¢ 
listed. While the author is English, 
his choice of horrible examples indi 
cates that Englishmen misuse the 
language as flagrantly as Americans, 
ind in almost identical wavs. This 
s probably due to the simultaneous 
growth of “journalese, officialese”’ 
and “businessese” in both countries, 
which tends to turn straightforward 
speech and writing into jargon. If 
vou think your own communication Mr. John West, Vice President, Sales, 


ould be improved by a surer know! Warren Balderston Co., Trenton, N. ] 


( uu 
edge of words and meanings, this It's a beauty 


book makes a handy reference 


rESTED WAYS TO CLOSI of a band Saw blade... 


THE SALE, by Elmer Wheeler, "Appearance is just one advantage in selling Disston 
Harper & Brothers, 49 E. 33 St., Metal Cutting Band Saws," continues Mr. West. 

New York 16, N. Y., $3.95—This "Take the way they're packaged. They're so easy 
latest book by the author of Sizzle to store and handle that even a one=-blade order 

is profitable. 

"Then, too, Disston gives us a complete line of 
Lancer-tooth and regular-tooth blades. And the price 
este: Maiden al toe structure makes both our customers and us happy. 

ot ; "Also, Disston's policy of referring to us all 
; orders and inquiries from our territory is real 
ind formulas that will alleged, cooperation. 
make the buyer do almost anything "Last, but not least, is Disston's field 
vou want him to do. ‘There’s no rea assistance and advertising in many metal-working 
son to believe Mr. Wheeler’s 105. magazines. We think we get mighty good sales support." 
00 Tested Selling Sentences 
t each proven out for some 
mewhere, and there’s no de tools’... about how you, too, can benefit by Di 
ving Mr. Wheeler's books are ton's selective distribution policy 
Write to: Disston — HKP 
Philadelphia 35, Pa 


manship, Selling Dangerously and 
other works mav not differ too 
rcatly from his previous ones but 


tains a fresh repertory of tricks, tips 


Want more information about Disston 


iighly entertaining at times. The 


iuthor has an impressive record as a 


sales trainer for major companies. If 


can teach industrial salesman as HKP Henry DISSTON DIVISION 
1] as insurance salesmen to sell by 
la, why quibble? H. K. PORTER COMPANY, INC. 
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Distributor finds broad 


market for ANGLgear° The Buyer Looks 
at Business 


( omposite opuuon ot purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 





Business Prospects Good 


he majority of purchasing execu 
tives predict that business, during 
the balance of 1957, will be better 
than it has been so far this year. 
Statistically, 52° said business 
would be better, 34% the same, and 
only 14% worse. In predicting con 
ditions for the balance of 1957, as 
compared to the like period in 1956, 
not all industries view the future 
with the same degree of optimism 





or pessimism. As a result, on an 
over-all basis, 40°% of our members 
think their business in this period 
will be better, 23°% the same, and 
37% worse. 

In examining the present posi 
tion of business, purchasing execu- 


One of the big advantages of selling ANGLgeer tives report that it is continuing the 
is that the market is as broad as industry itself. sideways movement which has been 
Wherever there is a need for right-angle power so evident since the first of the 
takeoff, there is a potential sale for ANGLgear. vear. Production remains substan- 
Mr. Chase says, “This results in an unusually tially unchanged from last month. 


good volume of sales plus adding new accounts.” 
New orders are not quite meeting 


ANGL gear is the standardized 90° drive avail- expectations, and 32° of our mem- 
able from stock in 3 sizes and 12 models. Far 
less costly than custom drives, it is easy and 
economical to install because of its universal ; i 
mounting feature. And being completely enclosed Only 
and permanently lubricated, ANGLgear needs month ago. 

< : 

little or no maintenance. [he upward surge of commodity 


bers say their new order position 
has worsened in the last 30 days. 


5% were in this position a 


There are doubtless many manufacturers tn WRITE FOR INFORMA- pric es has been halted—not because 
your territory who have 90° power takeoff TION. THERE MAY t t d | ] o—but 
requirements. Why not call on their engi- STULL BE A TERRI- osts Nave stopped chmbing—bu 
neers and show them ANGLgear. You'llarouse TORY NEAR YOU just because, in most cases, com 
nterest that is easily converted to sales THAT IS OPEN. , 
petition won't allow further in 
creases 
——y _— The employment picture is a lit 
=> ‘ft ST ee tle brighter than last month but the 
® improvement is slight. 
AIRBORNE ACCESSORIES CORPORATION With money costs high, materials 
1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY readily available, and some produ 
tion schedules uncertain, the “heat” 
remains on to effect inventory re 
ductions wherever possibic 
This ready availability of mate- 
rials is also reflected in buying pol 
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icy, where the general theme is to 
make commitments for as short a 
time as possible into the future. 


Competition Reigns 


There are many evidences that 
competition has really returned. 
Most materials are readily available 
and manufacturers are faced with 
the problem of meeting this compe 
tition and, at the same time, facing 
the fact that their costs, particularly 
labor, have moved upward. The re 
sult has been little over-all move 
ment in commodity prices and al 
most 75° of our members report 
them to be unchanged from last 
month. 


Lower Stocks of Raw Materials 


Again, in May, reports from pur 
chasing executives reflect their goal 
of effecting still further reductions 
in unfinished materials inventories. 
As finished goods inventories climb 
—as many report they are—addi- 
tional concern is expressed about 
this tie-up of capital. To keep total 
inventory investment in balance, 
many managements are withholding 
expenditures for raw materials. 
Thirty-four percent say that their 
inventories are lower this month, 
with 49°%% reporting no change 


Slight Improvement 


There is some evidence that 
necessary reductions in personnel 
have been made. Some slight im 
provement is indicated by the fact 
that, in April, 31% of our members 
said employment in their companies 
was down. This month, the figure is 
reduced to 25%, with 63° saying 
it is unchanged, and 12°, better 


Lead Time Reduced 

[he marked trend toward a re 
duction in ordering lead time, first 
reported in the early summer of 
1956, is clearly evident again this 
month. New highs are reached in 
the number reporting a shortening 
of their commitment time. For pro 
duction materials, four out of five 
of our members are buying in the 
60-day and under range. This per 
centage is substantially unchanged 





LESCHEN 
Red-Strand HKP 


WIRE ROPE 5 





How LESCHEN sorice 


helps you 
All more wire rope 


There’s no substitute for this 1-2-3 Leschen service 
punch when you’re selling wire rope. 


First, Leschen field men are available to work with 
you—to help you sell the right rope for money- 
saving service to your customers. 


Second, Leschen’s engineering department helps you 
satisfy the tougher requirements— where special 
problems must be solved. 


Third, Leschen offers you and your customers an 
easy way to prove Red-Strand performance— with 
the use of the Service-Score Sticker system. Your 
Leschen man will be glad to give you details. 


Whenever you’re seeking 
improvement in your wire 
rope supply set-up, see 
Leschen Wire Rope Division, 
H. K. Porter Company, Inc., 
St. Louis 12, Missouri. 


Use Leschen's Service- 
Score System as an 
effective door-opener. 
Write for fact-folder. 


HKP> LESCHEN WIRE ROPE DIVISION 
» K. PORTER COMPANY, INC. 
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from last month. On MRO sup- 
plies, the number limiting their 
coverage to 60 days or less climbed, 


The INDUSTRIAL from April’s 91%, to 94% in May. 


Purchases of capital goods items 


A L U M l N U M and for plant expansion or extensive 

modernization are also in the short- 
STEPLADDER est ranges since the post-Korean 
Wat period. 


non-tkid reinforced steps With better “off-the helf avail 
ibility of materials and definite in- 


extra metal at wear points dications of price breaks in many 
thorough bracing at stress points items, buying on a short-term basis 


shatterproof cast aluminum head 


corrosion resistant aluminum alloy 


will continue to be the order of the 
day for some time to come 


METALLIC offers a complete line of step ie din —_" 
and extension ladders, stands, trestles pecific Commodity Changes 
n ing — i n , sel 
te hoon | «ee can buy, sell he price squeeze is on, with very 
wi ! . ‘ . 
ttle to report in the way of higher 


{ 


Fast Delivery from Stock On the up side are: Some iso 


WRITE DEPT. D-1 lated steel items, a few paper prod 
for catalog and ee ee » e] ] nt 
distrib, price list. icts, and some electrical equipment 


items 

On the down side are: (¢ opper, 

d, scrap iron, zinc, nonferrous 
products, lumber, petroleum, bur 
lap 

In short supply are: Nickel, steel 
plates, structurals and shapes, and 
some electrical equipment items 


The Quality Line 


2 okagee == NEW LINES 


for your trade taken on by 


DISTRIBUTORS 








[he Cameron & Barkley Co., Jack 


sonville, Fla., has beer named 


* WOODRUFF KEYS © TAPER PINS aaa, 
© STAN-HI-PRO KEYS © STRAIGHT PINS -Landis Machine Co 

* MACHINE KEYS © COTTER PINS pipe threading and related 
* MACHINE RACK * SPECIAL PARTS equipment line 


basis for Florida counties east of 
Here's quality that sells—repeatedly 
“STANHO™ Steel Products are precision-made the Ap lac hicola River 
from selected stock, microscopically free from 5 
defects. Available also in Stainless Steel, ° ul h in I ollower M iC hine Co 
Monel, Brass, Aluminum, or other metals to 


prooucts 


on exclusive 


customers’ specifications 
Bulk or packaged. Rex Tool Co., Inc., Milwaukee. is 


Write for details and prices. now handling Electro Refrac 
tories & Abrasives Co.’s grinding 


vhee S 


Dixon Suppl; Co., Birmingham, 
Ala., is a new distributor for Bos 


FHIORSE NAIL CORP 
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ton Woven Hose & Rubber Co. 


Dodge-Newark Supply Co., Inc., 
Newark, N. J., has been ap 
pointed as distributor by Form- 
sprag Co. for northern New 

Jersey. 


Forth Worth Steel & Machinery 
added as distributors of 
power-transmis 
and materials 


Co. has 
its mechanical 
sion equipment 
handling machinery: 

- Associated Bearings Co. 
Kansas City, Mo. 

* George M. Philpott Co 
Fresno, Calif. 

*Reliable Bearing & Supply Co 
San Bernardino, Calif 


Towne Hardware & Supply Co., 
Muskegon, Mich., has taken on 
the continuous cast bronze prod 

Smelting & 


ucts of American 


Refining Co. 
Devcon Corp. has named as dis 
tributors 
* Tropical Supply, Inc 
Corpus Christi, Tex. 
*Western Belting & Mechanics, 

Inc. 

Los Angeles 
* Sterling Products Co., Inc 

Moline, III 
- Tidewater Supply Co., Inc 

Norfolk, Va 


Albany, 
, is now handling the power 
of Ex 


Sager-Spuck Supply Co., 
N. } 
transmission belting line 


tremultus, In 


Tool Co., 


been ap- 


Sales Service Machine 
St. Paul, Minn., has 
pointed exclusive distributor in 
Minnesota by La Pointe Machine 
Tool Co. 

Erie Industrial Supply Co., Erie, 

Pa., is a new distributor for 

Adamas Carbide Corp., in the 

Northwestern Pennsylvania area. 


Republic Supply Co. of California, 
Los Angeles, branch office in San 
Leandro has been named exclu 
sive distributor for Hills-Mc 
Canna Co.’s diaphragm valves 
and replacement parts in north 


ESTERN 


100-Ton Hydraulic 
Mode! 100812 


als 


Ratchet Lowering 
Model! 2215SB 


Ball Bearing Journal 
Model 2510 


Hydraulic 
Model 25822 


Hydraulic “Hi-Speed” 
Model 8-9A 


WRITE. 


3] WESTERN 


RRS 


‘Two Speed” 


JACKS 
for ALL TRADES 


Whatever Types of Jacks 
You Use... WESTERN 


Cau Supply Them 


A new name in the jack manufacturing industry, WESTERN 
has built a solid reputation in the year since it took over 
the Buda line 


than 140 models, 9 types 


the line has been expanded to more 
many models have been 
is We near 


improved in function and quality and, j 


our first anniversary in the business 


we’ne ust the OLDEST... 


but we've got the freshest outlook 


we're uot the BIGGEST... 


but we've got the best selection 


and we're getting older and bigger every day! 


Here's Why 


New DESIGN Policy 


announced 


New SERVICE Policy 

Over 80 authorized repair 
stations, strategically located 
throughout the nation, now 
are providing unparalleled 


WESTERN recently 
several new models. Many re- 
finements and improvements 
have been engineered into the 
prompt service on repair and line, and more are forthcom- 


replacement parts ing fresh, up-to-date 


tune with advanced needs 
New SALES Policy 
WEsTERN is firmly committed 
repu- 


New DELIVERY Policy 


to selling only through WESTERN has built up an in 


table, 
who are service conscious and 


ventory of all models, all types 
No matter how large an order 
is placed, deliveries will start 
immediately 


established distributors 


maintain excellent relations 
with their customers 


t WESTERN Distril 


INDUSTRIES 


INC 


.for name of your neares 


Formerly Western Railroad Supply Company 


\ es industrial Division — 2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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ALLFLEX 


stainless steel 


FLEXIBLE 
connectors 


caused by rigid connections. 


@ Dampens Vibration 
e Compensates for Misalignment 


. Stock 
e Permits Offset Movement . Sizes Lengths 


e Absorbs Expansion %” 


With ALLFLEX Stainless Steel 
Connectors you get: 


@ CORROSION RESISTANCE... Plus 
@ PRESSURE RESISTANCE... Plus 

@ HEAT RESISTANCE... Plus 

@ FLEXIBILITY 


. . also available in all standard 
sizes, in any required length, with 
any standard or special fitting or flange. 


An extra profit opportunity 
for you! Same day factory 
shipments and response to 
all inquiries enables you to 
offer your customers speedy 
service and delivery. 


Make ALLIED your source of 
supply for Stainless Steel Flex- 
ible Hose and Tubing. (Also 
available in Monel, Bronze and 
Steel.) Mail coupon today for full 
information. 


ALLIED METAL HOSE COMPANY 


ee TY 


ee 








LONG ISLAND CITY 1, NEW YORK 


ALLIED METAL HOSE COMPANY 


Industrial Distributor Sales Division 
3782 Ninth St., Long Island City 1, N. Y. 


Please send full information on ALLFLEX and how to increase my profits 
with Stainless Steel Flexible Hose and Tubing. 


Nome Title 








Company 


Address. 





City Zone Stote 
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ern California and western Ne- 


vada. 


FlexAngle Corp. has appointed as 


distributors: 

-Grand Rapids Supply Co. 
Grand Rapids, Mich. 

* Orr Iron Co 

Evansville, Ind. 


The Noland Co., Inc., Chattanooga, 
Tenn., has been named distribu 
tor for Niagara Machine & Tool 
Works in Georgia and Tennessee. 


Boice-Crane Co. has added as dis 
tributors: 
‘Southwest Supply Co., Inc. 
Glendale, Calif. 
* Schaberg-Dietrich Hdwe Co. 
Lansing, Mich. 
* Port Huron Equipment Co. 
Port Huron, Mich. 


*Binghamton Industria! Supply 
Co. 

Binghamton, N. Y. 

*American Mill Supply Co 


New York, N. Y. 


Harry P. Leu, Inc., Orlando, Fla., 
has taken on the lines of 
*Bullard Co. 

* Devcon Corp. 
*Edlund Machiner Co., 
of Harsco Corp 
*Onsrud Machine Works, Inc. 

* Taft-Peirce Mfg. Co. 


Division 


The Dayton Rubber Co. has 
named as distributors: 

¢ Utah Bearing Co. 

Salt t L ake C City 

¢]. E. Redmund Supply Co. 

Phoenix, Ariz. 

¢ Robert M. Sorlie Co. 

Kalamazoo, Mich. 

*Raub Supply Co. 

Lancaster, Pa. 


Connecticut Plumbing Supply Co., 
Stamford, has been appointed dis- 
tributor for Alpha Plastics, Inc. 


E. Cahill & Son, Stamford, 
Conn., has been named distribu 
tor for the following lines 
¢ Delta Power Tool Division 
*Supreme Products Corp. 








Operations Ideas — 
Can You Use Any? 





Use of Tape Recorders 
Adjustable Rack 
Lift Truck 
Profit Slide Rule 
Typewriter 
Movable Walls 
Calculator 
Wall Rack 


Use of Tape Recorders 


How tape records can save time 
and money in more than 70 business 
and industrial applications is ex 
plained in a new 41-page booklet 
offered free by the manufacturer of 
sound tape. Called The Tape Re 
corder In Business and Industry, the 
pocket size manual tells how tape 
recorders are used in management 
communications, methods and pro 


cedures, personnel, sales, advertising 


_ ae 
BI, 


: 


CM METEOR Electric Wire Rope Hoist 


% to 5 ton capacities— Compact, enclosed design. 
Low headroom. Continuous hoist-duty motor with 


pom 
2 
’ 


thermal overload protection for heavy duty service. 
Precision bearings and helical gears for long life. 
Only 110 volts at push button control. 


CH HOISTS 


REPETITIVE PRODUCTION 
APPLICATIONS OR 
RUGGED MAINTENANCE 
WORK 


HAND or ELECTRIC—CHAIN or WIRE ROPE 


CM mokes them all! So you can choose a 


and public relations departments. 


hoist that’s perfectly suited to your own 


Adjustable Rack 


[his is a new adjustable rack for 
pallet, skid and bulk storage de 
adjustability of shelf 
accommodate change 


needs in a safe, highly efficient CM design. 
Three of the most popular models are illus- 
trated. Specifications of other types and 
sizes on request 

signed for 
height to 
space requirements of items being 
stored. Shelves can be relocated ot 
without un 


CM LODESTAR Electric Chain Hoist 


Ye to | ton capacities — First truly heavy duty ver 
sion of small electric hoist. 4 ton model weighs 
only 51 Ibs. Heavy duty self-adjusting mechani 


cal brake and regenerative electrical braking 


removed in seconds 


Overload protection and upper-lower safety 
switches. CM-Alloy load chain 


CM CYCLONE Hand Chain Hoist 


Y% to 10 ton capacities Easy to carry and lift 


ALSO 
CM Pullers, 
Trolleys 
and Cranes 


One ton model weighs only 36 pounds. Made of 





tough aluminum alloy 
CM-Alloy lead chain 
High efficiency. Lifetime 





lubrication 


CALL the CM distributor for catalog, prices 


and fast delivery from stock 7 ; > 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
in Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 








HOISTS AND CHAIN 
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RESEATS one thieg I've learned . . . 
VALVES ana BIBBS 

QUICKLY 
ECONOMICALLY 


== 
SImections FoR wee 





YOU CAN SET YOUR WATCH BY WILTON! 


Thirty years as a salesman and industrial distributor have taught me to value integrity 








above everything else. During the years I’ve sold Wilton vises and clamping tools, I've 
learned that | can depend on Wilton the way | can depend on this old timepiece of 
mine. What Wilton says, publicly, privately, and in print, Wilton does. And | really 


had my eyes opened when | visited their new plant! They've shown me what genuine 





integrity between manufacturer and distributor can be, ond believe me, the results have 


been profitable in more ways than one 

Easily pays for itself 
Saasenaaaaees WILTON 

Reseats flat and tapered- TOOL MFG. CO., INC. 
seat globe cr angle valves SCHILLER PARK, ILLINOIS 
1 Se See nee Sold By Leading Distributers The World Over 
in place, quickly and ac- 
curately. The saving, over 
tearing out and renewing 
leaky valves and fixtures, 
is tremendous. bolting, hammering or unclamping f 1,500 Ibs., 48 in. long, made 





Cutters operating under Another feature is unitized n nanufacturer was designed 
screw feed, leave worn, struction for quick installation and erate in warehouses where space 
scored seats lass- . : 

9 maximum rigidity. Shelves and side ta premium. The truck has a tu 


smooth, level, absolutely | ae be n 
accurate and tight panels are each one piece weldment radius of 494 in. and will « 


A guide pilot centers each cutter; a so that construction simply involves 1 50-in. right angl 


. . 
tapered cone centers each spindle. Per- bolting of bottom spacers, p isle. Its lifting height i 
fect alignment is inevitable. Cutters guar- stringers and one back diagonal mast height of 83 in 


! 
anteed. Write for literature! a brace. f th 68-in. mast height. 


2” for %” to 2” valves and %” to %” bibbs I peed is 5 mph. and it 


Riot pelee ec ccc cc cc cc ep GAIL } 


vith either hydr: 
3” for %” to 3” valves and %” to %” bibbs luo-lift mechanisms 


List price 
oo 


me = 8) Profit Slide Rule 


447 
catalog Pitfalls of price-cutting show up 
showing our Alteunc lramatically for sales managers and 
pipe repair - ilesmen with this ingenious paper 
clamps, \\\ slide rule. By pulling out the slide, 
saddles, and ™ y one sees at a glance how much more 
reseating | olume must be sold to offset price 
tools R uts. ‘The device shows 15 different 
yrofit margins from 10 to 50° and 
Lift Truck 10 different price cuts from 5 to 


ae S KIN N ER co 30% with added sales needed to off 


rte lect ‘ cot +) > ‘ 91 
SOUTN BEND 21. INDIANA I'he shortest electrically-operated et them. Pocket size, 24 by 


industrial lift truck with a capacity is printed in two colors 
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More and more distributors say... 
THE TUFFY LINE IS THE ‘REPEAT ORDER’’ LINE 


is parlayed into 
you sell Tuffy 
Tuffy adver- 


A single sale 
many sales when 
Slings. Like this: 
tising convinces a sling user that 
Tuffy is worth a try. He places 
an order—finds Tuffy’s promises 
prove out on the job—and re- 
orders again and again. Tuffy 
customers stay sold for keeps. 


With these selling advan- 


tages Tuffy 
caliber advertising that blan- 


gives you big 
kets your territory in leading 
industrial These 
ds.send prospects to you. As 


magazines. 
a distributor, you vet top 
billing as the man who sells 
and 
sling 


finest slings wire 
users 


from 


and helps 


most service 


these products. 


Tuffy advantages for the sling 


user are clear-cut easy to sell 


Tuffy slings are made of exclu- 
sive, patented machine-braided 
wire fabric. It’s hard to kink, 
knot or loop a Tuffy Sling; and 
when it happens, the sling can 


SUADINGS AWEIGHI One of the 
viy Slings Migh flex bibery a ; 


2 Tuffy Slin 
9 dow : 


> 


rathing ; 


Extra Strength Teams 


O°GES mek. 


° 


ker hitch 


* pretob- 


be straightened out immediately 


without any material damage 


The Tuffy ferrule gives the eye 
splice 100° of fabric strength 
It’s 


pressure 


applied under such great 
that the 


literally flows into every spac 


steel ferrule 


between the wires and strands 


Sted stee! build 
Perfectly to 


© lereacingg ee &P productic 

al guierty shaped lead cons 

, '89'"g tne 
mamba ‘ 


wes 


Up With 


Extra Flexibility in Tuffy’ Slings ¢ 
or 


Fastest Handling of 


How Tuffy Tool- the Cussedness 
Out of Slings 


tr’ 
& Almost Impossible to Kink 
@ Tuffy Sling. Try ie! 


Get your FREE Tuffy Sling Handbook 


| 


1m 
ate 


0000 Moncheste 


if you aren't a Tuff) 
distributor yet, 
information on the 
for yo 


ay 


write us for com 
money-makins 
ir FREE copy of the new 60 


Heavy Loads 


T 
“alee Pressed-On Ferrule Gives 
ye-Splice Fyij Fabric Strength 


“Double the Service Life 
of Ordinary Slings...” 


: 


Your Tuffy Distributor is 
@ Good Men to Know 


UNION (@ Ure Rowe 
Na corp. 


¥ 26, Missour 


+ 
Neve 


Tuffy distrit 


ruff 


page 


UNION(H Wire Xone corporation 


Specialists in high carbon wire, wire rope, t 
g 


2236 Manchester Ave. 
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J wire fab and stress-reliev 


Kansas City 26, Mo 








MODEL 8CW 


if you are interested in cutting costs 
and increasing production—maintain- 
ing extreme accuracy with the latest 
designed horizontal metal cutting 
band saw machine — write for com- 
plete details or contact your local 
Kalamazoo distributor. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


657 Harrison St. . . . Kalamazoo, Michigan 


INDUSTRIAL DISTRIBUTION e¢ JULY, 1957 


Typewriter 


Relief for the typist who detests 
changing typewriter ribbons is prom 
ised by the manufacturer of this new 
machine which features a change 
in the ribbon-carrying mechanism. 
(he manufacturer’s exclusive quick 
change ribbon makes possible a 
clean ribbon change in a matter of 
ess than 10 secs Ouietness of oper 


another feature of the 


Movable Walls 


\ movable interior wall system 
rmits you to design your own 
interiors in shape, color, ma 
ind textures using only stand 

issembly-line produced wall 


ents is announced by thx 


facture! Any type of wall 


itface may be utilized—wood, 
plastic, vinyl fabric, glass or 
ombination of these. The stvle 
wall may be varied—floor to ceil 


off-the-floor, or of€-the-ceiling 








Calculator 


This machine incorporates the 
features of a low-priced, high stand 
ard, simple to operate, sturdy con 
structed calculator. It is the result 
of 30 years experience of one of the 
oldest European manufacturers of 
calculating machines. It is a West 
German product, and can be used 
for multiplication, addition, division 
and subtraction. Capacity is 10 by 
5 by 10 (to 15) digits and it is 
equipped with back transfer, setting 
levers in three colors, revolutions 
counter, cancellation knob, separa- 
tion indicators, section cup feet and 
weighs only 3 Ibs. 


Wall Rack 


Mounted directly on the wall, 
these coat racks are easy to install 
and are neat in appearance. They 
may be placed side to side to form 
a continuous rack of any desired 
length. Shelves extend 104 in. from 
wall and all shelf corners are rounded 
for safety. A 12-coat capacity shelf 
is 48 in. wide; 6 capacity, 24 in. 
wide. Finished in gray. 


For information on where to 
obtain these items, write “Oper 
ations Ideas”, INpustrriaL Dts 
rRIBUTION, 330 W. 42 St... New 
York 36. N. Y. 


Your customer can rest comfortably 
when his sheet packing is 


160 proor 


& With certain bottled goods “PROOF” 


is an all-important yardstick. The same 
test could logically be applied to sheet 
packing. 

For example, DURABLA Sheet Pack- 
ing is 160 “PROOF”, which means that 
a minimum of 80% of the sheet is top 
quality asbestos fibre. This is higher 
“PROOF” than your customer can ob- 
tain in any other gasket material. 

That is why gaskets cut from 
DURABLA Sheet are so effective for 
sealing water, steam, all oils, gases, alka- 
lies, acids, refrigerants and hydrocar- 
bons. In fact, DURABLA is the ONE 
material that can be used with proved 
knowledge of safety wherever gaskets 
are required. 

DURABLA Asbestos Sheet is available 
in eight commercial gauges. Gaskets are 
made in all sizes and shapes. 

Along with the above facts, tell your 
customer he can forget his worries when 
he uses DURABLA. The “PROOF” is 
in the packing. 

For more information, send for bulle- 
tin ID-77. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street 
New York 6, N. Y. 
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COMPLETE LINE Obituaries 


ERED AND LOAD- 
R TROUBLE-FREE yee 
LIFE PERFORM, 


It’s costly—and unnecessary to compromise in select- 
ing blocks; you can get safety-rated MADESCO 
blocks, engineered to YOUR needs at no extra cost. 
With correctly chosen MADESCO blocks (consult 
your industrial distributor!) you save space, time, 
power; you maintain top safety standards; you pro- 
long rope-life, benefit from continuous trouble-free 
performance. MADESCO’S 30 years’ experience and 
reputation is your assurance of satisfaction. Your 
industrial distributor or our engineering department 
will tell you which MADESCO blocks will serve 


you best. MADESCO TACKLE BLOCK CO. 


MAIN OFFICE & PLANT, EASTON, PA. 
Arthur Yorke 


Arthur Yorke, 
Hansen & Yorke 


\rthur Yorke, 69, president and 
irector of Hansen & Yorke Co 
New York, and Hansen & 
orke Co. of New Jersey, Wood 
ige, N. J., died May 21 
HAE-MA 367-457 Mr. Yorke has had a long record 
the industrial supply field. He 
first entered the industry in 1903 as 
hice assistant. He was advanced 
der clerk and assistant purchas 
ng agent and then purchasing agent 
During 1910 to 1918 he obtained 
experience in both inside and out 
le sales 
In 1918, he and Wm. E. Hansen 
2 oneeee of mead Hansen & Yorke Co. In 
4 ie pe 1952 he started plans for the Wood 
good repeat business ridge company, of which he was 
» president and a directo1 
This handy dispenser rack \ir. Yorke was active in the Na 
saves time and trouble for your Si : tional Industrial Distributors’ Asso 
customers. Roll shim stock 4 i, <0 ition and was a member of the 
(solid, not laminated) is neatly " , rdware Trade Association in N 
packaged and protected — four . & re Fe a 
separate rolls, each a different a are vee ee nee 
gauge. Your customer just : ns rs the Downtown Athletic Club and 
snips off stock as needed. When Me at iB. Merchants and Amici Clubs in 
roll ends, you get an automatic . ew } 
reorder. Available in 6” x 100” 
rolls, brass or steel stock. 


rk 

s survived by his wife; two 
Kenneth E. and Douglas A 
ictive in the Hansen & Yorke 


ind six grandchildre: 


Joseph S. Gentry, 





4107 Union Street, Glenbrook, Conn Tyler Machinery & Supply 


| 1 S. Gentry, president and 
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TEALe ii 
founder of Tyler Machinery & Sup : Pe nt {| 
ply Co., Inc., Tyler, Tex., died at ba Se d ANA \} 
his home on April 30. He was 59. _ sail 
Mr. Gentry organized Tyler Ma- 
chinery in 1937 and in 1942 founded 
‘Texarkana Machinery & Supply Co., 
Texarkana, Tex. He served as presi 
dent of both firms up to his death. 
He was a member of the South- 
ern Industrial Distributors’ Associa- 
tion and Texas Manufacturers Asso- 
ciation. 
Mr. Gentry is survived by his 
widow, Mrs. Octavia J. Gentry, and 
one daughter. 


Charles C. Proctor, 
Wood Shovel & Tool 
Charles C. Proctor, 78, retired 
vice president and general manager 
of The Wood Shovel & Tool Co., 
died recently of a heart attack. 
Mr. Proctor joined the firm 
shortly after it was founded in 1902. 
He spent his entire working life with 
the company until his retirement 


youre Sates. Globe is your t f lier — givi th t 
He is survived by his wife and y —————— ee ee ee a oe 


two sons. quality, prompt service and assistance you like to give to your 


customers. 
Devoted exclusively to constant research and manufacturing 


of the finest belting for every need, for particular purposes, Globe 
gives you the cooperation that simplifies your sales job... 


Frank M. Shaw, senior sales engi- a a f let —" fact re 
ates tec WW, ©. Gees En, Se ediate delivery from complete stocks .. . factory-traine 
died April 24 at Baltimore, Md. engineers to help you service your customers. 


Mr. Shaw was associated with the That is why one sale leads to another when you handle the 


saw industry for over 55 years and , 
: , complete Globe line. 
with the Barnes company for the 


a GLOBE BELTING 


WHITE SOLID WOVEN COTTON BELTING « IMPREGNATED PRESS- 
CURED BELTING « WATERPROOF AND WAX TREATED BELTING 
KANRY-TEX BELTING « HYCAR BELTING « NEOPRENE BELTING 
PLASCELL BELTING e CELLULOSE BELTING ¢« STITCHED CANVAS 
BELTING « ROUND BRAIDED ENDLESS BELTS *« HEVALOID END- 
LESS BELTS « WOVEN ENDLESS BELTS « CLEANER AND SIFTER 
BRUSHES « WEBBINGS « HOISTING SLINGS ¢« BELT DRESSING 


Frank M. Shaw, 
W. O. Barnes Co. 


GLOBE WOVEN BELTING CO., INC.- 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 





Frank M. Shaw 
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VISES 


The World's Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 | 
years of specialized vise experience. Check these important and exclu- 


sive features that are yours to sell when you handle the ATHOL line: | 
Howard M. Sager 


Howard M. Sager, 
Sager-Spuck Supply Co. 


Howard M. Sager, president and 
senior member of Sager-Spuck Sup 
ply Co., Inc., Albany, N. Y., died 
May 14. He had been in ill health 
three years. 

Mr. Sager founded the firm with 
Conrad P. Spuck in 1923 in a small 
building on Beaver Street. 

He was a director of the National 
Commercial Bank & Trust Co., a 
trustee of the Home Savings Bank 
and a former director of the old 
Consolidated Car Heating Co. 


1—HEAVY HORN provides added rigidity when vise is opened to full capacity. This 
is an Athol first. William McNamara 
2—BUTTRESS THREAD adds 50% more strength at the root of the thread—where it is The Trane Co. 
most needed. An Athol exclusive. 5 
William McNamara, 62, sales 
3—SWIVEL BASE cannot slip because grooves are cast in, like an internal ring gear, for The T Co. for 2 
and tapered DROP-FORGED clamp bolt is similarly grooved. Clamp handle is ERR Se © Trane Co. for 
easy to operate, swings back out of the way of work. Two fingers will tighten the 
clamp, but two men cannot turn the vise. This is another Athol first. ness. 
4—SPRING SCREW FASTENER holds the buttress-threaded screw tight. NO SLIPPAGE He was born in Winnipeg, Can 
OR BACKLASH. Wear is compensated by this spring screw, held securely by two ada, and moved to St. Paul when 
collars and a pin. Another Athol first. he was three. Mr. McNamara was a 
5—JAW FACINGS are made of tool steel, machine-milled deeply, and welded in place. member of many engineering so- 
They cannot come loose, and will last as long as the vise. There is no substitute for cieties including the American So- 
welded jaws. ciety of Heating and Air Condi- 
6—FRONT AND BACK JAWS are made of solid cast iron. | tioning Engineers, American So- 
Optional — RATCHET HANDLE is useful to the toolmaker for making quick adjust- | ciety of Refrigeration Engineers and 
ments. Again, only Athol provides this feature. | the Minnesota Federation of Engi- 
neering Societies. 


years died May 14 after a brief ill- 


MACHINE & FOUNDRY CO. | fen Mee co, 


ATHOL, MASS. | Frank L. Wolfe, 74, retired sales- 
' man for The Hardware & Supply 
Co., Akron, Ohio, died May 3. 


“Strength Where Strength is Needed” | Mr. Wolfe had been associated 
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with the firm’s supply department 
for 26 years. He was prominent in 
Masonic organizations and was a 
32nd degree Mason. 

His wife, Martha; a daughter; and 
two grandchildren survive. 


Ernest L. Willis, 
Columbia Supply 


Ernest L. Willis, chairman of the 
board and treasurer of Columbia 
Supply Co., Inc., Columbia, S. C., 
died April 26. 

Up until his death he also served 
as board chairman and treasurer for 
Charleston Supply Co., Matthews- 
Morse Sales Co. and Southeastern 
Steel Co., Charleston, S. C.; Mill & 
Contractors Supply Co., Wilming- 
ton, N. C.; and Augusta Mill Supply 
Co., Augusta, Ga. 

He was a native of New Berm, 
N. C. and engaged in business there 
for a number of years. He later 
moved to Wilmington, N. C., and 
joined Hyman Supply Co. He then 
became associated with Tidewater 
Supply Co., Columbia, $. C., and 
remained with that firm until 1935. 

In August 1934, Mr. Willis and 
associates purchased Columbia Sup- 
ply Co. During 1939 he was instru- 
mental in organizing and establish- 
ing Charleston Supply and Mill & 
Contractors Supply in 1941. South- 
eastern Steel was organized in 1946. 
Under Mr. Willis’ leadership, Au- 
gusta Mill Supply was purchased in 
1948 and in 1950 the controlling in- 
terest in Matthews-Morse Sales Co. 
was acquired. 

Mr. Willis is survived by a son, 
Ermest L. Willis, Jr., and Mrs. Mary 
Willis Dobbins. 


Louis E. Smith, 
Frank M. West, Inc. 


Louis E.. Smith, 66, retired former 
oficer of Frank M. West, Inc., 
Stamford, Conn., died May 26 in 
Stamford after a long illness. 

Mr. West joined the firm 30 
years ago and became vice president 
and a partner in 1948. He had been 
retired for the past five years. 
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UNIVERSAL 


your logical source 


for ALL-METAL 


Dlenrilde 


7. A complete line. 


2. Inquiries invited and 


handled promptly. 


3. Quick factory shipments geared to 
your delivery requirements. 


g. New CATALOG ID-100A especially 
edited for DISTRIBUTOR use. Ask for your copy. 





Quality . . . ALL METAL FLEXIBLE HOSE PRODUCTS 
UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue, Chicago 23, Illinois 











FOR CONVEYOR BELTING.... The Mew 


RESCENT BELT FASTENERS 


> 


Countersunk FOR LONGER LIFE 


Quick to apply. A HAMMER IS THE 
ONLY TOOL REQUIRED to join a con- 
veyor belt or repair a rip. 


Longer life. Countersunk-head Crescent 
Rivets are driven flush with the surface 
of the Crescent Plate, reducing wear to 
a minimum. 


A Crescent-Joined conveyor belt 18” wide. 


CRESCENT BELT FASTENER CO. INC. 


—Our 60th Year— 


381 Fourth Avenue, 


Heavy-duty conveyor belts require quick 
application of dependable fasteners of 
the highest quality. For 60 years Cres- 
cent belt fasteners have enjoyed such a 
reputation. Satisfy your customer re- 
quirements by writing for full informa- 
tion on the Crescent line. Ask for bul- 
letin 368. 


For 
Conveyor 
Belting 
of 
Any 
Width 





New York 16, N. Y. | 
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Frank S. Carothers, 
Norvell Wilder Supply 

Frank S. Carothers, president and 
general manager of Norvell Wilder 
Supply Co., Beaumont, Tex., died 
April 28 at his home in Houston. 

He was also manager of the firm’s 
Houston branch. He joined the 
company in 1923 as a salesman. He 
was made manager of the Houston 
branch in 1925 and was advanced 
to vice president in 1942. He served 
as president since 195v. 

Mr. Carothers was a life member 
of the Houston Chamber of Com 
merce and a charter member and 
one of the organizers of the Houston 
Purchasing Agents Association. 

Survivors include his wife, a son, 
two sisters and two brothers. 


Jacob B. Frech, 
Balerank Ine. 


Jacob B. Frech, former secretary 
treasurer and credit executive of 
Balcrank Inc., died of a heart attack 
at his home in Cincinnati May 13. 
He was 72. 

Mr. Frech, who had been with 
Balcrank since August 1939, had 
just two weeks before his 
death. He had also held member 
ships on the boards of directors of 
the Factory Power Co. and Exten 
sion Building and Loan Co. 

He is survived by his wife, Blanche 
Roll Frech; a son, Elmer J.; two 
and seven 


retired 


daughters; a_ brother; 


grandchildren. 


Herbert E. Oatis, 
Mill & Factory Supply 


Herbert E. Oatis, 62, vice presi 
dent of Mill & Factory Supply 
Co., Toledo, died in his home on 
May 12. 

Mr. Oatis was also the owner of 
Oatis Machinery Co. which he estab 
lished in 1940. Before this he was 
associated with National Supply Co. 
for 25 years. 

He was an organizer of the Ameri 
can Machine Tool Distributors As 
sociation and served as national vice 
president for two years. 





A. B. Williams, Jr. 


A. B. Williams, Jr.. 
Columbus Iron Works 


A. B. Williams, Jr., vice president 
of Columbus Iron Works, Colum 
bus, Ga., died June 4. 

Mr. Williams joined the company 
in 1930 and became vice president 
in 1947. In addition to serving as 
vice president, he also held the posts 
of sales manager and manager of the 
supply department. 

He was a member of the Southern 
Industrial Distributors’ Association 
for many years. He was also a 
member of the First Presbyterian 
Church, Alpha Omega Fraternity, 
the Columbus Rotary Club, the Co 
lumbus Executive Club and was a 
master mason. 


A Correction 


The obituary picture of William J. 
Foss, Berkshire Mill Supply Co., 
Pittsheld, Mass., on page 338, June 
1957, was actually a picture of Dana 
Johnson ot W. J. Foss Co., Spring- 
field, Mass., who died several years 


ago. 





RUSSIAN FISH STORY 


High-speed, machine-type processing 
of fish is the latest addition to a grow- 
ing list of Russian food-engineering 
advances, reports Food Engineering, 
McGraw-Hill publication. A rotary unit 

ively removes the fish’s head, 
tail, and fins, then scoops out the body 
cavity and cleans it. Operated by one 
man, the machine handles 40 to 60 


five-pound sal per minut 

















New ARO 


Industrial Lube Franchise 
available in select areas! 


Strongly backed by this 
Distributor Sales Policy 


A terrific opportunity—and it’s all spelled out 


for you in print! Write for a copy! 


ARO’s sensational line of industrial lube 


equipment gives you many exclusive new prod- 


ucts .. . 


quality and warranty... 


top performance... 


famous Aro 


nationally advertised 


and promoted for you. 


Your territory may still be open. Write for 


new 36-page catalog and franchise details. 


Plus— another exclusive! 
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new ARO 
INDUSTRIAL LUBE CART 


Multi-purpose, portable. Carries ARO- 
PAK for safer one-hand operation, 
fluid lubricant pump, hand gun, suction 
gun, hand oiler, and E-7 outs. Every 
plant a prospect! 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of Colifornia, 3141 S. Grand Avenue, Los Angele 
Aro Equipment of Canoda, Ltd. Toront . t 
Offices in All Principal Cities 


= 


INDUSTRIAL LUBE 
EQUIPMENT 
Also Air Tools 
Aircraft Products 


Air Hoists 


Grease Fittings 
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FOR 


N E W FASTWAY 


Ham-R-Tool 


and Fasteners 











e Eleven sizes of fasteners do a 
multitude of jobs. 


e Simplified method for fastening 
wood or steel to concrete, steel, 
concrete block and brick. 


e Excellent repeat business—fast 
stock turnover. High profit. 


e 20 exclusive features. 


e National trade paper advertising 
backs up your selling 

e Complete engineering and design 
facilities. 

e Five years’ experience in too] and 
fastener manufacture. 


Write today if you sell tocontractors 
and fo industrial plants. 


FASTWAY FASTENERS, INC. 
1676 E. 28th St. « Lorain, Ohio 
fee eee ew ee eee ee 


Send me full details on the Fastway Ham-R 
Too! and Fasteners 


NAME 


ADDRESS 





city __. ZONE 


_ STATE 
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25 YEARS AGU 

SagerSpuck Supply Co., Albany 
N. Y., helped celebrate the dedi 
cation of the new port of Albany, 
N. Y., with a large float contain 
ing a miniature waterfall and 

power plant with the “Goddess 

of Service’”’ presiding. 


The U.S. Commerce Department 
was actively encouraging whole 
sale distribution businesses to 

reduce the number of customers 

sales calls. Local study groups to 
improve management efficiency 
were being organized in several 


cities. 


\n automotive wholesale publica 
tion urged its readers to “depart 
from the routine method of ap 
plying overhead costs to the en 
tire business as a whole and de 
termine specific costs of doing 
business on various items.” 


The American Supply & Machinery 
Manufacturers Association _ re 
organized its membership on the 
“Group-by-Industry” plan. 


Holo-Krome Screw Corp. moved its 
main plant from Hartford to Bris 
tol, Conn. 


Charles C. Lewis Co., Springfield, 
Mass., added several new depart 
ments. 


Queen City Supply Co., Cincin 
nati, mailed its customers a list 
of six reasons for buying from 
the distributor. 

J. A. Reichman, of Reichman 

Crosby Co., Memphis, Tenn., re 

ported business about on a par 
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CAR MOVERS 


= Greater Power 
= Faster Moving 


Compound Leverage 
Long Forward Thrust 
Double “V” Grip Spurs — Safe Operation 
Sturdy Construction — Long Service 
No. 5 New Badger 
leader on Sales 


SOLD ONLY THROUGH DISTRIBUTORS 


PORTER SPRING WINDER 


For making extension and compression 
springs, sizes fror %” to 1%” inside 








sizes 


16” hardened 
ring wire 


FOR USE IN 


Maintenance depart 
ments, Machine Shops 
and Small production 
quontities. Very use 
ful for exper 
mental and 
gevelopment 
Sprinas 


ADVANCE CAR MOVER CO., INC. 


DEPT. M APPLETON, WISCONSIN 


Willrroduce 
springs accurate 
in pitch and 
diameter. 








INCREASE PRODUCTION 
AND 


SAVE FLOOR SPACE 


PRODUCTION HANDLING 
EQUIPMENT 


& 


27 STANDARD STYLE 
and 
150 STANDARD SIZE 
PLATFORM, SHELF, TRAY, RACK, STAKE, 
BIN, BOX and TABLE TRUCKS 
TO SELECT FROM 
SPECIAL SIZES CAN BE FURNISHED. 


Write for further information. 


WILDER MFG. CO., INC. 


DEPARTMENT F 
MECHANIC ST. & ERIE R.R. Port Jervis, N. ¥ 














It pays to 


STOCK 


STRAINERS 


Steam © Woter * Air * © 


Your customers use strainers— 
different sizes, different types. They 
are regarded as a small item some- 
times, but your customers need them 
and buy them and they want quick 
delivery. 

Keckley offers strainers to fit any 
requirement. They guarantee fast de- 
livery of Y-type strainers, 42” to 
12” .. . semi-steel to 250 psi, bronze 
bodies to 300 psi and cast steel to 
900 psi . . . flanged or screwed .. . 
perforated screens with 144” to 4” 
dia. holes or screens of woven wire 
20 to 200 mesh available in bronze, 
monel or stainless steel. 


This is only a small part of the 
Steam and Liquid Control Equip- 
ment you can offer your customers 
when you handle the Keckley line. 
@ To find out hou Z 
you can become a 
Keckley distributor, 
write for details and 
ask for Catalog 55-D 


0. ¢. KECKLEY COMPANY: 


General Offices and Factory 
3400 Cleveland Street 
* Skokie, Hlinois 


- 


25 Years Ago (Cont’d.) 





with 1931 and said his staff was 
being maintained intact 


Chandler-Boyd Supply Co., Pitts 
burgh, took on a new Victor Saw 
line. 


C. E. Higgins, of Mill & Mine Sup 
ply Co., Seattle, described mail 
ing list promotion in an article 
He said a good mailing list would 
draw just as many inquiries in a 
depression as in prosperous times; 
the only difference was in the 
size of the orders 


E. Stahl, factory manager of 
Chisholm-Moore Hoist Corp., de 
scribed in an article his experi 
ence with industrial supply sales 
men. He said they could be 
divided into two types: the “good 
fellow” who only asks “What 
have you got for me?” and the 
conscientious salesman who 
knows his customers’ problems 
and offers specific suggestions 


10 YEARS AGO 


A Texas Co. buyer told the New 
York Purchasing Agents Associa 
tion that 40% of the total vol 
ume of orders issued by his firm's 
purchasing department represen 
ted less than 5% of the dollar 
volume purchased 


W. S. Wilson Corp., New York 
City, was host to 65 suppliers’ 
salesmen at its “Joe Zilch” out 
ing. 


W.N. Dixson, Jr., of Brown-Rogers 
Dixon Co., captured the cham 
pionship flight at the Eastern 
Hardware Golf tournament, 
Shawnee-on-the-Delaware. E. A. 
Neal, of Nicholson File, was run 
ner up. 


| Export was taking 25% of the U.S 
I g 


production of machine tools 


Wholesalers as a group were more 
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CL 


Horizontal and 
vertical models 
for grinding 
sanding, wire 
wheel work 

4” - 8” whee 


ace 
DRILLS 
Lightweight a 


: y 
SCREWDRIVERS . -- i 4 
NUTRUNNERS 


For speed and 


x 


- 
, 


Pas 
e aie 
MIDGET DIE GRINDERS 


For high s =| pr i if 
filing and r 


@ Write for complete 
details now. High 
sales potential ter- 
ritories still avail- 
able to reputable 
salesorganizations 
Tell us your back- 
ground. 





 AIRETOOL 


MANUFACTURING COMPANY 








Packaged 
PIPE NIPPLES 


\ 


WROUGHT IRON 
NIPPLES 


A.S.T.M. A-72 
FROM STOCK: 


%" to 6” Standard and Extra 
Strong Weights in Black and 
Galvanized 


* Avoid errors. Nipples are 
morked “Wrot Iron," with 
Weight and A.S.T.M. spec 


Cbsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 


IMMEDIATE SHIPMENT 
SMALL PARTS CASE 


BAY small parts cases and cabinets are 
ideal for use on benches, counters, and 
shelving for the storage of small parts. 
Plated handle and label holder on front 
of each drawer. Finished in baked green. 


No. 2 SMALL PARTS CASE 


Cabinet: 1634 W. x 11% ~~ 2 
834" H 

3—Adijustable Compartment Drowers 
16 4" L 1 


Ww 
60—No. D5 Dividers 
72—Index Cards 


$17.55 


PRICES F.O.B. FACTORY 
OR WAREHOUSE PHILA. 


Complete Catalog and Price List on Request 


PHONE BAldwin 9-1805 


BAY PRODUCTS INC. 


(1577 W. INDIANA AVE., PHILA. 32, PA.) 


x a 
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10 Years Ago (Cont'd) 





pessimistic about business for the 
rest of 1947 than any other class 
of businessmen, according to a 
Dun & Bradstreet survey. ‘Two 
thirds of those questioned thought 
both sales and profits were due 
to drop below the previews year's 


levels. 


(he Department of Justice launched 
an inquiry into the national box 


car shortage. 


Rudel, Carey & Briggs, Inc., was 
formed in New York City from 
the Rudel-Carey and Walter D 
Briggs organizations. 


Farquhar Machinery Co., Jackson 
ville, Fla., ran a formal “Sales 
School” for new members of its 


sales forc e. 


L. E. Johnson and John E. West 
were elected vice presidents of 
Lewis Supply Co., Memphis 


\ Mill Supply Ciub was formed in 
Portland, Ore. 


More than 5.000 visitors attended 
an open house and show at Power 
Pipe & Supply Co., Passaic, N. J. 


Harold E. Masback was elected 
president and general manager of 
Masback Inc., New York City. F 
R. Masback was made board 
chairman. 


High prices were reducing demand 
for goods to a dangerously low 
point, the survey chairman of the 
Purchasing Agents Association 
warned. He said most members 
of his organization believed there 
would be recession soon. 


Munnell & Sherill, Inc., Portland, 
Ore., opened a branch in Eugene 


Ducommun Metals & Supply Co., 
Los Angeles, hired a new train 
ing director to institute a formal 
training program for all depart 
ments. 
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To give our customers 
the fastest possible 
delivery service, 

we maintain one of 
America’s largest stocks 
of Brass Fittings, 
manufactured by Span 
to the most rigid quality 
specifications. In many 
instances, shipments are 
made “same day.” 
Write for free catalog. 


2571 


COMPRESSED AIR 
SEPARATOR - FILTER - TRAP 


MURPHY 
TRIUMPH AA 


Installed near point of use, it 
separates and ejects moisture auto- 
matically, then filters out all scale, 
rust or other impurities and 
delivers air clean and dry; 
of instrument quality. 

Write now 
for FREE Data Sheet No. 2571. 


National advertising has doubled 
sales leads, and we have a few 
active territories open. Can you 
sell our guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 
be made now. Write. 


YJAMCO 


‘ JAS. A: MURPHY & C0., INC. 


1422 EAST HIGH STREET 
HAMILTON, OHIO 

















it costs no more to get 
these EXTRAS | 
: | a ss and 
| SEA) SIL 


) BOTH MALE 
PROTECTED — galvanized fittings zinc 


AND FEMALE 
7 = FULL TAPERED 
plated after fabrication for maximum pro- _—_2 THREADS 
tection of all surfaces, including threads. = MEETs 


CARTONED — for extra convenience in 


— eliminates damage and inven- — | FEDER A, 
) ~—S SPECIFIC TIONs 


SEAMLESS AND FORGED 
STEEL HEX BUSHINGS 
Sizes: 4" x VY," 

through 2” x 11/,” 






STRONGER — higher tensile strength, no 
sand holes. 





TAPER TAPPED —al!l pipe threads ta- 
pered to ensure leak-proof joints in every 


installation. 


ALL CAPITOL FITTINGS MEET FEDERAL - ee 
SPECIFICATIONS 








250= UNIONS FORGED STEEL | 
. a "HEAD PLUGS. = SEAMLESS 

. AND FORGED 

= STEEL CAPS 


7 —\ 


of all Capitol Fittings 


SAVE FREIGHT et ; HW 
Combine Shipments | | a. ] } Bi: 
‘ = 3 


RS) 
=F 


WELL SUPPLIES 
for freight allowance Stites seat CAPadapters REDUCING — INSULATING 
and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


CAPITOL) 
Q of 








PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 

















ec §=NEWS 


for Y' ‘ 
OU Starts on page 145 


in 
x ryrevorlny ss drill masonry 
and Fastening faster and 


Devices: . 
easier 





Saves you time, 
inventory and 
freight costs. 


and job-right 
design make 
satisfied users. 


je as 


Tia tehis Me \iielt) tile Raymond F. Allen 
DUST EJECTION 


Allen Takes Post 

With Thermoid 

Send for Catalog Ravmond |] Allen has joined 

THE BEST CRAFTSMEN ALWAYS TAKE pAINE's [hermoid Co . vice saree ind 
| 1 marketing and Sales 


He was formerly vice president of 





t Stansteel Corp He has also 


| ] 
vith Brewster Aeronautica 


XCELITE Nutdrivers with Co.or- 
Coded Handles 


SSS Saj_+e Blackhawk Mfg. Appoints 


aS... Western Regional Manager 
XCELITE GIVES YOU Mnation—Getacats Arthur J. Comerford has been 


2=—- ] r1 , ; IE, T 
== {= named western regional manager fo! 


XCELITE Screwdriers in All the distributor sales division of 


¢ The Preferred Line! 
Points and Sizes : “ : 
© The Full-Profit Line! = — om - Mfg. Co 


= we 
ntor\ 1.iciudes CUregon, 


* The Most Complete Line! XCELITE Pliers — One For shington, Montana, Wyoming, 


very Purpose 


~~ ino, { ih. Nev ida. Calif nia, 
b er ) New Nie Ico, Color ido, 
FOR YOU . . . THIS ALL ADDS UP TO ——————, . 


Ihert yar ‘ +} 
XCELITE Alloy Steel Adjust- Alberta, parts of South 
The “Satisfied-Customer” Line of tools able Wrenches Dakota. Texas and Nebraska 


built to the exacting standards the pro- _'!t's the "Plus Features’’ we design and build 
into XCELITE Tools that create satisfied Mak 4 a Chi: 
fessionals insist on That means it’s tomers for you — ee 


@ Big, “‘Easy-To-Hold”, Color-Coded, Shock- . 1 1 
Proof XCELITE Plastic Handles \ new territory head has 
@ SAE 6150 Chrome Vanadium Shofts 1 
@ Precision Belt-Ground Slotted Tips ippoimn{¢ vy Blackhawk Meg 
resulting in increased volume and profits @ True-Formed WNutdriver Sockets, Phillips : , 
es 


easier for you to sell XCELITE. Cus- 


tomer-satisfaction means more orders— 


and Clutch Tips trict manager's area has been 
for you New Ideas! Xcelite is First with New led. Vey F.. Patterson |] 
Tool Ideas, Designed to Fit Specific User- < Pen Crnon atlerson nas 
N } . 

leeds to Expand Your Market er m ide territor manager of 





NEW! Write For Our Brand-New, Illustrated Oklahoma nd t] . | 
Four-Color Catalog, and see How Xcelite creates F ; ae —— — 
Customer Szticfaction! , H. F. Van Horne, district manager, 


has had his rea increased to cluc 
XCELITE, INCORPORATED sig ete almgcony 
Dept. F., Orchard Park, N. Y. a ere ee em 


sourl 
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YOUR 
SAW 


SPECIALIST... 


AT YOUR SERVICE TO 
HELP YOU SELL! 


A Barnes sales engineer is assigned to each distributor to 
Train and work with sales personnel 
Develop and retain key consumer accounts for you 
Advise your customers on sawing problems 
Assist with your merchandising program 


The Barnes sales policy, like Barnes blades, is a quality produc 


It is designed to provide Barnes distributors with a realistic 
profitable sales program. 





w. 0. BARNES co., INC. 


1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 
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Save Time 
Save Bother- 


You can find it 
quicker if you 
look in om 


Dake Catalog first! 


DAKE 


PRESSES 


range from 1 to 300 
tons capacity in 
arbor and 
hydraulic models. 
There is 
nearly 
always 

one that 


suits your 


to aT...if not Dake 
3) will design and 
build one for 
his special =_\ 
requirements. - 
Dake is the line 
of presses that 
rings the bell 
..in profits 
as wellas 4/84 
satisfied customers. 
DAKE CORPORATION 


631 Monroe St. 
Grand Haven, Mich 


o 








Charles E. Crow 


Briggs-Weaver Adds Branch; 
Crow Directs New Operation 

Warehouse office 
have been opened by Briggs-W eaver 
Machinery Co., Dallas, in Beau 
Charles E. 
been appointed manager of the new 
branch located at 1005 South 4th St 


Jesse Peurifoy, resident representa 


and facilities 


mont, ‘Tex. Crow has 


tive in the Beaumont area, will now 
headquarter at the new office. In ad 
dition, Bob Shipp, telephone sales, 
led Maxcy, 
house, have been shifted from Hous 
ton to Beaumont. ‘The 
force includes Billy | 
Robert 
Mr. C 
stant sales manager in Hon 
Before th 


arca fo! 


and in charge of war 
warehou 
Bonner and 
I’. Shivers. 
row served as chief engine 
and assi 
ton the last two years 
Dallas 


gineer. 


covered the 


] 


VCars aS a Saies Cn 


Joins Houston Branch 


C. Jack Buettner has join 
Briggs-W eaver Houston branch 
material handling and service 
sentative. He 
R. G. LeTourneau. 


was formerly 





LIQUID METAL FUEL 


A liquid metal that flames in the air 
appears to have application as a 
rocket fuel, or as a possible igniting 
agent for rocket and jet engines, ac 
cording to Product Engineering, Mc- 
Graw-Hill publication. The liquid metal 


is aluminum trimethyl. 
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BGol-m, |S, Mimleacelgelel— 
HANDEE 


The Newest of all Hand Tools 


with 6 
accessories 


9 399 


Here's the ideal hand power tool you've 
been looking for! Hi-Torque Handee is 
packed with HIGH SPEED AND ADDED 
POWER ... VERSATILE ... works 
smoothly, perfectly, in wood, hardened 
steel, non-ferrous metals, glass, ceram- 
ics, plastics. 


With every type 
of cutting tool 
in metal cose $32.95 


@ 25,000 R.P.M., for super-efficient 
grinding, cutting, carving, drilling, 
sanding, sawing, engraving, polishing, 
cleaning, burnishing, gunsmithing. 


@ Hi-Torque Handee engineering incor- 
porates every modern principle of motor 
design ... simplified construction re- 
duces maintenance .. . new, larger 
oilite bearings insure longer life. 


@ Cool running... new, larger air vents 
top and bottom permit increased air 
velocity to insure cool operation. 


@ All-new precision chuck simplifies ac- 
cessory change. Convenient size and 
shape, plus perfect balance permits 
hand precision control of tool. 


@ By actual field test in industrial ap- 
plication, Handee 6000 outperforms all 
previous models in same size range 5 
to 1! 


And, as a big added plus . Hi-Torque 
Handee has a complete line of ac- 
cessories to fit every application. Use 
the tool master craftsmen recommend 
and use! 


CHICAGO WHEEL & MFG. CO. 
Dept. 1D-7,1101 W. Monroe St., Chicago 7, Ill, 


Took 
(00) ae 





years to your piping 





gallons to your flow 





> 
TO DO WHAT.... 
> strength to an WITH WHICH 
oo) 


otherwise weak link 
AND TO WHOM! 


a 


BONNEY 
WELDOLETS 


to your piping drawings 


Give your sales- 
men something 
to talk ABOUT and 


something to 
/ WELDOLET CONSTRUCTION = NOZZLE WELD CONSTRUCTION talk WITH 


for all branch connections 


4 compare 


Be ee 
% f \ WHERE TO SELL 
A WEAK LINK 








WELDOLETS 


A STRONG LINK for corrosion 
adds years external forces 
gallons internal pressure 
strength 
and assures a clean, properly fabricated 
and properly designed branch connection 


abor costs are now at an all time high. 


Reevaluation of your piping costs will now 


reveal Weldolets 4” and smaller to be (BONNEY) 
less costly to fabricate than unreinforced 
nozzle connections. In the field this is ® TO WHOM TO SELL 
also true of larger sizes and Weldolets are aware WELDOLETS 


always more economical than branch THREDOLETS © 


connections made by welding tees or SOCKOLETS ® 





reinforced nozzles. Weldolets are manufactured 
in all sizes from 36” and all weights from xxs, 
in carbon steel, stainless, alloy, wrought iron earn given this story. 
and non-ferrous metals. 

EACH OF YOUR SALESMEN 
PENNSYLVANIA DIVISION SHOULD HAVE ONE 


BONNEY FORGE &€& TOOL WORKS 


ALLENTOWN, PENNSYLVANIA Dept. F WRITE US TODAY. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1957 





Unequalled fon 


QUALITY 


DEPENDABILITY 


SERVICE 


FANNER 


hook and eye 


Qa 


. swivel eye 
screw pin blocks 
anchor 


malleable 
wire rope 


eipe shoulder 
nut eye bolts 

In FANNER industrial hardware, you get 
@ unique combination of facilities un- 
equalled for quality, dependability and 
economy in cast iron, malleable iron 
and drop forging products. When you 
need industrial hardware or wire rope 
fittings in a hurry — FANNER gives you 
fast service, plus service life! 


Only a few of the many items in the 
complete range of FANNER industrial 
hardware and wire rope fittings are 
illustrated here. Get acquainted with 
the complete line by sending for your 
free copy of the new FANNER Catalog 
20 today! 


THE FANNER 
MANUFACTURING CO. 


Industrial Hardware Division 
Execu*ive Offices and Plant 


BROOKSIDE PARK @ CLEVELAND 9, OHIO 


WRITE TODAY 
FOR A FREE 
copy OF 
THE NEW 
CATALOG 20 


Richard W. Fish 


Fish Directs Area Sales 
For Delta Power Tools 


Richard W 


pointed eastern 


been ip 


Fish has 


Michigan district 
sales manager by Delta Power ‘Tool 
Division, Rockwell Mfg. Co 

Mr. Fish has been assistant to the 
woodworking product manager. Be 
fore joining the firm in 1955, he had 
been an expeditor for Harris Pump 
& Supply Co., Pittsburgh. 





W. Gerald Lanterman 


Lanterman Manages Sales 
For Lamson Division 


W. Gerald Lanterman has been 
idvanced by Lamson Corp. to sales 
menager of the industrial division 

Before his promotion, he had 


been Cleveland regional manage 


He also was head of the Philadel 


phia district for 15 years 
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SOLID 
CARBIDE 
and H.S:S. 

ROTARY CUTTING TOOLS 


| Stock Tools: 


Specials: 


In addition to the foregoing, 
ESSEX maintains a special tool 
designing department and can 
supply the following in Solid Car- 
bide: 


Burrs—Carbide 
Drills—Solid Carbide 


Internal Grinding 
Burrs—Solid 
Carbide 


Reamers and 
End Mills 
—Solid Carbide 


Slitting Saws—Solid 
Carbide 


Rotary Files H.S.S. 
—Hand cut and 
ground from the 
Solid 








Counterbores 

Step-Drills 

Twist Drills 

Dies 

Grooving and Milling 
Cutters 

Key Cutters 

T-Slot Cutters 

Router Bits 


Profiling Cutters, Etc 





to sketch or blueprint 


Complete resharpening 
and reconditioning 


service available 


Areas available 
for distributors 


inquiries invited. 


e 
=a 
—2 
=e 
— 
—f 


Makers of Fine Tools Since 1868 


ESSEX ROTARY FILE & TOOL 
CORPORATION 


295 MADISON AVE. © NEW YORK 17, NY 





Get Your Lhare !/ 


DIAMOND *%, the first name in anchoring 
over 60 years, has added a new, sturdy, sure h 
fastener —Wing-Ding—to its complete line. Ori 
entees of the expansion bolt, DIAMOND mee 
industrial need in anchoring devices. Each one 
engineered, built-in quality accepted for years in 
DIAMOND masonry drills. 


You can fill every anchoring device need with 
DIAMOND line—expansion shields for machine bd 
and lag screws, SUPER-GRIP* expansion bolts, calki 
anchors, RAM* anchors, CRIMP NUTS‘, toggle bolt 


IAMOND MARKET 
CHORING DEVICES IS 
ROWING---FAST 








MAMOND adds Wing-Ding, positive setting, 
action hollow wall fastener that really stays 
mp stock sizes fit all hollow wall applications. 
OND also supplies masonry drills, bull points, 
DE* carbide-tipped masonry and core drills, 
ry drill kits, drill holders, and drill points. Your 
e for pole line hardware, too! 
onvenient DIAMOND branches carry complete 
icks. 
Write today for sample Wing-Ding. See for yourself 


why it’s so much better. 


*Reg. U.S. Pat. Of 





> 


f 
SS 
x 
Fe 





D EXPANSION BOLT CO., INC. 
500 North Avenue - Garwood, New Jersey Gave. 
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IMMEDIATE SHIPMENT ON 


Stock GEAR RACKS 


JOB SHOP or QUANTITY 
in Stock or Made to Order 


Rack Sizes from 48 D.P. to 3 D.P. 
in 6 ft. lengths 1412 or 20 pressure 


angle poureninin = me) 


WRITE FOR 
PRICE LIST 
R-1 


Se When Ordering 
"please specify Dimensions shown 


fact oe 


=- — LENGTH - Sal ~ 
wiotl™ 


! 


! | o+-4+-4+-} +--+ > +? mes | Oviga 


“Accurate moms UU UU a r | wmcuenss 
TO §ace | 
for Service 





i J LJ 


d Rocks cre availoble in the following stock lengths 
an 1/8” square 2+ feet 


sh: 3/16" to 3/8 sq. inclusive 2+ and 4+ feet 
Dependability 1/2” square and heovier 4* and 6° feet 
When you 


Unless otherwise specified, orders for odd lengths will be furnished 
from stock in the next longer stenderd stock length. Special prices 
will apply for odd lengths furnished te size 

*Appromixately 49° and 73" long to allow for cutting or matching 
+Approximotely 24-5/8°° and 48-5/8'' long to allow for cutting or 
matching. 


PHONE oR BS ACCurate Gear Works 
WRITE = 3149 West Grand Ave. * Chicago 22,. Illinois 
= Phone: SAcramento 2-5024_ - 


need it !” 


Cutting tool salesmen will tell 

you: Heli-Coil Shop-Pack Thread 

Repair Kits open the door to other 

key line sales, because they start cus- 
tomers buying. 


Every purchasing agent, every maintenance 
man knows that wherever threads need re- 
pair, Heli-Coil patented inserts offer the 
fastest, best, lowest-cost, permanent way 
Heli-Coil Shop-Packs contain all that your 
customers need — stainless steel inserts, tap, 
inserting tool —to restore damaged threads 
to original size in minutes. Available in all 
sizes from 6-32 to 144-6 NC, 6-40 to 42-20 
NF Series, and spark plug sizes. 


Sales are many. Sales are profitable. For 
more information, 
write *Reg. U.S. Pat. Off. 


¢ HELI-COIL CORPORATION 


2407 Shelter Rock Lane, Danbury, Connecticut 
A Division of Topp Indusiries, Inc. 


In Canada: W.R. WATKINS CO., LTD., 41 Kipling Ave., S., Toronto 18, Ont. 
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Higgins, ]1 
f the champion 
ee Clark, New 


the runner-uy 


Higgins Is Golf Champ 
Of Eastern Hardware Group 


Over 150 members of the Eastern 
Hardware Gold Association partici 
pated in this vears annual tourna 
ment held at Shawnee on the Dela 
yare, Pa. 

Wilbur 
winner of the championshiy 


ind Henry Lee Clark, New 


the 


Low gross qualifying honot 


York Wire Cloth Co., was the run 


to Luther Stevens, Samue 
t Hardware C 

h, with a score of 7 

1S 


gn 
ll there were 
golfers made up of distributors 
manufacturers. Winners an 
runner-ups were 
First—Mr. Higgins; Mr. Clark 
nd—Guv W. Donahue, Jr.. 
y Supply Co., Springfield, Mass 
Corv, American Screw ¢ 
Vincent P. Lowe, Jr., Pe 
erson & Lowe; Fred H. Page, Jr., 
Page, Steel & Flagg Co., New 
Haven, Conn. 

Fourth—John H. Butcher, Butche 
& Hart Mfg. Co.; Walter D. Scott, 
Sargent & Co 

Fifth-E. H. Talman, Imperial 
Knife Assoc. & Companies; Leonard 
S. May, May Hardware Co., Wash 
ington, ce 4. 

Sixth—Harry M. Webster, H. K 
Porter, Inc.; L. L. Wilson, L. I 
Wilson Co. 


Seventh—F. E. Morgan, Reming 





ur are two veter 
strial sales field, B. I 
& So 





ton Arms Co., James Seaman, W. L 
Smith Co., Newburgh, N. Y .-- with ALLPAX packings 
Eighth—A. R. Walsh, Barker 


Chadsev Co., Johnston, R. I.; A. I Almost every company is your potential customer if you carry 
Riemer, A. L. Riemer Co this nationally advertised line of mechanical packings, and Allpax 
Ninth—Charles D. Merritt, Reed products make new friends wherever they are used. Proven su 


Mig. Co.;_M. ‘Tl. Hutchinson, Rob perior through years of dependable service, Allpax packings meet 


+ 


erts Hardware Co Inc., Utica, the most exacting requirements of industry and are in constant 
N.Y demand. Distributors find that supplying this market is a business 


} | I ] . : . 
10th W G. Steltz, Jr., Supplec that yields a good profit for a minimum of selling effort 
Biddle-Steltz Co.; Edward C. Laird, 


Kdward K. Irvon Co For Power Requirements The major market for pack 
1lth—B. E. Bostwick, J. Wiss & ing materials is in the maintenance of power equipment 
‘ n manufacturing plant I lic e t 
Sons Co. S. M. Jones, New York i ufacturing | s and public utiliti s. These 
igh ready-made customers are big volume buyers of Allpax 
Wire Cloth Co packings and are an established market for your repre 


M. Welty, H. M. Hat sentatives 


P. Perkinson, American icter- . For the Petroleum Industry In all phases of the petro- 
yn. American Chain & ; +29 lig - leum industry, large quantities of packing are used to 
; : seal against oil and oil derivatives at various tempera 
2 tures and pressures. Allpax packings are used exten- 
1 } 
Philade Iphia sively in the petroleum industry 


Zettel, Buf For Chemical Processing The constant increase of ac- 
; tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Teflon’’* and other packings 
specially prepared for these applications 


& 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! ze 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules 


__-——' THE ALLPAX COMPANY, INC. 
— oo , Pa ae < Sten re 160 Jefferson Ave., Mamaroneck, N. Y. 
amt cAnigh rdwar ( tts 
a - gnats y CANADIAN DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 


rh, with a ore of /¢ 
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This 


and similar ads 

This slow, positive 
speed Viking Pump 
is ideal for han- 


20 LEADING fil eae 
PUBLICATIONS yg FE 
ge 


TO HELP == 
YOU SELL 
VIKING 
PUMPS 


are appearing in 











If your problem is to handle heavy heating 
oils, you will find Viking Pumps unbelievably 
smooth and dependable. And if you have 
never used a Viking, you're really in 
for a pleasant surprise 


No matter what capacity you wont, there 
is a Viking Pump in the size and type 
to do the job. For more information, 
send for Bulletin 57Smm today 


s 


VIKING PUMP COMPANY 


Cedar Falls lowo USA In Canade. it's ROTO-KING’ pumps 


See Our Catalog in Sweet's Plant Engineers File 


Ait 


The Collis 
SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* So popular with users °* 


ili 


COLLIS Heat Treated Sleeves and Sockets 
are manufactured by skilled workmen to 
give long durable services and extra long 
» life. This type of sleeve has less chance of 


nicks and assures same accuracy with 
STANDARD 
TYPE 
HEAT TREATED 


longer runs 


Call at once for our representative to ex- 
plain about the Complete Collis Line of 
Lathe Centers, Arbors, Drill Drifts, and 
Magic Type Chucks as well as Sleeves 


ond Sockets and Collets 
“Call Collis for Service” 


mam THE COLLIS COMPANY wine 


DEPT. A, CLINTON, IOWA 
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g Corp.; E. A. Mer 
ner, Bethlehem Steel Co 

15th—P. W 
ber Co.; | 
Manning 

l6th—H. | 
\lower Equipment; E. I 
Hodell Chain Division, 
Screw & Mfg. Co 
17th—D. S. Morrison, Animal 
rap Co. of America; R. S. Hostet 
r, Bethlehem Steel Co 

1Sth—F. P. Mav, Mav Hardware; 

Hickman, Theo. C. U] 


Philadelphia. 


] ] 
Laughlin Stee 


Embury Swan Rub 
\. Van Buskirk, Beh 
Corp. 
Masback, Trimalawn 
Harding, 


National 





J. W. Allen 


Faultless Caster Adds 
Representative on Coast 


J. W. Allen of Faultless Caster 


} 


been transferred to the 
Coast district office in Li 


in additional sales repre 


been located at the com 


executive ofnce as a Sales ser\ 


] 
entative for close to hve 








LESS COLORFUL HOSE 


Men’s hosiery colors have swung to- 
ward more conservative shades, re- 
ports Textile World, McGraw-Hill pub- 
lication. Argyles and solid-color hose 
are being made with a prominence of 
blacks, navies, browns and grays. Pat- 
tern colors follow the same trend, 
blending rather than contrasting with 


the main color 











Here is Johnson Bronze’s 
profitable program 
for industrial distributors 


Johnson Bronze has a clear, straightforward and understandable policy and 
x program for all who stock and sell the profitable Johnson line of Universal 
N@ x Bronze Bars, General Purpose Bearings, Electric Motor Bearings and Ledaloy! 
“ Bearings (Powder Metallurgy). 
GRAPHITED 
over 175 sizes Sales Program 
Johnson Bronze products are sold through industrial distributors either on an 
exclusive or a selected basis, depending on the requirements of the territory 
and the trades solicited. 


iL 4 Service From Warehouse Stock 


Complete inventories of standard stock Johnson Universal Cored and Solid 
Bars, General Purpose Bearings, Ledaloy! Oil-impregnated Bearings, Electric 
Motor Service Bearings and Graphited Bearings are stocked in 20 Industrial 
Service Warehouses located in all major industrial areas in the United States 
This stock is maintained to assure prompt service to our distributor organization 


GENERAL PURPOSE 
over 900 sizes 


Inventory 
The amount of inventory to be carried by the distributor is determined in each 
UNIVERSAL BRONZE BARS case after an analysis of the situation in the territory to be serviced. 
over 400 sizes 


Line Coverage 
All stock lines are reviewed constantly for accuracy and coverage, and are 
adjusted to meet the current demands of industry. 
nye 
VE er 
Market Development Activities 
LEDALOYL Johnson Bronze maintains a force of trained sales engineers to develop business 
over 400 sizes for our distributors by intensive missionary work in the field. 


Sales Helps 

Johnson Bronze assists your selling efforts in every way possible—complete 
catalogs, personalized direct mail campaigns and other promotional material 
(imprinted with distributor’s name); inquiries produced by a strong national 


ELECTRIC MOTOR advertising program; and the personal assistance of Johnson field engineers 


over 350 sizes We would like to discuss with you the advantages of being a Johnson distributor 





JOHNSON a 
PHearines 535 South Mill Street * New Castle, Po. 
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SELL TOP QUALITY 


< 


ARBOR SPACERS \'sl 
SHIMS and SPACING “i 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 14” to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, '4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

.020”. Strips '¢” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK e 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—12 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032” 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. © DETROIT 3, MICH. 
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Harold E. Pape 


Stanley Elects Pape 
Executive Vice President 


} 
ic 


Harold E. Pape has been « 


exceculive vice president ot 


Stanley Works. ‘This post had b 
held by W. Ronald Morse wh 
tired in April of this veat 


Mr. Pape previously ser 
president of the firm in 
Stanley 


chases 


Steel and direct 
Diemand s1 
ceeds him as vice president in charg 
of the Stanlev Stcel division. Mi 
Diemand had been plant managet 
Maxwell D 


Coe has been promoted from 


Clemens ] 


t 


the division since 1955 


+ 


chasing agent to 


director of 


chases 
Mr. Pa 


| 


pe had been a 
} 


1 


Cals 


Baldwin Supply 
Completes Catalog 


Baldwin Supply Co. has published 


a new 912-page catalog covering all 
the company’s lines. 

Organized in sections te empha 
size the firm’s advertising theme as 
headquarters for all types of tools, 
the book features enlarged illustra 
tions, wide spacing and some 32 
pages of general engineering and ap 


plication data. The front and back 


sections include a map, pictures of 
the Baldwin 


trade practices and an alphabetica 


operation, data on 


index with items cross-indexed from 
two to four wavs 


Two Years In the Making 


(The book weighs seven Ibs 
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1903 


Since 


TWIST DRILLS — REAMERS 


c eered . 


OR TOOL COMPANY 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC 


REPUBLIC CENT 
S. EAGAE 


MAKERS OF 
CELFOR ''ANC 


3 PLANTS NEW YORK 


CHICAGO PLANT 
es 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 


ba BIG ORANGE FX) 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chair 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be ottuched 
anywhere on the | 
job. Only o po 
of pliers needed 
GRAB HOOKS 
Available 
for Chain 
Sizes Va“ 
5/16", ¥e" 
7/16", V2", 


% 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


SLIP HOOKS 
Available 
for Chain 
Sizes Ve 
5/16", % 
and V2’ 


dD 
Forged of HI-STRENGTH STEEL 


Available in sizes “4” to 2”. EXTRA STRONG | 
—EXTRA TOUGH Self-colored of galvanized 
Order from your Distributor of Write 


MIDLAND INDUSTRIES, INC 


Cedar Rapids, lowa 








was two years in the making. Total 
cost, excluding general supervision 
by J. L. Baldwin, company presi a 
dent, was about $40,000. Three out 
side layout arists were involved in 


clipping and arranging product data  @ r oO i i t a b | e | i n e I 


from suppliers’ literature and print 
ing was done locally by offset. The 
company will distribute +,000 copies. 
Mr. Baldwin had many of the il 
lustrations enlarged in reproduction \ feolele mt .-ae—] ol —Ialet—i a 
Red color was used on some pages : 
requiring double printing 
Mr. Baldwin said the major prob 
lems in reproduction were locating 
good, clear pictures in suppliers’ 


literature and finding text matter 


that could be clipped to get uniform high speed ground « high speed cut + carbon 


tvpe. He said picture backgrounds 


were also difficult to handle: some ' 
] ] } i ; 
suppliers used green which did no UWA 
» } . se 
reproduce well. Prices were clipped 


out where possible, but with some 
lines prices had to be included be nlp een 
cause thev could not be removed 

without spoiling the copy. In most - 
cases these were lines where prices ’ ° 

were ippropriate ror purposes of fastest eee 


comparison, Mr. Baldwin pointed 


out WOOD & SPENCER 
Tl eosin 








It pays to stock and sell Wood & Spencer’s 
complete line of standard taps, precision- 
produced to the industry’s highest standards. 
Wood & Spencer, threading specialists for 
over 40 years, also offers competition-beating 
Moore To Represent delivery on special taps. 


S. W. Card Division The alert Wood & Spencer organization offers 

Charles W Minos: teas bee its distributors a new, better brand of 
distributor assistance and factory service—the 
type that pays off in more tap sales. 


Charles W. Moore 


named representative tor the S. W 

Card Division of Union ‘Twist Dmll 

Co. Why not write for our latest catalog today? 
Mr. Moore will represent the di 


ane kata Ik, THE WOOD & SPENCER CO. 


Ohio and part of Kentucky. He is 
a former regional sales manager for 1930 East 61st Street ° Cleveland 3, Ohio 


General Industries, Inc. “Top tap quality for top tap 
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SPENCER 


PPEPEPPP 





C1 vest Prewmatic 
and. Hydraulic Market 
anda growing lend 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig- 
nificant facts for Industrial Distributors: 
1.) there are several million pieces of 
machinery presently using molded pack- 
ings—several million replacement sales 
for you. 2.) there is a growing trend to- 
ward automation—a growing replace 
ment morket for you 

Conclusion: You should be stocking mold- 
ed packings for manufacturers who need 
o nearby source of supply! 


Here’s What Makes P alto. 
YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market: 1.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi- 
ness. 3.) the most competitive packing 
prices available 

Conclusion: You should be stocking Pal- 
metto for rapid packing turnover at a 
higher unit profit rate! 

Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings, 
mail the coupon attached. 


Gentiemen: 


Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 

Name 





Company 
Address 
City 


GREENE, TWEED & CO. 


NORTH WALES PA 








Zone State 





4. W. Roark 


Roark Rejoins Atkins-Saw 
As Western Division Head 
\. W. Roark has rejoined Atkin 
Saw Division, Borg-Warner Cor 
as western division manager. He wi 
sales in the 11 wester 


Portland, 


SUPCTVISC 
nxe.. head 


states from 


quartcrs 
Nir 


ver 


i 


Roark had been Sd ics hel 
vith Northwest Loggers Sun 
Inc., in Portland 


piv, Before this 
Atkins for 23 \ 


had been with 


New Representative 

Kenneth L. Stockum has 
named factory representative in th« 
Atkins Saw. He 
Pittsburgh 
headquarters and will cover western 
Ohio. West 
Virginia and part of Marvland. He 

Henrv Disst 
Porter Co., I 


eastern division by 


has been assigned to 


Pennsylvania, eastern 


had been with the 
Division of H. K 


Pittsburgh 


Stockum 


Kenneth L. 
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lFora 


show ’em 
this plier... 


Tele me £0) 8 SS 
| — as 


SELL QUALITY 


{7 J \ 


. 


>nger profit per sale 


/ 


SELL THE COMPLETE CHANNELLOCK LINE 


A sale is in the making every 
time your customers “‘heft”’ a 
Channellock 420 plier. The rea 
son? No other plier does so many 
jobs so well. It grips any shape 

. of any size (%”" thru 1%") 

. with a grip like a pipe wrench. 
This all 
reason why more and more house- 
holders .. . as well as mechanics 
; want and buy Channellock 
420. So make the Channellock line 
your plier line ... and let the 
Channellock 420 lead the way to. 
greater profits for you. 


‘round usefulness is the 


CHAMPION DEARMENT TOOL COMPANY 





Stamm Succeeds Glenn 
At Crucible Steel 


George W. Stamm has been NOW a Modern Fittings Package 


elected vice president and coneral SOS SESESEHSSHSHSHEHEHHEEHEHEHEHE THESE EES 


manager of sales by Crucible Steel 
Co. of America. He succeeds James 
1). Glenn who asked to be relieved 
of his duties because of illness. Mr. 
Glenn will remain on a consulting 
basis. Mr. Stamm has been with the 
firm 17 vears and had been made 
general manager of sales the begin 
ning of this vear. 

C. J. Ryan has been promoted to 
assistant to the vice president-sales 
with headquarters in Detroit, a new 
post. Mr. Rvan joined the firm 35 
vears ago and the last 12 vears served 
as Detroit branch manager. 

M. J. Dempsey has been advanced 
from assistant branch manager to 
head of the Detroit operation. With 
the firm 10 vears, he had been 


assistant branch head since 1956 
Directs St. Louis Branch 


J. J. Wveall has been promoted 


from assistant to St. Louis branch 


sitinnane tor Cecaitie taal “Whe ace one more reason for specifying 


ceeds K. C. Kelly who is now south W-S FORGED STEEL FITTINGS 
ern regional sales manager. R. D 


Leslie, former sales service engineer 


at the St. Louis branch. moves up 


to assistant manager. W-S Forged Steel Fittings are now being 
shipped in strong, lightweight fiberboard 
cartons designed to make purchasing a 
se pleasure. Shipments are made up of unit 
ene eee warehouse cartons packaged inside a larger rein- 
ind sales office has been opened by forced carton. It’s easy...and advanta- 
Crucible Steel in St. Louis. Located geous to order your fittings in packaged 
quantities. 
Here are additional advantages of the 
new W-S package: 


1. Compact and easy to handle. W, 
4 . . 2. Ideal for neat, efficient stacking on = 
Martin Mill Supply warehouse and stockroom shelves. a 


Adds to Inside Staff . Sealed against dust and moisture. 

4. Contents clearly marked on outside face of each carton, readily visible for 
prompt identification. 

The new W-S package is only one of many reasons why W-S Forged Steel 

Fittings are the most widely accepted by industry. 


New Warehouse 


at 8610 Page Blvd., the new quarters 
replace older facilities 


['wo new inside salesmen have 
joined Martin Mill Supply Co., 
Stamford, Conn 


Chev are: Robert Bendtzen, who Don't forget, too, W-S carbon steel fittings have the additional protection of 
was a factory representative for in their new blue synthetic coating. For detailed information on packaged lots 
dustehdl Salbatbaniie Gee Sines wets ead ...and for a copy of our new fittings catalog, write today to W-S Fittings 
a Sd. weal previous experience Division, H. K. Porter Company, Inc., Roselle, N.J. 
with an industrial distributor, and 
Michael Gol, who formerly worked 
in inventory control for The Yale 


& Towne Mfg. Co. and Sorenson & W-S FITTINGS DIVISION 


Co. and directed purchasing for a 


Lancaster, Pa., tool and die firm. H. K. PORTER COMPANY, INC. 
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Sold Through Leading Distributors 
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INDE a1; 1UR RO) a5 


can’t sell 
GENTEO) aes 


can’t buy 


BETTER FILES 


than 


pt! GA To ) 


BRAND 


FILES 


SWISS PATTERN 


That's been true 
for 50 vears and 
it’s true today. 


We help Distrib- 
utors make money 
by selling SOLELY 
through them, and 
giving them the 
SERVICE and qual- 
ity files they need. 


We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into these 
fine files. 


The line is com- 
plete. All _ sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting standards. 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 


Fairbanks, Morse 
Reassigns Five 


Ihree vice presidents have had 
their duties changed and two execu 
tives have been promoted by Fair 
banks, Morse & Co. 

The vice presidents are 
E. Morse, II], formerly 
of sales, now heading budgets and 
section; V. H. 


directed 


Robert 


in charge 


new 
had 
neering, now in charge of sales; and 
John A. Cuneo, from 
assistant to the president to vice 


planning, a 


Peterson, who engl 


reassigned 


president in charge of foreign opera 
tions. 
John C 


moted from assistant to general sales 


Elmburg has been pro 


manager. G. R. Anderson has been 
named chief engineer; he had been 
manager of the Kansas City plant 





New 137-seat auditorium is a highlight 
ghhg 

of building and expansion program 1 

cently completed at Bluefield Suppl; 


Co Bluefield, VW Va 


Bluefield Supply 
Completes Renovations 


Bluefield Supply Co. has com 
pleted the finishing touches on a 
$250,000 renovation program 
modernize and expand its office 
warehouse facilities in Bluefield, 
W. Va. 

The firm recently held a four-day 
open house to show off the improve 
ments, including a new auditorium 
seating 137 people in theatre-type 
seats, a new permanent display area, 
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MA K-A-KEY. 


12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: ¥i6, Ya, Vig, Ye. “ie. V2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
woys: /g" square; Vig" x4"; Vg" x 5/4" — 
will file to fit 4" x4" keyway; 5/4" «a %" 
—will file to fit Sig” x5/jg" keyway; %" x 
4" — will file to fit %”x%” keyway; 
he" x >" —will file to fit I," x he” key- 
way. Additional sizes available. 


DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL 











W. A. WHITNEY 
no. sc CLIP PUNCH 


TFAADE MARK 


+ 
$ 


REGISTEREQ 


You'll find the sheet metal field a ready market for 
this tool Capacity—3 thicknesses No. 20 gage 
Length 18'.°—weight 8 Ibs 


No. 4B Punch 


; 
This 48 PUNCH is a versatile, handy tool widely 
used, and a profit maker 


Send for complete catalog 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 








a board of directors’ room, an office » 
annex accommodating 33 of th Cw ' 


company s people ind new executive 


ofhices 
An adjoining five-story building Pipe and Bolt 


IdyOMMg St 
ldition was recently purchased als Th di es hi : 
to provide for needed stock space rea ng ac ne y 
j 


Ihe auditorium, equipped with 


0 
modern engineering devices fo! ? 


lighting and acoustics, will be used 
primarily for sales meetings. 

lhe invitation-only open housc 
was staggered geographically over 
three davs, so visitors could come 
in groups and have full opportunity 
to inspect the premises in guided 
tours. The fourth evening was tr 
served for the benefit of company 


personnel and their families 


F. E. Myers Assigns 
Product Specialists 


Nine product sales specialists 


have been assigned to territories \sy i a with 1 Universal Die Head 
| The F. E. Myers & Bro. Co 2 
ope sigs . and 2 Sets of Pipe Dies 14" to 2” 


after completing three months in 
tensive training 
Jacob H. Roehm and Wayne W 
Hershberger, Jr., have been ap The 
pointed to oo awe ey hea > Complete (slightly 
operation which travels the Unitec J e higher 
States extensively c Packag 
Allan Edward Burt has been as 


signed to The F. E. Myers & Bro Your "hest-seller” for 
Co. Ltd. organization in Kitchener, 


Ontario today’s popular power for pipe work 


Rob Oag COVE! . . . . 
Robert J. Hoagland will , Full range of pipe and bolt dies for universal head available 


Michigan and northern Indiana, : , ‘ : 
; a Complete machine, including Speed Chuck guaranteed to grip tight 

while Dennis R. Wright — will . 

: any pipe or conduit, forward, reverse ... 1 universal quick-opening die 
western New York and parts of that adjusts to size right in machine, with 2 sets of dies, one for ‘4’ 
Pennsylvania, Virginia, and West one for 1”’, 1'4’’, 14%" and 2”. Roll type cut-off with self-centering 

full-floating cutter wheel . . . Five-flute cone reamer, '<"’ to 2 

Above 3 tools operate independently, swing up out of way when not in use, 
_ MI so pipe can be chucked from front . . . Powerful 115/120 volt universal 
signe O are: yt < = - 
IB as OEE = SIM motor . . . All 500 and 500A die heads d¥id accessories fit this 
Illinois and Laurel Hageman is lo 535 machine . . . It pays you to stock and sell this popular 
cated in the Ohio territorv. Ri@eaip 535 machine—order today! 


Virginia. 
Lynn A. Hickman has been as 


F. Doyle Findley is working in They can't afford to thread, cut and ream pipe by hand! 
New York and Pennsylvania and 


Neil C. Topper has been assigned The Ridge Tool Company, Elyria, Ohio, U.S.A. 
— a —_ 5 -. Bi 


to Illinois and Wisconsin 


Elects Wayne Pump Man 

M. K. Henderson has _ been 
elected vice president of the Indus 
trial Lift & Loading Ramp Institute 
He is hydraulic lift sales manager 
for The Wayne Pump Co 
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BRASS AND ALUMINUM NUTS 


Costing no more than nuts produced by 
other, less accurate methods, Fischer 
precision-turned brass and aluminum 
nuts make possible important savings 
in assembly operations. Check these 
advantages: 


Countersunk on both sides for faster . H. Rieman 


starting ... 

Gardner-Denver Elects 
Tapped square with face to Class 2 toler- 
ances for smoother, easier running and 


superior bearing surfaces... 


Three Vice Presidents 


[hree new vice presidents have 
Turned from stock under basic size so been elected by Gardner-Denver Co 
they're never tight on wrenches... They are George W. Gutekunst, 
( H. Rieman and Brice D 
\laddox 

\ir. Gutekunst continues as gen 
Cleaned and degreased before delivery eral sales manager. He has held this 
to save you these operations. 


Tapped through, eliminating “blanks” 
or rejects... 


Specify Fischer on your next order. A com- 
plete range of standard types and sizes is 
maintained in stock .. . “specials’’ can be 
produced quickly and inexpensively. 


Write today for 
Catalog No. 55 


SPECIAL MFG. CO. 


M St. Cincinnati hi 
492 Morgan incinnati 6, Ohio Brice D. Maddox 
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post since 1954 and before that 

served as district manager in Los : 

Angeles TT , 
Mr. Rieman was made general pit E 

manager of the Denver plant in Seu 

February of this vear. He formers 

had been sales manager of mining 

and construction equipment and 

also served as district manager in 


Duluth 
Mr. Maddox was appointed gen 





eral manager of the Keller Tool 
Division last vear and continues in 


this capacity 


Central Belting, Hose 
Moves In Richmond, Va. 


Ihe Central Belting, Hose 
Rubber Co., of Richmond, Va., h 


moved from its old location on Main 


Street to new quarters at 103 South 
Jefferson St. The old quarters had 
to be abandoned to make room 
for the new Expressway running 
through downtown Richmond 


Ihe company leased a one-ston PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 
of whicl and trolleys simplify handling of heavy parts. Worker just picks up the load, with 


building with 5,000 sq. ft 
the trolley hoist, rolls it along an I-beam, lowers it on the bench toy 


5,000 sq. ft. are used for warchousc¢ 


sy theteane ta inutionke Where there’s lifting to be done, 


shop. There are two inside loading 


~ 


docks and parking space for 20 cars 


there’s a Harrington Hoist to do it 


Executive Vice President 
: BEARCAT ELECTRIC HOISTS 
Retires at Y ale & Tow ne HOISTS for intermittent for fast lifting of light to me- 
lifting of loads from 14 dium loads—170 to 4000 Ib, 


Fred Dunning has retired as ex to 60 tons 


ecutive vice president and secretar\ 


of The Yale & ‘Towne M{fg. Co. He 
PEERLESS PACKET TROL- 
will continue to serve on the board LEY HOISTS for lifting 


of directors. William H. Mathers and conveying }4 to 2 
ton loads on I-beams. 


PEERLESS PACKET AlLt- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 


has been named to succeed Mri tion makes these hoists eco- 


Low headroom units ad- 
Dunning justable to a wide range 


Mr. Mathers is a partner in the of I-beam sizes. 


law firm of Milbank, ‘week, Hops 

& Hadley. He has handled Yale's con oe oe on apa tatty 
2 MINUM HOISTS for use TROLLEYS for rapid and 

legal affairs since 1950. Mr. Mathers where holete must ba easy movement of materials 

will take on his new duties at Yale : moved frequently. Much : over I-beams. Regularly 

Sept lighter than all-steel supplied in geared and plain 


nomical to maintain, easy 
to operate. 


model, with no sacrifice \ models in capacities from 
of any other quality. \ 14 to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good. 
Made Controller Write for complete information about our full line of hoist products. 


Charles J. Wade has joined Ada HARRI NGTON 
mas Carbide Corp. as controller. He THE COMPANY 


was formerly a management consult Makers of Hoists Since 1876 
ant with Arthur Young & Co Gravers Roap aT THE TuRNPIKE, PLymoutH Meertine 11, Pa. 
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CALDER ... the Dresser Line 


for Never F Profits ... Easier Sales 


A ew ANS \ \ Les \ \ \\ mH \AA q \ 2" \ \ \ . 
s BUILT RIGHT —Best mates ireenheut ». oe re 
steel cutters . . . Right and Left hand Threaded bey 


‘for Automatic Tightening. SY WAN | os \\ 
\ = \ \ YY : 
CAAA AAN 


Robert J. McCarthy 


> Central Screw Names 


\ Central States Sales Chief 


\ 


—— bert \ .< al | | S been 

EASY TO HOLD inten! K | ; Ic ne ia | ) 

Weigh pl ' entral Screw o. to 
ight well distributed ate 


‘ : s manager of industria 
\\ for smooth EE 


\\\ ‘ n listributor sales. He has bee 
\ * SSS. DADLAS Da BRE aaagarans vith t mpany 10 vears and wi 
: \Waise CALDER Fine Diamond Dressing Tools + , a . 
. \ ‘ q \\ \\ YX SYN LAX m l uUdATTC! l — i} —_ Ounce 
“SOLD ONLY THROUGH bisTaieU TORS ir. McCarthy will direct 
AA MBABaa so aaaaaaaa . 1 extendit 


CALDER MANUFACTURING co. 


2049 North Prince Street ° Lancaster, Pennsylvania 





Board Member Becomes 
Head of Norvell Wilder 
] \V. Newton, a member o 


N ell Wilder Supply Co.'s board. 


has been elected president of the 
eaumont, ‘l’ex., firm. He succeeds 
t ite Frank S. Carothers 
» davs before his 101 


; 
CiCccuivil i’ 


INDUSTRIAL cad the firm, Mr. Newton re 
t rom Magnolia Petroleum Co 
BRUSHES AND BROOMS Arte! +3 Cars Of SeTVICE \W hea he 


YOU'LL LIKE OUR 
SERVICE 


YOUR CUSTOMERS WILL LIKE THE QUALITY 
AND WE'D LIKE TO SERVE YOU— 


You'll get everything in the way of supply, quality and seivice from this 

You in turn, as other distributors are doing, can give your customers what t 
need, when they need it, in CAPITAL Brushes and Brooms. Our line is complete 
—you can sell ‘em all 

We 














urge users to buy through their local distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH and BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 











- John W. Newton 
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left he was vice president and gen 
eral manager of refining. 

\Ir. Carothers 
Houston branch manager. 


also had served a 
Herman 
H. Berwick, former salesman at the 
Houston branch, has been made act 
ing branch manager. Henry F. Pee 
has 


bles, another branch salesman 


been appointed acting assistant 


\. Colston, vice 
and manager of the Cor 


branch manager. 


president 
pus Christi branch, will spend some 
time in Houston in an advisors 
capacity to Mr. Berwick. 

Otis 


the machinery department at 


\bbott, who is in charge of 
the 
Houston branch, and his assistant, 
EK. E. Smith, wil 


to all the firm’s branches and sales 


1 now be available 
offices. 

Mr. Newton is a former vice pres 
ident fo! 


Petroleum Institute 


refining for the American 
and also served 
mn the board of the National Asso 


of Manufacturers 





Robert Frost 
Frost of National Pneumatic 
Is Head of 52 Association 


Robert Frost, 
National Pneumatic 


VICE president of 
Co., Inc 
president of Bright Star Industries, 


and 


has been elected president of The 
52 Association of New York 

The 52 Association is a volun 
tary group of men and women who 
since 1945 have served hospitalized 
and disabled servicemen and vetet 
ans in hospitals from Massachusetts 
to North Carolina with a wide va 


riety of rehabilitation programs 


You get 
ALL 3.. 
with CIRG 


—— 


CARRIAGE BOLTS & NUTS LAG BOLTS 
where square sh ar shes ad m 


Qué u es anc 2 


MACHINE BOLTS & NUTS 


_ 


CAP SCREWS | tapped 


STOVE BOLTS & NUTS ¢ 


ye 


ANCHOR BOLTS meet build 
wes. Cost less 


than 


——_ 


utes 


PLATED BOLTS & NUTS 


Serviced from 3 convenient service centers : — 
Western Office Central Office 
Chicago North Tonoweanda 
HArrison 7-2179 Buffalo) 
JAckson 2400 


Eastern Office 
.. ¥.¢€ 
REctor 2-1888 








For every fastening reovirement... depend upon Buffalo Bolt 
Circle B fasteners are quality controlled from billet to bolt 
in our own rolling and wire drawing mills to fina 
threading and inspection. Packed in the strong, light 


upside-down carton with the easy-to-read labels 


BUFFALO BOLT COMPANY 
mone TONAWANDA, NEW YORK 
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Profit Lines for You 


Sold Only Through Distributors 


We Don’t 
OVERLOAD HACK SAWS 


TERRITORIES 
HAND AND POWER BLADES 


SAFE-T-SAW—A welded edge 
high speed blade—Shatterproof. 
KUTALL Molybdenum high speed. 
FLEXARD and FLEXIBLE for general 


cutting jobs. 


BAND SAWS 


METAL CUTTING - WOOD CUTTING 
Furnished in Die Cutting, Skip Tooth. 
Hook Tooth, Flexible Metal Cutting and 
Wood Cutting Styles. 


SAF-T HOLE SAWS 


WELDED EDGE—SHATTERPROOF 
Double welded giving a tough body 
combined with High Speed Steel cutting 
edge. 


Sizes from %” to 6” cutting clean round 
holes in Metal, Plastics and all other 
machinable material. A full selection 
of interchangeable arbors. 


TOOL BITS 
SPARGROUND e SPAR-KING ¢ KUTALL 
We offer Sparground The Unusual Bit for 
extra special work, Spar-King for the 
higher grade jobs and Kutall Bits for gen- 


eral purpose. 


OTHER SPARTANS 
HACK SAW FRAMES © FLAT GROUND STEEL 


Sparty says: 

“These lines have Built Repeat Sales for many 
Distributors. You need not stock all six to have 
Stocking Discount. This will apply to any of our 
Line You Do Stock.” 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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George H. Woodland 


Three Executives Retire. 
Chain Belt Fills Posts 


it 


utives have retired 
hey are Alfred R 
president-sales; Edmund 
vorks manager-Milwau 
nd Louis J. Michiel, 


Hts hav ¢ been made 
ncies. Luther H. Bos 
been advanced from vice 
t-manufacturing to senior 
¢ ‘ nt 
W. J. Sparling, formerly vice 
it-manufacturing and indus 
quipment, is now vice presi 
nanufacturing and facilities 
rge H. Woodland continues 
ra] sales fo! he in 
ction and in 
takes over the former sales 
of Mr. Abelt 
Rhodes has been promoted 
icral manager, industnal equip 
He had been man 
operation 
atzer, castings sales engi 


to Mr 


of sales 


Wolverine Tube 
Shifts Reade 


George E. Reade has been ap 
ited sales representative in the 
irea by Wolverine Tube. 
of Calumet & Hecla, Inc 
Reade, who will be located at 
vanston, IIl., office, had been 
or of wholesaler sales in the 


t general sales offices. 





Rayl Regains Control 
Of Its Operation 


ms 


regained 


fo 


Detroit 
of 
through a financial plan approved 
in Federal Bankruptcy Court 

The Detroit 


placed in receivership Feb. 19 after 


ot recently 


control 


3. Ray! 


its operation 


distributor was 
petitioning the court for time to 
reorganize. 

Dudley R 


said the court action was sought be 


Campbell, president, 


cause a Chicago finance company 
holding a $240,000 mortgage threat 


ened to take control of the assets 


Ihe reorganization plan approved 


by creditors requires payment of all 


+ 


debts starting a vear from now at 


the rate of at least 5% per quarter 
The plan specifies that no dividends 


shall be paid the firm's stockholders 


until all claims are paid 





make your 


selling job 


The return of a competitive market is making more and 
more Distributors aware of the great need for better 
sales training. To help our Distributors accomplish this 
task with the least amount of time and effort, Wood's 
is always eager and willing to assist them in every way 
possible. How? Through personal help, Sales manuals, 
periodic, relevant literature on Wood's entire line of 
Power Transmission Equipment and Engineering and 
installation assistance. Why not drop us a line? Perhaps 
we can make your selling job easier 


- 








Bulletin No. 499— "Low Cost Answer 


to Power Transmission Problems 


——S 
Catalog No. 197— 


WOOD's V-Belt Drive Manual, Selection 
Tables, Drive Design, Sheoves-Pulleys, V-Belts 





Bulletin No. 399— "The Simplest Vori- 


Bulletin No. 1100—"WOOD's 
new Varicble Speed Drive.” 


oble Speed Drive on the Morket.” 


W. Movlan 


Brvan 
Brown & Sharpe Mfg. Names 
I x 
Division Representative 


Brvan W \lovlan 
Brown & Sharpe Mfg. Co 


lds 


representative 


hydraulics products di 
Mr. Movlan, formerly with Han 
nifin Ce ind Jenkin I] 


1h SC ib yard 


engimecrng 
Son 

Bulletin No. 999— - 
WOOD's % 
Grip" 


, Sure-f 
Bros.. w 
Pulleys; Straight or 


s 


rp 
| 


Crown Face 
Acquires Firm 
lhe Wire & Cable Ci 


Ltd., Guelph, Ontario, has been ac 


quired by H. K Porter Co. Ltd., a 


| ede Td 


sure-GRIP 


a> 


—F 
Mpg 
a 


Hat BL PUNLLYS 


i 


Bulletin No. 299— 
ond Downtime Coused by Bearing Trouble 


How to Eliminate Deloys 


Bulletin No. 1099—'"'Toke the 
Gamble Out of Matched V-Belts 


T. B. WOODS SONS CO. 





kK. Porter Co., Inc 


subsidiarv of H 
Pittsburgh 


INDUSTRIAL DISTRIBUTION 
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.) sain 


rw 


ESSEX sryict 
‘““MULTIPLEX'' 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-teed illustrated 


4aN. 


uN 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 


fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 

device—thrifty in oil consumption—requires 

little or no attention. A combination of maxi- 

We manufacture mum convenience, wide adaptability, and low 
LUBRICATING DEVICES price makes this a good item for volume sales. 
waren Ces It is convenient to install and operate for 
peony pumps, engines, machinery, etc. Stock them 
prrreees for prompt service. Let us send you the com- 
ee plete ESSEX catalog and make us your supply 

and ofner Brass rrocuc's —_ source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


GREENLEE 22 
Solid-Center 
Auger Bits 


write 

for 

CATALOG 

a a ai ae 9 of 

HOUR METERS TAKE AWAY THE GUES GREENLEE 


Beat down-time on production equipment! Maintenance record systems are of value assured- 

caly when they are based on accurate operating time. The Hobbs Hour Meter ————- 

furnishes the time data essential for a genuinely effective maintenance program quality 
- and time information vital for cost and production records. Compact and easy 

to install on any equipment operated by alternating current. Ruggedly built . hand 

sealed against dust and moisture. Easy to read. 


®@ Write for Catalog AC-587 for complete information. 


JOHN W. Hobls CORPORATION SW) 


2079 YALE BLVD. SPRINGFIELD, ILLINOIS 


hes 


tools 
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for your 
plant 
maintenance 


customers... 


GREENLEE 
assured- 
quality 


Hand Tools 


f 





Exponsive Bits 


Drawknives and 


Stripping Knives 











PITIV ENLEE 


GREENLEE TOOL CoO. 
1927 Herbert Ave., Rockford, Illinois 








Conrad P. Spuck 


Spuck Elected President 
Of Sager-Spuck Supply 


Conrad P. Spuck has been elected 
president of Sager-Spuck Supply 
Co., Inc., Albany, N. Y., to succeed 
the late Howard M. Sager with 
whom he founded the firm in 1923. 
Mr. Sager died May i4. 

Mr. Spuck was treasurer of the 
company from its founding until 
1953 when he was named executive 
vice president. The position of ex 
ecutive vice-president has not been 
filled. 

Mr. Spuck is a past president of 
the Eastern New York Association 
of Purchasing Agents and the New 
York State Industrial Supply Asso 


ciation. 





“MANAGEMENT Problems for Ex 
ecutives urse given recently by Pitts 
burgh University was attended by Jack 
Russell, industrial sales manager, Ma- 
Valley Supply Co.. Youngs 
Executives from U. S. and 
ountries attended the eight 


honing 

town, © 
1] foreign 
weeks session. 


Spotcheck 


SPRAY CAN 


| SK-3 Complete Inspection Kit 


Everything needed for complete dye penetrant 
in handy, lightweight 


| 
| inspection included 


Fiber-glass carrying case. 2 cans Penetront, 
2 cans Developer, 4 cans Cleaner. Instruction 
book and cleaning cloths 


ALL ABOUT SPOTCHECK! 


SPOTCHECK — manufactured by the 
MAGNAFLUX CORPORATION —is 
the Dye Penetrant Inspection available 
in pressurized spray cans. For mainte- 
nance and in-process inspections, 
SPOTCHECK marks all crack type 
defects open to the surface (including 
defects invisible to the naked eye) 


ASMALL ORDER” PROFIT GETTER 


SPOTCHECK is used to inspect meta/ 
carbides, ceramics, plastics, etc. YOU can 
see that the market is BIG and what is 
more important, GROWING! In use, 
SPOTCHECK SK-3 KIT materials are 
used up in a hurry. Repeat business is 
really automatic! You get big profits 
and fast — you buy by the case and sell 
| by the can. You can also supply your 
largest users with bulk deliveries. You 
| can get the ball rolling with a modest 
| stock because you will be dealing with 

MAGNAFLUX, the leader in the testing 
| field. We can steadily and rapidly fill 
your orders — FROM STOCK 


PRICE INFORMATION 





gives you— 

the distributor — 
these 

role Zelatiele(-s: 


@ SMALL INVENTORY 


modest dollar and space investment 


@) STABLE PRICE 


All substitutes cost more 


© NATIONAL ADVERTISING 


By Mognoflux 


4) DIRECT MAIL PROMOTION 


Tested folders for Distributor use 


© minimum SELLING TIME 


No Service Calls — Good mail seller 


© wich profits 


High first sale profits 
Higher replacement profits 


SPOTCHECK Gives Your Customers 


& COMPLETE INSPECTION — Avoids visvol 
guesswork. No other equipment needed 


&) FAST INSPECTION—This easy-to-use 
“crack finder” sprays on fast with no 
waste 

& PORTABILITY — The lightweight SK-3 Kit 
can be used in the plant or in the field 
No power needed 

& LOWER PRICES — ALL substitutes tost 


more! 


& SATISFACTION — Magnoflux guarantees 
satisfaction with all its products. 


The complete SK-3 Kit shown above is priced at $36.00 to your customer. He can't do better 


anywhere. Send the coupon below for more details 
Kits, low cose lot prices on replacement materials, and bulk deliveries 


NO salesman will cell 


rococo re Oe Oe 


Get Distributor price list on the SK-3 
DO IT TODAY! 


MAGNAFLUX CORPORATION 
7330 West Ainslie Avenue, Chicago 31, Illinois 


Please send all details on Spotcheck including distributor terms 


I 

| 

| 

1 NAME_ 

} time___ 

| COMPANY 

| ADDRESS 

| city 

| WE pDisTRisuTE: 

| C] Production Equipment 


| a Industrial Supplies 
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ZONE 


Plant Maintenance Equipment 


Automotive Maintenance Equipment] 





|. Wilson Rubber Honors Long-Time Employees 
" ae ) 


al 


























Valdura offers maintenance 
paints made from specific 
resins for every condition 





Miller-Charles 3osch Co., will handle the North 


L—EPON \ | Adds to Staff erscy territory 


VAL-CHEM. Versatile, chemical re- 1¢ company has organized a new 
sistant metal primer for use under any Miller-Charles & Co... New , \ ft Product 
lary, necra©rt roaucts, 


finish coat. VALPON ENAMEL. Pre- ; . , Sc ig subsic 
vents damage by oils, solvents, alkalies itv, has added two new sales ae ee ee Se tarmall Citeliasenes Dome 
and other chemicals on wood, metal or S e its aircraft hardware Dusi 


masonry. SPRRION\ 
-PARLON_ inside staff by eight peopl 


PARAVAL ENAMEL. Not affected a ik al ‘ 
by acids, alkalies and other chemicals. Jc sepn OOK, HO / Tak PI | M P 
Used 08 een a) unceste v4 worked for an electrical manufa akes 1eoll | fg. ost 

sonry. B ASE ENAMEL. palo = saci aarti — 

Combines excellent exterior durability turer, has been appointed outsicle I. A. Lindsay has joined Pheol] 
with high chemical resistance. 


_ {BAKELITE ) salesman covering central New |i Mfg. Co. as public relations, adver 


SUPER SERVICE ENAMEL. Re- sey and  Pennsvlvania Gera sing and sales promotion manager 
sists chemical, moisture and abrasive Blaney, who joined the compan is previously with American 
conditions on metal wood or masonry. | , : 4 ; d 

ASPHALT ALUMINUM PAINT. from Arma Division of met ni ospital Supply Corp 
98% waterproof metal coat prevents , 

rust, rot, corrosion. Highest reflec- 


oy. OAL TAR 


sewace pisposa Lacks.U= | Detroit Ball Bearing Modernizes 


for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation projects, refrigera- 


tion systems, metal and concrete pipe, 
marine exposures. 

JURETHANE 
URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chem.cals, solvents, mar- 


ring and abrasion. Uraval will stand 
up where all other types of coating 


have failed. _ ALKYD | 


M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 
hard, tough, quick drying and color 
retentive. 





to its outside force and incre 























Write today for complete infor- 
mation 


VALDURA 


HEAVY DUTY 
PAINT DIVISION , 
AMERICAN-MARIETTA CO. nt face lifting « nt B ichigan main office building in 
101 E. Ontario St., Chicago 1, til, troit resulted in a newly designed alu n and ted glass front replacing the 
687 Wellington St.,Ottewa, Conada | d front installed in 193 
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J. R. Chandlee 
Chandlee to Retire 


From Charleston Firm 


James R. Chandlee 


the end 


s representa 
r of the former 


Supply Co rf 


Ip found Bald 

n 1904 and sold out 

ust before World 

ng the war he owned 

ind operated Baltimore Rubber & 
Leather ». in Baltimore, and later 
became Phildelphi ranch man 
Schieren Co 

ne Was Con 


. . 
1 SUppI\ Co 


Norton Shifts Ewer; 
Assigns Engineers 


John C. Ewer has been trans 
ferred to Norton Co.'s main office as 
assistant sales manager, abrasives 

l'wo refractories engineers, Bruce 
Cramer and Howard J. Daly, Jr. and 
i field engineer, Paul A. Bisnette, 
have been assigi 

( § managing di 
rector oO orton Grinding Wheel 
Co., Ltd ft England the last seven 
joined the firm in 1934 


f 


ind 


Two Hose Ends Connected 
(With Auxiliary Lock) 


The “Air King” Coupling will reduce operating costs on every job 
requiring frequent connecting and disconnecting on compressors, 
all kinds of air tools, water, oil and spray hose lines in field or 
factory. Locking heads are identical for all sizes of hose or 
threaded ends within the “Air King” size range, and are locked by 
simply pressing together and applying a quarter turn. Equipped 
with an efficient locking device as an added safety feature. Made 
of bronze or rustproofed malleable iron in Hose Ends and Male 
and Female |.P.T. Ends. Sizes up to !". Triple Connections and 
Blank Ends available. 


Male LP.T. End Female 1.P.T. End 


" Air King” Couplings Are Completely Described in Catalog No. 250 


DIXON xc éGyiinga 
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AL MAINTENANCE 


/ Stiff Eors. Connot 
pull together 


ot 
top when tightened 


HEA 7 | a = — per- 
VY ' : ect nut lock. 
WROUGHT ! be 2 
’ eavy Shoulder to 
BRASS ' permitting clamp ts 
ulle remenc- 
HOSE ously tight. 


CLAMPS (a ) 3. 


Tongue runs in 
channel holding it 
close to hose onde 
moking a uniform 
grip. 


< 4 John C. Ewer 
Pliable in band por- 
aratt aa re is an ibrasive enginecl 


up, removed and neland area 
used over again we ~ a 


\ ; I ramer succeeds George 

Never Kuat~ owers in the greater New York 
rea. Mr. Powers is now assist 

Make Hose Last Longer les manager of the refractories 


Mr. Daly moves into M1 


+ 


BATTLE CREEK, MICH ee ee ee 


parts of Indi 


ASK YCUR INDUSTRIAL 
DISTRIBUTOR OR WRITE 





INDUSTRIAL BRASS FITTINGS 


ened 


fice 
Fills Abrasive Post 


L.. Lantz has been appointed 

tion manager of the abrasive 
n of Norton. He succeeds the 
trberg. Mr. Lantz 


Sealed Right bs 7 sr me andl 
with KEY-TITE. | 


This new approach to better piping 
connections is being broadcast to in Edwin R. Reed has been named 
dustry through regulor insertions in 
these publications California district sales and service 


Names Reed 


Domestic Engineering neer for Norton’s grinding ma 


Heating, Piping & Air Conditioning =a : | . 

~ Heating, Plumbing and Air Conditioning chine division ic past two years 

| News he had been a resident demonstrator 
‘ Buyers Purchasing Digesi 


saiieiee if grinding machines on the West 
Ww, > OF _ means increased sales, extra 
ATER PRO profits for you—greater satisfaction 


PIPE JOINT for your customers 


LLL Ad MMMM 


o Represent Formsprag 
ovision of CIC f_inpustries : 
 cotrotatne Renolds Chains Canada Ltd. has 
PLANT: MISSOURI CITY, TEXAS iat ‘er ae ; 
MAILING ADORESS: P. 0. BOX 2117. MOUSTON. TEXAS Ippolntea EXCiusive sales rep 


y Formsprag Co. f 
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Paul H. Davey, Jr. 
Son Succeeds Father 
At Davey Compressor 


Paul H 


elected to suc 


Davey, Jr., 


ceed his father as presi 


has been 
dent of Davey Compressor Co. The 
senior Mr. Davey moves up to the 
new post of board chairman for both 
Davey Compressor and Davey In 
ternational, Inc 

J. T. 


president and treasurer of Davey 


Myers has been appointed 


International and general manager 
of Davey Compressor. He had been 
vice president in charge of sales for 
Davey Compressor 


Mr 


and served as president since 1929 


Davey, Sr., founded the firm 


His son had been vice president in 


charge of p 


xduction before his pro 


motion. 





NEWCOMER 
Corp., is Lew W. ¢ 
joined the 
dustrial sales, for the 
the United States 


Flexible ‘Tubing 
rockett, Jr. He 
firm as field supervisor, in 
eastern part of 
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why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 


They know they get 


the most efficient, economical 


performance from Johnson Gas Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 


No. 120 Hi-Speed 
Furnace Range — 1300° F 


to 2400° F 
five minutes. 


No. 142 
Heat Treating 
Furnace 


Range — 1300° F to 
2350° F. Heots fast 
to save time and gos 


No. 118 
Combination Bench 
Furnace 
Ideal for all around shop use 


For information on Johnson's complete 


Reaches 1500° in 


No. 706 


Annealing Furnace 


Range — 400° F to 1800 
Hardens annea 


steels 


temper s, 


a 


Bench Furnace 
The most powerful bench 
furnace for its size made. 


No. 101 


line 


of quality Gas Burning Equipment write 


today for the new Johnson Catalog 


If it burns gas () 


No. 60 BCD 
Concentric 
Ring Burner 


With Johnson Ventur 
ond Tube with Heavy 


Three burner with separcte 


controls 


look to Johnson . . since 1901 


JOHNSON GAS APPLIANCE CO 


1957 


., 008 E Avenue NW, Cedar Rapid 


F 





Industrial Production Index Edges Down 


180; T 
Yearly Averages Monthly Averages 


THE ee CALLS 
(Left hand scale) f Right hand scale) 


D i K & M a 947-49=100 (Adjusted for seasonal variation) 
ST EE L B ~ b : : } Source: Board of Governors, Federal Reserve System 


- Ste es | | 


Dies and 
Templates 


Po package 8-oz. can fitted with 
Bakelite cap —— soft-hair brush 
for applying right a nch; metal sur- 
face ready for a4 in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
=== 2305A Nerth 11th St. «© St. Lowis 6, Mo 


Committee of ¢ 

marking the firm’s Otl I I t lathia president rom left are 
Arthur Chrosnik Iter kowsh | n and Nichola 
Michels 


MODEL 104. Cork lined dra 
ene turn of the key fastens cover and ai Department Store Sales Dip 


¢rawers with patented lock . . . smooth, stream- a — 
lined, easy-to-keep clean . . . holds a full 18’ Yearly Averages Monthly Averages 
(Left hand scale ) (Right hand scale ) 


scale. 193{" long, 1334" high, ° ; 
we . , ns a | 947-49= 100 ( New Series, adjusted for seasonal variation) 
MODEL 105. A “king-size” chest for tools up Source: Federal Reserve System 


to 24°. 9 drawers. Size 261(’x14 "x12 \’. 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


Wr 


rtogii lJ 
~ 1950 ro 9 


msumer spending has b 


é Cor n peners 
HUOT MANUFACTURING CO. department store sales failed to maintan ( sO 
551 North Wheeler St., St. Poul 4, Minn age is still higher than the same period last 1d demand is healthy 
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Allis-Chalmers Makes 


ye Pranic an Powerful Portable with a 


h iS been pro 


moted by Allis-Chalmers Industries ’ 

Group and new heads assigned to 100 Rea ch | 

the St. Louis and Amanillo branches as w/, 
W. Ek. Korsan, former manager F. 

of the St. Louis district, is now sales ; 

manager for the electrical applica INSTANT CONTROL 

tion department. J. C. Lovelace has CHUCK HANDLE 

been shifted to head the St. Louis eft: ADJUSTABLE 

district, Mr. Korsan’s former post ’ ; J/e papel 

W. M. O'Connor succeeds M1 


Lovelace as Amarillo district man 


4 / 

- _ 
ager. a\t : s/ kz 
Mr. Korsan had been a Memphis CONVENIENT ; ' re 

LIFT HANDLE . ; J 
representative before being assigned Gx, q Pp 
; | Nf 


- a. ¢ 
to St. Louis in 1945. In 1955 he ou“ ‘ 


afl HEAVY 
became St. Louis district manager ~ - EAYV-OUTY 


Mr. Lovelace had been at the A ee eee ~ ‘ AOS SvOR 
I ovelace had been a rie Ma : : GAS ENGINE 


rillo office since 1944. In 1954 he / \ ee : OPTIONAL 
was advanced to head the office 
Before his promotion, Mr. O’Con E 4 
nor had been a Houston district poweenn F giles \. 
representative CHUCK GRIPS ~) 
SNAKE ; ~ : j 
: : eS e ar, 

Advances Dineen FIRMLY a ~ a AS ‘ . = 

Robert J. Dineen has been pro 
moted to manager of general indus 
trial sales in the Cincinnati district 4 
by Allis-Chalmers. He had been an 
application engineer in the electrical a 


department 


2 


LARGE 
RUBBER-TIRED 
WHEELS 


ee ae COMPLETE 
EQUIPMENT 

KIT AT NO 
EXTRA COST 


ae 





~ 
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~ 
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_ 
_ 
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— 
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NO. 420 


Sewer Mast 
Cleans Clogged Sewers, FAST! 


Whatever the obstruction—even 100 

feet or more from the sewer entrance 

—you'll clean it easier and quicker 

with the low-cost Oster Sewer Master. — 

Built to last a lifetime, light enough Builders of 

to be handled easily. . . provides posi- the World's Most 

tive control of “snake” and cutting tools. 
See the versatile Sewer Master in ac- Complete Line of 

tion. Call your nearby Oster Selective 

Distributor for complete information 

and prices. Equipment 


Threading 





ATTENTION DISTRIBUTORS! Fo 
BIG BOOT is novelty exhibit at In Oster backs your sales efforts with ads like 
dustrial Rubber Pro ts Co., Charles this in national publications every month. 
ton, W. Va. It’s size 42. Wiliam O 


1 @ - _ ] 
Loveall presidet esigned firm's mod 


em display roon THE OSTER MANUFACTURING CO., 1302 East 289th St., Wickliffe (Cleveland), Ohio 


i 


write for General. Caotolog 
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ve 7 oe oun Starrett 


‘ 
SALES L 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


KNOW THESE BIG 
USER BENEFITS 
THAT HELP YOU SELL 


Precision Ground 
FLAT STOCK 
and 
DIE STOCK 


Starrett 


The shortage of skilled help 
and the high cost of machine tool 
time are powerful arguments to 
help start new customers using 
Starrett flat and die stock . . . and 
to boost your sales to existing 
customers. 

“Just lay it out and saw it out’ 
sums up the big advantages of 
making machine and fixture parts, 
special tools and gages, stamps, 
dies and cutters this time and 
money-saving way. “Do the job 
‘faster, better — in half the time or 
less.’’ ‘‘Save valuable man hours 
and machine time.”’ “‘Don’t waste 
time grinding stock to size... 
just reach for the exact size and 
type you need in the handy, pro- 
tective Starrett envelope.’’ Use 


EADS 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 











these potent arguments in your 


selling. 


NOW OVER 1000 SIZES 


To help you fill the booming de- 
mand, Starrett now makes preci- 
sion ground die and flat stock in 
over 1000 sizes in four types 

air, oil, oil or water and water 
hardening. Made to specifications 
established for our own precision 
toolmaking needs, ground to a 
fine finish and dimensional ac- 


curacy worthy of the name 





Starrett, backed by powerful ad- 
vertising and packaged for maxi- 


mum customer convenience. 


NEW FOLDER AND 
WALL CHART 


In addition you now have the big 
new tool room wall chart and at- 
tractive folders that list all sizes 
with complete hardening instruc- 
tions. You're all set to sell when 
you stock and feature Starrett 
Precision Ground Die Stock and 


Flat Stock. 





WRIGHT PLANT LIFTING EQUIPMENT 


gives you a full line to meet a 
wide range of customer requirements 


“VJ WRIGHT Electric Chain Hoist 


2 sizes—Up to 2-ton Capacity 
This new Wricut Electric Chain Hoist is THESE FEATURES MEAN EXTRA VALUE: 
now available in two capacities: 300 Safe, positive upper and lower limit 
to 2000 Ibs. (single chain) and 3000 to switches 
4000 Ibs. (double chain). It is safe, easy to Heat-treated alloy steel forged hooks 
operate, rugged and durable. It is excep- Gearing fully enclosed yet readily 


- : ibl 
tionally valuable for use on production accessible . 
. , : ; Heat-treated alloy steel load chain 
lines, over machine tools or in any shop 
locati h ei es be Heat-treated alloy steel forged load 
ocation where space is at a premium. wheels 

Self-locking worm gearing acts as 

own load brake 


ee ae ee 


LLETZ 


eT a z 


eS Sem 


rs 


7] WRIGHT Safeway Hoist 


12 sizes—!/2 to 50-tons 


In the WriGHT Safeway line you sell the closed in high-grade analysis steel hous- 
utmost operation efficiency over the ing. These features give excellent service 
widest range of lifting applications. Long in cement mills and foundries where 
service life of these rough, tough hoists, excessive dust prevails, heat-treating in- 
is increased by a sealed construction  stallations with their high temperatures 
which fits them for both indoor and out- and outdoor applications with cold and 
door service. All vulnerable parts are en- wet exposures. 


WRIGHT Type “C” Pull-A-Way WRIGHT Trolleys 


3 sizes —I1!/2-ton, 3-tons, 6-tons ___ WriGuT Roller-bearing 
Designed for a thousand quick hook-up jobs in ; ~ Trolleys (shown) come in 
: . be. : geared or plain models 
every industry. The most practical and econom- ; , 
. ; ’ - oa : and providesmooth han- 
ical tools for moving objects with a minimum of dling of loads from 1/4 
lost time. to 40 tons. Other trolley 
types available with pro- 
portional strength and 
flexibility for lighter in- 
1¥%4-ton 3-tons 6-tons dustrial applications. 
Capacity bs Capacity Capacity 
Standard : Standard +. Standard : 
lift: 5°; Full lift: 5; Full lift: 5’; Full WRIGHT Jib Cranes 
oad pull on loa ull on Rui load pull on r . . J . 
handle: 53 Ibs.; orcad ou 84 Beit eae 90 Wricut Jib Cranes are extremely 
Min. distance lbs.; Min. dis- Ir} *ibs.; Min. valuable to supplement regu- 
between hooks: tance between Mew distance be- lar traveling cranes or mon- 
mt gh | ieee + eng oe dg tween 5s orail track, or for indi- 
reach: 6’ 134’; ax. reach: 6’ 43 234%"; Max. , ‘ se avs 
Standard 8%"; Standard / reach:7’;Stand- be a dag ge 
length chain: length chain: 11’ ard length sides of shops, etc. 
6‘ 6°; Net 6"; Net wt. 3645 C chain: 23’ 6°; 
wt. 2336 lbs. Ibs. Net wt. 63 lbs. 
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on items shown on these pages. 
Write to York, Pa., office 
WRIGHT Safeway Hand Hoists: Bulletin DH-164B 


, ERICAN CHAIN & CABLE 


WRIGHT Pull-A-Weys Bulletin DH -56 York, Pa. Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 


RIGHT Jib C Bulletin DH-300 f . ‘ 
“wRient Differential tieletes Bulletin DH-521 Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


For complete information 
Send for these booklets for further information \ y/ Wright Hoist Division Aces 
= b BA. AM 








